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GETTING THEM BOTH TO SAY YES
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1. EVERY RECRUITER WANTS TO MAKE MORE PLACEMENTS!

2. EVERY RECRUITER WANTS TO CLOSE MORE DEALS!

3. EVERY RECRUITER WANTS TO AVOID “GHOSTING”!

4. EVERY RECRUITER WANTS CLIENT CONTROL!

5. EVERY RECRUITER WANTS PROVIDER CONTROL!

THE ONLY THING YOU CAN EVER CONTROL IS YOU!
▪ IT’S YOUR ATTENTION TO DETAIL – THAT WILL IMPROVE 

ALL 5 OF YOUR WANTS!!
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CLIENT SIDE PROVIDER SIDE

SET THE EXPECTATIONS FOR 
TIMELINESS – “72-HOUR SPEECH”

ESTABLISH THE WE MAKE THE OFFER



Let’s talk about the interview process:

First step How long between step:

Second step How long between step:

Third step How long between step:

Fourth step How long between step:

Fifth step – OFFER!
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The 72-hour speech.

____________, we study the hiring trends and 
tendencies of providers constantly as recruiters, and 
one thing I can tell you for sure in this unbelievably 
provider short markets is this.  Once I present someone 
to you – if we don’t give that provider feedback of some 
kind in 72 hours – they will take that as a sign that we 
do not “appreciate” the skills they are bringing to the 
table – and they will summarily dismiss us.  And the 
minute they feel unappreciated throughout this process 
– there is no getting them back.  So I won’t bother you 
for feedback the first 48 hours – but after that I will 
start following up to make sure we aren’t loosing good 
providers.

“When we extend the offer to our providers, we have over a 95% acceptance rate.
When clients extend the offer themselves – they have less than a 60% acceptance rate.”
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CLIENT SIDE PROVIDER SIDE

SET THE EXPECTATIONS FOR 
TIMELINESS – “72-HOUR SPEECH”

ROLE PLAYING CALL – “TOP 6”

ESTABLISH THE WE MAKE THE OFFER



It was a pleasure speaking with you this morning regarding your need to hire an Orthopedics Surgeon. Based on our conversation I 

just wanted to confirm that I heard your requirements correctly. I believe these are the Top 6 Skills/Experiences your looking for in a 

provider.
• Orthopedic expertise
• Clinic hours are 9am to 5pm, Monday through Friday, with a half day off. 
• Call is 1:2 and anesthesia is available 24/7.
• Orthopedics program established in early 2012 has seen much success, added a Nurse Practitioner in 2013
• Ideally looking for a General Orthopedic Surgeon as the facility is rural
• The organization provides generous benefits including health, dental, vision, savings/retirement plan, vacation, two weeks 

CME, 5K CME 

You also said you are ready to offer a person who has this unique skill set between $120,000-130,000 as a starting base salary.

As soon as you let me know that I heard you correctly our recruiting team will begin the hunt for providers. Please let me know that 

the above information is correct or certainly feel free to edit anything you’d like.

We look forward to working with you on this assignment.
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RECRUITER 
MATH

3 ½ OF 4 = 88%

CLIENT MATH
3 ½ OF 6 = 58%
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TOP 4 CRITERIA
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RECRUITER 
MATH

4 ½ OF 5 = 90%

CLIENT MATH
4 ½ OF 6 = 75%

RECRUITER 
MATH

4 ¾ OF 6 = 80%

CLIENT MATH
4 ¾ OF 6 = 80%

RECRUITER 
MATH

5 ¼ OF 6 = 88%

CLIENT MATH
5 ¼ OF 6 = 88%
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CLIENT SIDE PROVIDER SIDE

SET THE EXPECTATIONS FOR 
TIMELINESS – “72-HOUR SPEECH”

ROLE PLAYING CALL – “TOP 6”

ESTABLISH THE WE MAKE THE OFFER

PROVIDER TAKES AN ACTION TO INDICATE THEY 
WANT TO PURSUE AN ASSIGNMENT.



CLOSING STARTS WHEN YOU FIRST RECRUIT SOMEONE!

▪ The first step is they HAVE TO decide to take an ACTION towards pursuing this 

assignment.

▪ I use a questionnaire – make them do more than simply sending you a resume.

▪ They have to put forth an effort!
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CLIENT SIDE PROVIDER SIDE

SET THE EXPECTATIONS FOR 
TIMELINESS – “72-HOUR SPEECH”

ROLE PLAYING CALL – “TOP 6”

ESTABLISH THE WE MAKE THE OFFER

PROVIDER TAKES AN ACTION TO INDICATE 
THEY WANT TO PURSUE AN ASSIGNMENT.

UNDERSTAND A PROVIDERS NON-
MONETARY PRIME MOTIVATORS.

YOU HAVE TO ASK GET THE PROVIDER’S 
PERMISSION TO BE SUBMITTED.



Prime Motivators:

▪ What is it about this opportunity that’s made you decide to pursue it?

▪ It is my intention when I get those back to submit you to CLIENT NAME for the position of TITLE OF 
JOB ORDER. Do you want to be presented for that assignment?”

▪ IT HAS TO BE THEIR CHOICE
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CLIENT SIDE PROVIDER SIDE

SET THE EXPECTATIONS FOR 
TIMELINESS – “72-HOUR SPEECH”

ROLE PLAYING CALL – “TOP 6”

ESTABLISH THE WE MAKE THE OFFER

PROVIDER TAKES AN ACTION
TOWARD PURSUING THE JOB.

UNDERSTAND A PROVIDERS NON-
MONETARY PRIME MOTIVATORS.

GET THE PROVIDER’S PERMISSION TO BE 
SUBMITTED.

PROPERLY SUBMIT THE PROVIDER



THE COVER PAGE HAS 4 PARTS:

1. COMPENSATION

2. MATCHING GRID

3. MOTIVATIONS

4. AVAILABILITY
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THINK OF THIS AS AN EXECUTIVE SUMMARY
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CLIENT SIDE PROVIDER SIDE

SET THE EXPECTATIONS FOR 
TIMELINESS – “72-HOUR SPEECH”

ROLE PLAYING CALL – “TOP 6”

ESTABLISH THE WE MAKE THE OFFER

PROVIDER TAKES AN ACTION TOWARD 
PURSUING THE ASSIGNMENT.

UNDERSTAND A PROVIDERS NON-
MONETARY PRIME MOTIVATORS.

GET THE PROVIDER’S PERMISSION TO BE 
SUBMITTED.

PROPERLY SUBMIT THE PROVIDER SCHEDULING INTERVIEWS LIVE!



98% OF ALL NEGOTIATION HAS TO HAPPEN BEFORE THE PROVIDER INTERVIEWS

You schedule the final interview LIVE on the phone.
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98% OF ALL NEGOTIATION HAS TO HAPPEN BEFORE THE PROVIDER INTERVIEWS
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CLIENT SIDE PROVIDER SIDE

SET THE EXPECTATIONS FOR 
TIMELINESS – “72-HOUR SPEECH”

ROLE PLAYING CALL – “TOP 6”

ESTABLISH THE WE MAKE THE OFFER

PROVIDER TAKES AN ACTION TOWARD 
PURSUING THE ASSIGNMENT.

UNDERSTAND A PROVIDERS NON-
MONETARY PRIME MOTIVATORS.

GET THE PROVIDERS PERMISSION TO 
BE SUBMITTED.

PROPERLY SUBMIT THE PROVIDER SCHEDULING INTERVIEWS LIVE!

EMAIL THE PROVIDER THE SALARY 
EXPECTATIONS CONFIRMATION 



YOU PUT THE MONEY AGAIN IN WRITING
EMAIL TO THE PROVIDER

I want to just confirm everything we talked about earlier today.  I am going to schedule your personal interview with 

Bellin Health for 10 am on Friday the 27th.  Also I wanted to make sure I had a very clear understanding as to all the 

things we discussed concerning compensation, so I am outlining what I heard below.  Please review this and email me 

back that my information is correct.  As soon as I get that email back from you, I will schedule the interview with Kim.

Thanks - Greg

Expected Compensation

Base:  121,000-123,000

Bonus: Potential Sign-on 

Vacation: 2 weeks remainder of this year & 3 weeks as of Jan 1, 2020.

Benefits: As per plan

Relocation:  Rents currently on a month-to-month basis
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CLIENT SIDE PROVIDER SIDE

SET THE EXPECTATIONS FOR 
TIMELINESS – “72-HOUR SPEECH”

ROLE PLAYING CALL – “TOP 6”

ESTABLISH THE WE MAKE THE OFFER

PROVIDER TAKES AN ACTION TOWARD 
PURSUING THE ASSIGNMENT.

UNDERSTAND A PROVIDERS NON-
MONETARY PRIME MOTIVATORS.

GET THE PROVIDERS PERMISSION TO 
BE SUBMITTED.

PROPERLY SUBMIT THE PROVIDER SCHEDULING INTERVIEWS LIVE!

EMAIL THE PROVIDER THE SALARY 
EXPECTATIONS CONFIRMATION 

EMAIL CLIENT THE SALARY 
EXPECTATIONS CONFIRMATION



YOU PUT THE MONEY AGAIN IN WRITING - TO CLIENTS TOO!!
EMAIL TO THE CLIENT

Polly,
I wanted to let you know that Gary Thomas is all set for his interview on the 27th, but I wanted to take a minute here to go 
over something with you one last time before we spend the money and time necessary to bring him in.  Gary and I have had 
numerous conversations regarding his salary expectations and his long term availability, and I wanted to make sure that you 
had clear information regarding this, so here are his expectations:

Expected Compensation
▪ Base:  123,000+
▪ Bonus: $5K Sign On Bonus
▪ Vacation: 2 weeks remainder of this year & 3 weeks as of Jan 1, 2020
▪ Benefits: As per plan
▪ Relocation:  Rents currently on a month-to-month basis

As long as you are confident that we can work within these parameters, I see no reason to not proceed with the interview.  If
you have any serious issues, please call me to discuss them.

21



1. 98% OF THE NEGOTIATIONS SHOULD HAPPEN BEFORE

2. YOU SHOULD HAVE DONE THE “MATH” ON THE MONEY A LONG 
TIME AGO – BEFORE YOU SUBMITTED THE PROVIDER

3. WHEN YOU EXTEND OFFERS (OR ASSIGNMENTS) ALWAYS TALK 
ABOUT THE NON-MONETARY PIECES FIRST

4. YOUR CLIENTS FIRST OFFER HAS TO BE THEIR BEST OFFER
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5 TELL ALL QUESTIONS?

Here’s the bottom line.  Ask yourself these five questions.

▪ Would this assignment improve me financially?

▪ Would this assignment improve my quality of life both at work and outside of work?

▪ Would I be good at this assignment – and that could lead to a continuous assignment?

▪ Would this be a step forward in my career? (It’s not always a step up in title – but would 
I be more valuable later having taken this position?)

▪ Would the location make sense?

If you are answering ‘Yes’ to 4-5 of these questions – you should be accepting this assignment 
and enjoying that decision.
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CLIENT SIDE PROVIDER SIDE

SET THE EXPECTATIONS FOR 
TIMELINESS – “72-HOUR SPEECH”

ROLE PLAYING CALL – “TOP 6”

ESTABLISH THE WE MAKE THE OFFER

PROVIDER TAKES AN ACTION TOWARD 
PURSUING THE ASSIGNMENT

UNDERSTAND A PROVIDER NON-
MONETARY PRIME MOTIVATORS.

GET THE PROVIDER’S PERMISSION TO 
BE SUBMITTED.

PROPERLY SUBMIT THE PROVIDER SCHEDULING INTERVIEWS LIVE!

EMAIL THE PROVIDER THE SALARY 
EXPECTATIONS CONFIRMATION 

EMAIL CLIENT THE SALARY 
EXPECTATIONS CONFIRMATION

CLIENT EXTENDS THE OFFER
PROVIDER ACCEPTS 

ASSIGNMENT
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PRIME Motivators Job A Job B Job C

Quality of Life 1 5 3

Ego (Good at Job) 2 1 3

Advancement 2 3 1

Location 1 3 5

Money 2 1 3

Total 8 13 15

When you score Quality of Life 

and Location use the weighted 

scoring outlined below.
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PRIME Motivators Job A Job B Job C

Quality of Life 1 2 3

Ego (Good at Job) 2 1 3

Advancement 2 3 1

Location 1 2 3

Money 2 3 1

Total 8 11 11

1

1



THE 5 MUST DO TAKE AWAYS FOR MORE CLOSED DEALS
1. Make providers take an ACTION to start the process.

2. Know, question, check and then re-check PRIME MOTIVATORS.

3. Do your SUBMITTAL PACKETS – EXACTLY – as outlined.  (Summary page at 
least!)

4. ALWAYS schedule interviews OVER THE PHONE and give providers a 
chance to bow out gracefully if they are not on the way to becoming 
placements.

5. Use the CLOSING THE MONEY e-mails when scheduling final interviews.

28


