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If recruiting is the ying, retention is most certainly the yang. How your organization connects with and reaches out to your temporary employees to ensure their career goals are being met will determine your success. Employee management means more than assigning a temporary to a specific job. It is about providing reassignment opportunities, learning and development courses, and employee recognition programs. Employee management is also about guaranteeing that your employee base feels as equally attended to as an external bill-paying customer. 


Engendering loyalty is all about exceeding expectations…your employees and your customers. Make it your mission to connect—and remain connected—to the future’s best and brightest.   


The Importance of


Interactive Marketing 


By Jocelyn Lincoln, Senior Director, Product Management, Recruiting & Retention, Kelly Services, Inc.


In the last decade, company Web sites have emerged as the leading source for company information. Online advertising has become a premier and dominant source of advertising and is second to TV advertising for promoting products and services.


Staffing companies, have two primary audiences: customers and prospective customers and candidates and potential recruits. Your Web site is typically the first place both groups will research to gather more information about your company. Look at it in terms of the way cars are purchased. Gone are the days of walking into a dealership and being “sold” on a
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brightest will demand ingenuity from staffing companies. There are more choices (contingent work, traditional work, independent contractors, etc.) and communication channels are becoming much more fragmented and specialized - podcasts, vodcasts, youtube.com, social networking sites such as MySpace and Facebook and the list goes on. 


It’s important that your business maintain a thorough understanding of workforce trends. This will enable you to design innovative recruiting programs that extend beyond the limited reach and effectiveness of traditional recruiting methodologies. Online job boards and resume databases are able to reach active candidates. Creative approaches to sourcing such as cross-border recruiting, partnerships with affinity and industry associations, search engine optimization, keyword marketing and technology can leverage referral systems with the highly desirable and sought-after passive candidates. As recruitment experts, you must view it as your responsibility to use technology that enables and facilitates the recruiting processes. And, it doesn’t hurt if that technology also creates a brand image for you as well. Take a look at � HYPERLINK "http://www.wikipedia.org/" ��wikipedia.com� and see if your company is listed. You might be surprised by what you find. 


Applying a strategic approach to recruiting, will guide you in the selection of strategic partners with organizations as varied as the local community associations to leading colleges and universities. It will provide a structure to your efforts to provide candidates with flexible and rewarding workplace environments. 
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Create a marketing plan. Every good marketing plan includes specific, measurable goals and the tactics to achieve them. Be sure your plan addresses these key questions: 


What are our customers saying about us and what are we going to do with that information?


How are we going to attract and retain talented full-time and temporary employees?


What type of new business do we want to win? Do we have the products/ services/scope to be successful?


What is the competition doing better than us? How can we improve in these areas?


Understand what creates a brand. Successful brands arise from a company’s consistent values and behaviors. Every touch point a customer or prospective employee has with your company - store visits, phone contacts, letters, emails, advertising, etc.—creates a brand impression. Make sure employees take full advantage of these opportunities. This will create a positive impression on your stakeholders.





A Message From: 


Michael S. Morrow, Senior Vice President, Corporate Marketing,


Kelly Services, Inc.


Keys to Successfully Marketing Your Staffing Company


Fall is a great time to review your company’s marketing strategy and to think about how marketing can help improve your sales and your recruiting performance in the upcoming year. 


When building your marketing strategy, keep in mind the following four suggestions. 


Carefully watch the economy. Watching the economy and adjusting your marketing activities, can improve your financial performance. If an economic recession is looming, focus your marketing efforts on business development. As an economic recovery approaches, adjust your focus to candidate recruitment. This will ensure an available, adequate candidate pool is as the order volume will  drastically increase in a short period of time. The key is to act quickly and in advance of the turning economy.









































Your advertising is powerless to create a brand, it can only reflect it.


Be consistent. When marketing budgets are tight, it’s especially important to make all of your marketing tactics work synergistically. To accomplish this, you must be consistent in your message and your look. Find a look for your marketing material that works for you and stick with it. Carry it through all of your marketing material. Changing your look frequently confuses your audience and hampers your ability to establish a brand identity.


The Importance of Recruiting & Retention


By Jocelyn Lincoln, Senior Director, Product Management, Recruiting & Retention, Kelly Services, Inc.


According to Wikipedia, recruitment refers to the process of finding possible candidates for a � HYPERLINK "http://en.wikipedia.org/wiki/Employment" \o "Employment" �job� or function, undertaken by � HYPERLINK "http://en.wikipedia.org/wiki/Recruiter" \o "Recruiter" �recruiters�. Sounds simple enough, right? As with all things, recruitment marketing is really about strategy. Understanding your market, understanding your customer needs and building a pipeline of candidates that fit the bill. Recruiting is a sales activity and must be managed and measured as you would any sales activity. 


Finding top talent, which is already a challenge, is about to get more challenging. As the first wave of Baby Boomers retire, demand for skilled labor will outstrip supply for the first time in history. 


Factor in a declining educational trend and the challenge of finding talented professionals, grows exponentially. Now, more than ever, recruiting and retaining the best and
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Web site Marketing to Customers/Prospects: Are you telling your story and putting your best foot forward with your customers? Are they able to place an order from your site?


Measure and track your online traffic. Learn where your traffic is coming from, the amount of time spent on your site and which pages have the highest readership. Knowing more about your current traffic and trends will help you define your online strategy. 


Wrapping Up PR for the Season


By Renée T. Walker, Manager, Corporate Public Relations, Kelly Services, Inc.


With the holiday season quickly approaching, public relations is an excellent way to build your company’s brand identity. Local journalists will be looking for credible sources to provide insight on workforce and staffing trends.


There are three common topics journalists cover during the holiday season and into the next year.


Seasonal hiring trends. The holidays usher in long lines at retail outlets, increased call center and Internet traffic, and workers taking vacation. To keep pace with increased sales activities and a skeleton workforce, companies often turn to staffing providers to supplement their workforce during heightened peaks of seasonal activity. Industry reporters often approach staffing companies to comment and provide insight on holiday hiring trends.  


Employment forecasts. Another focus of interest for reporters will be expectations for the coming year, including economic and labor forecasting.  During 2006, the U.S. saw a mixed picture with regard to our nation’s job climate. Journalists often tap into staffing companies for their 





views on hiring projections and 


what the overall temporary and permanent employment picture will look like in the coming year.


Career advice and tips. As we prepare for the new year, journalists want to know what’s on the career wish list for those employees resolving to make a change. Common media themes are the hot jobs and the emerging industries in the coming year. As providers of skilled talent, staffing companies can offer journalists a unique perspective on the expected career trends of America’s workforce. 


It’s not too late to secure that last media interview for the year. But you need to make your presence known to the news media as they begin to pull together this year’s final stories.  


A good approach is to identify key beat reporters that cover career, employment, and labor trends for their respective publication. Introduce yourself by commenting on a recent article they authored, or simply offer your company as a resource for future articles.  


�


“I tell them that the most important aspect is to be yourself and have confidence in yourself. I remind them the triumph can't be had without the struggle.”


Wilma Rudolph �(1940 -1994) 


�


Did You Know…?


◊ 1946…Kelly Services is founded in Detroit, Michigan. Employees: 2. First year’s revenue: $847.63.


◊ Kelly employees work over three million hours per week.


◊ Each week, Kelly employees work with more than 15,000 companies.





vehicle. Nowadays, the purchase decision happens long before stepping into the dealership. The interior and exterior colors are selected, as well as the options and the payment plan. It’s important for the staffing industry to think about Web site marketing in a similar context.  


Let’s talk about the two key groups separately: 


Web site Marketing to Candidates: This is the first place candidates can get a glimpse of your organization. We call this “creating your candidate experience,” which you’ll want to be a great one. They will make judgments about your company and how they see themselves fitting in. Ninety-five percent of job seekers will visit your site at some point in the recruiting cycle and 25% of jobseekers will reject your company based on content or lack thereof on the career site. 


Here are some points to keep in mind:


1. Make sure your site provides a great overview of your company and its culture. Use this opportunity to create your brand. 


Make sure your site provides candidates an opportunity to view and apply for available positions. 


3. Make sure there is something in it for the candidate. For example, career tips and information that can be downloaded and referenced.


4. Make sure the navigation is immediate and easy to understand.


5. Make sure a good response mechanism in place. If not, you’ll lose referrals.


6. Make sure your current employees are promoting your site. If they aren’t, find out why?
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“Supplier diversity makes good business sense and leads to positive results for all involved. Kelly’s long-standing goal is to foster growth among Minority, Women and Disabled Veteran Business Enterprises. This enables our company to access a broader pool of talent, which in turn serves the strategic needs of our customers.”





Carl Camden�President and Chief Executive Officer, �Kelly Services, Inc.


                        INSIGHT…
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