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By Mindy Metcalf

The TOP 5 Things That Makes Someone a Smart Recruiter:

1. Stay Positive! -Don’t let people or things throughout the day bring you down whether 
it’s people you work with, friends or family members or a candidate or client that is obvi-
ously not having a good day. Don’t let these things affect your mind set. Just think YES I 
CAN!

2. Knowledge is Power! -Have you ever heard of the phrase the more you know the more you grow? It’s the 
same with recruiting. Read helpful articles  on Recruitingblogs.com to stay up to date on the Industry and with 
innovative ways to recruit! Read business and sales books to get to be better at your job. The more you know 
about what your client needs, the details of the job, about the candidates background along with their wants 

By David Jacks 

Below are 5 things that make me a smart recruiter:

5. Know your role as a recruiter. Our role is to work 
for the client and as an advocate for the candidate. 
This means that if someone isn’t right for your 
client no matter how much you like them doesn’t 

matter. Helping people, especially in times like these, is a nice thought 
though we are not social workers. When we do find who we feel is the 
right candidate however it is up to us to be an advocate for them and 
convince the client to meet and hire them.

4. I see recruiting as a Contact Sport. The more (quality) contacts you 
make and the more tools you use to make those contacts the more likely 
you are to win - use everything, call people, text them, chat with them, 
tweet them, Facebook them, use LinkedIn, get referrals to introduce you 
and then get referrals from your candidates if they are not interested or 
get rejected. Be more aggressive than the competition. Recruit like the 
Steelers and Ravens play defense.

Keep  your  eyes   on   the 
prize. 

Stay focused on your 
goals throughout the 
day, week, month and 
year. Keep a daily calen-
dar of things to do, can-
didates to call etc. Write 
down a list of things 
that you think that get 
you distracted and re-
ally try to change your 
work habits to be more 
productive. The more 
submittals, the more in-
terviews, the more inter-
views the better chances 
of you getting a fill. the 
more chance of you get-
ting more money you put 
in your pocket!

and needs, the better off you will be. Details are critical! You have a much 
better chance of getting a fill when you get all the details up front even be-
fore the search. The same as said for resources of finding candidates. Look 
at all different resources when looking for the perfect candidate. Go on 
blogs, LinkedIn and other social networking websites, check out free places 
to list jobs, read books to get a better understanding of the position and 
attend social networking events that are related to what you are looking for 
at the moment.

3. Don’t get distracted! - Keep your eyes on the prize. Stay focused on your 
goals throughout the day, week, month and year. Keep a daily calendar of 
things to do, candidates to call etc....Write down a list of things that you 
think that get you distracted and really try to change your work habits to 
be more productive. The more submittals, the more interviews, the more 
interviews the better chances of you getting a fill, the more chance of you 
getting more money you put in your pocket!

4. Stay Connected! -Even if you don’t hire them they may know someone 
that might be interested in the position and stay connected with your hires. 
They can be very helpful to refer you to their friends, ex co-workers and 
family. Always remember to treat your candidates the way you would want 
to be treated if you were looking for a job. Tell everyone you know about 
connecting with you on Facebook, LinkedIn, Twitter etc..

5. Be Creative, Have Fun and Be Passionate about your Job!- My parents 
always told me if you are not doing something that you love then change it 
and find something you love doing! Life is too short. Have fun with your job 
and try to come up with creative ways to recruit to keep from being so re-
petitive. Have a passion for what you do and always strive to be the BEST!!

3. Collaborate. If you’re on Recruitingblogs chances are you’ve realized that the way we connect and recruit are 
evolving and the internet is playing a huge role. When I first got into the business I didn’t want anything to do 
with recruiters from other firms or corporates unless they were going to give me business. Today things are dif-
ferent, make friends, network, and learn from your competitors, share candidates, share sourcing methods.

recruiting   is a  Contact 
Sport. 
The more (quality) contacts 
you make and the more tools 
you use to make those con-
tacts the more likely you are 
to win - use everything, call 
people, text them, chat with 
them, tweet them, facebook 
them, use linkedin, get re-
ferrals to introduce you and 
then get referrals from your 
candidates if they are not 
interested or get rejected. 

Intuition. Some call this EQ, Emotional Quotient which is 
basically the ability to understand people’s emotions and 
motivation and behavior.

2. Go Beyond. To be a smart recruiter 
- no to be a great recruiter you need to 
go beyond the boards and go beyond 
the job description and beyond the re-
sume. It’s fine to use the job boards for 

active candidates - there are good people there, Monster is one of the top 50 brands in the world last I heard 
but don’t stop there. Go beyond the boards, Google, Facebook, LinkedIn, referrals, zoom info, blogs, etc. Go 
beyond the job description -visit the client and think of them holistically, the culture, the environment, their 
unique selling points, why people thrive and why they sometimes fail. Go beyond the resume - meet and “see” 
the person, what motivates them, what makes them unique, what kind of people are they most likely to gel 
with and what type of culture are they likely to fit in.

1. Intuition. Some call this EQ, Emotional Quotient which is basically the ability to understand people’s emo-
tions and motivation and behavior. This is the number one reason I am a smart recruiter, I have a high EQ, a 
sixth sense regarding who will fit in a certain role and environment.

http://www.recruitingblogs.com/profile/MindyMetcalf
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By Jenny DeVaughn

Based on my agency background, here are my top five reasons:

1. Resiliency – When you are a third-party recruiter (TPR), issues arise and you must be 
solutions-focused to move forward and recover quickly. Anticipate all possible scenarios 
in the hiring process and do not react emotionally.

2. Continuous learning – We are very lucky to have so many leaders and experts in our field (especially on 
http://www.RecruitingBlogs.com - shameless plug) that willing to share their best practices and the latest tech-
nology to save time.

3. Entrepreneurial mind set – It is important to think of how you are impacting your agency/recruiting firm’s 

I try to maintain a great degree of flexibility. 
When you deal with people for a living things 
can change at absolute light speed. A smart 
recruiter understands that deadlines will 
change, job descriptions will be re-written, 
candidates will renege on accepted offers, and 
budgets will be altered. Being truly flexible 
means rolling with the punches, not getting 
flustered, and working with the hand you’re 
dealt.

Relationships
I try to always keep in the front of my mind 
my relationship with the person or people I 
interact with. As a result I am ever mindful of 
how I conduct myself and how I treat other 
people. I strive to be respectful in every inter-

Entrepreneurial 
mindset 

It is important to think 
of how you are impact-
ing your agency/recruit-
ing firm’s long term and 
short term goals when 
you allocate your time 
and resources. There is 
no need to speak nega-
tively about your com-
petition. There is always 
a chance for beneficial 
opportunities like splits 
or referrals.

long term and short term goals when you allocate your time and resources. 
There is no need to speak negatively about your competition. There is al-
ways a chance for beneficial opportunities like splits or referrals.

4. Long-term relationship building – Pick up the phone or meet in-person 
to truly get to know your candidates and clients. This can lead to referrals, 
which are the best compliment.

5. Equal treatment for the candidate and client – It is important to maintain 
an ethical balance with both the candidate and client. Being honest, without 
being rude, hasn’t been easy. However, in the end, candidates and clients 
will respect you as a SMART recruiter.

Hope you all have a Merry Christmas and Happy New Year! I have a 2 year 
old and a 7 month old, so the prize of having a personal chef at my home 
(not just delivering pizza) sounds amazing. THANKS, JD!

By Gino Conti

I’m not exactly one to break my arm patting myself on 
the back too much, but strive to work smarter all the 
time. The following are some of the reasons why I feel 
I am a smart recruiter.

Frontline  of  Communication

I am the first contact they have, I am the advocate 
for them, I am their advisor, and I tell them what 
the job is. During this process I am almost burst-
ing with pride and excitement for my company, 
they job they are applying for, and the prospect 
of being an employee with my company! I am 
ALWAYS excited about my company’s direction, 
business, outlook, philosophy, and culture. After 
all, if I can’t get somebody excited to work here, 
then why the heck am I recruiting them?!

Knowledge

If I am handed a job de-
scription and don’t know 
what the person does, 
how they do it, what the 
acronyms mean, or what 
other companies use 
such people I will do as 
much research as I need 
to fully understand what 
I’m working on. How-
ever, if I get stumped, I 
admit I don’t have the 
answer but I promise to 
find it, and I do just that.

action and remember that I am dealing with another human being and there is a reason why the act the way 
they do! Keeping this in mind, I want to form strong, meaningful, trusting relationships with my candidates, 
customers, and peers in all things that I do.

Passion/Energy/Enthusiasm

I’ve got them in spades. As a 
corporate recruiter I am the 
frontline of communication to 
the outside job-seeking world. I 
am the first contact they have, I am the advocate for them, I am their advisor, and I tell them what the job 

is. During this process I am almost bursting with pride and excitement for 
my company, they job they are applying for, and the prospect of being an 
employee with my company! I am ALWAYS excited about my company’s 
direction, business, outlook, philosophy, and culture. After all, if I can’t get 
somebody excited to work here, then why the heck am I recruiting them?!

Integrity
I eluded to this in my relationship section, but I hold myself to very high 
standards of professionalism. I stand by my word, and do all I can to ensure 
that what I say is honest, true, and respectful.

Knowledge
Last but not least is what I know, or more accurately what I don’t know. If 
I am handed a job description and don’t know what the person does, how 
they do it, what the acronyms mean, or what other companies use such 
people I will do as much research as I need to fully understand what I’m 
working on. In addition I do my best to make sure I know our benefits inside 
and out so I can intelligently discuss them with candidates. However, if I get 
stumped, I admit I don’t have the answer but I promise to find it, and I do 
just that.

Organization
Keeping my ATS up to date keeps track of candidates, interviews, etc. This is not the area in which I work hard 
to be organized. I strive to make sure I have control over the flow of my day as much as possible. I keep track of 
when I know I am most productive. During those times I schedule totally uninterrupted sourcing. I know I can 
focus and will find far more good candidates as a result. I also make sure to keep track of my tasks in order of 
most urgent to least so I always know where I’m at relative to ongoing projects.

Flexibility
Although it may seem contrary to my first point, 
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est communication he/she might have been able to get a better read and in most cases identify where their 
candidate was along in the process, it would have also given the recruiter the ability to get a heads-up and 
target exactly where their candidates were falling short; and in some cases be able to perhaps referred a better 
“matching candidate” verses losing the deal altogether.

Happy New Year and Smart, yet brilliant recruiting.

By Danielle Duarte

There are many things that contribute to me being a smart recruiter, but the top 5 have 
to be:

1) I do my homework - on both the candidate and the client side - do the references, read 
the blogs, MySpace, websites anything I can google : )

2) I ask questions and don’t assume anything - you 
don’t know how many times people put things on 

By Raoul Q

What makes me a smart recruiter?

A brilliant yet (smart) recruiter goes beyond the obvious in qualifying not only the 
candidate(s) but the client(s) as well. Where some recruiters fall short is in not truly 
knowing both the client and candidate to make the deal happen.

Now please understand that not all clients and candidates are truthful in acceptance and intentions and/or 

By Todd Kmiec

What makes me a smart recruiter......

1. I realize this is a game of “finding” not “creating”. A lot of recruiters pay lip service to 
the old “round hole, square peg” line about the business, but only the ones who get it 

know deep down that this is a game of finding, not creating. There is a right job for every person and a right 
person (or more appropriately, right persons) for every job. I drive my business by focusing on finding the right 
fit, not trying to make what I have in hand fit.

2. I’m empathetic. I believe it is absolutely critical to be able to put yourself in other people’s shoes in this busi-
ness, all of the other people. So we strive to put ourselves in the shoes of the client, understanding what they 
are looking for....in the shoes of the candidate, understanding what they are looking for.....in the shoes of our 
partners, understanding the work that they are doing, what they are experiencing, and what they are looking 
for. This is a business where everyone wins, or everyone loses. We’re all on the same side of the table so see-
ing things from the other perspectives in the process is extremely important. This enables us all to be far more 
efficient in creating an everyone wins scenario.

3. I always have a positive attitude. All we have is our skills and our time. Any second wasted on worry or disap-
pointment is just wasted time. We all know that every deal won’t close and that there is naturally some effort 
in the process that seems wasted. However, the only thing that goes 
on the scoreboard are the successes, so always keeping your attitude 

GO   BEYOND  THE  OBVIOUS

A brilliant yet (smart) 
recruiter goes beyond 
the obvious in qualifying 
not only the candidate(s) 
but the client(s) as well. 
Where some recruiters 
fall short is in not truly 
knowing both the client 
and candidate to make 
the deal happen. A “bril-
liant” recruiter will not 
only have candidate 
control, but more impor-
tantly “client control.”

other offers, etc; now some clients don’t like to share other candidates skill 
sets (ranking in better qualified candidates) in the process. A “brilliant” 
recruiter will not only have candidate control, but more importantly “client 
control.”

I recently was in a situation working with a recruiter that had no client 
control, along the process of several spaced out interviews for a senior level 
position I noticed that the recruiter was only communicating through emails 
and texts with the key decision maker.

This was the client preferred method of communication; now imagine trying 
to take the clients temperature in order to properly evaluate your candi-
date’s position and their (clients) real level of interest with the candidate and 
ranking.

A Smart and Brilliant recruiter must have the ability to effectively communi-
cate with the client in order to move or sway the client in hiring your candi-
date right?

Client trust and client loyalty are keen in making such deals, had the recruiter 
been able to properly take the clients “temperature” through open hon-

their resumes but really have no idea what they are talk-
ing about!! Same goes for a client, sometimes they put 
down a qualification but really mean something totally 
different.

3) I always have on my recruiter hat - no matter where I 
am grocery store, airplane, I am always looking at how I 
might be able to network with others! You never know 
who could be standing/sitting next to you!

4) I make the most of what I have available - if I am out 
of postings, then I use my networking skills, if I need 
someone at a specific company I talk to people from the 
company to see who might have left etc I think recruiters 
are Innovative and are constantly finding out new ways 

Be  Resourceful

I make the most of what I have available 
- if I am out of postings, then I use my 
networking skills, if I need someone at 
a specific company I talk to people from 
the company to see who might have left 
etc etc. I think recruiters are Innovative 
and are constantly finding out new ways 
to network

to network.

5) I send out hand written cards/postcards/note cards - personally I use sendoutcards.com for both clients and 
candidates, this goes along way! People love to get personal mail even if its just to say thanks for taking the 
time to talk to me.

http://www.recruitingblogs.com/profile/DanielleDuarte
http://www.recruitingblogs.com/profile/RaoulQ 
http://www.recruitingblogs.com/profile/ToddKmiec 


By Dan Nuroo

I’ve been thinking about this a bit, wanting to do a decent job at this, and not sound too 
big headed, which for those who know me will know it is tough for me to do, I have a 
great ego. I know there is no “I” in team, but there is a HUGE “ME”

1) I care, cliche? But what do I care about? My candidates? Yes (within reason), my 
company? Yes, its brand? Yes, the viability of the EVP I’m selling? Yes, the quality of the 
hires I (and my team) make? Yes, my own Personal Brand? Yes! Care that we are getting the right results for me 
company? Yes!

2) Constantly Learning. Forums like this and ERE are invaluable to me, inspiration has to come from some-
where, or even ripping off an idea all together :) I am not technically savvy, in any way shape or form, however 
from the gadgets, technology etc I learn about from different forums I have implemented a bit of these to my 
day to day life. I’m smart enough to know that I don’t know everything.

3) I am box free. i.e. I don’t like to think outside the box, I don’t believe in the box in the first place. I believe in 
boundaries and process, but don’t allow myself to be bound by them.

4) Positivity is a huge part of being a Smart Recruiter. 
You cannot take the knock backs personally (even if 

they are), you learn from them and move on. I believe in the saying “your attitude is contagious, is yours worth 
catching”

5) I know when enough is enough. I can turn off, the mind keeps working but I can have it recording in the 
background, like TIVO. I stay grounded, and whilst I am a career Recruitment professional, I know when it’s 
time for family, and they are number one.. Even if I am addicted to RBC.

Merry Christmas all.

By Jerry Albright 

Fun topic! I’ll list the top reasons for my own personal success. Whether I am actually a 
“smart” recruiter is debatable!

1. Emotions: I can take a $50K punch in the stomach and get right back up! In this busi-
ness you MUST be able to “rise above” the daily ups and downs. No other profession has 

so much at stake with each day. I work in both direct and contract staffing. One day my spirit might be soaring 
high with a few new placements ready to start - and the very next day they might both call with a “change in 
plans”......only to be topped off with a 3rd contractor being “not extended” if you catch my drift! So as a re-
cruiter you need to rise above the money involved - and realize you can NOT be in the recruiting profession 

without being hit with falloffs, no-starts, offers turned down, etc. Just gotta keep going!

2. Technology: I began my career before any of the technological advancements we all rely on today. I have 
an intimate understanding of each and every process which has now been automated out of our daily lives. 
So while many recruiters know how to use the tools - they may not have the complete understanding of the 
“how/what/why” that is behind the tools. Give me a yellow note pad, a phone and Pentel P207 mechanical 
pencil - and I will amaze you!

3. Community: Reaching out beyond my personal desk has always been important to me. My ability to serve 
my customers is directly tied to my ability to rely on “community”. There is great value in meeting others 
around the world who share in your values.

4. Family: I was “smart” enough to “marry up” nearly 15 years ago! My wife has inspired me to become the 
best I can be - and the addition of 3 great kids has only increased my desire to “work smart” rather that “work 
hard” so I can have all the free time I need to share in the lives of my wife and children.

5. Perseverance: “Big Things” don’t “just” happen. I set big goals for myself and have absolute confidence in 
making them a reality.

positive and moving forward with positive expectation is the way to be most 
efficient. Attitudes, both positive and negative, are contagious. So I always 
keep a positive attitude to make sure that I’m not wasting time and so I’m not 
wasting others’ time and efforts.

4. I understand the “Law of Concentration”. This one is so important, so mis-
understood, and becoming a much bigger deal as communication evolves. You 
will be much more successful becoming Great at one thing than becoming 
good at a number of things. Whether it is focus on business development and 
client management like I do or focusing on a certain industry or method of 
recruiting, pouring our efforts primarily into one portal and developing Great-
ness in that one area creates the most success. Picture the rose bush with 
many buds, versus the rose bush where all but one bud is pruned. The con-
centrated bush will provide the biggest and most beautiful rose because all of 
the nutrients all of the effort is pushed in that one direction.

the  Law   of  Concentration

Whether it is focus on 
business development 
and client management 
like I do or focusing on a 
certain industry or meth-
od of recruiting, pouring 
our efforts primarily into 
one portal and develop-
ing Greatness in that one 
area creates the most 
success.

5. I never stop learning and working to improve. Recruiting has changed so much in the last 5 and 10 years and 
it promises to keep evolving with all that is going on. Now with a very challenging employment market where 
only the strongest will survive, it is critical that the smart recruiter keep learning and keep tweaking their sys-
tem to improve it. I do things now in my business that a short time ago I had no thought of. I continue to read, 
network with others in the business, and consider every idea I can get my hands on to improve the business.

These are the top 5 things that make me a smart recruiter.
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Zoominfo is the most comprehensive source of business 
information on people and companies in the world.

With in-depth profiles on over 45M business people and 5M compa-
nies, you can find people you know and those you need to know with 

our solutions. Find, qualify and hire more candidates with ZoomInfo. Uncover hard-to-find talent in minutes 
using ZoomInfo’s highly-targeted search capabilities. Get in-depth information on a candidate’s professional 
background, then use it to warm your calls!

RecruitingBlogs.com is a recruiting com-
munity made up of over 20,000 Recruiting 
and HR professionals. 

Started by Jason Davis, the network is home to over 11,000 blog posts and discussions, 800 videos and almost 
300 specialty groups. From live chats and customizable pages to video tutorials and international events, Re-
cruitingBlogs.com has given recruiters all over North America a place to discuss their craft, get and give advice, 
research products and learn new skills.

Recruiters and HR Professionals can:

    * connect with new people
    * delve into featured series like Top 100 Influencers, Bonus Track and Daily Features
    * discover the latest industry news
    * network in their industry

SmartRecruiters is a free, feature-rich Appli-
cant Tracking System (ATS) for recruiters in 
companies with up to 2,500 employees.

Unlike other ATS products, SmartRecruiters is a community-based platform that connects recruiters to other 
recruiters and an array of essential pay-per-use recruiting services.
    * 100% Free Applicant Tracking System
    * No downloads, No installations, no limits
    * Easy to use
    * Setup in 2 minutes
    * Free Branded Career Website

http://www.recruitingblogs.com
http://www.zoominfo.com
http://www.smartrecruiters.com/static/

