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Productivity is never an 

accident. It is always the 

result of a commitment to 

excellence, intelligent 

planning, and focused effort.

Paul J. Meyer
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MOST PLACEABLE CANDIDATE (MPC)

SPECIAL TALENT AVAILABLE & READY (STAR)

SKILL MARKETING

REVERSE MARKETING

PURPLE SQUIRREL SELLING

ALL THE EXACT 
SAME THING

MPC (STAR) Marketing is reversing the recruiting process – we take a great candidate and market 
them to a group of companies



MPC (STAR) MARKETING

Desirable Traits of an MPC/ STAR Candidate:
MUST HAVE ALL OF THESE:
Possesses a Marketable skill (i.e., Electrical engineering, java developer) 
Realistic compensation expectations
Clearly defined location/geographical requirements
Realistic timeframe for interviews and start dates

PLUS AT LEAST 2 OF THESE:
Promoted at least once internally
Received a Blue-chip education (their school has a great reputation) 
Worked for at least 2 different companies

PLUS 1 OF THESE:
Has checkable references
In-hand letters of recommendation
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THE MPC SETUP:

o TALKING POINT OUTLINE:

o Your Employer will NOT manage your career

o They want you to stay put

o Beware “Title” only promotions 

o You’re a “senior” (insert title here)

o I provide you the following:

o Always on the lookout for what you want

o I’m your professional friend-of-a-friend

o More Valuable than Aaron Rodgers to NFL

Only YOU can control YOUR future!~ Dr. Seuss
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THE MPC SETUP:

o _________, One thing I know for sure is that your current employer is not going to manage 
your career for you.  They will try to keep you in a role your successful at as long as possible 
because it’s a problem they don’t have to worry about.  They will do things that kind of 
“fool” employees into thinking they are advancing their careers.  Such as making you a 
“Senior” something – same exact job responsibilities as before only they changed your title 
and your pay.  That’s not really a promotion.  One of the key things I provide candidates I 
work with is the idea that I will ALWAYS be on the lookout for ways they can advance their 
careers. You and I both know that most people’s best career moves don’t happen when 
they are looking for a job. They happen when someone hears about an opportunity – 
usually from a friend of a friend - and decides to pursue that opportunity. Well, for the rest 
of your career that’s the role a good recruiter should play – they become your  
PROFESSIONAL friend of a friend,  So, if that make sense, I’d like to talk with you about 
exactly what you would like your next step to look like.
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DISCOVERY CONVERSATION:
o Location is always an instant deal breaker for people – so what would you be 

thinking about as far as location – would you want to stay where you live right now? 

▪ (If yes – how far is a reasonable commute for you)  - **Get out a map and draw 
boundaries based on roads**

▪ Are there other locations you would honestly find desirable to move too?

o Now let’s talk about the type of role you want to play – because titles are an empty 
thing – you can go to work for yourself and be a “President” – what I want to know 
is what you really want to be doing at work every day.

o Based on what you just told me – talk to me about your marketable strengths – if 
you had to “sell” yourself to a company what are the most unique skills and 
experiences you’d want them to know your brining to the table.
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DISCOVERY CONVERSATION:
o That’s excellent, now talk to me about the type of company you’d like to be a part of 

– big publicly traded? Small mom and pop shop? Something in-between?

o Are there specific companies you know you’d like to be a part of? Companies you’d 
want me to stay away from?

o Obviously, money makes the world go round – what where you looking for in terms 
of salary?

• I would be looking for around $120,000

• Ok, how did you come up with that number?

• Most candidates will reveal important clues about their decision making 
process at this point.

• When did you get your last raise?
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THE LEAP-FROG STORY
•  Typical raise is 2 ½ - 3%

• Companies want to offer around 10% more than you're making now

• Result is they are “leap-frogging” you 3-4 years ahead overnight

• Nail an interview – might see 15%

 

KEY MONEY TALKING POINTS

• Their personal circumstance is the 
only thing that matters.

• Be direct with people about 
money – don’t hedge.

• Be the expert – “our firm has 
helped thousands of people 
improve themselves financially – 

this is what we know to be true.
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THE SPIN:

o Name  based on what you just told me there is a different idea I have.  We do 
something with a very select group of people each year where we reverse the 
Recruiting process and instead of waiting for an opportunity to open that fits your 
background we go and find companies that would want to create an opening for 
someone with your background.

o This program costs you ABSOLUTELY NOTHING – we never charge for this.

o What I’d like to do is simply find out more about exactly the type of position you’d 
like to have next and then help you go find that.

o Is this something you’d be interested in?
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THE PLAN:

o Name  here’s what I’d like to do next.  I want to sit down and have my research team 
do some work on compiling a list of companies that fit the profile you just sent me.  

o When they are done, I will email the list to you, and you can go through it and 
amend it anyway you want.

o Once I have that agreed upon list, I’ll start making very confidential calls to see 
who’s interested.

o What I will also do is put together the “blinded” profile that I would send to people 
when they say something like “Sure, send me over their resume and I’ll have a 
look.” I would never do that – so I’ll show you exactly what we typically send, and 
you can tell me if you think it’s “blind” enough for our purposes.

o And then we’ll just go from there – sound like a good place to start?
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1st ATTEMPT:
“NAME, this is YOUR NAME, I’m the TITLE of FIRM NAME, I’m calling regarding a very 
high-profile candidate from one of your competitors that’s looking to make a change. 
Because of his search's confidential nature, he's working with me to represent him, and 
I’m hoping to talk with you about this candidate. If you would give me a call at YOUR 
NUMBER, I'll look forward to talking with you.”

2nd ATTEMPT:
"NAME, this is YOUR NAME. I left you a message early this week – trying to schedule a 
call for you with a very high-profile candidate from one of your competitors looking to 
make a change.  This is extremely confidential which is why I haven’t sent you an email 
regarding this person. If you could give me a call at YOUR NUMBER, I’ll be glad to 
answer any questions you have and take care of all the arrangements. Thank you.”



“Good Morning, this is Tim.”

“Tim, good morning! This is Thomas Grey with ABC Search Group – I’m glad I was 
able to reach you.  I was giving you a call this morning as a simple professional 
courtesy, because I am working with a gentleman now who is an exceptional Project 
Engineer for one of your competitors that is seeking to make a change.  He’s working 
with me so that he can confidentially reach out to specific companies to see about 
the possibility of a mutual interest.  So, I called to see if you would entertain a 
conversation with a true “A” player with 10 years of electrical engineering experience 
who works extensively with gas reclamation systems?

Only 2 ways this call can go – YES or NO?

17MPC (STAR) MARKETING – THE CONVERSATION

•  “Excellent, Tim, I’d be happy to arrange something between 
you and my candidate.  I assume you want to see a much 
more complete history of his background, so I’ll be glad to 
send you over a copy of his resume.  Can I ask you what kind 
of role came to your mind as I talked about his background?”

YES Response –

• “No problem, I realize sometimes it’s not the right time to 
add people no matter how good their experience is.  Let me 
ask you this – because we specialize in finding these types of 
“A” players – especially ones with strong engineering 
backgrounds.  Is there an area where you would might need 
to add some talent to your team?”

NO Response –
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Sphere of Influence – Email STAR Marketing

Go after 3 people…  
1. The likely Hiring manager
2. The President/CEO
3. The highest-ranking HR person
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SUBJECT LINE: (Candidates Title) – (Targeted Location)

To: (Put the likely Hiring Managers email here)

Cc: (Put Pres/CEO and HR persons email here)

As a matter of professional courtesy, I wanted to make you aware of an individual with superior 
skills in INSERT SKILL HERE.  This person is currently with a well-known and well-respected 
organization (or direct competitor of yours),  and they have expressed a specific interest in 
leaving that group.  He/She is being extremely selective and confidential in his/her search and 
is working with me to represent him/her.  

I am attaching a "blind" version of his/her profile for your review.  If you have any interest in 
speaking with the person about opportunities with your company, please feel contact me and I 
will give you full details on the candidate.

Looking Forward,
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SUBJECT LINE: Follow Up – (Candidates Title)

To: (Put the likely Hiring Managers email here)

Cc: (Put Pres/CEO and HR persons email here)

Earlier this week I emailed you the profile of someone who is an expert in the area of 
INSERT THEIR CORE SKILL.  As a matter of fact, they recently INSERT THEIR FACT THAT 
SELLS DETAILS HERE.  In the current market these people are extremely hard to find 
which is why I wanted to bring him/her to your attention.  If you’re curious about 
his/her background, I’ll gladly answer any questions you have.  I will also assume that if I 
don’t hear from you, I’ll assume it means you’re not interested in his/her background at 
this current time.

Thank you,
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THE PLACEMENT PROCESS

RESEARCH RECRUIT QUALIFY SUBMIT INTERVIEW

THIS TAKES UP ABOUT 85% OF YOUR ACTUAL 
WORK HOURS ON A PER PLACEMENT BASIS

THIS IS ABOUT 
15% OF YOUR 
MANHOURS

I  AM MORE INTERESTED IN GETTING A DEAL DONE 
THAN LOOSING IT BECAUSE OF “STICKER SHOCK” 

ON THE PART OF MY CLIENT
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Placement Fee: The placement fee for CANDIDATES NAME is a flat fee of $XXXXXX and 
will not change regardless of the final compensation offered and accepted by 
CANDIDATES NAME. This fee is protected by our 6-month replacement program outlined 
below.  This fee is due and payable in full within 10 business days from the start date of 
employee.  In the event that you would request COMPANY NAME to source additional 
candidates for you that are similar to this one we can and will do that for you in that case 
a fee for any of those additional candidates will be calculated at 25% of the first-year 
base salary of the person hired.
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THE BEST PLACE TO GO?

NEXT LEVEL COACHING
CONSULTING, COACHING, MENTORING, TRAINING

GREG DOERSCHING

414-421-7522

GREG@NEXTLEVELEXCHANGE.COM
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