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The Lifecycle of a Candidate

All of us are on a journey with our career – even if our intention is to do the same thing, at 
the same level with the same company for the rest of our life.

Contractors are professional job seekers. They are always willing to listen (if you are 
credible in your approach) as there will always be a time they can see in the future when 
they will need to change jobs.

Permanent candidates are less able to see into the future and identify the day they 
will be looking for their next job. Events happen sometimes outside of their control that 
they could not foresee. Companies close, relocate or change business model and make 
redundancies.

So everyone we talk to today will have their perception as to where they are at and how 
actively they are looking for their next job. This could change in the space of 24 hours, 
don’t assume that because they are very happy today that it will still be the case in 90 
days. This is why we keep in touch with people (especially the good ones) so frequently.

You will encounter a lot of people who say (often as an autoresponse) that they aren’t 
looking. They’re happy where they are. This should not be the end of the conversation, 
if fact it’s the very beginning of an empathy driven conversation about what they are 
enjoying and involved with.

Key activities to complete:

Take a clean sheet of paper (or fresh word doc) and write what 
you would consider to be 10 compelling reasons why now is a 
great time to be a candidate. These will become your convincers 
to get “not looking” and “passive” candidates to “tip toe” with you.

Create an educational update for Linkedin sharing three of your 
reasons why now is a great time to be a candidate. Ask your 
colleagues to like it so it gets more traction on Linkedin and is seen 
by more future candidates.

Write a mailshot to send to 50 high demand profile candidates on 
your database with your top three reasons why and a list of open 
jobs listed with title, salary/rate, industry and USP (unique selling 
point)
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A recent survey was conducted by Linkedin which revealed compelling evidence as to why 
delivery focused recruitment professionals, more than ever, need to be relationship focused. 
The insight provided through Linkedin’s survey shares the habits of recent job moves made 
by professionals and how they moved:

APPLICATION NETWORKING INTERNAL OTHER

PASSIVE [Employed] 8% 62% 23% 7%

TIP-TOER [Employed] 22% 60% 13% 5%

EMPLOYED [Active] 40% 42% 8% 10%

UNDER/UNEMPLOYED [Active] 40% 47% 3% 10%

PASSIVE TIP-TOER ACTIVE
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