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Why is profiling so important, huh?

What are job and candidate profiles 

good for?

Requisitions, can you read between 

the lines?

Developing an intuitive approach
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The Rule of Five Degrees

Always ReSEARCH

The 80/20 Rule

The F-this! Rule

The Rule of Three
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Managing the intake process

Job profiles versus job descriptions

Creating a job profile

The SEARCH and FIND method



To reach your destination you must set your course,
be true to your guiding principles

DEGREES
THE RULE OF FIVE



Candidate profiling is about 
attraction, knowing who the people 
best suited for the job would be and 
how to appeal to the most attractive
of them. 

Lǘ ƛǎ ŀōƻǳǘ ƭŀȅƛƴƎ ǘƘŜ ŦƻǳƴŘŀǘƛƻƴǎ ŦƻǊΧ

ÅSourcing
ÅCommunications
ÅScreening and selection
ÅEngagement and retention
ÅSuccession planning
ÅGetting paid

WHAT IS IT?



IS IT IMPORTANT?

[DUH!]

Without systematic profiling,
ǿŜ Ǌǳƴ ǘƘŜ ŘŀƴƎŜǊ ƻŦΧ

ÅUnqualified response
ÅCompromised standards
Å/ƭƛŜƴǘ ΨŀƴǘƛŎŀǇǇƻƛƴǘƳŜƴǘΩ
ÅBroken promises and hiring decisions
ÅPoor engagement and retention
ÅIncreased costs, lost opportunities
ÅA cycle of despair
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INTERESTS and VALUES

õNERGY

DEMOGRAPHICS

SKILLS

EXPERIENCE

ATTITUDE

RESULTS

COGNITIVE ABILITY

HABITS



Recruiting is about relationships that 
are built on effective communication.

.ŜŎƻƳƛƴƎ ŀ ΨōǳǎƛƴŜǎǎ ǇŀǊǘƴŜǊΩ ƳŜŀƴǎ 
that we have to start communicating 
that way, consulting.

Ψ5ƛǎŎƻǾŜǊȅΩ ƛǎ ǿƘŀǘ Ŏƻƴǎǳƭǘŀƴǘǎ ŘƻΦ 
Through effective communication we 
can learn all we need to effectively 
create a profile.

¢ƘŜ ΨƛƴǘŀƪŜΩ ƛǎ ƻǳǊ ŘƛǎŎƻǾŜǊȅ ǇǊƻŎŜǎǎΣ 
the basis for our building relationships.

DONõT BE TAKEN IN!



{ƻǊǊȅΧƛƴǘŀƪŜ ƳŜŜǘƛƴƎǎ ŀǊŜ ƴƻǘ ŀōƻǳǘ 
getting your emotional needs met! 

ÅEstablishing mutual trust and
rapport, building credibility

ÅCharting the course, building
real consensus, not just head-
nodding

ÅAgreeing the direction, not taking it

ADULT TRANSACTIONS



ERGO, EGO! 
CONTROLLING THE
Lb¢!Y9 /![[Χ

ÅVerbal and non-verbal cues

ÅUnderstand the games that
people play

ÅΨ¢ƘŜ wŜŎǊǳƛǘŜǊǎ tŜƴŘǳƭǳƳΩ

PARENT STATE
ÅCritical parent ςserious,

objectionable, opinionated
ÅNurturing parent ς

supportive, helpful, kind

ADULT  STATE
ÅUnemotional
ÅInformational
ÅMatter-of-fact

CHILD   STATE
ÅNatural child ςfree-spirited,

creative, playful
ÅAdaptive child ςneeds

approval, craves love
ÅRebellious child ςdefiant,

non-compliant, vindictive



ITõS A RULEé 

ALWAYS 

ReSEARCH, 

ALWAYS!

Developing your role as a consultant 
means building credibility with your 
ŎƭƛŜƴǘǎΧ

Å.ŜƛƴƎ ǇǊŜǇŀǊŜŘΣ ŜǾŜƴ ǿƘŜƴ ȅƻǳΩǊŜ
not quite!
Å.ŜƛƴƎ ƛƴŦƻǊƳŜŘΣ ōǳǘ ŘƻƴΩǘ ƻǾŜǊŘƻ ƛǘ
ÅBeing inquisitive, up to a point
ÅProbing, seeking clarification,

qualifying what is being said
versus what is really meant
ÅBuilding consensus, getting

commitments[So, what egostate are you in?]



Always set realistic 
expectations for your 
clients...

ÅThere are no perfect jobs
ÅThere are no perfect

candidates
ÅUnderstate [80%] and over-

deliver [20%]
ÅIf the cap fits, wear it!

THE 80/20 RULE



άtǊŀŎǘƛŎŜ makes 
ǇŜǊŦŜŎǘΗέ

What is wrong with that 
statement?

Look for problems, not 
solutions

Recall, collective 
intelligence and intuitive 

reasoning

Using your faculties

Assume nothing



WELCOME TO THE TRIBE
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ÅIƻǿ ǿƻǳƭŘ ȅƻǳ ŘŜǎŎǊƛōŜ ǘƘŜ ΨǘǊƛōŜΩ
where you work?

Å!ǊŜ ȅƻǳ ƭƻƻƪƛƴƎ ŦƻǊ ΨwƻƳŀƴǎΩ ƻǊ ΨIǳƴǎΚΩ

ÅWhat rituals accompany initiation to the
tribe?

ÅHow does all this affect your profile?


