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A NOTE FROM THE AUTHOR

As the owner of a recruiting company, your recruiting staff is easily your biggest investment. 

What if there were operational changes you could make that increased their productivity — 

and that increase could, in turn, double your profits?

Yes, double. Sounds good, right?

These productivity tips are based on my 14-year career successfully founding, running, 

growing and selling my recruiting firm combined with the knowledge I have have gained 

working hand in hand with recruiting firm CEOs as part of the Tracker RMS team.

The Tracker RMS culture is maniacally focused on creating customer success, and that is what 

this guide is about.

We’re highlighting seven productivity changes you can make at your recruitment firm that we 

have seen boost productivity by up to 20 percent and have a dramatic effect on profits. 

http://tracker-rms.com/live-demo/
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One of the best things you can do to improve productivity is provide proper onboarding when 

sales and recruiting staff joins your company. In fact, high levels of employee satisfaction, 

engagement and retention all start with proper onboarding. 

An Academy of Management study confirms this fact. The study found that providing proper 

onboarding and support to new employees (those within their first 90 days with a company) 

helped them feel better about their job and want to work harder. When this onboarding 

support was not available, employees were more apt to be unhappy and unproductive, and 

many didn’t stay with the company past four months.

Another study conducted by the Wynhurst Group found that new hires who go through a 

qualified onboarding process are 58 percent more likely to stay with the company for longer 

than three years.

The vital role onboarding plays in employee retention was further confirmed by BambooHR 

research. The study found that among people who left their jobs within the first three months 

of employment, 23 percent said getting clear guidelines on their responsibilities would have 

helped them remain at the company, while 21 percent said they wanted better onboarding.

When you use a comprehensive candidate management system such as TrackerRMS, you get 

a high-touch, service-oriented platform with a dedicated customer success team. 

Providing this level of onboarding support empowers your team by getting them up to speed 

on the tools and software they’ll use in their daily work. That boosts productivity — and your 

bottom line. 

1.   INVEST IN ONBOARDING

http://tracker-rms.com/live-demo/
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Let’s face it: Recruiters get complacent. 

Even your top recruiter can grow bored and rest on his laurels (and fat commission checks). 

Kick up the motivation level with a minimum requirement for new business development. 

Requiring a minimum number of new clients per quarter sends the message that everyone 

needs to do enough business development to actually stay in business. But don’t just lower 

the boom and leave your people to “figure it out;” support them with the coaching, software 

and tools they need to be successful.

So what’s fair? Is one new client per quarter reasonable? 

Make sure you structure compensation to include this minimum requirement, too.

2.  APPLY JUST ENOUGH PRESSURE

http://tracker-rms.com/live-demo/
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The automation of routine tasks frees up your recruiters to focus on bigger, more complex and 

more profitable business matters. Productivity gets a boost when your staff has the time to 

focus on more valuable aspects of the job and find new and better ways of working.

 • Recruiters routinely lose time to routine tasks, including;

 • Resume screening

 • Responding to applications

 • Aggregating and segmenting applicant information from lead capture forms

 • Posting vacancies to all job boards

 • Searching across all job boards

 • Maintaining a centralized inbox of applicant responses 

 • Making reference requests

 • Creating a candidate record and updating skills

TrackerRMS automates all of these tasks, giving our customers back hours in their week.

TrackerRMS also functions as a complete online CRM solution, which brings the benefits 

of automation to your sales force. With TrackerRMS, you can automate the tracking of 

your customers’ jobs and candidate history and share information across your sales and 

recruitment team.

Hours saved on routine tasks can be redistributed to time spent with clients, candidates and 

prospects. 

3.  AUTOMATE ROUTINE TASKS AS MUCH 
AS POSSIBLE

http://tracker-rms.com/live-demo/
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Here’s that “empower” word again. Why is it so important? According to “The 7 Habits of 

Highly Effective People” author Stephen Covey: 

“An empowered organization is one in which individuals have the knowledge, skill, desire, and 

opportunity to personally succeed in a way that leads to collective organizational success.”

When you authorize your recruiters to make front-line decisions themselves, a number 

of productivity-boosting effects manifest. You help to create stronger and more confident 

recruiters, increase their job satisfaction and improve their experience at your firm. 

It all boils down to relinquishing the urge to micromanage and creating happier, more 

productive employees. Happy employees give their best. That’s good for business. 

What does this look like in the recruiting world? 

There are a hundred different touchpoints in this area, but the main one we’ll focus on here 

is qualifying prospects. Empower them to make their decisions regarding prospects, such as 

who’s a good cultural fit for a company, what the right industry is, etc.

4.  EMPOWER FRONT-LINE  
DECISION MAKING

http://tracker-rms.com/live-demo/
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In addition to the prospect qualification tools found in TrackerRMS, teach your recruiters how 

to apply the ranking acronym MANDACT. They can use it to manage leads and opportunities. 

MANDACT stands for:

 • Money: Do they have the money to spend with you?

 • Authority: Do they have the authority to make decisions?

 • Need: Do they really need your service?

 • Decision criteria: What are they looking at to reach a decision?

 • Ability to deliver: Do we have the ability to deliver?

 • Competition: Are they looking at our competitors?

 • Timing: When are they looking to evaluate their preferred provider agreements?

Applying the MANDACT questions enables them to quickly and consistently assess if the 

potential client they’re talking to is a good fit for your firm. 

Combining the MANDACT questions with the authority to make front-line decisions without 

your involvement kills the slog found in environments where staff has to check with the boss 

before they can do anything.

4.  EMPOWER FRONT-LINE  
DECISION MAKING…continued

http://tracker-rms.com/live-demo/
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When you create a resource team that supports the recruitment process, and you provide 

across-the-board access and transparency with regard to information, you reduce 

organizational and informational friction between recruiters, account managers and other 

stakeholders. 

It puts everyone is on the same team, as opposed to delegating them to their own bullpens 

based on job title. The mood changes.

This is especially important in the 180 business model of recruiting, where the recruiter doesn’t 

have his hands in the process from start to finish. 

Complete access to data via a relationship management system such as TrackerRMS unites 

recruiters and account managers, giving each insight into how everyone can provide the best 

service to all parties. 

With TrackerRMS, job and pipeline management can be tracked throughout the sales process, 

and everyone has the data and insights they need to give the best possible service to clients 

and candidates.

5.  DEVELOP A SUPPORT TEAM WITH 
COMPLETE ACCESS TO INFORMATION

http://tracker-rms.com/live-demo/
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It’s a mobile-first world. Case in point:

 •  In 2016, more people accessed the internet via their mobile devices than their 

desktop computers , StatCounter reported

 •  In 2018, 79 percent of the worldwide internet use will happen via mobile device, 

according to Zenith’s Mobile Advertising Forecasts report

In today’s mobile environment, this one is non-negotiable — you simply must provide your 

employees mobile access to the tools and information they need to do their jobs. 

Without the ability to access sales and recruitment activities, leads, job postings, etc., on their 

mobile devices, you lose an untold amount of productivity. 

Work-life balance has evolved to work-life integration, and the mobile revolution is directly 

responsible for this. Whether you agree with it or not doesn’t matter; it’s a “go mobile or go 

home” world, and firms that don’t partake get left behind. 

Period.

The complete suite of TrackerRMS tools is accessible via mobile. 

Your employees can do everything they can do at the office, from wherever they are. They 

simply log in to the software via their mobile device and begin working. This productivity 

booster is a no-brainer

6.  OPTIMIZE FOR MOBILE ACCESS 
OF TOOLS AND INFORMATION

http://tracker-rms.com/live-demo/
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Sales is about performance, and performance is measured in numbers. It’s up to you to 

provide the reports that offer clarity on their performance — which, in turn, motivates them to 

kick things up a notch and do better.

Reports should give them visibility into:

 •  How they’re doing relative to where they’re supposed to be in the month to achieve 

their quota

 •  How they’re doing relative to the others in the firm

 •  How they’re doing relative to their best month ever

Industry research supports the assertion that access to this type of insight improves 

performance and productivity. Fifty-seven percent of high-performing sales teams rely such 

analytics, compared with 16 percent of underperforming teams, according to the second 

annual State of Sales report from Salesforce. In addition, 48 percent of companies surveyed 

for Ventana Research’s The State of Sales Forecasting said that “scattered” information hurts 

their sales organization, and 42 percent reported that “limited visibility into data” is impairing 

their sales process.

Not only does increased visibility into the numbers motivate your sales team, it also gives you 

and your managers the data you need to provide the right coaching to the right people at the 

right time. This, in turn, keeps team meetings shorter and more productive, reduces employee 

complaints and gets your top salespeople back to doing what they do best — selling. 

7.  DELIVER REPORTS THAT CLARIFY 
AND MOTIVATE

http://tracker-rms.com/live-demo/


Schedule Your Personal Demos
12 Schedule Your Personal Demo

BONUS STRATEGY: 

Most recruiting firms don’t do anything to generate leads for their recruiters. Change that. 

Devote resources to the outbound prospecting/demand generation process; doing so 

supplements your inbound efforts, driving opportunities to your recruiters without them having 

to sacrifice their time nurturing accounts.

What do these demand generation strategies look like? You could:

Invest in content marketing. As a lead gen tool, content marketing works. HubSpot found 

that companies that posted 16 or more blog articles a month got about 4.5 times more leads 

than companies that posted 0-4 times a month. 

Invest in SEO. When you improve SEO, you boost your organic presence and make it easier 

for potential customers to find you. In fact, 71 percent of people researching a B2B purchase 

begin their research with a generic search, Google reports. 

Offer a free tool or resource or do a giveaway. Giving stuff away for free is a fantastic way 

to generate highly qualified leads and grow your email list. When you choose the right tool or 

prize, you attract prospects who want what you have to offer.

INVEST IN A DEMAND GENERATION 
PROCESS TO DRIVE OPPORTUNITIES TO 
YOUR RECRUITERS

http://tracker-rms.com/live-demo/
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Produce a webinar. A few things happen when you produce a high-quality, informative 

webinar: You establish yourself as a leader in the industry, you build trust and credibility, and 

you capture more highly qualified leads. Content Marketing Institute found that 58 percent of 

companies are producing webinars as part of a lead-generation strategy.

Launch an email marketing campaign. Email marketing consistently ranks as the number 

one B2B lead generation strategy. Advances in marketing automation technology even 

enabled one company to increase revenue by 172 percent, according to this Venture Harbour 

article. 

Partner with an industry influencer. Leveraging an influencer can result in up to 11 times 

higher ROI than traditional forms of digital marketing, according to this TapInfluence study. 

These strategies will drive leads to your recruiters, which of course, is great for business.

BONUS STRATEGY: 

INVEST IN A DEMAND GENERATION 
PROCESS TO DRIVE OPPORTUNITIES TO 
YOUR RECRUITERS

http://tracker-rms.com/live-demo/
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CONCLUSION

By implementing these strategies, you’re giving your sales and recruiting teams the power and 

the tools they need to do their jobs better. That motivates everyone in the whole company, 

because after all, excellence begets excellence. 

When productivity is up, profitability is up. 

Everyone’s happy!
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glaring problem in the recruitment industry:

The need for simple-to-use but feature-packed software solution to run our recruitment firm 

efficiently and profitably.

I wanted software that would empower my team to build better relationships and get more 

deals done, and at the same time provide me the data I needed to make better business 

decisions.

TrackerRMS was born.

After much trial and error, we hit the mark! The TrackerRMS platform turned out to be so good, 

I decided to move out of the recruitment sector and build a software business. 

Many years later, I am proud to lead a TrackerRMS team that now supports our customers 
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Our business continues to grow and thrive due to a culture maniacally focused on creating 
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ABOUT TRACKER RMS

TrackerRMS is a leading cloud-based Recruitment, Applicant Tracking and CRM software 
provider serving the Recruitment Industry. 
 
TrackerRMS was developed by recruitment industry veterans, who like all business owners, 
were looking for the best possible software to run our own firm efficiently and profitably.
 
We wanted software that would empower our employees to build better relationships and get 
more deals done, and at the same time provide us the data we need to make better business 
decisions.
 
After disappointment with a number of different solutions, we decided that we could do better 
and ventured to create a recruitment software solution that would help run all aspects of our 
business.
 
The system needed to be simple to use but packed with great, usable features. After much 
trial and error, we hit the mark! It turned out to be so good, we decided to move out of the 
recruitment sector and build a software business. 
 
Many years later, it is now our customers who drive product development. We listen and work 
with the very best people in the industry to continually develop a system that recruiters and 
owners want to use.
 
Most importantly, we live by our vision captured in our company slogan:
 
“The features you expect. Service that’s unexpected.”
 
It’s our experience that it’s the service wrapped around the software that’s most important, and 
it’s our goal to provide the best service in the industry to our clients.
 
Headquartered in California, with offices in the UK, our business continues to grow and thrive 

due to a culture maniacally focused on creating customer success.

http://tracker-rms.com/live-demo/
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To find out more about our solutions please visit our website or 

contact us in person for a chat about your individual requirements 
and find out how we can meet your business needs.

 www.tracker-rms.com
 contact@tracker-rms.com

GIVE US A CALL: 
1-858-216-2019 (US & CANADA)

08451 262 300 (UK & EUROPE)

CLICK HERE TO SCHEDULE A DEMO
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