The Importance Of Selling Your Company To Prospective Employees!
Are you finding that the talent pool for your company or industry is shrinking?  Well, if the answer is yes you are not alone.  With the unemployment rate being at its lowest rate in almost 30 years it is definitely hard work finding, attracting, and retaining top performers for your organization.  

As a recruiter with proprietary recruitment sources and strategies – we are still able to attract candidates for our clients.  The challenge lies in that it has been a long time since businesses have had the need to sell their organization – and in fact in some cases they may have forgotten entirely that this can be critical in that ideal candidate accepting your job offer, rather than one of the other two or three on the table.  Yes, in this market you will find that the “Cuma Sum Laude” of the talent pool has several competing offers at the same time.  

As an organization if you have not taken the time to sell your organizational attributes you may be overlooked.  This is the time to be boastful and proud of your accomplishments, awards, top references and employee entitlements.  Take the time to offer tours of your organization as well as provide corporate literature for review.  For less senior roles it is still a good idea to have a Corporate Orientation package available.  Setting expectations up front is a good idea.  They immediately get a feel for your corporate culture and begin to understand whether they will be a fit or not.  It can even be the small things your organization does to appreciate staff that help prospective candidates understand you better.  For example, summer BBQ’s, Health & Safety achievement programs, employee recognition programs, Holiday party’s,  pot luck lunches, accelerated vacation entitlement, EAP’s, RRSP programs, coaching and mentoring, education assistance, sales or goal incentives, retention plans or pensions to name a few.  
If your prospective employees are well educated about your company and make the decision to join you as a valued member of your team – you know they made an informed decision. That means that your success rate will have increased exponentially, that they are joining you on a positive note and plan on being a long term contributor to your company.

Sincerity is also an integral factor to selling your organization if retention is the end goal.  Oversell and you are sure to disappoint and be disappointed.  If you are too zealous in your demonstration of your accomplishments it will not take long for a new addition to your team to realize that you have overstated your endeavors and this may sour the relationship and undoubtedly not lead to long term success.  A little preparation and planning and a positive outlook can lead to a better employee employer relationship and net positive results.
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