
Brilliantly Boring
Achieving Pipeline Mastery

A performance and learning community for 
Recruiters and Recruitment leaders



Who Am I







Job Specification

• Lorem ipsum dolor sit amet, consectetur adipiscing elit,
• sed do eiusmod tempor incididunt ut labore et dolore

magna aliqua. Ut enim
• ad minim veniam, quis nostrud exercitation ullamco
• laboris nisi ut aliquip ex ea commodo consequat. 
• Duis aute irure dolor in reprehenderit in voluptate velit

esse cillum dolore eu

• fugiat nulla pariatur. Excepteur
• sed do eiusmod tempor incididunt ut labore et dolore 

magna aliqua. Ut enim
• ad minim veniam, quis nostrud exercitation ullamco
• laboris nisi ut aliquip ex ea commodo consequat. 
• Duis aute irure dolor in reprehenderit in voluptate velit

esse cillum dolore eu

• fugiat nulla pariatur. Excepteur



Network 
Led

Candidate 
Led

Marketing 
Led

Leakage or PSL 
Led

PSL & RPO Led

Demand
Supply

Know your Market Drivers



Know
Your 
Pipeline



What is Pipeline Mastery?

“The ability to run a business 
that achieves the desired level of 
performance month in month 
out with out stress or emotion”



Deliver:  Can I Convert Interviews to Fees? 





Vacancy Prioritisation

• Availability skill set

• Competitive salary

• Realistic client expectations

• How hard to source

• Will They Meet you

• Line Manager Contact

• Internal Competition

• External Competition

• URGENCY

A B C



Sales Marketing



Sales

1: Give Me A Chance 
2: Are You Interested
3: Want To Interview
4: Want to Offer
5: Want to Accept



Top of Mind Awareness

Marketing



Marketing MarketingSales Sales

Marketing Centric Approach to BD





Leads in January

1st Contact November

Jobs  February

Placements March

Invoice May

#1 Time
Horizon



Win: Are they going to give me a chance?



Lead Generation & Conversion
Lead Generation:  What qualifies as a Lead



Nurture: How strong is my relationship?



Prioritisation of Business Development 
Activity



ZMOT Image

Become Front of Mind



Becoming A Trusted Advisor

What role does your 
knowledge play in 
building influential 
relationships with 
clients? 



Know Your Client
Personal Profile Job Description

Operational Challenges
(projects/programs)

Strategic Challenges

People Challenges
(availability / capability)

Recruitment Challenges



Understanding Why and How Customers Buy



Your Value Proposition

Need

Feature

Explanation

Benefit





Ask Your Self…..

Who Is Buying?

Who Now Knows I Exist?

Who Have I Reminded I Exist?



Do 
Something

Today

Be 
Brilliantly

Boring





www.recruitinggym.com

The Recruiting Gym is a performance and learning network 
community with over 20 coaches, standing by to help you
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