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This is a Flux Situation



4 Obstacles To Getting Send Outs



01
Presenting a Bad Candidate



02
Bad Candidate Presentation



03
Bad Marketplace



04
Bad Rapport Building



Donʼt Give Up Too Soon



Marketing Calls
Actual Conversations With Potential Decision Makers.

Calling with a Candidate
Presentation.

Rapport
Builders

                


Around 1500 company contacts to call on a 

quarterly basis is usually ideal.

125 / Week

500 / Mo

1500 / Qtr

25
Marketing Connect
Calls  per Day



PUTTING IT ALL TOGETHER
FROM THEORY TO PRACTICE

RECRUITER MASTERCLASS



24

ACQUIRING AND USING

THE RIGHT TOOLS



The MPC
MOST PLACEABLE 

CANDIDATE 

The FAB
FEATURE 

ACCOMPLISHMENT 
BENEFIT



The Close
I HAVE ARRANGED…

Inclusion/Exclusion
INCLUSION FIRST, THEN 

EXCLUSION

JO Priority
JOʼS FROM ATTRITION 

FIRST



Lost Sale
“LOST SALE” CLOSE

Candidate Closes
MOST EFFECTIVE 

CANDIDATE INTERVIEW 
CLOSE

Multiple of 
Compensation

SET THE VALUE OF THE 
JOB OPENING 



The Strategic 5 
Essentials

01

02

03

04

05

 Attitude Reach a point of an unshakeable 
winning attitude and relentless 
persistence

Focus Have a crystal-clear purpose and 
a strategy for success

Control Control the process at every 
step; nothing is left to 

Discipline Every day is planned; routines 
are followed; the process is 
respected

Relationships Put customer needs before fees; 
recruiting, above all, is a 
relationship business.



THE TACTICAL 10
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01
Know the End Game

02
Create a Benefit 

Vision

03
Focus on the Solution

04
Recruiting is a 
Contact Sport

THE TACTICAL TEN
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05
Plan Your Work and 

Work Your Plan

06
Never Play a Game 

You Cannot Win

07
Time Kills All Deals

08
Recruiting is a 

Lifestyle - Not a Job

THE TACTICAL TEN
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09
Always Treat Clients, 

Candidates, and Others Like 
You Like to be Treated

10
A Placement is Never Done 

Until the Check Clears

THE TACTICAL TEN



“

GRAY

 “The secret of success of every individual who has 
ever been successful – lies in the fact that he or she 
formed the habit of doing things that failures donʼt 
like to do.  Itʼs just as true as it sounds and itʼs just a 

simple as it seems.”



SUCCESS & HABITS



What I often notice after a recession is that bad habits sometime 

replace the good habits you have worked so hard to establish. My 

job is to get your good habits back.

SUCCESS
AND
HABITS



ELITE RECRUITER MASETRCLASS – OPEN NOW

https://eliterecruiterclass.com

USE CODE BESTYEAR



THANK YOU!



bob@themarshallplan.org 
770-898-5550
eliterecruiterclass.com
themarshallplan.org




