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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 















	Q1 (i) What is the recruitment cycle?
The recruitment cycle is a set process which if followed in full will lead you to being successful in the recruitment / placement of a candidate / s. 
Edwin B Flippo, the author of numerous books in the field of recruitment and personnel management, defined recruitment 
[image: Image result for edwin b flippo recruitment definition]
(htt1) https://www.slideshare.net/KavithaMandhal/difference-between-recruitment-and-selection

There are 4 principle parts, sometimes referred to as cornerstones. These cornerstones are the fundamental blocks to the overall recruitment process. 
These cornerstones can then be broken down into smaller sections, but the overarching reasoning is that the four parts must be followed. In doing so it is perfectly reasonable to start at any point in the cycle. This may depend on what your initial brief to the recruitment process is.




The Recruitment Cycle

	
Candidate Attraction
	
	
Client Acquisition

	
	
	

	
Candidate Management
	
	
Recruitment Strategy



These 4 Categories are defined simply as follows.
Candidate Attraction: - Marketing yourself as someone who can place candidates, advertising online or in appropriate journals: - in addition several ways exist to do this including networking, headhunting, recommendation by previous candidates, social media, e.g. Linkedin, to name a few. 
Client Acquisition: - Finding clients to work with, continuing to develop that relationship to become long lasting through trust and delivering the right personnel to the right / relevant post. Recruitment Consultants want the process to be 360° and the end result being to avoid and ‘Fall offs’ along the way.
Recruitment Strategy: - A clear indication of the services you can offer to both Client and Candidate, the services that are your strength and complement the roles being sought to fill. 
A database reflecting candidate skills, getting to know your candidate, establish roles and expectations, that can apply to both client and candidate.
Candidate Management: - creating, developing and maintaining a relationship with candidates. (See below).

Q1 (ii) What does candidate management involve?
As mentioned in question 1(i) Candidate Management can be defined as creating, developing and maintaining a relationship with candidates. In building this relationship there has to be quality time spent with each candidate to develop a strong working relationship which will significantly aid placing the right candidate in the right position. This involves being able to work on a one to one basis. Through this interaction recruitment consultants can make better matches of their candidates to the client.
As the recruitment process evolves and you build your client base you will see the real person as opposed to what their CV describes. You will develop an opinion of someone through their written work, but this is quite likely to be blown away on meeting that person face to face. It is probable that person will not meet your anticipation on first contact. In such circumstances I would be looking at managing my client’s expectations and gently lower their own estimations. Although that may sound harsh, I feel to maintain unrealistic ambitions is to cause more damage long term. I feel the realism should spur the candidate on to achieve more and eventually be the person they aspire to be. 
(1)The following article describing ‘Anonymous Resume Screening and Blind Interview’ Web Source
(1) https://www.socialtalent.com/blog/recruitment/5-uk-recruitment-trends-need-to-know
   
For me there needs to be a mentoring process, coaching, one may think also of a psychology to getting the best out of someone. 
I read the following which summarised my own feelings. 
(2)‘The really great recruiters know that resumes are only one element of an increasingly complex equation, which is why candidate management is both a science and an art form’.
(2) https://www.bullhorn.com/topics/candidate-management/
Q1 (iii) What does client acquisition involve?
First and foremost, client acquisition is the bedrock of your business. Building up a strong relationship and maintaining that client in your portfolio. No recruitment business can survive without clients.
The process will involve your understanding of the client’s business and its needs. This can be through face to face meetings and your own research into the company. 
I feel that while you are associated with client / clients the question I ask is: Are you their first choice when it comes to recruitment? Striving to be that first contact is a way to ensure success as having achieved that position the target is then to remain there. In simple terms it means not resting on your laurels. If you stand still you will go backwards.

Q2 Jumping a section within the recruitment cycle will mean that the placement is much less likely to the candidate or client succeed and you are less likely to deliver on the expectations of the candidate or client.’ – Discuss.
The recruitment cycle has four key components which must all be followed and processed. The good thing about this cycle is that you can come in at any point in the cycle.
· Sometimes referred to as 360° recruitment the recruiter is responsible for the entire process as described by Barrington James, Recruitment Consultancy. (1)
· Sourcing a lead, winning over a Vacancy, Negotiating, Generating Candidates, Shortlisting, Managing the Process & Client/Account Management.

(1) https://barringtonjames.com/the-difference-between-360-and-180-recruitment/  
Missing a part of the cycle will adversely affect either the client or candidate or indeed both. The quality and accuracy of the whole process depends on 100% completion. Skipping a step can, for example, result in misplacing a candidate by not identifying their attributes or from a client perspective, seeking out the wrong type of candidate, incompatible with the role to be filled. The result of this will be felt by both client and candidate and your own reputation may be harmed. 
You will be offering a disservice to both parties which, in today’s competitive market can be a costly mistake. 
Time constraints should not be a factor in skipping a step. To rush into employing someone can soon become a nightmare. This could be down to a poorly worded advert and in particular the job description. It is important to ensure the preparation fits the task and not fall into the trap of using stock questions or phraseology.
Getting off on the right foot would entail writing a comprehensive unambiguous job description which really sells the role and the company.
[bookmark: _GoBack]
Q3 When might you be able to choose where to start in the recruitment cycle? What factors must be considered when making your decision where to start?
Two factors need to be considered in deciding where you may start the recruitment cycle. These are: - 
(1) A candidate short environment or 
(2) A candidate rich market.
The criteria determining these options may be laid out as follows.
(1) For a lack of candidates, it will be likely you have roles to fill, clients may call you with jobs. Your candidates may have other job offers and other job offers are in plentiful supply. Candidate attraction is your starting point.

The Recruitment Cycle
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(2) If the market is candidate rich, then your advertisements will attract a lot of interest. There may have been a spate of redundancies within your field which would influence numbers seeking new employment. A lot of time may be spent talking to your clients before you can set about filling a vacancy. Client acquisition will be your first step.  
The Recruitment Cycle
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Once you have established the starting point the process follows in a clockwise direction. There are several subsections to each category, but the diagram above simplifies this. 
It must be pointed out that in the case of In-house recruitment, client acquisition will not be relevant.
In the course of seeking out further knowledge I identified an American website which showed a recruitment process flow-chart to illustrate this. (1)
(1) https://www.topechelon.com/blog/recruiter-training/recruitment-flowchart-process-template/
Although the terminologies may differ the process remains the same. 
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Meaning & Definition of
Recruitment:

— Meaning:

Recruitment is a positive process of searching for
prospective employees and stimulating them to apply for
the jobs in the organisation. When more persons apply for
jobs then there will be a scope for recruiting better
persons.
Definition:
According to Edawin B. Flippo, “It is a process of
searching for prospective employees and stimulating
and encouraging them to apply for jobs in an
organisation.”





