Industrial Business Unit
Executive and Professional Search Firm
April 24, 2015

APRIL 2015
LATEST NEWS FROM TYGES INTERNATIONAL - INDUSTRIAL
BUSINESS UNIT

The Evolution of Interest
By: Steve Sanders - VP/GM of Industrial Practice

I find myself scratching my head at times when it comes to the pace and
process of interviews and hiring. Imagine for a minute that you are
gainfully employed in a job that you enjoy and working for a pretty good
employer. Of course things could always be better but you aren't planning
to make a job change anytime soon and you certainly don't have your
resume posted all over the internet. Now further imagine that you get a
call from me. I tell you about an opening that fits your knowledge, skills,
and experience really well. It's a local position and the employer seems to
offer a pretty good place to work, with good future prospects for growth
and advancement. Maybe it's a step up in terms of scope of responsibility,
title, or compensation. I send you details and you do some due diligence
and things look promising. You discuss it with your spouse and agree that
this is worth pursuing a little further. So you give me the green light and
we put your credentials in front of the potential employer.
At this point if I asked you what your interest level is on a scale of 1 to 5
with 5 being strongest, you would say maybe a 3 or 4 out of 5. There are
a lot of questions yet to be answered but you are excited to explore this
further.
There are two scenarios here that I see every day as I work with clients
and individuals we recruit.
Scenario 1 - The client provides timely feedback, schedules an initial
interview, and we begin the process. You have a good first interview and
tell me you are a 4 out of 5 in terms of interest. We receive timely, positive
feedback from the client and schedule you for a 2nd meeting. Post
interview you tell me that you are a 5 out of 5 in terms of interest. The
client gets back to us quickly and says they want to extend an offer.
Scenario 2 - The client does not provide timely feedback and drags their
feet on scheduling an initial interview. A week or more goes by and we
finally get something set up. You have a good first interview and tell me
you are a 4 out of 5 in terms of interest. The client continues to be difficult
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to reach and does not provide much feedback, if any. Eventually after a
week or more we agree to a 2nd meeting. Post interview you tell me that
you are a 5 out of 5 in terms of interest. The client gets back to us after a
week or more and says they want to extend an offer.
Keep in mind that you have a good job, aren't actively looking, and were
contacted by me with the idea that this would be a career enhancing
move. Do you think the pace of the interview process, timeliness of
feedback, and overall responsiveness of the client will influence your
decision to make a job change? Of course it will. There has to be some
lingering doubt as to why this potential new employer is so slow to
respond and make decisions. That implies more risk for you in terms of
job change and increased risk must be offset by the prospect of increased
reward.
I don't know how the two stories end but I can say that I see both of these
in my daily work and I think a lot about how easy it would be to slide from
one Scenario to the other. I do my best to mitigate these types of issues
as a recruiter, but there is only so much I can do. The takeaway here is
that the hiring process matters. The pacing, process, and overall structure
is important. Before you set out to hire, you should have a good plan in
place. If passive candidates don't feel the warm fuzzy during the process
there's a good chance you will lose them.

ACTIVE JOB OPENINGS:






Regional Sales - Industrial Equipment - Central KY
Product Manager - Industrial Equipment - Midwest
Electrical Engineer - Electromechanical Equipment - Chicago
Director of Ops - Low Volume/High Mix Assembly - Southeast
Business Development Director (US) - Industrial Equipment –
Southeast

Please note: I want to direct you to a blog that our firm started the first of
2014: www.reinventingrecruiting.com. It deals with a multitude of topics
and I encourage you to follow it and make comments or ask questions.
Please check the blog out and follow us to receive some great content
and give you the ability to actively interact with discussions.

Should you be interested in learning more about any of our current job
openings or Impact Players, please contact us at lori.padgett@tyges.com.
We look forward to working with you in the future.
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