The State of Sales in Ireland, 2009
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Introduction

Welcome to the 2009 Sales Survey results! Our survey is the largest survey of itditgl@andand provides a
powerful and fascinating insight into the minds of sales professionals in 2009.

The survey was launched in ladetober2009 and was live fat weeks. Over 14,000 sales professionals across a
broad spectrum of industries and roles werengyed.

The survey containefl0 questions and covered all aspects of sales from remuneration through to sales targets to
key motivators to worHife balance and everything-oetween.

The sirvey was fully completed by 644les professionals and patity completed by a further 140. This has
SYlFIoft SR dza (G2 LINRPOGARS | LRgogkeNidizZfy Ayadmaai aAgKS2F AKS2°
give us all greater understanding on how to manage and motivate our sales teams through taungiefitimes

and beyond.

The survey was promoted acromgr sales job boards, sales forumsd social networks.

We hope that you enjoy this report and find the data useful eugchre happy for you to use this data in any way
2y (KS LISD4bE® wvikSalesldbs.is cited as the author.

Happy selling,

Niall KellyDecember2009

Niallcan be contacted for comment on any elements of the survey by emaifio@ SalesJobs.@ calling 01236 6636
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Headline Findings
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One third of sales people when asked if the current economic climate has impacted on their sales
performance repliedhey were either on or above target, encouragingly there are some healthy sales out
there and it is not all doom and gloom

The sales sector is not immune to the recession by any means with 40% of sales professionals stating the
felt their current role isunder threat of redundancy in 2009

Sales Manager roles have suffered greatly due to the downturn with one in four of respondents currently
unemployed previously working in the role of Sales Manager

70% of those unemployed had been recently made redundant

Despite the economic situation 21% were given an increase on their 2009 targets

43% of employers did not take into consideration the wider economic downturn when setting targets
Direct face to face sales meetings win hands down asihgt effective fornof selling

35% are willing to take a pay reduction to help their company getuidfinche current economic crisis

The IT & Telecoms and FMCG sectorsecin equal firsas employers of sales professiondNsteworthy,
although unsurprising is the total dese ofsalesrepresentationin the financial and propertgectors

¢tKS (62 o0A33SAa0 Y2GAQF0G2NR G2 1SSLI alrftSa adl ¥F
F2NJ LINEPAINBaaA2yk OF NESNI RS@St 2 LIV Sy (iand dorgpRtitive ddge ¢ K S
53% were educated to higher diploma level or higleénwhich 30%old degrees or masters

A majority 36% of respondents believereasingsales & marketing budgets woub@sthelp their

company deal with the current econonsiuation

W 3INBaaAdS yR 5A0GIG2NALFEQ 6SNB (KS Y2ad Lk L
glra OGKFyl1FdzZfe F2f{f26SR 068 W{dzLIRNIAGDBS FIyR 9YLR
66% felt they could perform their line managers role more effectively

Motivation remains a key driving factoilhe majority, 66%, would prefer the opportunityéarne mn = n n n
Ay O2YYAadaArzy (KFry NBOSAOGS | a0NXAIKIGF2NBIFNR €p
Stress levels remain high. An overriding majority two thirds of sales professimmaidered themselves to
regularly work under stress levels of medium or higher.

71% state tky work over 4860 hours a weekvith onethird of the total working in excess of 50 hours

60% are in contact with the office and check emails whilst on holidayseoitioe weekend

.dzaAySaa 26y SNE ;549 Rt tHep didDét receivel eSoug)i fainBg in their role and 32%
had not received a single day of training in the last 12 months

WLy ONEB I a S Ras aited\sb thdingleg raoSt important factor endibg succes@nd was¥. S (i S NJ
YIEyYyEFISYSy i [Ty RVNEREEBebtiieApacin@

Maintaining an acceptable work/life balance wins ogecepting a role offered with a 50% pay rise that
would seveely impact on their lif®@ pH 22 g2 dz REQG | OO0OSLII GKS
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Of the644full respondentsp25 (82%jyvere male.
There is a greater female representati(@2%) in Dublin compared to 18% in the South of Ireland

Pay remains vastly unequal, the proportion of women in high powered jobs is low and certain industries within
sales were dominated by meAlthoughwe maysee gender salary inequalitiesen out due to thencreasing level
of females entering sales ardthey may progresito higher salary brackets

23% of males work in a sales management compared to 20% of fefhlegroves that women are taking leading
roles in sales and are almost on a par with men.

The largest disparity of gender representatiomates is that of the field saleep which represents 30% of males
compared withonly 18% of females

Females take the lead in the education stakes BR¥o offemale sales professionalgth a BAor masters degree
whilst themale professionakirunning £29%

Females are less likely to target sales as a professional career withf 3&3men respondetsii 2 (G KS & dzNIJ S
planned to work in sales compared to 16% of men.

Women seem to be fairing better in light of the economic downturn

1 Whenasked abouemployment status, 2& of men ansered that they were unemployed compared to
21%o0f women unemployed.

1 31% of men answered the reason for leaving their labtyas redundancy compared to @bof women.

Yet, based on this survey data men appear to be #relésst working gender!
1 Men are working longer hour26% of men said that they worked more than 50 hours &kyavhile only
17%of femalesanswered that they worked over 50 hours.

1 Almostdouble the amount ofnen, 13% answeredalls dailycompared t06% ofwomenwhilst on holidays

In gite of this, men appear to be the more positive sex when asked if they enjoyed working in sales, 96% of men
said that they enjoyed working in sales compared to 90% of women

Although even stakes on how men and womatertheir career out of ten. Both sexes scoring 16% rating their
careereither 9/10 or 10/10.
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Education

When it comes to educatiom total 0f51% respondenttave completed diplomas or higher of which 3@%re

educatedto degree level

Education

.
0

B Secondary SchoelLeaving
Cert Level

m Secondary Schoel
Inter/Group

m Some College Worl

m Vocational Training

m Higher Diploma or
Equivalent

m Bachelors Degree

= Masters Degree

m Doctorate

Professional

Spotlight on ... Educated to d@egree level or aboved

1 Those with a masterdegreeare theleastlikely to be unemployedi% of respondentsvith masterswere
currently unemployedompared to 5@ 0f unemployed respondents qualified to secondary level only

The highest proportionf those educated tédegree level or abo@ow work as d8ales Manag&

30%educated toPegreelevel or abovestatedtheyK | Ry Q (i

role.
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Sector Variations

The survey had p#cipation across a wide range of industry sectors as follows:

Industry Sectors

otver I 1

Scientific [l 1%
Retail [ 5%
Pharmaceutical/Medical [ 4%
Packaging & Prin [l 2%
Marketing [ 3%
IT & Telecommunication: [ NG 13%

Industrial/Manuafacturing [N 4%

Fce I 1%
Estate Agency/Property | 0%
Engineering I 3%
Construction GG 3%
B2B/Business Service [INNIEGNN 15%

Banking/Financial Services, Insuran [N 5%

Advertising, Media, Puinshinl— 9%
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Length of Experience in Sales and Marketing

The survey was in the main completed by experienced sales professionals with 86% having greater than 5 years

sales experience.

How many years have you worked in sales?

Years in Sales

mlessthanaYe®m1lto 3 Years m3to5 Years

m10to 15 Years m15to 20 Years m 20 to 30 Years = 30 Years Plus

2%

m51to 10 Years
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The Effect of the Econom

Snapshot: Employment Status

28% ofthe respondentsvere unemployedHowever we should place the caveat that as our candidate community

z

are in the main looking for employment thiswll2 & 6S  FF ANJ NBFf SOGA2y 2y (KSE
Of those who were unemployed, 708ad recently been made redundant

51% of respondents were in permanent full time employment, a furtérwere self employed or in contracted
full time employnent and 3% were employed part time.

The following facts emerged regarding unemployment in sales.

Employment Status

m Full time employed = Full time- contract Part time employed

m Self employed m Currently unemployed

3%

6%

1 There were no great disparities indicated on a comparative level betweenational sales statistics and
those of the unemployed statistics of gender, agesector. Unemployment seems to have impacted all
areas of the profession

1 Although he Sales Manager rolleas been affected greattjue to the downturn, withone in fourof those
currently unemployed stating their previous working title was in the role of Sales Manager

1 The highest rates of unemployment were found to b®ublin where34% were unemployedhe South
of Ireland, where 2% were unemployed, and the West whaanother16% were unemployedilthough it
must be noted that these figures were in line with ttagal percentage spread of sales professionals across
these regions.
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Snapshot: 2009 Targets

It is with no doubt that we state 2009 has been atoughyearfort Ay o0dzAAy SaaQ RdzS (2
Business owners, sales managers and all of those in sales have had to motivate and stretch out of their comfort
zones to maintain or achieve sales turnover in a tightening competitive market.

Despite the econmic downturn, ovela quarterof peoplesurveyed had received a year on year target increase in
2009(perhaps it can be argued that this is the right strategy in tough times!)

57% of people said that their company DID take the economy into account when setting these t26getsaw a
decrease in targets compared to last year¥d Bceivedame targets as last year.

The fantastic figure to report is that despite tkeonomic downtirn 3 out of 10 sales professionals wewa orover
target.

We now analyse the results of those who indicated they were up on target. Is there anything we can learn from
these achievers in such difficult times, training given, management styles?

 The taget achievers in 2009 were 90% male and 10%
female

9 The IT sector showed most growth with the highest
percentage of target achievers working inTheFMCG
sector camesecond

1 75% of target achievers in 2009 had an increase in target
when compared to 2008

1 They are least likely to feel their role is under threat of
redundancybut it still factors at 20%

i Target achievers have received more training days when
compared to the national level and by majority consensus they feel they receive enough training by 65%
compared to 45% feeling they have enough training provided irotlegallstudy

1 Target achieversamain high earners even in the downturn with surprisingly 51% stating they now earn
more than in 2007.

1 Target achievers work longer hours than the national average sales person with a higher number falling
into the 5070 hours a week bracket

i Target achiesrs rate better management as the single most important factor enabling success

1 The majority vote of 37% of target achievers believe their company should increase sales and marketing
budgets to deal with the current economic situation
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Snapshot: Are you happy with how your company is dealing with the financial crisis?

Despite the upsurge in sales targets)yol(% of people are happy with how their companies are dealing with the
financial crisis.

1 Themajority thoughtinvestment insalesand marketirg should be increaseith order to deal with the
financial crisis

What decisions do you feel that your company should take to deal
with the current economic situation?

Other
Increase sales and marketin
Cut running costs and make redundanci
Cut running costs but do not make redundanci
Keep doing what you're doingho changes necessar

6.2%

Snapshots: Pay cuts

1 36%of respondents hatbeen asked to take a cut and a furth&% noted they had been asked to take a
pay freeze.

How happy is the Irish sales force?

1 Despite the bad news of the economic downturn, sales professigeals to be extremely happy in their
employment.

1 Of the644sales professionals that responded to the survey a refrestbfgedjoyed working in the
sector.

1 Halfof those questioned did ngtlan a career in sales. 31% described themselvgsaging into a sales
roleand200 WFStt Ayd2 G§KS NRBfSoQ

Selling in atough economy:

1 40% would take on additional responsibilities without additional paketp their company get through the
economiccrisis
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What is the most difficult aspect of the role?

There was quite an interesting spread amongst what was deemenhttse difficult aspect of sales, though
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Less than 3% are intimidated by changing technologychadging sales methodologipespite the rise in social
networking, viral marketing and non traditional sales methods this was a surprise.

How do you judge your career to date?

How happy are sales piessionalsThe respondents were asked to judge their career to date out of ten (1=low,
10=high) and then to judge their career five years ago on the same basis. Here are the results
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= Judge Career five years
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To help your company get through the current economic crisis would you.....

In the following bar chart respondents were asked the above question and were able to answer as many of the
following potential solutns as they chose to do so

45 m Reduce holiday entitlemen:
40
35 - m Take on additional responsibilities for n
extra pay
30 1 m Reduce benefits i.e pension/car el
25
20 - m Swop owed commission for equit
15 m Take a reduction in your
_ bonuses/commission

10

5 m Take a temporary pay freez

0 - m Take a pay reductior

1

The following salient comments were made to this question:

Done enough already 33% pay cut. Cut costs in other places other than sales

I work for a corporation | would not accept any of these things

Pay reduction as long &swas fair and equitable and applied to all staff.

Take unpaid holidays in addition to annual entitlement

Reduce basic, increase commission

If& 2 d4fihglg in the sales why take a pay cut. Companies)| are jumping on the band wagon and
using the @wn turn to cut pay.

26 counties to cover instead of 13 as of 1 month ago

oakwneE

™~
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How has sales changed?

How has technology impacted upon sales?

With advances in technology and more and more companies offering web demonstrations and online seminars we
were surprised at the extent fagace sales is still deemed the most effective way to secure business.

When asked the question, a staggerif)o deemed faceto-face meetings to be most effectiferm of selling

It will be interesting to observe the below statistics dwe teffect of technologwnd if itis beginning to change the
way in which we selDnly 36 answered that online meetingsébinarswere themost effective form of selling,
and a further 2 answeredocial networking was the most effective way of securing busin@sswill observe
with interestif these statistics increase in 2010 as we slowly nioweards a more digital way of condting

business.
How often do you use the Internet at work for non-work related use?

Although the internet has become more popular in the last two years, it actually seems that sales people are using
the internet reasonably infrequently in the work place fiersonal use.

1 Over four in Ten answered that they use the internet for thirty minutes or less for personal use whilst at
work

How influential are Sales professionals within Irish businesses?

T ¢KS wWaltsSa RSLI NUYSYydQ A astiMliedtial depdrtyicht withinad busitebsi dza
with 57% of respondents naming it as the most influential division within their current company. The next
Y2ald AyFedsSyiaAalt RSLINIYSydGa FFGSNI walftsSaQ oSNB
832 YR W2U0KSNEQ |4 20

1 When asked whether the sales division had become less influential in the current economic crisis, 40%
answered that it had.

The most Effective ways of selling in 2009

The survey resporehts were asked to put the following ways of selling and marketing into a rank order from 1
(least effective) to 5 (most effective). Here is the raw data and response in order:

1 2 3 4 5
Face to Face Meetings 3.21%| 1.02%| 3.05%| 14.21%| 78.51%
Exhibitions 9.79%| 26.01%| 36.47%| 20.15%| 7.49%
Telesales 1231% | 30.19%| 30.96%| 19.62%| 6.92%
Networking Events/Seminars 9.46%| 24.52%| 38.8%| 22.01% 5.21%
Marketing Campaigns (direct mail, email marketing) 11.7%%| 30.41% | 33.21%| 19.96%0| 4.66%
Online Meetings/webinars/Teleconferences 22.886| 34.5246| 27.61%| 11.4%%6| 3.55%
Social Networking websites 34.0806| 31.36| 22.6%6| 9.8%6| 2.1
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Do you feel that selling is becoming harder?

L

m Yes, my company is more
demanding

H Yes, my clients are more
demanding

— H Yes, its more competitive

m Yes, the sales process is
becoming longer

m Maybe, its harder in some
ways

m No

How are our sales teams managed and directed?

Do you feel thatyoucouldper f orm your | ine managerés role more effec
Yes 67%
No 33%

Describe the management style of your line manager?

ST
—
—
—
—
—
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Quick facts ...

The style of management most commonly experienced by the target achievers of 2009 was the
ddzLILIR2 NI AGDBSKSYLRGSNAYI adeftsS gAU0K WKIYRa 2yQ adgetsS «
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How would you describe your relationship with your line manager?

Only B% described theirelationship with their line manger as below average or po@yer half §2%) described

~

GKSANI NBf FGA2YyaKALl gAGK GKSANIfAYS YIFyF3ISNI Ia WHSNI

m Excellent m Very Good
m Average m Below Average

m Poor

Pay, Benefits, and Package

Snapshot: Annual income of sales professionals.

prefer not to comment
Frome100,000 plus_
Frome60,000 toe 100,000 |
Frome45,000 t0€59,000 |
Frome37,000 toe45,000 |
Frome25,000 036,000 |
Frome 18,000 to€ 24,000 |
up to€18,000 ]

0 5 10 15 20 25

Snapshot: Despite the recession pay is still on the rise.

1 48% ofrespondentshave had a pay rise in the lasyears
1 13%confirmedthat they had received a pay rigethe last 12 months

Snapshot: Sales People are not |l azy and there to take th

Given the option of earning a potentiln Y  WrélateHoBUE) |2 MIguaranteed basic salary increase it was
great to see that the vast majori($6%) opted for greater reward and risk.
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Snapshot: Minority of sales people would sacrifice their work/life balance for a 50% pay rise.

When we asked sales people whether they would accept a 50% pay rise even if it meant that it would severely
impact on your work life balanc&8% answered yeand 52% nb

When was the last time you received a pay rise?

>5yrs ago_

2004 |

2005 |

2006 |

2007 |

2008 |

This current year, 2005_

0 10 20 30 40

Spotlight on ... 100K plus earners

= =4 4 4 -4 -

=

hT GKS o NBaALRYRSyGa GKFEG 6SNB WwmnnY LX dza St Ny
no> 2NJAYy3 gAGKAY G4KS ONBIR WL¢ FyR O02YYdzyA Ol i
The vast majority (71%) had ten years plus sales experience

61% were graduats

66% reside in Dublin with a further 16% stating East of Ireland

npE: RARYQUO LXFY | OFNBSNIAY &abfSa 2N WFStf Ayh?2

79% believed that facto-face sales was the most effective followed by telesales, networking then
exhibitions

33% thought theirole could be under threat of redundancy
81% work at weekends, 49% work more than 50 hours per week

36% answered that they had a stress level of medium to high and 21% said they had a stress level of high.
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Working Habits

Snapshot: Sales People are hard working!

74% of all sales professionals work in excess of 40 hours per week.

How many hours a week do you typically work?

Working Hours

48%

20% 18%

5% 6%
2% 1%
_ ] —

Under30 30to40 40to50 50to60 60to70 70to80 80 hours
hours hours hours hours hours hours plus

Snapshot: Some sales professionals never switch off!

MH? 2F Fff alf Sa&YIlLAINRAF StayaR 20yt S OHGKISAA) RIFAf & RdzNRy 3
SYFLAfa SOSNEB RIF& odzi NINBfe OFff GKS 2FFAO0SQI | yR

The majority, 46% answered they will take the odd urgent mobile call andiooedly check my emails.

Do you ever work/do your paperwork at weekends?

25% of all sales professionals regularly cheniads and take calls at the weekends (and an additional 48% will
take the occasional call.)

Only 12% of sales people surveyed hamewered that they never work weekends.
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What would make Irelandd s

S Brbfessionals

more successful?

Which single thing do you feel would make you more successful in 2010?

Greater admin support
20

More training 18

More generous commission
scheme

Better management directior

16

14

» 10

More formal recognitio / q

=

Better systems, and/or
technology

Less paperwork

More competitive pricing

‘;yg»;',, setter workife balance

[ e reater marketing support &

Better product to sell

initiatives

Snapshot:

1 Slight majority vote towards greater marketing initiatives augport over management
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Training and Development

Are you happy with the amount of training you receive in ayear?

Yes 45%
No 55%
I n_ _vour current rol e, how many 6training daysd do you ge

Training Days

m None m 1-2 Daysm 3 Daysm 4-5 Daysm 6-7 Daysm More than 8 Days

Snapshot: Lack of Training!

A

f 55: 2F LIS2LX S F¥SSt (KIFd (KSe R2yQil 3SG Syz2dzak GN.

The survey highlights that the best way to motivate and retain your sales staff is to offer training and development
together with opportunities for career enhancement. Thereig dzy RSy Al 60f S FyR 20 @A 2 dza
RFead NBOSAGSRQ I yR WYuitiStaigeradliévers @&ivihgTnora tyamifg compaidsbas Q
professionals ithe overall results

¢CKS (2L GKNBS (NI AYyAy3d NEH Iz NEWSNIGEA DRSS dida GebhiB it WA/ 5 3
FYR tfHYYAVER &abiAdI A2yl ¢CNIAYAYIQ OMHEIOO
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Location T Geographic Variations

We have had responses from a very broad spectrum of areas across Ireland. The breakdown of where the
respondents lived is as follows:

45
40
35 -
30 -
25 -
20 -
15 -

10 +
5_ I
O' T T T - T T T ._\

Dublin  Westof Eastof Northof Southof Midlands Other
Ireland  Ireland Ireland Ireland

Spot | i ghSouthoomlreland

T

Employer pay cut requests are higher in the Southern counties compared to a national level. 35%
nationally have been asked to take a pay cut to help their employers through the cur@mira crisis,
compared to the higher statistic of 41% have been requested to do so from the southern counties.
There is a lower uptake in sales in the south of Ireland with only a 2% spread in2ibeatf@ bracket as
opposed to 9% uptake in Dublin inetlsame bracket

The nemployment rate in the South was on par with the national trend.

The FMCG sector employs the highest amount of sales professionals in the South of Ireland, 21% of
respondents

There is higher representation in the role of field satethe south, showing 36% of all South Ireland
respondents compared to 14% of field sales represented in Dublin

The gift of the gab still rings true for southerners. We asked our sales professional respondents to name
the single most difficult aspect ofi¢ir role and one in four Dublin respondents listed Cold Calling. Whilst
only one in terin South of Irelanchamed Cold Calling as the single most difficult aspect.
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Spotl i ghbublion &

9 Job security is stronger in Dublin with 38% feeling their cumrele could be under the threat of
redundancy compared to 46% of redundancy threat in South Ireland

1 20 % of Dublin sales professionals rate better management direction over greater marketing when asked
which single thing would make you more successfabit0

1 There is a greater earning power in Dublin with 20% more professionals earning in the higher salary band
brackets when compared with the national level averages

1 10% more Dublin sales professionals fall into thés@@vorking hours a week bracket wheompared to a
national level

1 A majority of 18% Dublin sales professionals work in the IT sector with the Media sector coming a close
second on 15% of Dublin respondents industry representation

Spot | i ghwWestofdreland

1 The Weshad the highest levalf unemployment in comparison to other regions at 3B2% of people
living in the West are either in full time or part time employment, or are self employed.

1 Yet people in the West are among the least threatened by redundancy. Only 27% answered tlialt they
threatenedc the lowest proportion by region.

Fields sales is the most common sales role of the \WM&8bare working in thatole
20% more sales professionals in the West believe selling is becoming harder than the national belief

Annual income ithe West is below the general national trend. 14% of western sales professionals
AYRAOIFIGSR SINYyAy3da KAIKSNI GKFYy ecnZnannn O2YLI NBR

Spot | i ghMidlands &

1 The Midlands has the highest proportion of female sales professionals in Irelamdnljather region.

1 The Midlands had the highest number of sales professionals in full time employment at 56% with a further
10% working part time or on contract and 6% self employed

1 The construction industry are the second biggest employers of saledgieoihemidlands

1 100% job satisfaction goes to the Midlandshadll respondents replying they enjoyed working in sales.

1 People from the Midlands report that theyork underhigher levels of stress than sales professionals from
most other regionsl13%indicated they worked in the highest stress level compared to 10% for the Dublin
region and the South were most chilled on 6%

Spotlight on é Northern Ireland

Considering the fact that less than 2% of respondent were from Northern Ireland, we decided that compiling a list
of results would be inaccurate and biased.
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Life in general

What level of stress do you consider yourself to reqularly work under?

Which of the following defines success to you (which of these would you say is your single most biggest

motivator)

Success Definitions

Other
Health / fitness
Status- how you are perceived
Recognition awards
Peace of mind/fulfilled
Material wealth/money
Loving relationships
Learning self improvement
Giving altruistic
Feeling continuously challenge
Being respected
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The Recruitment Industry and Job seeking

Spotlight on ... Respondents applying for jobs

58% of respondents were currently activédpking for a new jobOver a third of which are currently in full time
employment.

A majority 30% only apply for 2 tosalesjobs at a timeThis statistic decreases the higher you are up on the career
ladder with sales directors and sales managgserally only applying for-2 roles at a time.

15% claim they applpr more than twenty jobs at a time, and® apply for more than 50.

Spot | i ghOnlinedob gearching

1 85% of people found that the interndtasmade it easier to find a new job.

Qui c k f Wiytase ya looking or why did you leave your last job?

1 30% are looking due to redundancy

Career progression comes next with 14%
9ljdzZl fte& 2y d: Ay GKANR YR F2dzNIK LI IFOS Aa w¢?z

f Better company and/or producervices comes if'5on 7%

Qui ck f act ssakes pgidadessiomals find career opportunities?

f .SAy3a WKSIRKdAzyiSRQ IyR Wg2NR 2F Y2dziKQ | NB (GKS
HE? a2dz2NOSR GKSANI 220 (HKAKR dBHES O02A YU 2UNKRS | 2RFK dYy2UdiIRK

1 Specialist recruitment agencies was the third most effective way with 12% stating they sourced their
current role in this way.

1 Specialist job boards such as SalesJobs.ie comes in fourth with 11% sourcing their curtierduglethe
site.

9 This vastly beats generalist job boards (non sales and marketing specific) through which only 3% found a
job, and generalist recruitment agencies (5%).

1 5% sourced their job through national or local newspapers.
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What is your biggest complaint about the recruitment industry?

Other ]
Not applicable

Lack of feedback after interviews/applicatior
Consultants not listening/assuming know be-
Consultants being too pushj:r

Over contact from consultants

Wasting your time arranging unsuitable interviev|

General lack of industry understandir |

Consultants not getting back to yo

Consultants not understanding requiremen

0% 5% 10% 15% 20% 25%

In 2009 as the market moved from a candidate driven to a client driven market the highest complaint 23% falls intc
0KS woO2yadzZ (Flyda y204 3SGdaAay3a o601 G2 @2dzQ Aa 2F y?2

More alarming to theecruitmentindustrywould be the 14%, third highest complaint of consultants not listening
or assuming they know best.

Of the12% who name&aste time arranging unsuitable intervie@he biggest complainthe majority were
employed in the advertising media sector

Comments

¢tKSNB 6SNB Ylye 0O2YYSyia LRaidSR Ay (KS W20KSND aSsSoi
recruitment industry improve on practices with constructive criticism. The most common complaint not listed in
the above graph was agencies postiraggus roles.

1. Ifeel there is little regulation across the industry and the little thaisigot being imposed on people, this

is giving those that are doing things propeatg being tarred by the bad ones

ARGSNIA&AAY3T 22064 GKFG R2y Qi SEAA

If you applyfor a role which you believe you have the capability to do they should at least contact you to

further explore the reasons why you applied

Recruiters looking for quick win, d®want to build relationships

Every application should be responded to.

Consultants not recognising transferrable skills

Agencies need to match better and treat applicants as clients

Inability of consulants to determine factors of consistent high performanteey "throw bodies" at jobs.

employer takes allisks ...often untrained in howo assess applicants.

9. | would be quite happy with most agaas| have dealt with although there arel@ who do not get back
to you

w N
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