
GETTING THE MOST FROM 
YOUR DESK IN THE NEW NOW

GREG DOERSCHING



WORKING ON
▪ Working on your business – the activities that in the next 30-45 days you can fully 

implement into your business practices the you have never used before but always said 
“one of these days I really need to” – that’s what working on is about.

WORKING IN
▪ Working in your business – the activities that in the next 30-45 days you can do for dealing 

with any current active searches or new business development tasks that you need to stay 
on top of because now matter what is happening in the world – you ARE still OPEN FOR 
BUSINESS.

WORKING OVER
▪ Working over your business – the activities that in the next 30-45 days you can do to 

dramatically overhaul the quality and effectiveness of what you’ve been doing because for 
the last 5 years people have believed they’ve had their hand on the “EASY” button when it 
comes to making placements.
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6 THINGS YOU SHOULD BE WORKING OVER IN THE NEXT 45 DAYS

DOING A BETTER JOB OF:

1. GETTING COMMITMENT AND CLARIFICATION FROM THE BEGINNING 

2. PASSING A SEARCH TO SOMEONE ELSE

3. COMMUNICATING WITH YOUR CLIENTS

4. UNDERSTANDING THE TRUTH ABOUT COMPENSATION

5. PRESENTING CANDIDATES TO CLIENTS

6. PREPARING FOR THE OFFER AND ACCEPTANCE
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Thank you, that’s all the information I need to get this process started.  The first step of the process 
we will start tonight – so I need to ask you DO YOU HAVE 10 MINUTES FREE IN YOUR SCHEDULE 
TOMORROW AND I SWEAR IT WON’T TAKE MORE THAN 10 MINUTES.  Because tonight what I want to 
do is….

If you will PERSONALLY do the role play:

… go through all my notes and do some homework and then tomorrow I want to pitch this 
position back to you as if you were the candidate.  That way you can hear exactly how I intend to 
represent your company to candidates.  If there is anything we need to amend, edit, correct or fix, 
you get a chance to do that before I start making calls.

If you are going to HAND THE JOB OVER TO A RECRUITER:

…get with my Recruiting Team and decide who will be the Lead Recruiter for this position and 
then go through all my notes with them and have them do some homework. Then tomorrow I want 
that Recruiter to pitch this position back to you as if you were the candidate.  That way you can hear 
exactly how we intend to represent your company to candidates and if there is anything we need to 
amend, edit, correct or fix, you get a chance to do that before we start making calls.
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WHEN YOU CALL THEM – YOU HAVE TO GIVE THEM A PERFECT RECRUITING STORY OF THEIR COMPANY!!
Excellent, I’m glad you like the way I’m going to tell your story.  Because that’s truly what good Recruiters do – we are your 
“professional friends-of-a-friend”.  

The last thing I wanted to go over with you is this – after reviewing my notes last night I put together a list of the top 6 things I 
believe I heard you say where the most important skills/experiences you wanted to see in a candidate.  They are:

Bachelors Degree
7+ years of Dairy Experience
Multi-plant Management Experience
Management Experience
Budgetary Responsibility over $10M
Development of other Managers

Do I have those right?? – You do.

And just to reconfirm – we are targeting a salary between  $120,000 and $130,000 - correct? -YES!

Great – because now my mission is simple – it’s going to go find you people who have at minimum 5 of these 6 things AND they 
are willing to come to work inside the salary range of _______ and ______.  Because I’m assuming if I do that – that’s a person 
you’re going to want to interview! Right?
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It was a pleasure speaking with you this morning regarding your need to hire a Director of Engineering. Based on our 
conversation I just wanted to confirm that I heard your requirements correctly. I believe these are the Top 6 Skills/Experiences 
your looking for in a candidate.

• BS in Engineering Discipline

• 5-10 years of Management Experience

• Budgetary Management of Projects over $15Million

• Food Processing Experience

• Project Management Exposure

• Team Building Capabilities

You also said you are ready to offer a person who has this unique skill set between $120,000-130,000 as a starting base salary.

As soon as you let me know that I heard you correctly our recruiting team will begin the hunt for candidates. Please let me 
know that the above information is correct or certainly feel free to edit anything you’d like.

We look forward to working with you on this assignment.
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▪ Showing your Clients what you’re doing 
while they wait for Quality Candidates is 
critical.

▪ Do NOT rush to submittal

▪ Clients #1 pet peeve – Candidate’s who 
aren’t a fit, and then being hounded about 
them.

▪ The simple Solution – Communicate during 
the Recruiting Phase.

▪ Make it Formal

▪ Make it Informative
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▪ When you present a Candidate for consideration you have to make it 
obvious to the client of 3 very specific things:

1. This is the “price tag” for this candidate (salary expectations fit your 
budget)

2. The candidate matches what you asked me to find

3. The candidate is motivated by things other than money

▪ You are going to have convince your client within about 30 seconds that 
this is a person you want to interview.
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▪YOU ARE CREATING A SINGLE DOCUMENT – NOT 
MULTIPLE ATTACHMENTS – IT’S ALL ONE LONG 
DOCUMENT.

▪ A submittal profile should contain 4 elements:

1. A cover page 

2. Interview Highlights

3. Resume

4. References

25



THE COVERPAGE HAS 4 PARTS

1. COMPENSATION

2. MATCHING GRID

3. MOTIVATIONS

4. AVAILABILITY
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THINK OF THIS AS AN 
EXECUTIVE SUMMARY



ALWAYS PUT YOUR 
BRAND ON THINGS 

YOU SEND
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98% OF ALL NEGOTIATION HAS TO HAPPEN BEFORE THE CANDIDATE INTERVIEWS

You schedule the final interview LIVE on the phone.
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98% OF ALL NEGOTIATION HAS TO HAPPEN BEFORE THE CANDIDATE INTERVIEWS
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YOU PUT THE MONEY AGAIN IN WRITING
EMAIL TO THE CANDIDATE

I want to just confirm everything we talked about earlier today.  I am going to schedule your personal interview with 
Schreiber Foods for 10 am on Friday the 27th.  Also I wanted to make sure I had a very clear understanding as to all of
the things we discussed concerning compensation, so I am outlining what I heard below.  Please review this and email 
me back that my information is correct.  As soon as I get that email back from you I will schedule the interview with 
Kim.
Thanks - Greg

Expected Compensation
Base:  121,000-123,000
Bonus: 20% as per plan
Vacation: 2 weeks remainder of this year & 3 weeks as of Jan 1, 2020.
Benefits: As per plan
Relocation:  Only issue is a 30’ sailboat and there will be some cost in moving this.
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YOU PUT THE MONEY AGAIN IN WRITING - TO CLIENTS TOO!!
EMAIL TO THE CLIENT

Polly,
I wanted to let you know that Gary Thomas is all set for his interview on the 27th, but I wanted to take a minute here to go 
over something with you one last time before we spend the money and time necessary to bring him in.  Gary and I have had 
numerous conversations regarding his salary expectations and I wanted to make sure that you had clear information 
regarding this, so here are his expectations:

Expected Compensation
Base:  123,000+
Bonus: 20% as per plan
Vacation: 2 weeks remainder of this year & 3 weeks as of Jan 1, 2020.
Benefits: As per plan
Relocation:  Only issue is that he owns a 30’ sailboat and there will be some cost in moving this.

As long as you are confident that we can work within these parameters, I see no reason to not proceed with the interview.  If 
you have any serious issues please call me to discuss them.
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NEXT LEVEL COACHING
CONSULTING, COACHING, MENTORING, TRAINING

GREG DOERSCHING
414-421-7522

GREG@NEXTLEVELEXCHANGE.COM
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