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Online Evolution

The rush is on to find a way
to reach the latent job seeker.
The term does not apply to vul-
ture-like individuals who sit and
wait for the longed for position
to appear or to those individu-
als who leave their resumes per-
petually posted on Career
Builder. It refers to individuals
who are not actively seeking a
job, but might be willing to
switch if they see the right op-
tion: Yours. In short, latent can-
didates are cruising the internet
and reading magazines for
other purposes than job-
hunting.

If you're wondering why you
want to attract the latent job

seeker, consider how many
more potential applicants
there are out there who are
nonetheless currently em-
ployed. There's a much wider
field to choose from when seen
in that light. Also, they're an
latent job seeker because
while they may not be overtly
interested in a new position,
they're always open to improv-
ing their career.

John Sullivan, professor of
management at San Francisco
State University and one of e-
recruiting’s most outspoken
proponents suggests: “To get
the [latent] job candidates in

(Continued on page 2)

Warp Nine and Straight On ‘Til Morning

We thought it might be instructive to have an article on the vari-
ous profiles, so this newsletter’s profile focus will be the Enterpriser.

This profile is analytical, and will always be thinking several steps
ahead of their current situation. But the analysis is of a conceptual
nature and not geared toward detail consumption.

They have respect for details and appreciate the need for them
without being overwhelmed by them. This is not a maintainer, but
the person who gets the work for the maintainer. For that reason, if
you ask them to maintain anything at all, you'll either need to pro-
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the pipeline, you have to
make a very compelling ar-
gument. I'm a fan of the
Internet as far as recruiting
goes, but it certainly hasn't
reached its potential. If you
look at most career centers
on company Web sites, they
wouldn’'t make you want to
leave your current job.”

The challenge to today’s
employers is:

1. to create a compel-
ling message that will lure
the latent candidate into
polishing their resume and
submitting it.

2. Place the ad in the
right location. If you're sub-
mitting advertisements to
Career Builder, Monster or
the other engines, congratu-
lations. Those are good
places to start along with
millions of other companies.
They're not where you want

stance.

Online recruiting is only
going to improve. It's al-
ready responsible for 51%
of all hires as of 2005. Ac-
cording to the Booz Allen
Hamilton study that pro-
duced that statistic, the
largest source of hires
were the employer’s cor-
porate web sites. News-
paper classified ads
brought in 5% of the new
hires.

This is because the la-
tent job seeker can
browse a corporate web-
site and become enam-
ored by the company’s
image, product, direction,
etc. Allthey canseein a
newspaper or magazine
are your ad’s words. If
you're going to have your
website used as your best
recruiting tool, you must

provide the type of
data required for an
applicant to make an
informed decision.
Capture what it's like to
work at your company
and you'll gain the in-
terest of a much larger
percentage of the po-
tential employee mar-
ket.

Possessing the tools
to tie together these
applicants into an inte-
grated system is help-
ful. Systems like what's
available in C-Filter will
allow you to respond
simultaneously to all
your candidates. This
can be an invaluable
time saver.

C-Filter allows you to
manage the some-
times massive amounts
of candidate data, fil-
ter it and provides a
percentile level of likely
matches to your posi-
tion.

This article was
taken in part from Hu-
man Resource Execu-
five Magazine, “Great
Expectations”, pg. 22-
27 by Tom Starner.v
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vide them with a crew to come behind and make sure THE ENTERPRISER
all the details are taken care of, or be prepared for dis-
ruptive behavior.

At some point early on the thinking process, the En-
terpriser will want to take action. They'll keep thinking
things through, but they'll do it on their feet. The Enter- )
priser enjoys flying by the seat of their pants and they =
like watching the competition swept past in their wake. °
This is a speed loving person and their interest can evaporate once a goal is attained.
This is someone who likes to make things happen and if all they're doing is watching
what's already occurred, they'll get bored. They'll force the situation to change and
become interesting. Unfortunately, that can be bad for business that's already
“settled”.

For maintenance purposes, we can recommend the Technical Expert, Scholar,
Specidalist, or Craftsman for tech savvy customer support. If your customers might
need someone more verbally persuasive and soothing than a low “B”, try an Adminis-
trator, Coordinator, or Facilitator pattern. However, be aware that the Lower “B”
patterns will naturally understand your Enterpriser better than the Higher “B” patterns.

In the meanwhile, keep your Enterpriser thinking and acting ahead of everyone
else’s curve. It's where they excel. ¥

How To Get Ahead in Business Without Really Trying
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If you don’t know yet, C-Filter is our applicant processing tool. It's the newest such
filter on the market and like all our products, we're continuing to strive for perfecting
its function.

It acts as your first buffer to incoming candidates and is very simple to operate.

First, you tell the system the name of your position, the minimum number of years of
education you require and how ever many degree(s) are appropriate. Then do the
same for your experience expectations.

You're now ready to place your ad. Copy the blue, highlighted link on C-Filter’s
home page and place it in your ad. Your applicants will apply directly at C-Filter and
will answer your questions and be asked to upload their resumes. All of their informa-
tion comes to your C-Filter access. Simply select “View Applicants”. From there, you
send mass Culture Index Survey Invitations and you can ask the computer to filter out
candidates based on their responses to your requirements. |

You now have a list of applicants with varying levels of ability. Once you select the
“Filter” button, the system will display how much of a percentile match each appli-
cant is in relationship to your job’s requirements. That is, Applicant “A” has the re-
quired 4 years of experience and the required degree, whereas Applicant “B"” has a
lower percentile of job match because they only have 3 years of experience.

From here, you can enlarge your field of questions within C-Filter. Select the “My
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Applicants” button at the top of the screen, select the appropri-
ate applicant’s check box and under the drop down list, click on
“request detailed information”. The computer will examine what
information you do and do not have and send an email to the
applicant, asking the applicant for the appropriate data.

During this process, you have spent perhaps thirty minutes set-
ting up your filter within the system and you've narrowed your
field of applicants without reading a single resume or calling any
reference contacts. Using the C-Index responses, your choices

f‘l “Futting People First" may be obvious
c-Iilter at this point.
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