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Engineering, IT, and Scientific Sector

Grow Your Business By 
Maximizing Client Relationships

Session Brought to You by the

Sections support the broad areas of the industry and include engineering, IT, and scientific; health care; 
industrial; office–administrative; professional–managerial; and search and placement.

Collaborate with professionals who work in your sector—join or visit your section community on ASA Central.

americanstaffing.net/industry-sections
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Access to Session Slides and Resources:
Staffing World App

staffingworld.net/materials2022

Use the Staffing World App to Rate This Session

Tom Erb
President

Tallann Resources
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What is Consultative Account 
Management?

What is Consultative Account 
Management?

Approach focused on identifying and 
solving customer needs

Requires strategic questioning to fully 
understand needs

Acting as a trusted advisor, not a vendor

Client Control Is a Myth

Focus on Client Influence
• Educate and coach our clients

• Position yourself as an expert, not just an order taker

• Provide incentives and deterrents to influence behavior

• Focus on the clients that make it easiest to help them
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Traditional
• Viewed as a 

vendor/subordinate
• Transactional Relationship
• Price-Driven

Consultative
• Viewed as a peer/expert
• Trusted Advisor
• Value-Driven

Grading your 
Client 

Relationship

F

D

C

B

A

Business Partner

Vendor

Trusted Advisor

Key Vendor

Necessary Evil
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Building 
Credibility

“The so-called expert with the most 

credibility indicators, whether 

acronyms or affiliations, is often the 

most successful in the marketplace, 

even if other candidates have more 

in-depth knowledge. 

This is a matter of superior 

positioning, not deception”
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Reinforce Your 
Value as a Trusted 

Partner

Job Intake Call 

Development and approval of Ideal Candidate Profile

Job Description review and recommendations 

Compensation market analysis and recommendations 

Online Reputation review and recommendations 

New Hire Onboarding review and recommendations

Labor Market trends and resources

Market Insight 
and Expertise
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Never assume you have 
all the business!

Why Companies will 
give you more of 
their business

There is perceived extra value in having you as sole provider
• Volume Pricing
• Managed Service Provider
• Reporting
• Value Adds

You negotiate it

They trust you

You deliver consistently

They perceive you are the best
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Why 
Companies 

won’t give you 
more business

They don’t have confidence you can handle it

They don’t know that you provide that service or skillset

You haven’t differentiated yourself from the other providers

They don’t see the benefit of one provider

They’ve been burned before

They like the other provider

They believe benefits of competition outweigh benefits of one provider

How to Get More Business

Consistently Fill Positions

Solve Their Problems

Focus on Building Rapport

Share Your SuccessesProvide Testimonials & Case Studies

Research Your Competition 
- Do what they don’t

Schedule Regular 
Account Reviews

Keep them Educated
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Identifying 
Opportunities

Review your active clients

Determine which clients you want to do 
more business with

Identify percentage of business

Identify additional lines, depts, skillsets

Schedule an account review

Identify how you can have more business

Common Client Challenges

Low Pay

Working 
Conditions

Unrealistic 
Expectations

Labor Intensive

Bad Employer 
Reputation

Overly 
Complicated 

Selection Process
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Symptoms of a 
bigger problem

Lack of understanding or willingness 
to accept we are in a 

candidate-driven market

Evaluating Clients, 
Prospects and Orders

• How many others are working on the position(s)?

• Has the prospect or another firm worked on the position at all? 
How much have they already saturated the market?

• Does the prospect have reasonable expectations for the skills and 
experience they are looking for?

• Is the skill set a core competency for us?

• Is their compensation competitive or above market?

• Is the company/position attractive and sellable?

• Is the prospect responsive to candidate submissions and scheduling 
interviews?

• Does the prospect provide immediate feedback on submissions and 
interviews?

• What are our terms (pricing, conversion hours and fees, etc)? 

• How much additional opportunity is there with this company?

Take Action
• Categorize each 

prospect/client/ order as 

A, B, or C

• Give priority to A’s

• Coach the B’s

• Give C’s specific actions 

to raise to a B or A

• Replace C’s with new 

clients

Take Action
• Categorize each 

prospect/client/ order as 

A, B, or C

• Give priority to A’s

• Coach the B’s

• Give C’s specific actions 

to raise to a B or A

• Replace C’s with new 

clients
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Tough Conversations with Clients & Prospects

Refer to your Expertise

Provide Examples of Similar 
Situations

Reinforce with Data

Examples
• Not Market Competitive
• Bad Reputation
• Unreasonable 

Expectations
• Legal Issues

Examples
• Not Market Competitive
• Bad Reputation
• Unreasonable 

Expectations
• Legal Issues

Approaching New 
Departments

Identify 
opportunities

Leverage 
existing 

relationships

Corporate 
Mandate Peer referral Reference/ 

Testimonial

Show 
successes in 
other depts. 

Consider 
incentives 
for both
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Skill Marketing
Identifying and presenting top talent to 
prospects and clients without an order

• Easiest way to grow an account - Presenting a 
candidate of value to a prospect or client

• Additional revenue stream

• Expands your service offerings and skill sets

• Elevates your reputation as an expert in identifying 
and attracting top talent

• Fulfills our mission of helping clients optimize their 
talent

Other terms: 
• Most Placeable Candidate (MPC)
• Star Candidate
• Sell a Skill

Skill Marketing

Identify 
Star 

Candidates

Identify 
Star 

Candidates

Find 
Matching 

Job 
Postings

Find 
Matching 

Job 
Postings

Find the 
Hiring 

Manager

Find the 
Hiring 

Manager
Email FirstEmail First Make the 

Call
Make the 

Call
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In Closing

• Grade your client relationship

• Identify the clients you want to do more business with

• Develop a strategy to get more business

• Leverage your existing relationships

• Use Skill Marketing as a tool

Use the App to Rate This Session!

 Log in to your profile
 Click “Agenda” on the app home screen
 Find the session
 Select “FILL OUT SURVEY”
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Session Brought to You by the

Sections support the broad areas of the industry and include engineering, IT, and scientific; health care; 
industrial; office–administrative; professional–managerial; and search and placement.

Collaborate with professionals who work in your sector—join or visit your section community on ASA Central.

americanstaffing.net/industry-sections
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