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Recruitment process outsourcing (RPO) is a common solution to an organisations’ immediate need for human 

resources and recruitment resources required to adequately handle the increasing challenges of recruitment in 

an ever increasing shortage of talent. RPO allows an organization to take steps to reduce the high costs of using 

temporary employees its associated costs. There have been many RPO success stories however prior planning a 

preparation is needed from the outset. In this advisory paper Consult Group sets out seven best practices, which 

when considered and implemented at the start of an RPO relationship, can serve to assure its success.

Best Practice: Thorough Analysis of the
Current Recruitment Function

For an RPO’s to succeed a detailed “Recruitment Process Audit” identifying strengths and weaknesses in the 
current process, identifying existing process bottle necks and assessing available resources, is paramount. 
A thorough examination of the existing methodology eliminates the repetition and prevents duplication.

A best practice is to ensure that the appropriate research, planning and communication has taken place 
before the project commences and that the process has inbuilt flexibility to deal with unforeseeable changes.
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These best practises can be addressed and agreed upon at an initial launch meeting or the new RPO 
arrangement. The intent is to align participants, process and performance in the new partnership model.  
The client’s employees need to understand how they will be involved in, and accountable for, helping to  
drive the process in order to achieve maximum candidate traffic.

Partnering needs to occur at all levels and be reinforced continually through a governance structure that 
includes;

• Encouraging open and honest communication

• Frequent executive reviews (in process audits) of how the partnership is working

• Issue resolution procedures for solving issues quickly and to the mutual satisfaction of both parties.

  

•	 Help	all	to	see	that	they	have	key	
responsibilities

•	 Help	all	to	understand	that	the	RPO	
provider	is	only	an	extension	to	assist	
them,	allowing	them	to	operate	at	
higher	levels

•	 Help	everyone	to	understand	that	they	
will	be	operating	as	a	team.

Best practice tips for implementing 
a partnership approach with the 
client’s internal recruiters

•	 Help	all	understand	that	the	provider	
is	present	to	assist	on	a	project	basis	to	
rapidly	source	and	recruit	for	a	project	
or	rapid	expansion.

•	 Help	all	to	recognise		how	both	parties	
will	work	together	as	a	team

RETURN ON INVESTMENT

Best practice tips for implementing 
a partnership approach with the 
client’s back office staff

Best Practice: Partnership Approach

An RPO is most successful when it combines Consult Group’s recruitment expertise with the clients’ 
knowledge of its institution and people. Right from the outset a client should understand that a partnership 
approach to the RPO process is crucial. A best practise is to build this expectation at the planning stage of 
the RPO. Even in an “end-to-end” arrangement where a client contracts the complete recruitment process 
to Consult Group, the client will still be very much involved. 

Another important point to note is that it takes everyone (including the back-office staff, internal recruiters, 
line managers, and those involved with the on-boarding and assimilation of new hires) to achieve the 
desired results.
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Commitment also includes:

1. Consult Group working with the client to  process inefficiencies

2. Driving the change from the top down

 

•	 Encourage	Hiring	Managers	participate	in	
the	launch	meeting	for	the	RPO	initiative

•	 Ensure	that	a	discussion	of	why	process	
timeliness	is	important	(short	shelf	life	
of	candidates)	is	included	in	the	launch	
meeting

•	 Ensure	hiring	managers	are	empowered

	

Best practice tips for ensuring commitment to the recruitment process is a  
top priority in the client organization

•	 The	senior	executive	sponsoring	the	
initiative	needs	(or	perhaps	the	Human	
Resource	Director)	needs	to	hold	all	internal	
recruiters	and	support	staff	accountable	for	
their	responsibilities	in	the	process

•	 Where	there	are	critical	candidate	
shortages,	when	a	candidate	fits	the	profile,	
move	the	process	forward	instead	of	
waiting	for	another	candidate	who	might	
possibly	fit	better

RETURN ON INVESTMENT

Best Practice: Commitment –  
Make the Recruitment Process a Priority

Achieving the anticipated ROI will be dependant, in large part, upon the commitment from the clients hiring 
managers and executives at the highest levels of the client organisation. Ideally the client will allocate a 
senior executive to “sponsor” the RPO initiative. The sponsor must:

• Ensure that the importance of the RPO initiative is communicated in a manner that drives buy-in at all 
levels

• Drive the partnership aspect

• Drive process changes quickly and eliminate bottle necks

Measures to ensure that commitment to the recruitment process includes urgency and remains a top priority 
within the client organisation should include the following:
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Organisations must articulate or defined what their employment process looks likes, from the process steps, 
to who is responsible for what, to establishing accountability for delivery, who owns what pieces of the 
process, and how hiring managers and internal recruiters are held accountable for the process. Consult 
Group can work with the client to develop a process map to:

• Reveal where there are too many steps in the process, which may result in bottle necks

• Pinpoint where timeliness lags in the process

For example, if the process map reveals that the hiring managers have challenges making time for candidate 
interviews, Consult Group and the client can determine who else may be appropriate and available to 
conduct initial interviews in order to speed up the process.

As in any outsourcing arrangement, the initiative needs an executive sponsor in the client organisation 
who can not only drive change but who is also well regarded and can reach out to various parts of the 
organization and communicate how the partnership is working.

Best Practice: Effective Communication

In addition to a partnership approach and the clients’ commitment to the priority of the recruitment process, 
achieving ROI is dependent upon effective communication. This is a three pronged effort:

• Communicating to the launch team (which may include, HR, the executive sponsor, Procurement, 
Operations & IT) the essence of the RPO then utilizing the launch team in developing the communication 
plan for all stakeholders.

• Developing governance forums that facilitate proactive and honest communication between Consult 
Group and the client.

• Continuous candidate communication.

In circumstances where the talent supply is limited and competitively sought after, the recruitment process 
must incorporate procedures to continue communications with candidates form the time they are “hired” 
(accept the offer) to the time of their on-boarding. A new hire may receive counter-offers therefore, a best 
practice is to stay encourage and maintain communication with the new hires (via meetings and phone 
calls) to keep them emotionally involved with the new opportunity.
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•	 Agreeing	on	clear	roles	and	responsibilities

•	 Clearly	communicating	that	both	entities	
are	working	together	as	a	team

•	 Clearly	communicate	the	importance	of	
the	internal	recruiters’	continuing	role	in	
communicating	with	hiring	managers	and	
conveying	offers	to	the	candidates

Best practice tips for instilling a team mentality 

•	 Through	the	aid	of	a	process	map,	eliminate	
duplication	and	overlap	of	functions	
between	the	two	organisations

•	 If	required,	segment	the	territories	of	the	
client’s	internal	recruiters	and	Consult	Group	
RPO	staff	so	that	the	two	are	not	competing	
in	the	same	marketplace	or	performing	the	
same	tasks	within	the	employment	process	
(i.e.	segment	per	“recent	graduates”	versus	
“experienced	hires”)

Best Practice: Instill a Team Mentality

Both the partnership approach and effective communication will promote a team mentality. Best practices 
for eliminating this fatal practice up front include:
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Best Practice: Effective Selling and
Employer Branding

A client organization’s internal recruiters are good at screening candidates, but in addition they should 
be encouraged to “selling” the client organization and the position. As an example, a recruiter, as well 
as focusing on the job description, should encourage a candidate with a statement such as “We are the 
leading insurer in Asia Pacific, and have been voted “Employer of the Year for three years running”.

In today’s constrained labour market, recruiters must make contact with people who might explore a 
new job possibility even though they are not actively seeking a new job at the moment. A best practice 
is developing a script with enough interest to hook a prospect’s interest in the first moments of the initial 
contact. In addition, the message must convey the organization as an employer of choice.

Best Practice: Effective Use of Metrics  
and Analysis

A best practice is to select and make regular referral to appropriate metrics and analysis. In addition it is 
important to ensure that the metrics and analysis are being tracked and reported against the correct baseline 
data. (i.e. it’s important to establish a baseline indicator of the success of the organizations recruitment 
processes prior to the involvement of Consult Group). Regular and consistent review of metrics allows 
inefficiencies to be identified and resolved at an early stage.
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RETURN ON 
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Conclusion

Among the best practices to implement and measure to ensure the anticipated return on investment in an 
RPO arrangement, there is no single practice that is more important that the others. As illustrated below, 
each integrates with and depends on the other. The RPO success will require a foundation of all of them.

Framework For RPO Success

By the time an organization contacts Consult Group, it has generally already realised a requirement for 
RPO services. Although the practices discussed in this paper have worked in the past, they need to be 
challenged and reviewed on an individual basis in order to accomplish a client’s objectives. Taking steps 
in advance to eliminate poor practices and ensure that best practices are in place will serve to assure 
successful outcomes.
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About Consult Group

Consult Group is a leading human capital solutions provider that specialises in the Asia Pacific marketplace. 
We source, select, appraise and recruit talented Human Capital for a wide variety of clients at middle, senior 
and executive levels of management and technical positions, covering a broad range of industry sectors 
and diversity of cultures. Consult Group enables our clients to maximize their commercial endeavours by 
attracting and securing the most capable of individuals.

We have always placed an emphasis on building long-term client relationships. Our success in this regard 
is demonstrated by a high level of repeat business with existing clients.

To find out more about our Asia Recruitment Solutions and our contact information, please visit: 

www.consultgroup.net


