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How well do you know your company’s employment brand? Simply put, your employment brand is what
potential and current employees think about working for your organization – your reputation as an employer.
It’s the thoughts, feelings and data points that people evaluate when they hear your company’s name. Every
company has an employment brand regardless of whether it is managed, understood or even acknowledged.
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Every day we talk with potential candidates about great new opportunities. During the course of those
conversations, candidates want to know everything we know about a client. They want information not
only on the specifics of the role but on the client’s culture, their values/operating principles, how strong
they are at developing people, how good they are at internally promoting, what leadership style fits, what
rewards/recognition systems they have, etc. All of these questions can be summed up simply as the candidate
asking us ‘why should I go to work for this company?’
The process is similar to researching any major purchase in life by assessing the brand and quality of the
product you are thinking of buying. Once the candidate has the general information in hand, the client’s
employment brand takes over. Candidates begin their own investigation. They start with your website,
then they look through their network to see who works there or worked there and who has connections.
They ask questions, they do their research and they even read comments on Glassdoor. And that’s when
the critical question comes in to play – does the client’s perception of themselves match their employment
brand reality?
Regardless of company size, building a strong employment brand is important. As the saying goes, first
impressions are hard to change. But being able to effectively measure your employment brand is also
critically important. Think about how your marketing department invests heavily into communicating
and marketing the company’s products and brands. Why should your employment brand be any different?
At the end of the day, every company wants to hire the best possible talent. Developing, managing,
measuring and improving your employment brand can be a critical success factor in attracting the
talent you want.

Westport Intl Introduces EVP
Today’s employment marketplace is changing. It’s not
enough to simply post your positions on job boards and
wait for qualified candidates to apply. Today’s high performing businesses are taking an active role in
marketing their positions and intentionally building an integrated employment brand through a process
known as EVP or Employee Value Proposition.
There has been, and will continue to be, a war for talent. Understanding and building a strong EVP and
Employment Brand are increasingly critical factors to attracting and retaining the talent necessary to achieve
success in today’s changing business landscape.
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Find out how our experts can help you analyze, design and create an integrated EVP and Employment Brand
to sustain high performance. Call today to set up an appointment. Don’t let the employment marketplace pass
you by. At the end of the day, every company wants to hire the best possible talent. Developing, managing,
measuring and improving your employment brand can be a critical success factor in attracting the talent
you want. For more information, please visit: www.westportintlevp.com or call me direct at 864.271.8874 to
arrange an introduction.
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Expertise: Sara Kosmer
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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Connect with Sara on LinkedIn: www.linkedin.com/in/sarakosmer
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