
DESIGNING YOUR OWN RECRUITMENT STRATEGY 
 
Most business schools today coach their business leaders how to develop and launch  
successful business plans. We are told and correctly so, that great businesses ha ve even 
greater business plans. But what about job seekers?  Shouldn’t individuals that look for 
opportunities in the market place also have a business plan and pursue an organised form 
of managing their career plan?  
In complete contrast companies offering jobs to job seekers are becoming more 
organised. The majority of candidates don’t understand the inner workings and legis lation 
pertaining to how internal recruitment processes work and affect the job seeker.  
 
But enough about the problem lets examine the solution. What components make up a 
successful recruitment strategy? Like any business plan certain proponents prevail as 
being important. If I were to choose the three most important items of a personal 
recruitment strategy it would be the following; setting goals, identifying and managing 
your recruitment partners and establishing a marketing strategy.  
 
Setting Goals . When would I like to move and how long would I give myself 
realistically before being in a position to move especially? Many candidates today, move 
in a reactive manner without having consulted their career or recruitment plan. This is not 
necessarily wrong but if job seeker fails to fulfill, for example a planned stay with a 
company for two years, the move should be a worth while venture. The opposite is true , a 
lot of candidates decide to over stay in a company past the point where their career 
benefits. Setting goals includes deciding why one should move, when one should move 
and what will happen if a counter offer is presented? Most candidates rate money as a key 
motivator this is not necessarily a long term move motivator or a move inhibitor. 
Identifying your move motivators will make you move easier and also ass ist you to 
realize your ultimate goals.  
On average six months is enough for a middle manager to plan and organise a normal 
move.  
 
The Marketing Strategy. To achieve your recruitment goals you should consider all the 
various options available to get your details into the marketplace. Identifying the 
available and most relevant channels is important especially considering most job seekers 
will use only two, such as recruiters and responding to newspapers advertisements.  
The more aggressive your move motivators and move time frame obviously the more 
varied your channels should be. The most common marketing channels avaible at the 
moment include the following; newspaper advertisements, career portals, recruiters, 
company websites and word of mouth.  The complexity of your potential move need also 
be examined, before deciding on your final channels. Moving industry sectors will rate as 
a more difficult move and therefore require a greater scope of exposure.  
 
Let’s touch on some of these channels. Advertising jobs in the newspapers in South 
Africa have progressively become a lesser used technique to find staff. Yet this channel is 
worth considering. Monitoring and responding to newspaper advertisements needs to be 



done on a regular basis and with a very organized strategy. Keep a careful track of which 
advertisements you respond to in the media and ensure regular follow ups with company  
or recruiter. Using career portals has become a huge part of our daily lives when 
managing potential roles. Important to note when using a career portal is to ensure that 
your details remain confidential - do not load references onto to a website if you have not 
spoken with your employer. Most career portals are automated so once you have logged 
onto this service the entire process moves along. I suggest choosing at least two career 
portals. Oversees career portals are an excellent way to source international opportunities.  
 
Company websites. An increasing number of companies today use their own websites to 
promote internal opportunities. When setting your goals you should also research and 
identify what type of companies you would like to target. Whilst researching your target 
companies you can then establish how to promote your CV through their career website. 
Most larger blue chip companies have very active career portals , make sure you keep 
track of what company websites you apply through as you may want to follow up on your 
application in person.  
 
Identifying and managing your recruitment partner. Using a recruiter for the first 
time to assist you locate your talent can be a daunting experience. I believe the most 
important aspect of selecting your recruiter is to establish their credentials in your 
industry sector of choice. Selecting more that one recruiter is vital. I suggest at least three 
and no more than five. I also suggest keeping in contact with your recruiter via e-mail 
and understanding the workload that your recruiter faces when speaking with so many 
people on a daily basis.  
Most job seekers will stop communicating with their recruiters if they do not receive a 
call regards an opportunity within a few weeks of being interviewed. Your recruiter is 
your partner. Keep an open communication line for at least six months before replacing 
your recruiter. You should also mix your recruitment partners and have at least one or 
two smaller recruitment companies in the mix.  
 
The key to establishing a successful business plan is to ensure that you update your plan 
on a regular basis. As your career goals are reached your plan should change accordingly, 
keeping tabs on the companies that you would like to move to is also an ongoing project.   
Your recruitment plan should become an integral part of your daily life, the importance 
of making the right move at the right time for the right reasons cannot be over 
emphasized.  
 
 
 
 
 


