Rep Name: 
Manager: 

Date:

Careerbuilder & The RBU
What are CareerBuilder.com’s Core Values?

(1)  

(2)

(3)

(4)


(5)
Why did Tribune, Gannett and Knight Ridder take on ownership of CareerBuilder?  

How much market Capital does CB have with Tribune, Gannett and Knight Ridder and why is this important to our customers?
When did CB partner with MSN & AOL, and what was the significance of CB partnering with MSN and AOL?
Name CB’S:

- Chief Executive officer 


- Chief Operating Officer  


- Chief Sales Officer 


- Chief Financial officer 
What are the 6 components of CB’s overall Value Proposition?

What are 3 top selling points for staffing/recruiting customers?

How much is CareerBuilder spending on advertising this year?  Name two advertising venues, other than the Super Bowl.  

What value does CB’s marketing campaign have for clients?

How many partners does CB have currently?

Define ‘Return on Investment’ (ROI):

Counting ‘sub-partners’, how many do we have?

How does the partner network set us apart from the competition?  

Name ten newspaper partnerships within your territory:


1.


2.


3.


4.


5.


6.


7.


8.


9.


10.

How to Be Successful at Careerbuilder

How many blue prints should you have at all times?

How many dials a week do you need to be successful?

How many appointments should be completed weekly?

How much TCV (in proposals) do you need to have on the table weekly?

True or False: An inbound lead should be a one-call-close?

What is your number one priority as a sales rep?

Within CareerBuilder, where would you like you like to be one year from now?

What steps are you going to take to get there?

Where is Gold Club Trip this year, and why is it significant to make trip?

What qualifies a rep for making trip?

Maximizing the Comp Plan

What is the difference between Invoicing and Revenue?
How are you paid on Invoicing?

How are you paid on Revenue?

Explain the Rule of 78.

Explain how residual income works – For example, you sell a deal for $100,000 in year 1, how are you paid on it in year 2?

What is your incremental quota?

What is your total annual compensation at 100% of quota?
What is your total annual compensation at 120% of quota?
How much annual TCV of new business do you have to sell each month in order to hit quota?

How often should you be checking your sales stats for accuracy?
Staffing Industry

What are the hot buttons for the following segments and how does CB deliver on those pains?

· Temp

· Perm – Contingency

· Perm – Retained 

What Industry is the largest market segment for temporary and permanent placement?

What is the difference between a travel nurse and a per diem nurse?

What does JCAHO stand for and what does it do?

What does OFCCP stand for? 

How does the OFCCP relate to our business? 

List 5 industry stats and explain why this would effect our customers (could be general staffing industry stats or specific to verticals):

DEFINE THE FOLLOWING TERMS:

· Contingency Recruiting:

· Retained/Executive Search:

· Margin:

· Req/Requisition:

· Staffing vs. Recruiting:

· Temp to Perm:

· Time to Fill:

· Interview to Placement Ratio:

· Passive Candidate

· Active Candidate

· Bill Rate

· Pay Rate

· Placement Ratio: 

· Fill Ratio:

· Placement Fee:

· Job Order:

· Full Desk: 

· Per Diem:

List 2 partnerships that relate to each of these industries:

· Sales/Marketing:

· Light Industrial

· Clerical/Administrative

· General Healthcare:

· Nursing:

· Retail:

· Hospitality:

· Finance & Accounting:

· IT:

· Engineering:

· Admin & Clerical:

· Management & Executive level:

· Diversity:

· Broad Appeal:

List 2 current clients within your territory that fit into each of these industries (These should be in your territory and clients of people on your team only):

· Sales/Marketing:

· Light Industrial

· Clerical/Administrative

· General Healthcare:

· Nursing:

· Retail:

· Hospitality:

· Finance & Accounting:

· IT:

· Engineering:

· Admin & Clerical:

· Management & Executive level:

· Diversity:

· Broad Appeal:

Candidate Experience on CB

Why is it important to recruiters that candidates are not required to leave a resume on CB?  

Identify 2 reasons why the Candidate website important to you as a sales representative?

How do candidates search for jobs on CB?

· Over ​ ________% of the users use the Quick Search box on the homepage – with only keywords and locations!

· Another ___________% add a category

What is ‘relevancy’ and what does it mean on to clients on CareerBuilder?

What factors are most important in driving relevancy?

You don’t have to post resume for other employers to see!  Why is this important to recruiters?
________% of the users who come to our site are not registered users – we respect their privacy

Recruiter Experience on CB

What does ATS stand for and what is it’s function?

There are five things that a manager on an account can do, that a member cannot. Name 2 of them.

What are some of the candidate management functions that CareerBuilder.com offers?

Can job postings on CareerBuilder.com be edited? How does that compare to Monster? HotJobs?

What is the difference between searches, clicks, and applications?

How long does a job posting remain in the Expired tab? Deleted? Archived?

Why might a client want to use a template feature?

How many resumes can be viewed per resume database seat per day?

What qualifies a “download” or “view”?

How many resume search agents can a user set up?

Who is responsible for building a client’s BrandBuilder?

What options can a recruiter explore if they are receiving too many candidates?

Why is having a certain level of knowledge about the Recruiter website necessary?

Which term do recruiters prefer: job seeker or candidate?

What is the difference between a job board and a job search engine?

What factors drive relevancy in our search engine?

Do you have to be registered in order to Apply online on CareerBuilder.com?

What does EOI stand for and why is it important?

What four factors drive EOI?

What is the main navigation page on the CareerBuilder.com site called?

True or false: You can have more than one profile on an account that has BrandBuilder.

What is the difference between the Quick Search and the Advanced Search in the Resume Database?

Resume searches are sorted by 


.

Once posted, how long does a job stay active on the website?

What feature allows users to create their own personal database of candidates?

What is a screener and why would a client benefit from a screener?

Who should use screeners?   Who should not?

What is an automatic response letter?

What is the difference between quick search and Archive search?

Describe our “zoom in” feature:

True or false, a client can do a key word search within the applicants that have responded to their postings?



TRUE       FALSE

Core Products

What is the one prerequisite to have the BrandBuilder product?

For the following questions, answer:  What is it?  How does it work?  What is the value to CB clients?

STANDARD/CORE PRODUCTS

1. Job Postings:

a. DMA (City) 
b. State
c. Regional
d. National
e. International

f. OverPost

2. Resume Database

a. Regional 

b. DMA 

c. National

3. BrandBuilder

How many searchable resumes are there on our RDB?

How many unique visitors did CB have last month?

What is the difference between a subscription and a flex-pack?

Which is the most common type of job posting? Single city, state, regional, or national?

How long do Monster’s job postings remain on their website? How does that compare to CareerBuilder.com?

Why is BrandBuilder considered an assumptive sale when selling job postings?
Competitive Positioning

How does CareerBuilder.com’s BrandBuilder differ from Monster’s?
Who has more resumes in their resume database? Is having more resumes in the database a benefit for your client’s? Why or why not?
Explain an eyeball minute. Why does Monster have more eyeball minutes than CareerBuilder.com?  How would you explain the benefits of CB having less eyeball minutes to a customer?

Can client’s post on HotJobs for free? How?
Which competitor(s) have relevancy-based searching for job seekers?

Which competitor has a Custom Ad Writer?

Which competitor allows for setting up unlimited search agents for proactive recruiting?

80% of our users are not registered – how does this translate into an advantage to recruiters when selling against a resume-driven site like Monster?

Name 10 competitive advantages CB has over Monster:

1.

2.

3.


4.

5.

6.

7.


8.

9.


10.


List 5 key competitive advantages over Hot Jobs


1.


2.


3.


4.


5.

List competitive advantages over Dice:

If you were a Monster rep, how would you position yourself against CB?

If you were a HotJobs rep, how would you position yourself against CB?

Do Medzilla and Dice require job seekers to register?

What % of candidates on CB do not go to Monster and HotJobs and what are two reasons why there is little crossover?

How should Monster and HotJobs be classified?  

· Online Job Board 

· Job Search Engine

How should CareerBuilder.com be classified?

· Online Job Board

· Job Search Engine

Unlike Monster and HotJobs, CareerBuilder is a Total Recruitment Solution.  Explain what this means.

What is Monster’s main focus?  

How does Monster define a quality candidate?                       
Monster claims that they have the largest pool of candidates because they have 27 million visitors.  Please explain how Monster arrives at this number.  

CareerBuilder allows the user to post their job in up to 3 job types and up to 3 industries.  What do Monster and HotJobs allow?

How should we counter the claim that Monster is the #1 Brand?  

Name 3 features or products that CB has that the competition does not.  

Conceptual Selling

What is ‘conceptual selling’?

Who must your main contact be in order to sell conceptually?

Identifying Buyers

Define the term “power economic buyer” and how it is different from an Economic Buyer.

Name possible titles for each buyer:

Coach:

Technical: 

User: 

Economic: 

Power Economic:

Blueprinting

What is the goal of blueprinting?

Why is blueprinting vital to your success?

What is the most important information to obtain when blue printing? 

How long should it take to ‘partially complete’ one blueprint?

If you have40 blueprints ‘partially completed’, how long should it take to ‘fill in the gaps’ and fully completed 30 of those?

How would you handle the following situations when blueprinting?
· PUT ON HOLD?

· TRANSFERRED?

· CAN’T PROVIDE DATA?
· PEB ANSWERS THE PHONE – WHAT SHOULD YOU DO?
· WHY ARE YOU ASKING?
· When blueprinting, you are only ____________.

· Always have ________ cards (less than 60 days old).

· ________ blueprint/contact per card.

· Respect your ____________ as much as theirs.

· Too much information is _____________ good.

· Do not ____________ CareerBuilder while blueprinting!

· If the PEB or EB answers the phone, you should 1.)__________________, 2.)________________________ 3.)__________________________.

· Schedule ___________ of time in your calendar to blueprint.

Merlin
Identify where to find the following:
· Media Metrix report
· The most recent RBU rate card
· A Monster rate card
· The RBU service agreement
· A list of the top keywords used on the website
· Our most recent list of co-brand and advertising partners. 

· General RBU-specific information? 

· RBU Training information? 
· Staffing Industry stats/updates? 

· Pricing information for Monster and HotJobs
· Information on the Resume Database product 

· Technology Integration Form 

· PowerPoint templates that you can use to make presentations 
· The top keywords used on the site last month 
· A suggested presentation to use while conducting Launch Calls with new clients 

Sourcing

When cross-referencing (‘Scrubbing’) new companies that you lead source where are the 2 places you need to check against?

Name two ways to source

Why is increasing business acumen critical?

How will you increase your business acumen weekly?

Telemasters

Identify 3 Main takeaways from Telemasters

Axiom

What information does AXIOM provide for you?

Describe the steps to “Become” a customer through Axiom. 
In the following screen shot, what is the difference between completed, active, and pending?
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Dialing for Appointments & Objection-Handling

We should be prepared to overcome _____ objections on every call.

What is your CB benefit statement?

Why is it critical to track your dialing ratios?

In tracking your ratios, if you have a lot of dials and very few connects, what THREE things does that tell you that you need to change?

In tracking your ratios, if you have a lot of connects and few appointments scheduled, what does that tell you that you need to change?

How long should a thorough appointment last?
What factors of appointment dialing do you control? Name five.

Why does the number and quality of blueprints influence dialing results?

Always schedule ___________ of time to dial.

Microsoft Live Meeting

Name four meetings that you would use Microsoft Live Meeting for.

Pivotal

Why is using Pivotal critical to your business? 
What are the items you need to know how to do in Pivotal, as discussed in training?

Appointment Prep

Why is preparing for an appointment critical?

How long should appointment prep last for an opportunity under $35k?

When should preparation occur?

What is critical to know about the company prior to the appointment and why?

Earn the Right

What are 4 key components to a good Earn the Right?
Why is a strong Earn the Right critical?

Data Gathering 

Identify the goals of each section of Data Gathering: 

Organizational Structure: 

Challenges: 

Current Tools:

We never ___________during data gathering.

Why is it critical to stay in control of the meeting and follow the structure of data gathering?

Why is it critical to dig deeper when data gathering and what are the 5 digging deeper questions?

What is unrecognized revenue?  

Why is it critical to be able to calculate unrecognized revenue on your own, without the help of the calculation sheet?

If a prospect is unwilling to give you numbers for your unrecognized revenue number, what area of data gathering should you focus on heavily?
Create the Need

What is the goal of Creating the Need?  

What are the key elements of Create the Need?

Why don’t buyers buy?

Sell the Solution

What might be key selling points about CB for PEBs of perm (contingency) recruting firms?

What might be key selling points about CB for PEBs of perm (retained - executive) placement firms?

Staple to the back of this quiz your Sell Solution scripting for the core slides discussed in training.
Closing

Give an example of ‘Close Ask’ 

Why do we never say ‘cost’ or ‘price’ when presenting the offer?  What do we say instead?

What does LAER stand for?
Give an sample scripting for each of the following responses: 

Understand: 

Personal: 

Postpone: 

BATNA: (include what BATNA stands for)

How would you overcome the objection… 

“I don’t have it in my budget”
“I need to speak with ____.”

“Call me next month.” 

“Let me think about it.” 

“Can I have a free trial?”

“I’m not convinced it will work.”

“We already use Monster/HotJobs – We don’t need anything else.”

Can we invoice our clients?

Can clients pay via credit card?
Which way would you rather get payment from customers…invoicing or on credit card? WHY?
Beyond Core Products

For the following questions, answer:  What is it?  How does it work?  What is the value to CB clients?  
ANCILLARY

· RDB Data Store (OFCCP Solution)

· Cross Posting

· Customized IVR

· International 

BRANDING

· Featured Employer

· FE Plus

· Vertical FE

· Diversity FE

· Job Branding

· Career Fairs

· Search Optimization Solution

INTEGRATION

· Mapping/MegaPost

· RDB Web Service

· AppLink

· Career Site Hosting

· SmartFax

ADVERTISING

· Banners

· Leader Boards

· Sky Scrapers

· CRM Newsletter

· Job Alert Sponsorship

· Stand Alone Emails

· Monday Morning Email

· Direct Mail Piece

DIVERSITY

· DiversityInc

· Diversity Featured Employer

COLLEGE:

· Experience.com Products

· Job Postings

· Employer Spotlight

· Channel Employer Spotlight

· Stand Alone Emails

· eNewsletter Sponsorship

· CBcampus

· Branding 

Why might you recommend AppLink for a client?

Does RDB Web Service work with all ATS’?

Why might you recommend RDB Web Service?
What is job branding and why would it be important for a staffing firm to utilize the job branding product?

What product must a client have in order to purchase Job Branding?

What are the 4 different types of Featured Employer?

Who might be a good prospect for Career Site Hosting?

Name another name for MegaPost. 
What is mapping?
As a rep what steps do you have to take prior to offering mapping?
 Why is MegaPost offered for free for any account over $9,000?

[image: image1]True or False: CareerBuilder.com hosts career fairs in our Newspaper markets.
If a client has Career Site Hosting and uses the candidate management tools on the website, do they have the full functionality of an ATS? If not, what is missing?

Name the date and locations of the next three upcoming CareerFairs:

What international areas are we focused on?
How do you price  www.experience.com priority job postings?

How much does it cost for current clients to post internship positions on CB campus? 
Pricing

What percentage rate over-rate card should we start our proposals at?

How often should you use over-post in your service agreements?

What is the highest percentage of discount can you propose on your own?

What percentage discount requires manager approval?

What percentage discount requires Director/AVP approval?

If discounting, discount ____________rather than ___________.

If discounting, either ___________________or ________________in return.

List 5 reasons we should not be discounting:


1.


2.


3.


4.


5.
Identify 3 negotiation rules.

Proposals should always include which 3 products?

What are the 4 pricing offers, in order?

Name 5 things that we can get in return if we must discount.

Customer Care – Account Management Team

Who do you contact for billing/credit issues?

When are Account Reviews prepared for a client’s account?

Why is it important to talk with the Account Manager prior to a Launch Call?
Where can you find notes regarding Account Management’s interactions with your clients?

What are the Account Manager’s responsibilities vs the rep’s responsibilities?

Order Entry 

Explain how to generate a fax cover sheet through Pivotal for a company you have sold.  Why is it critical that you use this fax cover sheet when sending a service agreement to Order Entry?

Name 3 things you can do to ensure that your contract goes through the first time.
Collections/Billing
Who do you contact for billing/credit issues?

When one of your accounts get sent to collections who is responsible for the lost revenue?

How can you prevent an account from going to collections?

Customer Life Cycle Management
What are the 3 components of effective Life Cycle Management?

Always have a _________ when touching customers.

When should you schedule all of the account reviews, launch calls and renewal meetings with your client?  (when to do the scheduling, not when should it occur)
Who should join a launch call, and what are the two goals?  

Who leads and sets up the launch call?

What is Account Management’s role during a launch call?  

What is an ROI Analysis and when should it take place?

Identify 5 creative ways to get recruiters to use and love CB.

Account Reviews
Why are account reviews important?

Who runs an account review meeting?

What is the goal of an account review?
How often do you perform account reviews with your clients?
Can you request additional account reviews from Account Management?  

What are the key components of the comparison report that you should focus on in an account review and why?
Why are account reviews critical to optimizing accounts?  
What are 5 main components of the account review document?
Why is the account review really a ‘Sale Call’?

Renewals

When during the life cycle should the renewal meeting occur?

Who runs an account review meeting?

What is the goal of a renewal meeting?
What must you do to prepare for the renewal meeting?

Phone Surveys/Building an Impact Statement

What is the goal of a phone survey?

When should you survey?  Before or after the appointment dial?  

What size opportunity warrants surveying?

What information would a branch manager be able to give you while surveying?

What information would a recruiter be able to give you while surveying?

How many questions per survey?

Survey questions should be the __________ for all surveys conducted.

How would you overcome the following objections: 

The person you’re surveying will not answer any questions.

The person you’re surveying asks for clarification on WHY you are asking these questions.

The PEB (who you have an appointment with) calls you and tells you to stop calling his/her people.

Once you obtain both an unrecognized revenue number and top challenges, what do you do with this information?
Building a Customized Presentation

What accounts warrant a customized presentation?
What is a customized presentation and what are the key components?

Why is the customized presentation critical for large opportunities?  (Name 3 reasons)

What is the difference between a customized presentation and a presentation you would do for an account opportunity under $35k?

Maximizing Trials

WHEN should be offering a trial?

What three things should be communicated clearly before a trial begins?  

How often should we be speaking with the end users during a pilot program?

Why is it important to maintain relationships with recruiters?
What are some examples of trial expectations?

Why is sourcing candidates from CB important during a trial?

Explain how you would add value to a customer during a trial.

What is “trial paperwork” and why is it necessary?

When would you walk away from a trial?

How can Account Management help to maximize a trial?

Can we request an account review early from Account Management if we’re running a trial?  If so, when would you request it?

What questions must you answer before you close the deal?
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