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2010 Leadership

President's Message
I'm curious - how long has it been since
you've visited the OAESP website? If  you
haven't seen it lately, you're in for a
pleasant surprise! There is a wealth of
information to be found at www.oaesp.org
 
Did you know that current employment
statistics are posted on the home page?
This is important information and you can impress your
clients with this knowledge.
 
Did you know you could update your entry in the Member
Directory? You can personalize your company profile by
adding a logo, photographs, list areas of specialty and
update contact information.  You must login in to have acess
to update your company profile.
 
Did you know that the Resources pages have back copies of
the OAESP Advisor, (our association newsletter), lots of
tools including a cost of living estimator as well as articles of
interest to the recruiting industry?
 
Did you know that there is a Certifications Page with links
for CPC information?
 
Did you know that the Event Pages offer details of the
monthly chapter meetings as well as upcoming workshops?
Did you know that the Early Bird discount for the 2010 Fall
Workshop featuring Barb Bruno September 13th expires at
midnight Friday, August 13th? For those of us who are
experiencing an upswing in our business, this is a "can't
miss"
event. Remember that there is a complimentary Owners
Retreat Sunday night (with appetizers and a cash bar) with
Barb prior to the Fall Workshop on Monday.

http://campaign.constantcontact.com/render?v=001UhnojcJllMpasJcvdIZteEEfaZNe91NhXCMhl0tctMZEaozTL5ezQcpLz9cw9aPIgxxpR_bxXDa6CFpn6GVs7Q2m9e9md-Y_7KwE28zfaqUOjdMhI41EpXpub9oOIG1HSFpyRzTkElqgRVgkYYYfoyBejqG-NZZ-IMFfl-3vN4NmXNnJqfr8JTRUosbbOTXeQ0Ka06npGWAZ4kFEPS8lRjc8Qpi_Z11YgRi75ORk400Jvrj1kqhTE87xE8LQDDvUTA8q297F75U9UVWU8SgFrQ%3D%3D#LETTER.BLOCK8
http://campaign.constantcontact.com/render?v=001UhnojcJllMpasJcvdIZteEEfaZNe91NhXCMhl0tctMZEaozTL5ezQcpLz9cw9aPIgxxpR_bxXDa6CFpn6GVs7Q2m9e9md-Y_7KwE28zfaqUOjdMhI41EpXpub9oOIG1HSFpyRzTkElqgRVgkYYYfoyBejqG-NZZ-IMFfl-3vN4NmXNnJqfr8JTRUosbbOTXeQ0Ka06npGWAZ4kFEPS8lRjc8Qpi_Z11YgRi75ORk400Jvrj1kqhTE87xE8LQDDvUTA8q297F75U9UVWU8SgFrQ%3D%3D#LETTER.BLOCK21
http://campaign.constantcontact.com/render?v=001UhnojcJllMpasJcvdIZteEEfaZNe91NhXCMhl0tctMZEaozTL5ezQcpLz9cw9aPIgxxpR_bxXDa6CFpn6GVs7Q2m9e9md-Y_7KwE28zfaqUOjdMhI41EpXpub9oOIG1HSFpyRzTkElqgRVgkYYYfoyBejqG-NZZ-IMFfl-3vN4NmXNnJqfr8JTRUosbbOTXeQ0Ka06npGWAZ4kFEPS8lRjc8Qpi_Z11YgRi75ORk400Jvrj1kqhTE87xE8LQDDvUTA8q297F75U9UVWU8SgFrQ%3D%3D#LETTER.BLOCK13
http://campaign.constantcontact.com/render?v=001UhnojcJllMpasJcvdIZteEEfaZNe91NhXCMhl0tctMZEaozTL5ezQcpLz9cw9aPIgxxpR_bxXDa6CFpn6GVs7Q2m9e9md-Y_7KwE28zfaqUOjdMhI41EpXpub9oOIG1HSFpyRzTkElqgRVgkYYYfoyBejqG-NZZ-IMFfl-3vN4NmXNnJqfr8JTRUosbbOTXeQ0Ka06npGWAZ4kFEPS8lRjc8Qpi_Z11YgRi75ORk400Jvrj1kqhTE87xE8LQDDvUTA8q297F75U9UVWU8SgFrQ%3D%3D#LETTER.BLOCK17
mailto:gtemple@windstream.net
mailto:coco@professionsinc.com
mailto:geor@columbus.rr.com
mailto:burson@smithmyers.net
mailto:Dixie@CarnegieGroup.net
http://r20.rs6.net/tn.jsp?et=1103598269924&s=1&e=001lKvitgbNzAxkyxNEvFiCBxvpUXXY0ABonhh0kt8ld19lrAcSZV9OReOwrKeE_WS8_8vWRf9WRNiZzTIxzydVMtrh6UTCvVkoBgzSxp2pHN0=
http://r20.rs6.net/tn.jsp?et=1103598269924&s=1&e=001lKvitgbNzAyJqIUcS4mNb46UdGbrlYsogifdUGeQ_qTpydXzAQztoaVtaPPCovZu0QF44VigrO08GVilJdk3Ez5TovaUBFk_EKgefyncIMatHgI9NguHZjogZkw83OxdjyGBioXtpWRbqcfxvoyRhA==
http://r20.rs6.net/tn.jsp?et=1103598269924&s=1&e=001lKvitgbNzAztx1kZIjyTUqAEE8g24L8HUks7qgTuYaIU0wF0WUZoYQf-1iQSELT_iddfHjK9EZuWvlkyncktVMKaFSieBibtPJIPmN60_YPu6I9wzeantCO1lO4bNjOHU8uoe54Xe-LMYRMcFQDgmg==
http://r20.rs6.net/tn.jsp?et=1103598269924&s=1&e=001lKvitgbNzAycDJUsr8Hj0I3wAryJ5GPeL8uhlOry0nzTW1qMN0jJ4ix6gju1fg8i1MkOcdep2lPc5v2oq5NNxvP-xFrySNeLT6XYhwx_CD-C2wnUvCn9YUY6r_6DD6rBLYvRPHwvK0v8mTiyiRQqEQ==
http://r20.rs6.net/tn.jsp?et=1103598269924&s=1&e=001lKvitgbNzAzSsHeLgmZXs7TUMHnzexoPVb8AnxbO0ireFkgCDJegHetjrABNf4sN7vXFSV25F61QY7KFqs7dz2Lhco1MFbYyABMi2Gyyg7TtfJH3Ej6gjc2lrRz-gIyrceZ0Dh47a2IjgFcN9Vgy3w==


2010 Leadership
Team

Dan Funke, CPC
Cincinnati Chair

859-581-2225x103

Eleanor Meekins, MSA
CPC

Columbus Chair
614-846-1472

 
Evelyn Hronec, CPC CPA

Cleveland Chair
330-266-4172

Glen Gardner, CPC
Vendor Relations

Chair
614-899-6696

Deborah Miller
Administrative Director

740-513-8747

Join us on LinkedIn

OAESP 
Associate Business

Members

Worthington Career

 
I urge you to visit our website, explore the various features,
and then make reservations today for your entire team to
attend the Fall Workshop. The strength of OAESP rests in
your participation.
 
Nancy R. Temple

Save
$45
(per
person)

2010 Fall Workshop featuring
Barb Bruno, CPC, CTS

Click here to see a preview from Barb

During this all day event, Barb will cover the four
topics listed here.  The day begins at 7:30 with
breakfast and the conference starts at 8:00 am.  Make
your reservation early to take advantage of the early-
bird pricing.
 

Offer Expires: 08/13/2010

August Chapter Meetings
Columbus Lunch Meeting 08/25 

 Cookie McIntyre - More Details Soon
 

Cincinnati Chapter Dinner Meeting 08/26
Ed Anderson, CPC

ROI - Are you maximizing your return on
investment of time?

 
Cleveland Chapter Lunch Meeting 08/31

Details Coming Soon
 

RSVP Required for All Meetings
 

What is stopping you from joining
OAESP?
It can't be the cost of membership! 
Right now we have a sparkling deal:

NEW Corporate Membership only
$250 (membership through
12/31/2011!)
NEW Individual Membership only
$200 (membership through
12/31/2011!)
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Worthington Career
Services

OAESP
Membership 

New Level: 
Individual

This membership is for
individual recruiters
employed by a 3rd

party recruiting firm. 
more information here

 
Corporate

This membership is for
any 3rd party
recruiting firm. 

Membership benefits
are included for all
employees of the

firm. 
 more information

here
 

Associate Business
This membership is

exclusively for
providers of

services/products to
executive recruiters.

more information
here 

Do you know all of the benefits of an
OAESP membership?  Here is just one:

Member benefits include local, monthly chapter meetings on
topics which impact the operation and ownership of
executive search/staffing/recruitment firms. Additional time
is set aside for member networking. Attendance is open to
owners and managers of member firms. Guests (owners or
managers) and prospective members are always welcome.
These meetings are usually held during the last week of
each month, but please see the Events page for exact
details.

To see more of the benefits of membership click here.  

Ready to join?  Click here to join on-line today!

Have more questions about OAESP membership, please
contact our Membership Chair, Carl Coco Jr. CPC.

How to Repair Client Relationships
By Nancy Phillips, CPC
 
As recruiters it is imperative that we take very good care of
our clients, especially our best clients!   Recruiting has
always been a relationship building business.  It is important
that you continue to develop relationships until you earn the
status of Trusted Advisor.  Let your clients know that you
are always there for them.  Listen to them and try to
provide solutions, let them know you will assist them.  Many
clients need a "sounding board", someone they can trust. 
When you become that person, you have more than secured
their business.  However, there are those occasions when we
make mistakes.  When mistakes are made, we need to
address and repair those mistakes as soon as possible.
 
In our profession, we represent people who are considering
a job change.  This is a major change in their life. 
Therefore, we will inevitably face no-shows, offer turn
downs, no-starts and counter-offers.  These are all gut-
wrenching for both us and our clients.  How you react will
greatly impact the way your client will react.  This will
instantly either increase or decrease the level of trust you
have with your clients!
 
The following are 2 different case scenarios:
 
1.       Client WITHOUT  a strong relationship:
If you are in a local market, schedule a face-to-face meeting
immediately to resolve any issues that arise.  Fix the
problem and let your client know they are your top priority. 
If they refuse the meeting or you work a national market,
do something unusual so you stand out.  Offer a discount on
future business, send a personal note with your apology or
send a list of expectations so your client knows what they
can expect from you.
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2.       Established Client WITH a strong relationship:
Again, if possible, schedule a personal meeting.  Offer to
take them to lunch and talk about how you will address and
fix the problem.  Make sure you react as if they are the one
you truly care about.  If they are not local, because they are
an established client you need to react in a personal
manner.  You should not leave a voicemail or an email.  You
need to speak with this client as soon as possible.  Ask them
what you can do to make up for the issue.  Ask them what
they think is a fair solution and then do your best to meet
their requests.  A personal note or card as a follow up is a
good idea.
 
Once you have lost a client, you should follow a process to
earn them back.  Ironically, sometimes clients can't even
remember why they are no longer doing business with you. 
First, let enough time lapse, time does heal wounds. 
Second, provide this client with valuable information about
their industry and competitors.  Third, include a list of your
current top candidates with an article of interest bi-
monthly.  Fourth, when you contact this client, remind them
of the candidates you did successfully place with their
company.  Fifth, utilize one of the automatic services to
monitor the website of clients you have lost. Use this
information when contacting them.
 
Six ways to reduce the number of clients you lose:
 
1.        Develop a set process for dealing with issues.
2.       Provide weekly feedback on all searches.
3.       Create a list of expectations.
4.       Be at your best when issues arise.
5.       Ask your clients for their solutions.
6.       Survey your clients every six months.
 
Keep in mind that as recruiters, we are judged more when
there are issues then when you are doing great!  Winning
back clients that you have lost is not impossible but may be
challenging.  You must determine which clients are worth
your time and effort!  Follow the information above and you
will be able to win back the clients you want to win back!
 
Nancy Phillips, CPC has been a top producer and professional
consultant at HR Search Inc. for the past 15 years.  Nancy
has literally grown up in the Recruiting Profession as she
took her first job order at the age of 7 using a purple crayon
while in the HR Search Office.   In addition to her position as
Vice President of Sales and Marketing with HR Search and
Good as Gold Training she also does one-on-one consulting
for recruiters interested in attaining a new level of
production and income.
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