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CANDIDATE OBJECTIONS

As with any sales related job, we will encounter objections from time to time. The people 
we approach may have initial objections to a conversation, perhaps have reasons to not be 
looking for a job, or simply haven’t thought enough about what you’ve said to give it true 
consideration.

How you deal with these objections is important. Either you’ll find yourself on a quest to keep 
looking for a candidate (when you could be engaging with this one) or agreeing to things 
that can slow down the process (like sending job specs to review without full commitment)

In this little guide I want to share three classic objections and how to deal with them. Your 
own willingness to continue; to ask questions; to challenge someone’s thinking is critical. Only 
through practice will we get good at helping candidates see the benefit in a conversation.
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“I’M NOT LOOKING FOR A JOB”

Thinking to adopt:

Most of the eligible working population is in a job. Therefore we are seeking to have 
conversations about better jobs NOT simply any job. Most people in work would be able to 
define what better looks like.

If someone isn’t looking for a job then they may be enjoying their current job. This is good 
news as we want to talk to people who are good at what they do.

No one is asking the candidate to leave, we are simply suggesting a 5-10 minute conversation 
to explore what their work goals might be and if there is anything we have that could be 
a match. Cost 5 minutes. Potential reward – a bright shiny exciting opportunity to join a 
company that will look after them better than the one they work for now.

Tactics to deal with it:

Embrace it and celebrate it with them – 

“That’s so nice to hear. It’s always good to talk to people who enjoy what they are doing. 
What do you like about your job?”

“That only makes me more interested in talking to you – because it tells me you’re good at 
what you do”

“Cool. I’d love to hear what it is that makes you like working at [COMPANY] so much”

Flip it into a positive reason to talk –

“Then now is probably the best time for us to talk. I’m interested in investing some time to 
understand you and build a relationship for the future”

“Now could be a great time to talk – there’s no pressure for you to change jobs so you’ll only 
commit to something that is super exciting, right?”

“You know there’s probably never a perfect time to talk to me. The worst time would be 
when you haven’t got a job or you’re really unhappy where you are”

“I totally get it. I would say the same about me in my job to, I love it! How long do you think 
you’ll stay there?”
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Play down your expectations – 

“I wasn’t simply phoning/emailing/messaging you to talk to you about a job, I thought you’d 
be interested to hear what’s happening in the job market now…”

“There’s no expectation on my part that you were looking for a job. I just know that there 
are some really exciting companies out there who would love to meet people like you”

“I hear what you’re saying. I would estimate that 70% of the [JOB TITLE] in the [REGION] 
would say the same. That’s why I like to get to know good professionals and be ready for 
when they’re ready to look.”

Create some fear / uncertainty –

“Good news and I hope it stays that way for you. If there’s anything we’ve learnt over the 
last couple of years is that we never know what’s around the corner…having a trusted 
recruiter you can call is always a benefit”

“Unfortunately I do get to speak to people who are unhappy or out of work for reasons 
outside of their control. Companies grow, shrink, move, make redundancies and it’s never a 
nice experience to find yourself suddenly looking for a job. How do you keep your ear to the 
ground about jobs?”
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“CAN YOU SEND ME A JOB DESCRIPTION”

Yes. This is an objection – either it means “leave me alone” or “I’m not sure this is right so I 
want to read something on my own” or “I’m busy and not sure if I’m 100% interested so send 
me the details and I’ll decide later if I’m excited”.

Thinking to adopt:

Job descriptions are often poorly crafted attempts to communicate the content of a job 
written by someone who isn’t doing the job.

A written summary of the content of the role isn’t very exciting. Most candidates probably 
have a relatively similar job (it’s why you chose to contact them). To get them excited and 
interested we need to bring to life an environment, bright future, leadership team and 
organization. Rarely is this in the job description.

Job descriptions are like instruction manuals for washing machines. Mechanical and 
uninspiring. A job description has value when someone has committed to the opportunity 
that exists. The washing machine manual is important once you’ve committed to purchase.

Tactics to deal with it:

Squash it with positivity –

“I’m pleased to say we haven’t created one. The company are looking to build something 
around the right person rather than fill a job someone else has left”

“I will send it to you as soon as we’ve discussed in more depth what matters most to you in 
your career/next job”

“I worry if I did that I would let you down – a job description rarely brings something to life 
in the same way a conversation can. What’s most important to you in your next position?”

Qualify their expectation and test their commitment – 

“Sure. What will you be looking for on it to decide if it is right for you?”

“How will you know from a job spec if it is the right thing for you long term?”

“Great idea. Let’s jump on a Zoom meet and I can screenshare it with you and tell you more 
about the company and their leadership as we go”
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Reframe the process – 

“That is 100% part of the process. We want you to have everything you need to make a 
good decision. First, it’s important to understand more about you”

“Sure. Let me share quickly with you the goal of this call – I’d like to invest time in understanding 
your aspirations, then talk about your experience and then share everything about the 
employer including the job description”
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“I DON’T HAVE TIME TO TALK RIGHT NOW”

We want to test if this is legitimate or fob off. They answered their phone, so could have 
time to talk if it is important.

Thinking to adopt:

Everyone’s time is precious so we won’t give it up unless it feel important or urgent 

Candidates will hear from lots of recruiters – some better than others. This is the first test to 
stand out and give them a valid reason who two minutes now is worth the investment

Don’t be a dick. When people are genuinely busy we need to be respectful. Our sensory 
acuity is critical to develop to recognise this.

Listening is your strongest weapon with this objection

Tactics to deal with it:

Empathy

“I know I called you out of the blue. Can I snatch two minutes now and then schedule 
something in more depth for later?” 

“It’s a busy world – probably why 44% of people in the UK are suffering from work related 
stress. How open are you to reviewing your job options?”

“What could stop you taking a few minutes now. Only I think there are some stand reasons 
why this could be of interest to you”

Patience and impatience

“Can you get yourself into a quieter location for a few moments so you can talk more freely? 
I can hang on”

“Sure. Can I suggest a couple of times now and then send you an invite to your calendar for 
a 15 minute window?”

“Time is of the essence. Can you make yourself available in the next two hours?”


