
 

 

 

 

There has always been a challenge in finding the right candidate, we all know about the war for talent.  

However, there are new complexities and dynamics at play that are impacting the process like never  

before. It’s time to take a look at what’s been happening in the recruiting marketspace and what we could  

expect in 2018. 
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The Rise of the Consumer Candidate  

Over the last few months, we have seen the rise of the consumer candidate.  So, what does that really mean?  

Simply, candidates are now savvy consumers when looking at new opportunities. Like all educated consumers, 

they do their research. They look at your employment brand and they also look at your employee value  

proposition. This goes well beyond assessing a compensation package in the offer. They look at the sum total 

of your organization’s culture, rewards, development opportunities, etc. They ask themselves what unique  

value they will receive from joining your organization. 

 

Think about it like when a star athlete becomes a free agent. When looking at prospective new teams, it’s not 

always about the money, they tend to want to join the winning team. They want to join the team that has a 

strong reputation and talented coaches. 

 

Make no mistake, all organizations have an employee value proposition and employment brand in the labor 

market regardless of whether by design or accident. With today’s networking capability, social media overload 

and instant availability of information, current employees and prospective employees have now become savvy 

employment consumers. It’s the new reality. 

 

The Fallout  

This shift to candidate consumerism, has led to a sharp increase in the number of rejected candidate offers. 

We have seen candidates go all the way through the process, solid offer in hand, only to turn it down at the 

last minute. Unfortunately, candidates are also starting to ‘shop‘ offers. Whether it be for a counter offer with 

their current company or to bid two offers against each other. It is happening. Many companies are now going 

into defense mode and starting to do counter offers, where they didn’t before. 

 

We’ve also started to see a slight shift away from candidates automatically wanting to join the big ‘brand’  

companies. They are starting to look at the appeal of a mid-size or small organization. They look for ones that 

offer a stronger line of sight to future career opportunities, a stronger team based culture or, frankly, just a 

better employment brand or employee value proposition. 

 

Going Forward  

As the baby boomers continue to retire, the next generations are going to be much more savvy and selective 

in choosing where they want to work. It’s becoming more and more critical that organizations take the time to 

understand their employment brand and employee value proposition in the talent market. 
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No longer can organizations sit back and think, “Hey, we are a great company, who wouldn’t want to work 

here?” In order to remain competitive in attracting talent today, organizations now need to flip the equation 

and instead ask, “Hey, why would a person want to work here?” How an organization answers that one simple 

question can make all the difference in winning on the talent battlefield. 

 

This article was taken from our sister company, Westport Intl EVP (www.westportintlevp.com). Are you looking 

for help in understanding your employment brand or employee value proposition? Please let me know, I am 

happy to put you in contact with one of our EVP consultants.  
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Sara Kosmer is the Practice Area Director for Sales & Marketing at PinPoint Solutions. She started her  

career in Recruiting nearly 10 years ago. After a year or two in Contingency, Sara moved to our retained  

division, Westport Intl, and founded our company’s internal research department. Sara spent several years 

managing the department and sourcing candidates for executive level openings across the organization.  

Today, Sara has moved back to PinPoint Solutions, bringing with her a search approach to contingency.  

Sara holds her bachelors degree from the University of Dayton.  
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