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Booz Allen and IBM asked Global 1000 CEOQOs,

“What will be the most important factor influencing
your organization's achievement of its' strategic
objectives?”

Booz Allen Hamm g the Inn n Chal H =nge; 2006 IBM Ep nding
thel nnnnnnnn Horizon, 2006 IEM Ex| p d g the
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The overwhelming response:

Innovation

89% of respondents view innovation as ‘important’ or ‘very
important’ to strategic objectives

Boo: A\I Hml\t , Mastering th vatior Ch H g 2006 IBMEp nding the
Innovation Horizon, 2006 IBM Ex| p d g the
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RECRUITING

RPO..

“The nature of innovation...has changed...It's no longer
individuals...coming up with some great invention.
It's multi disciplinary. It's global. It's collaborative.”

-Sam Palmisano, Chairman, President and CEO, IBM
“Constant reinvention is the central necessity at GE...

We’'re all just a moment away from commodity hell.”

-Jeffery Immelt, Chairman and CEO, GE
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I Types of Innovation

O Permanent Placement
O Workforce Management
@ Recruitment Process Outsourcing

Q Markets
@ Finance and Accounting
@ Engineering
O Legal

Q Business Model
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C Global CEO's stated that business model innovation will have a greater
impact on operating margin growth, than product or service innovation.

Benefits Cited by Business Model Innovators:

Cost Reduction

Strategic Flexibility

Focus & Specialization

Rapidly Exploit new
market/product opportunities

Share or reduce risk and
capital investment

Move from fixed to variable
cost

% of

IBM, Expanding the Innovation
Horizon, 2006
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Q Unigue challenges
O Execution is more difficult
0 Organizational resistance must be converted into

acceptance

@ Executive leadership is critical
0 Collaboration: Internal and External

RPO..

RECRUITING PERFORMANCE
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O Extensive collaborators outperformed the competition in both
revenue growth and operating margin.

Collaboration Benefits cited by CEOs

Reduced Costs

Higher quality/customer satisfaction

Access to skills/products

Increased Revenue

Access to markets/customers

Overall speed, strategic flexibility

Reduced risk/capital investment

Faster time to market

Focus and Specialization

Fixed to variable costs

0 10 20 30 40 50
% of respondents

IBM, Expanding the Innovation Horizon, 2006
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Innovation has come slowly...there are exceptions

© Advent of Applicant Tracking Systems (ATS)
O Improved efficiency of searching and managing internal records
© Introduction & growth of online job boards
@ Finding candidates faster, but “proprietary ATS” reduced
© Proliferation of VMS and MSP
Q@ Improved corporate control
Q@ Increased buyer efficiency
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Overcome current challenges through offshore recruiting:

@ Dwindling pool of qualified candidates
e 45% of employers report difficulty filling positions*
¢ 38% of employers report paying higher wages*
¢ Available to all competitors on job boards
* Multiple offers — gaining commitment harder
@ VMS/MSP model
¢ Client relationships impacted: recruiting overshadows sales
¢ Accelerated turnaround time, increased accountability
¢ Reduced gross margins
@ Attracting and retaining experienced recruiters
e Limited number available
» Costs on the rise

*QOct. 2006 Survey by Manpower Inc.
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Offshore Recruiting

...the next innovation in IT Staffing



pending expected to grow from
$112.1 billion in 2005 to $144 billion in
2008
© HRO/RPO predicted to grow from $23
billion in 2004 to over $30 billion in 2008:
@ Offshore is expected to comprise 10%-
15% of HRO/RPO market
Q India: Largest provider of offshore BPO
services:
@ Nearly %2 the global offshore BPO market

*Marketresearch.com, The BPO Market Outlook: Changing Competitive Dynamics, K
Players And Best Practices, August 2006

BPO Market Outlook
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Optimize Candidate Sourcing, Screening, and Recruiting:

RECRUITING

RPO..

0 Increase candidate volume
0 Better qualify candidates

0 Accelerate time-to-fill

@ Lower the cost per hire

Outperform Your Competition
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Candidate Identification

« Online job board search

« Boolean search expertise
« Skill/Match review

Elements
« Day and night shift available
« Proactive pool-building
« Review & refine search criteria
 Metric tracking Keys

(# screened, submitted, placed)
« Client eMail address

meoﬂdwide OVE«K:
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RPO...d.ic

RECRUITING PERFORMANCE OPTIMIZATION

Candidate Identification

« Online job board search

« Boolean search expertise
« Skil/Match review
« Day and night shift available

 Proactive pool-building

« Review & refine search criteria
« Candidate metric tracking

(# screened, submitted, placed)
* Client eMail address

OVERC

Candidate Qualification

* Phone and eMail contact
 Candidate availability

* Travel/relo restrictions

* Salary requirements

* Candidate networking

« Additional client-defined criteria

« Align Sourcers with Recruiters

« Daily contact with recruiters (phone,
email, IM)

« Proper proactive & reactive mix

« Strong communications skills

* Pre-defined eMail and phone scripts

PERFORM.

Elements

Keys
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Candidate Hiring

 Candidate assessment
« Positioning (“selling the job™)
« Salary negotiation

Candidate Qualification * Reference & background checkin
__Candidate Qualification __ ) 'g 9 Elements

« Phone and eMail contact * Interview scheduling & prep

° ottt ey « Secure final commitment

« Travel/relo restrictions X

+ Salary requirements * Pre-employment candidate management
Candidate Identification + Candidate Networking
Online job board search « Client-defined criteria . . .
Boolean search expertise « Treated like your internal recruiters
Skill/Match review . ) . . TI .
—— « Align Sourcers with Recruiters « Defined responsibilities and expectations

« Daily contact (phone, email, IM) « Client knowledge transfer Keys
Proactive pool-building « Proactive & Reactive mix . .
Review & refine search criteria T —— (process/dm‘ere ntiators )
Candidate metric tracking : . ) . -
e |  Client designed eMail and * Ongoing training
Client eMail address phone scripts « ATS access

« Customer & cultural knowledge

* Engagement Management

RPO...vide

RECRUITING PERFORMANCE OFTIMIZATION
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Effective across all job types, industries, and geographies

©Q High-value “relationship” accounts

@ Optimize your most valuable recruiters with offshore sourcing
© Vendor Management accounts

0 Better address the VMS challenge - “new revenue” and better focus
© Business expansion

Q@ Cost effectively build out new geographies by leveraging offshore

Q@ Agility - adapt quickly to new market opportunities
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Delivery —
Experience, Culture, Scalability, Volume

Cost Advantage —
Reduce, Variable,
Performance

Control —
Financial, Security, Legal

Select a partner that best addresses all three components
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Parameters for a successful pilot include:

Executive sponsorship

Assigned Tactical Lead (client side)

Sufficient size (10-15 team members)

Duration (3 to 6 months)

Applied across multiple business segments (geographic, industry, client type)

Branch Recruiters (3) Offshore Sourcers (3)

Client

ATS, Job board,
National VMS Accounts (4) eMail. Phone

00000

Offshore Recruiters (4)

a|dwes

Offshore Recruiter (1) and
Sourcer (1)
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Determine
applicable
services, scope,
and key success
parameters

Engagement Process

Agree on terms,
pricing, and
duration

Define and align
processes,
technologies,
organizational
capabilities and
integration
points

Train vendor and
client resources
including process
and systems
documentation,
policies and
procedures

Begin recruiter and Program and
sourcer RPO services personnel

and refine focus management based
and processes, on defined success
Provide regular metrics

feedback
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" O Provides enhanced Recruiter productivity &
broader market coverage

0 Average U.S. recruiter produces 3 placements per K
month .

@ Sourcers can increase Recruiter productivity 20-25% K A A
@ 9 additional placements per year ‘

$125,000 increased gross profit

*average GM $ per placement of $15K

Avg. annual cost per Sourcer: $20,000
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I Return on Investment: Offshore

Recruiting

es'significant cost savings and expanded hiring
capacity
0 Average U.S. Recruiter cost per year: $80,000 to $100,000
(salary, commission, benefits, overhead)

0 Average offshore Recruiter cost per year: $30,000 to $45,000
(inclusive)

50+% cost savings!
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- © If you would like a copy of this presentation for download or print,
please email your request with contact information to
info@rpoww.com

© If you have questions or are interested in learning more about our
organization, please reach us at info@rpoww.com or 877 354-8226.
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