
Yo u ' re busy at wo r k , or possibly at
h o m e, and your thoughts are pro b-
a b ly miles aw ay from the phone call
yo u ’re about to re c e i ve. Ye s , t h e
re c r u i t e r ’s call—that my s t e r i o u s
vo i c e, s e e m i n g ly out of now h e re,
calling you re g a rding a position
t h ey ’ve been engaged to assist in
f i l l i n g .

E xe c u t i ve recruiters are some-
times perc e i ved as a ve ry my s t e r i-
o u s , s h a d owy bre e d , as if they are
p a rt of some cove rt operation. B u t
a c t u a l ly, t h ey are not that my s t e r i-
ous at all. This month I’m going to
attempt to not only “lift the ve i l ,”
but to demystify the call yo u
re c e i ve from an exe c u t i ve re c r u i t e r.
So what do you do when yo u r
( h o p e f u l ly) friendly neighborhood
recruiter calls? It’s not something
we ’re taught in college. H e re are a
few tips to hopefully aid in making
the next call that you take from a
recruiter that much more comfo rt-
a b l e, as well pro d u c t i ve, for yo u .

First off—a recruiter should ini-
t i a l ly ask you if it’s a bad time to
s p e a k , or if you can speak confi-
d e n t i a l ly. This indicates a re s p e c t
and ap p reciation for your curre n t
p o s i t i o n . You should also get a
sense of pro fessionalism and confi-
dentiality when you speak with a
recruiter—most industries are
a c t u a l ly small in many way s , and the
lighting and electrical sector most
d e f i n i t e ly fits that bill.

It is important to realize that
most recruiters will not identify
the name of the company on the
initial call. T h e re are exceptions
h e re, but most will give you a basic
description of the position and
re s p o n s i b i l i t i e s , and ask either if
you know of anyo n e, or if yo u ,
yo u r s e l f , would be intere s t e d . I t ’s
i m p o rtant to realize that compa-
nies who use the services of a
recruiter often,but not alw ay s ,p re-
fer that their company name not
be used in the general re c r u i t i n g
e f fo rt until the time of confirming
your actual interv i ew with the
c o m p a ny for several re a s o n s :

1) The position may be a confi-
dential replacement of an incum-
b e n t . This is pro b a b ly the most
s e n s i t i ve of issues and there fo re

b roadcasting this info r m a t i o n
would not be ap p ropriate and also
would be insensitive to the person
c u rre n t ly holding the position. I t
could be a case where the person
will be moved into another posi-
t i o n ; sometimes it is because the
incumbent will be let go.

2) The company may not want
to telegraph their move to com-
p e t i t o r s . E s p e c i a l ly in the case of a
n ew ly created position, a company
m ay want to keep the search as
l ow - p rofile as possible in order to
p revent other companies in their
niche from knowing their plans
and to prevent them from being
able to employ immediate
c o u n t e r- s t r a t e g i e s .

I r o n i c a lly, 
those who are

least will i n g
to talk

with a 
recruiter 

are those 
individuals at 

the lower 
rungs of the

o r g a n i z a t i o n a l
c h a r t

3) Often the reason a company
uses the services of an exe c u t i ve
s e a rch firm in the first place is to
avoid having their manager(s)
spend valuable time screening peo-
ple who might not even be quali-
f i e d . If the company has posted
their position on the we b, this sub-
jects their manager to sifting
t h rough sometimes hundreds of
re s p o n s e s — u n fo rt u n a t e ly, most of
those responses are from people
who not only are not from our
i n d u s t ry, but whose backgro u n d s
d o n ’t even re m o t e ly resemble the
stated qualifications of the position
This is not uncommon, and smart
companies often want to spare
their manager the chore of wasting
their time in tasks that pro b a b ly

a re n ’t even related to their re a s o n
for being hire d .

Name Dro p p i n g
O f t e n , when called at work by a

re c r u i t e r, you may not be able to
speak fre e ly. A good re c r u i t e r, i f
calling you at wo r k , will immediate-
ly ask if you are able to talk confi-
d e n t i a l ly. If the recruiter doesn’t
explain how he got your name, fe e l
f ree to ask how he or she was
re fe rred to yo u . This helps you to
identify if a recruiter was actually
re fe rred to you by a colleague or
i n d u s t ry peer, or is working off
some sort of database. One is not
n e c e s s a r i ly better than the other,
but it is alw ays helpful to know so
you can put the call into ap p ro p r i-
ate context. Realize that if a spe-
cific individual re fe rred a re c r u i t e r
to yo u , the recruiter may or may
not be able to disclose that per-
s o n ’s name. Often people re fe r
recruiters to someone not neces-
s a r i ly because they think that the
person is looking, but because they
think he or she fits the backgro u n d
of the position as described.
Because of that, t h ey may not be
willing to give authorization to the
recruiter to use their name.

Because of the nature of the call,
t a ke time to assess your comfo rt
l evel with the recruiter (if yo u ’ve
not spoken befo re ) .Does he come
a c ross as pro fessional?  Does she
seem to be discre e t , and re s p e c t
the confidentiality of the matter?
These are sometimes almost
immediate judgement calls yo u
h ave to make, but it is import a n t
for you to feel comfo rtable with
the pro fe s s i o n a l i s m , i n t e g r i t y, a n d
confidentiality of the recruiter call-
ing yo u . If you don’t , you may want
to re fer people to that individual,
but you may or many not want to
entrust your personal care e r
i n formation and goals to this par-
ticular person.

If the recruiter asks you for yo u r
recommendations but doesn’t ask
you if yo u ’re intere s t e d , t h ey may
not be sure if yo u ’re a fit for the
p o s i t i o n , or it just may be his/her
ap p ro a c h . D o n ’t be shy about
e x p ressing interest if you feel the
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position is intriguing and fits yo u r
b a c k g ro u n d .

D o n ’t blow off the re c r u i t e r.We
find that the higher up individuals
a re in an organization and the
m o re sav v y, the more they are will-
ing and open to take the call of an
e xe c u t i ve re c r u i t e r. I ro n i c a l ly, t h o s e
who are least willing to talk with a
recruiter are those individuals at
the lower rungs of the organiza-
tional chart . E ven more ironic is
that the person at this level often
d o e s n ’t feel they have a need to
t a ke the call, as they believe they
a re ve ry highly paid for their posi-
tion without even allowing them-
s e l ves the chance to actually com-
p a re the pro s p e c t i ve opport u n i t y
to their current position.
C o nve r s e ly, the higher up an indi-
vidual in an organization, c h a n c e s
a re she/he got there because they
a re alw ays looking to see if there is
a better way to achieve re s u l t s —
and they ap p ly this to their care e r
as well as fulfilling the re s p o n s i b i l i-
ties of their current position.
A l s o, l e t ’s say the position either
d o e s n ’t fit your background at all,
or is of no interest to yo u . If the
recruiter comes across as pro fe s-
s i o n a l , it is beneficial for you to
establish a rap p o rt with the per-
s o n . E ven if the current opport u-
nity doesn’t float your boat, yo u
want to have the doors of commu-
nication open so that they definite-
ly think of you when they have
their next suitable opport u n i t y.

Although our industry continu e s
to grow, with the neve r- e n d i n g
c o m p a ny mergers and acquisitions,
in some ways it’s actually getting
smaller and smaller. S o, finding a
p ro fessional and discreet exe c u t i ve
recruiter and cultivating a long-
term relationship can potentially
re ap great benefits for you and
your care e r.
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