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We write this hoping that your family, your colleagues, and everyone you love is 
safe and healthy.  The entire world has been impacted by something that was 
previously the stuff of movies.  As all of us adjust and do our part to contain the 
spread of COVID-19, we wanted to share some thoughts on how the business of 
recruiting will be affected.

What hasn't changed...
As a service and consulting oriented business, Reilly Partners has been enabled 
for remote work for some time. We have been utilizing cloud based email, 
document storage and retrieval, as well as Skype and FaceTime for a number of 
years. Other tools like Zoom and Microsoft Teams are newer to us, but are 
proving useful at this moment and will surely be a part of our regular tool kit 
moving forward.  Our business of identifying and assessing the best talent for 
our clients hasn't missed a beat.  It is the final stages of assessment and closing 
the deal that is proving to be more challenging.

The Challenges
While we still strongly believe that a face-to-face meeting is required to 
effectively evaluate finalist candidates, this aspect of our business is dangerous 
today, leaving some of our searches just short of the goal line.  In our years in the 
business, we have never seen a search completed without the recruiter and client 
spending significant time meeting and assessing a potential hire in person; we 
have never seen a new hire not able to report to an office, at least initially. 
Clearly, we need to think about potential changes or adjustments we can make to 
this final stage of the hiring process as we adjust to life in quarantine.  We don't 
have all the answers, but as we track this virus and its impact on everything over 
the next few weeks, we will be better able to anticipate how to proceed.  We 
don't suspect there will be a standard answer for every situation, but do know 
that flexibility and patience will be key. 
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Make the Most of a Phone Call
For now, what we can do, is to get more out of a phone call or video 
conference with potential hires. Often the focus of an initial phone screen is to 
validate information on a resume and to gain a clearer understanding of 
someone's career and current situation.  To strengthen the quality of a phone 
screen, spend less time on having them retell their past, and more time on their 
current situation, motivation, and why the position at your company may or may 
not be right for them.  Be honest with them about the challenges of the role as 
well as what success will look like.  Make the conversation feel less like an 
interview, and more like a career counseling  session in order to get a deeper 
and more honest sense of the person on the other end of the line. 

The Benefits of Social Distancing and Quarantine
One benefit to social distancing and quarantine that we have already seen is 
that prospects are more readily available to speak.  Everyone has plenty to do 
but the encumbrances of a normal schedule including travel and meetings have 
disappeared for the time being.  Prospects are at home, evaluating many aspects 
of their life - including their career.  This is not unlike what we often see over 
the year end holidays.  When this passes, the strength of the candidate pool will 
be broader and there will be opportunities to attract talent that had previously 
been uninterested or too busy to consider a change. 

Until then...
Hang in there, everyone.  This too shall pass.  Let's all do our part. And as always, 
we will be stronger together. 
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