
Number #

Pre screen / Rules of 

Engagement / sell our solution

Things gained from candidate

• Placement

• Flip

• Market info

• Raving fan

• Client mole

• Referrals

• Leads

• Data

• Backfill

(A)

Close the candidate on 

seeing clients ASAP

(C)

Can areas be improved 

to an A?

(F)

Agree interviews within 

24 hours

(B)

Get candidate up to an 

A grade.

Do clients want to see 

the candidate?

Book interview & Book prep 

within 24 hours

Yes

Pirates WhatsApp / Map 

markets

Do they want to see them?

Yes

End the Process
No

Prep Candidate

Regrade Candidate

(A)

Move quickly and keep 

focus on closing

(C)

Concerned as to why a 

C, try to get to A

(F)(B)

Get candidate up to an 

A grade

Interview

Feedback & Regrade

Yes from both Candidate & Client

• Confirm next stages

• Requalify package

• Preclose

• Agree start date

• Manage Counter offer

No from either
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Offer

Acceptance

• Resignation

• Signed Contract

• Remove from processes

Rejection

Manage Notice Period

Manage 1st week

Manage Probation

Grade Candidate
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Candidate Process


