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The war for talent is grabbing the attention of the C suite and Boards
throughout the world. As the economy recovers, companies are continuing to
struggle with finding, recruiting, hiring, and retaining the greatest talent. In a
recent Harvard Business Review Blog, the results of a survey on how
companies are performing in this area were shared. In a nutshell, according
to Directors, companies are failing.
So what does this mean and what steps would I recommend for reaching a
resolution?
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1) The first step toward correcting something is admitting there’s a problem.
The data provided in the blog will help leadership to understand that doing
the same thing over and over again will not produce different results.
2) It’s easy to say that everyone is responsible for Talent but companies
should establish a point person where the buck stops. HR should not be that
place and, in fact, it’s time to pull the blame away from HR and put it in the
hands of talented leaders that people can relate too. With all due respect to
HR professionals, they may not be the right person to sell your organization.
3) Find a person who can sell your company and its employment brand with
passion. Make sure that they demonstrate your values, love your company
and everything about it, and ultimately have a sales personality. Getting on
the right track will involve giving them a C level role and having them work
for the CEO and not under HR.
4) Build a team around your leaders who can relate to the people you are
recruiting, hiring, and developing. For example, take your best Marketing
employee and make them 100% responsible for managing this process for
the entire Marketing team. This should be done for all of your key functions.
In order to be effective, this position should be a full-time role and must be
filled with top talent in order to make it a coveted role to have.
5) Measure the people and the process. Don’t just use traditional metrics –
something like this should have a different set of measurements.
6) Reward accordingly outside of the typical process. You can’t treat your
leaders like you treat everyone else. Pay them for performance to metrics.
This tactic will help to drive behavioral change.
It is time for a change; the question is whether or not companies will have
the gumption to do something about it. Companies that are willing to change
will not only survive, they will thrive. Companies that aren’t willing to adapt
will find themselves in a losing battle in the war for talent.
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