
Case Study:   

   ‘Recruit 21’   

Background 
ABC Enterprises is a growing telecommunications company who have been steadily increasing their  

permanent and temporary staff headcounts. Their turnover is set to top the £100m mark and they have  

ambitious expansion plans which will need them to step up their recruitment activities still further. 

The recruitment activities are coordinated by the HR department who also have a whole raft of other duties 

to perform. They recruit a wide range of roles from very technical people to line managers and client-facing 

relationship managers. Again this diversity of needs is not going to lessen in the near future. 

Challenges 
In simple terms the HR department were overloaded and couldn’t support the business in the way that they 

wanted. They used agency contracts and discovered that these tend to hide some very nasty clauses which 

caused them some conflict leading to a costly settlement. They also found they weren’t keeping the legal 

requirement of recruitment records. 

They also tried to implement an approved supplier list but it fell apart because there was no way to manage it 

and line managers decided to use their own agencies instead. Finally, everybody agreed that they were  

probably paying too much to the agencies and the whole process was taking far too long to get the right 

people into the organisation. 

Our Solution 
We examined each of the 10 key recruitment pressure points to understand where the real problems were. 

From this we designed a close-fit solution which involved a standard agency contract and SLA, installation of 

a simple recruitment system, new processes, and a new dynamic supplier list using best of breed tools and 

techniques. 

We also engaged with all of the agencies to ensure that we were getting the most out of them and that we 

could work in a way that helped them to be more effective. Finally, we installed a simple time-table for  

recruitment that meant that the lead time for recruitment was substantially reduced. 

Outcome 
After the settling in period the new system reduced their recruitment costs by 27%; average recruitment lead 

time was slashed by 21 days and the HR involvement was reduced by a very welcome 22%. There was also 

a reduction in the number of new recruits who were let go within their trial-period. 

Added to this the agencies reported a significant improvement in the quality of the job specifications and 

turnaround of CVs. 
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