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Ten years ago,

when companies were forced
to dramatically reduce their
1
workforce or freeze hiring to weather the Global Financial Crisis, talent
acquisition teams worried about maintaining a good employer brand,
and attracting high-quality candidates at a time where their impact was
the most needed.
Today, with a talent shortage2 in almost every major industry, and
candidates being more selective and more open to job-browsing,
talent teams worry about, well, pretty much the same things. Their core
mission has not changed, but the sophistication and strategic approach
expected from them definitely has.
For starters, candidates expect a much more relationship-oriented
recruiting experience. If they are treated to targeted, engaging and
delightful interactions with a brand as customers, then they expect the
same from that brand as candidates. And if those expectations are not
met, they will share their disappointment loudly and often- three times
out of four, to be exact3.

That alone means that recruiters’ jobs are becoming much more
complex, but that is not an entirely unexpected change. The deeper
shift, the one that should be on the mind of every talent head,
is that talent acquisition is now a critical priority for businesses,
and under a lot more scrutiny as a consequence. CEOs and
executives worldwide considered the failure to attract and retain top
talent as their top priority4 in 2018, and ranked it ahead of other typical

strategic imperatives, such as staying ahead of disruption or stabilizing
cash flows. CEOs and boards have turned their attention to their talent
teams, and are starting to consider them a source of competitive
advantage, of business value, and not just a service center to the rest
of the company.
So, yes, talent leaders need to build more sophisticated operations
and offer a better candidate experience- but their true priority is to
go beyond their current role as a service provider to the rest of their
organization. They need to be able to operate in the future, to have a
vision for the business from a talent standpoint.
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What does that mean for Talent Acquisition?
It means that a winning talent team is one that is able to plan ahead,
forecast, and reduce risk for the rest of the business. One that has a
pipeline of pre-vetted individuals in place, and can predict its ability
to fill roles far in advance. Even better, it can predict what new kinds
of roles will appear on the market, and what skills will become more
scarce or less relevant. It can advise hiring managers on how to build
their teams and how to shop for the skillsets they need. It can help
a business become more agile, and adapt its hiring strategy to the
changing talent market trends.
That is the value that a modern acquisition team can bring to a
business. That is why talent leaders are asked to participate in
strategic discussions- not because of an ability to hire faster or
at lower costs, but to provide a strategic edge to the business.

How do we get there?
To get to a place where they can deliver on that promise, modern
talent teams need to run an increasing number of work streams in
parallel, from proactive sourcing to employer branding to forecasting to
compliance. A powerful recruiting platform is table stakes, but so is a
full understanding of how to leverage it for the best results.
Creating true engagement with candidates takes multiple touchpoints over time, all carefully planned to provide a useful and positive
experience. It involves an excellent command of marketing, branding,
candidate relationship management, and a hefty dose of analytics and
operational excellence. Beyond those human skills, however, there
is also a need for the right tools; without a unified, 360° back-end
support, talent engagement cannot scale.

Modern, successful recruiting teams consider engagement to be
at the core of everything they do - whether they’re running campus
events, diversity programs, or executive recruiting. So they choose
systems that were built around a similar focus on engagement.
As a consequence, they are able to build ongoing relationships with
exceptional candidates at scale.
They are also able to create long-term visibility into the business’s
ability to fulfill its talent needs. They can advise, forecast, reduces
risks for business leaders, and improves their chances of weathering
sudden changes or taking advantage of unexpected opportunities.
Whether they intend to or not, TA teams are engaging with talent all
the time, over a variety of channels, in countless different interactions.
Providing a quality omnichannel interaction from first touch to last
interview can only be achieved by having all of those work streams set
up in parallel, managed from a single platform, and working together in
unison. We built Beamery to serve that exact purpose.
Relationship management, recruitment marketing, and application
tracking are only pieces of the full picture. Beamery enables
recruiters to create an exceptional candidate experience at scale
because it makes it possible to manage every aspect of that
relationship from a single platform. It truly connects all the available
candidate data, all the recruiting work streams, and the existing talent
tools in the organization.
We built Beamery with talent engagement in mind. We understand
that the true value that talent teams bring to their organization comes
from their ability to engage with the best talent, sustainably and at
scale. We will continue to build and grow with that value in mind.

About Beamery
Beamery is the leading Talent Engagement Platform. Combining Talent
CRM, Talent Marketing, Automated Compliance, and a Connected
layer to legacy systems, it enables enterprises to attract, identify and
engage candidates on one unified platform, to deliver better talent
acquisition at scale.
At Beamery we’re powering the shift towards a candidate first Talent
Engagement strategy, shifting recruiting from a reactive to a proactive
processes, and empowering talent teams in new areas critical to
successful Talent Engagement, from branding, events and compliance,
to forecasting and planning. Our Talent Engagement platform offers a
new level of comprehensiveness, consolidating essential modern talent
acquisition activities into one system and offering a connected solution
that powers the entire candidate journey.
Founded in 2013 in London, Beamery is one of the leading UK
technology companies and trusted by global organizations such
as Continental, Zalando, and Balfour Beatty. Beamery has offices in
London, Austin, and San Francisco.
For more information, visit the Beamery website and follow
@BeameryHQ on Twitter.
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