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Who is this guy?

= Self-proclaimed Recruiting Dork

= Cut my teeth in Executive Search

= Ran US Recruiting for Fortune 500 Financial Services Co
» “The Monster Guy”
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Who are these people?

= Years in recruiting?
» Corporate?

= Third Party?

= Social Media Gurus?
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Agenda

= Meaningful discussion on Employment Branding
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Question:

= What is an Employment Brand?
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Question:

= Who has an Employment Brand?
= Who has an AWESOME Employment Brand?
= Who WANTS to have a awesome Employment Brand?
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Question:

= Who has been involved in creating their Employment
Brand?
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I hear a lot about employment branding, but the most powerful (and believable) message
about a company comes not from professional recruiters (and others involved in the PR
machine) but from the general employee population itself. This is one of the most exciting
things about the evolution of social networks; having engaged, passionate workers
whose personal brands inform and enhance their employer’s brand.

I've always believed in what I call the "Power of Passionate People.” The rise in personal
branding enabled by social networking makes having dedicated, engaged and
Inspirational brand evangelists even more important for Employers. In fact, I would argue
It I15 necessary to compete for top talent today.

Creating visibility and accessibility to yvour employees outside of yvour organization helps
put a real face on vour brand. It also sends a powerful message that you recognize and
encourage personal and professional growth. It will not only help your company win the
war for talent, it will gain you new business, stronger account relationships and greater
revenue,
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espeterson Says:

April 14, 2010 at 11:.46 am

| have believed for some time now that HR has an opportunity to have a greater stake
and responsibility in an organization’s brand. Because, as you point out, it all begins
with the people. The term emplayer brand should be put away. A brand is a brand, and
it's notwhat the organization and their marketers say itis, but what “they” — employees,
vendars and the market itself — say itis. Yet it begins with the people within an
organization and works its way outward through the accessibility and visibility you
mention. HR seems like the maost logical function to ensure that talent they recruit is
aligned with the vision and values of the employer, and equipped with the means to
affect the brand in every ineraction with the outside world. Give ‘em something to be
passionate about and let the energy flow!

Like or Dislike: &l o [ o
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Consumer-Driven
Approach to Recruiting
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Consumers Have Choices
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Consumers Need Advisors
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Candidates as Consumers

— Consumer

—  Financial —

Officer Staffing Firm

Talent
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Where is the payoff?

JPMorgan €

Top ACME
Talent — Staffing Firm

monstercom

Your calling is calling ™




Top Talent needs Advisors

Jonathan Bender

Office Hame

Contact

Type

Description

MRINetwork PrincetonOne

Permanent

Jonathan Bender has over 10 vears of guccezsful buginess development, recruiting,
project management, training and operations experience with Management Recruiters
Internaticnal.

Jonathan joined MRF= Philadelphia office in September of 1995 as a Search Con=sultant,
zpecializing in Information Technolegy. He was promoted to Project Manager in April of
1995, and successfully managed large search initiatives for FirstUsA, Aramark, Campbell
Soup Company, Hoyt's Cinemas, and Dizney Consumer Products Group. In January of
1957, Jonathan was promoted to Training and Fulfilment Manager, where he was
rezponzible for the management of all recruiting operationz and training initiatives for the
Philadelphia location. In December of 1952, Jonathan authored and delivered the “Search
Conzultant Training Program®, and was azked to implement the program throughout all MRI
Company Office Group locations. In December of 2000, he wag again promoted to Practice
Leader and Project Director for the Philadelphia-bazed Mational Fulfilment Center, which
provides outsourced recruiting services to the MRI Company Office Group.

In August of 2001, Jonathan azsumed the role of Operations Manager for the Pitteburgh
office of MRFz Company Office Group.

Jonathan has been achieved various awards during his tenure at MR, including MRI
Philadelphia’s Perzon of the Year (1997}, Pacezetter (1997, 1998, 1999, 2000}, and COls
Stock Option Award for Outztanding Performers (2001). Jonathan earned Certified Senior
Account Manager (CSAM) in December 2000, demonstrating hiz commitment to his
profes=ion and MRL

SEE POSITIONS POSTED BY
THIS RECRUITER

Cesv>

Human Resources
Marketing

Sales - Inside
Sales - Other
Sales - Outzide
Strategy / Planning

monstercom

Your calling is calling ™




Think like a Consumer!

TOOTHPASTE

(Artist’'s Rendition)

Product Description:

= |n conjunction with brushing apparatus, completes general care of molars and
incisors as indicated by the ADA.

= Works with fluoride, baking soda, and mint extracts to complete desired
freshening results.

= Must be applied twice daily (sometimes more) to achieve minimum results
which may vary.
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Our Needs vs. Thelr Wants

Your Calli Environment

Stuff” You're

Good|at
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Past vs. Present

Recruiting 1.0

Recruiting 2.0

»Web 1.0

> Static information
> Data driven

= Applicants

= Sourcing

= Pipelines

» Search & Place

» Web 2.0

> Dynamic info sharing
> User driven

» Prospects

= Connecting

= Communities

» Engage & Interact

Where does this leave us for the Recruiting 3.0 future?
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Compani es cannot do

t htr s. PEOPLE can!

= “Companies” cannot do ANY of this- PEOPLE can!
» NOT JUST RECRUITING/HR
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Connecting & Succeeding

» Build communities
> Newsletters 2.0
> Share articles
> Be SOCIAL
> Seek advice
> Distribute openings
= Continue building your tried and true brand

» Back to recruiting basics — LEVERAGE RELATIONSHIPS
> Your candidates are part of your employment brand, too.
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Questions?



Thank You!

Eric Winegardner
VP, Client Adoption

eric.winegardner@monster.com
™~ ewmonster
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