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Talent Capture Scorecard

The Problem:

Where are your Experienced Candidates? In most cases the answer is that they are working
for your competitors. Why can't you get candidates to engage or why are they falling out in
the process? Whether you are using job postings, email messaging, LinkedIn or InMail
messaging, text, or cold calling, your message should always differentiate your company as
an employer from your competition. Candidates are coming back to you saying that
"They're not looking right now," so how do you know when the timing will be right?
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Talent Capture Scorecard
Please note that some of these sections are the same as the Market Mapping Audit and the Employer Branding & Employer Value Proposition downloads. If you have filled those out or even just one, use the answers from what you already have, or if you want to explore another position, you’re more than welcome. Email the filled-out document to taylorm@hcrcinc.us and schedule a call with us with the link below for our evaluation.
https://calendly.com/hcrc/talent-acquisition-strategy
1. What ideals encompass your employer brand?

2. How do your employees perceive the company, across all levels?

3. What are some common perks or benefits your company offers for employees? (foreman level and above)

4. Identify a position you are hiring for or have a difficult time filling? (note: should be foreman level or above)

5. What are the unique benefits, perks, programs etc. available to this specific position?

6. Paste a link to a job posting, ideally for the position above but if that isn’t up show us a similar position.

7. Who are your local competitors?

8. How many candidates for the designated position do you have in your database?

9. How many from each of your competitors?

10. How many of these candidates are you reaching out to when you need to fill this position?

11. Do you know how many candidates in total there are in the local market for this position? (meaning how many are not in your database, can be an approximation)
12. If yes, what percentage of the market do you have covered?

13. When marketing for this position, approximately how often do you reach out to all of these candidates?

a. Multiple times a week
b. Once a week

c. Once every two weeks

d. Once every month

e. Less than once a month

14. Do you remain in constant contact with these candidates even when you’re not trying to market a position to them?
a. Yes

b. No
15. If you do remain in contact, how often do you reach out to these candidates?

a. Multiple times a week

b. Once a week

c. Once every two weeks

d. Once every month

e. Less than once a month
Contact us to discuss the results: https://calendly.com/hcrc/talent-acquisition-strategy                         828-515-4272 

