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GUIDE TO RECRUITMENT
PROCESS OUTSOURCING

PLUS

Everything you need to know before engaging an RPO.

A free worksheet to help you
evaluate RPO providers.

Assessing the existing talent landscape is tough...
Trying to align it with your hiring needs is even tougher. In fact, the U.S. Bureau of
Labor Statistics reported in January 2016 that the median number of years that wage
and salary workers had been with their current employer was 4.2 years. That same
report indicates that the share of wage and salary workers with a year or less of
tenure with their current employer was 23 percent1. These numbers exemplify a trend
most of us already know about: hiring managers and recruiters alike are in a neverending cycle of sourcing, screening, hiring, and onboarding new team members.
Building a flexible, end-to-end strategy that helps you find, acquire, and then retain
the right people to achieve your business goals takes a level of finesse that’s just as
cumbersome. Thankfully, you don’t have to do it alone.
This guide will help you navigate the smarter, faster, and easier way to approach
outsourced talent acquisition, and quell the common fears associated with the
Recruitment Process Outsourcing (RPO) model.
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https://www.bls.gov/news.release/tenure.nr0.htm

According to the U.S. Bureau of Labor Statistics, the
average employee tenure is consistently getting shorter.
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A GROWING GAME
BRINGS NEW PLAYERS
RPO is an outsourced talent acquisition model that involves an employer transferring all
or part of its recruitment processes to an external service provider. An RPO provider can
provide its own, or may assume the company’s staff, technology, methodologies, and
reporting. It is important to note that RPO differs greatly from staffing companies and
contingent or retained search providers in that a true RPO model assumes design and
management of the recruitment process and therefore, the responsibility of results.
That’s just a long way to say that the mission of leading RPO providers is to help
organizations improve their overall hiring strategy and deliver optimized results. And
there is growing interest and opportunity in doing so.

In 2016, The Everest Group RPO Annual Report estimated
the global RPO marketplace to be worth $2.4 billion,
representing an 18-percent growth factor from the year
prior 2 . And there are no indications that it’s slowing down.

The RPO marketplace is attracting many new players, including traditional recruitment
firms that want to get into the game. There are a lot of temporary staffing providers calling
themselves RPO providers and trying to learn best practices on the fly. This abundance
of so-called “RPO experts” makes it confusing for companies considering RPO as a talent
acquisition solution.
That’s not exactly an ideal situation when you consider that RPO adoption rates will only
increase as more companies fear their internal processes can’t address the growing hiring
challenges of today, or prepare them for the future.
2

https://www2.everestgrp.com/reportaction/EGR-2017-3-R-2236/Marketing
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SO...
WHERE DO
YOU START?
By asking the
right questions.
The answers to the following five questions will help you
gain insight into your current talent needs and help you
gage if, how, and to what extent a potential RPO partner
can add value to your organization.

1

WHAT IS THE COST?
The costs of building and maintaining a talent acquisition team internally are many, going
far beyond the salaries of a few individual recruiters. In addition to those recruiters, you’ll
need someone to manage them, the processes and systems to support them, and all the
overhead and basic resources the team needs to function effectively. When assessing the
cost of an RPO provider, it’s important to be able to weigh that cost against an accurate
understanding of those associated with managing this function internally.
By becoming a scalable extension of your current talent acquisition efforts, leading RPO
providers can often provide the same or better delivery for 20-30% of the cost. Top
providers are also adept at making their RPO model even more cost effective by offering
creativity and flexibility in finding the right price point that works best for you.

The right RPO provider can help you establish and
maintain a leading recruitment practice for 20-30%
of the cost of doing it yourself.
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HOW FAST CAN THEY
FILL OPEN POSITIONS?
This is the all-important Time to Fill question. A quality RPO provider can find
great candidates quickly, as they have the necessary knowledge and experience,
as well as a superior talent acquisition model. That model should leverage
extensive functional experience, advanced technology, big-data analytics, and
innovative tactics to research, identify, and create a database of viable candidates
in the fastest and most cost-effective way.
An actionable model like this will free up the recruiting team to immediately call
candidates, meet them, and build a relationship, which ultimately leads to filling
positions faster.
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HOW WILL THEY SUPPORT
OUR EMPLOYER BRAND?
A deep understanding of a company’s employer brand and culture is a critical part of
any successful talent acquisition strategy. Some of the best providers out there know
what it takes to truly understand your company’s culture and your employer brand, so
that they can, in turn, communicate it effectively to your target candidates.
Top RPO providers will have a process in place that allows their team members
to understand and embrace your company’s culture. It might include face-toface interviews with your company ambassadors, training on your unique value
proposition, and even role-shadowing to gain perspective on any existing sub-cultures.
A process like this ensures you get a partner who can properly maintain and
communicate what it’s really like to work at your company, thereby attracting and
retaining candidates who are the right fit.

Learn how the right RPO approach helped save a
leading U.S. automotive retailer over $1.5M.
Visit www.TalentMSH.com/Our-Results/AutoNation
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HOW WILL THEY SHOW ROI?
Best-in-class RPO providers understand you’ll want to know where things stand with
every search, and they’ll have demonstrable process in place to do so. This should
involve a customized plan, direct contact with HR leaders, and regular reports with
data surrounding items like time to fill, open positions, wins, challenges, metrics for all
placement activity, and benchmarks in alignment with the terms of your Service Level
Agreement (SLA).

These reports should also provide intelligent insights into the candidates that are being
sourced, engaged, internally presented, and submitted, as well as the reasons candidates
are getting knocked out. Basically, it needs to be easy to tell where everything is in the
process along with all the relevant information gathered along the way.
By providing transparency and customized metrics, the RPO provider will help you make
better business decisions, as well as the ability to optimize your recruiting efforts as
things progress.
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HOW LONG UNTIL
WE SEE REAL RESULTS?
A leading RPO provider will be upfront about the timeline. They will know, and let you
know, that RPO has a significant time to maturity. It can require three months to set up,
six months to truly understand efficiencies, and up to nine to 12 months to see an impact
to your bottom line.

However, some of the more innovative RPO providers understand that signing a
long-term contact is a big commitment and are more focused on building a strong
relationship. They will be open to, and confident enough, to offer a few project-based
“warm up” phases.

You could approach RPO like a marriage – it’s a multi-year commitment. Project-based
engagements are like the first few dates. You might find out it’s not the right fit. Or, you
might find it’s the perfect fit – it’s all about the relationship.
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THE SIMPLE
ANSWER TO
IT ALL.
Your RPO provider should have demonstrable expertise
to help you align people, processes, and technology with
your overall business objectives. They then should be
able to leverage those items into customizable solutions
that deliver better talent, greater business impact, and
optimized outcomes.

Use the following RPO
worksheet to help you
navigate your next RPO
provider conversation.

RPO PROVIDER WORKSHEET
A CONVERSATION KICK-OFF GUIDE

Use this worksheet as a guide, or basic roadmap, for engaging potential RPO providers.
The questions, and their answers, should be a conversation starter to help you gauge
their expertise level, and your comfort level in them to meet your business needs.

QUESTIONS TO THE RPO PROVIDER:
What is your pricing model?
Is it scalable?
Can you prove your cost-effectiveness with another client?
Do you have a process in place to understand and consistently communicate my
company’s culture and employer brand?
Can you easily explain this process to me?
Do you have dedicated brand ambassadors?
Will you do face-to-face interviews to understand our culture?
How does your analytics and reporting process work?
Do you provide weekly reports? What do you include in them?
Can you customize metrics?
Are you able to provide tangible insights, rather than just what candidate
is active and where?
What’s your average Time to Fill?
Do you have a demonstrable placement model?
Can you explain how that model work can work for me?
How long will it take to see results to my bottom line?
Do I have to sign a long-term contract up front?
Can we do a few warm-up projects first?
What’s your process for building a strong relationship with me and my company?
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