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Or maybe a rollercoaster ride?

A quick story…



Signs of life?

• Last Week’s Headlines
• Recruitment firms eye growth despite slow rebound 
• Atlantic International sees ‘encouraging momentum’
• U.S. jobless claims edge lower 
• AMN sees July stabilization 
• U.S. staffing hours inch upward; remain at 2025 high



To Figure Out the Future, Understand the Past

• What drove the decline in demand over the past two years?
• Normalization from the 2021-2022 surge
• Higher borrowing costs made CFOs cautious
• Inventory right-sizing, manufacturing contraction, and freight slump
• “Labor hoarding”
• Easing labor market tightness via immigration and workforce participation
• Price sensitivity (sticker shock from 2021-2022 due to wage inflation)
• Structural buyer shifts (direct sourcing and internal pools)
• Regulatory whiplash (NLRB joint employer rule and reversal)
• Overall job openings cooled



How we used ChatGPT to figure this out
BONUS AI TIP



Lesson 1: Give ‘em a reason to buy
Creating a staffing sales playbook



The most critical question you need to ask…

Why would an employer want (or need)
to use staffing services now?



Give ‘Em a Reason To Buy

Show how you can solve business problems

• Labor shortages/access to talent
• Labor cost and inefficiency
• Expertise gaps
• Driving productivity (eliminating bottlenecks, accelerating projects)
• Mitigating risk (economic uncertainty, employment liability)



Playbook 1: Generating Demand

Research. Training. Outreach.

• Step 1: Research your ICPs 
Industry trends, business & staffing challenges, potential value

• Step 2: Train your team 
Target personas, messaging

• Step 3: Create automation sequences 
Current & former client outreach/re-engagement

• Step 4: Build lead gen strategies 
Cold outreach to targeted companies and buyers



Give ‘Em a Reason To Buy

Campaign Ideas

• Use automation to systematically reach out to companies you've done business with in 
the past that haven't placed an order in 6-12 months.
§ Highlight anything new in your company.
§ Provide your perspective on what's happening in their industry.
§ Highlight positions you've been filling.

• Cross-sell/upsell to current or past clients.
§ Have you filled high-volume roles, but have a great accounting or admin candidate? Let them know!
§ You already have the relationship, use this opportunity to show your value.



Lesson 2: Go where the puck is headed
Creating a staffing sales playbook



Go Where The Puck Is Headed

Where is demand about to occur?

• Seasonal and high-variability operations
• Capital projects and infrastructure adjacencies
• Healthcare beyond travel nursing
• AI-driven jobs that require AI-skilled talent
• Industries with chronic skill shortages
• Industries that will be positively impacted by AI



Go Where The Puck Is Headed



How we used ChatGPT to figure this out
BONUS AI TIP



Playbook 2: Finding Opportunity

Research. Training. Outreach.

• Step 1: Research your local market/target industry
Who’s going to be hiring?

• Step 2: Train your team 
Industry issues, buyer personas, messaging

• Step 3: Build lead gen strategies
More coming on this!



Go Where The Puck Is Headed

Campaign Ideas

• Use tools like Apollo to find companies hiring for positions you can fill.
§ Rather than using the generic "are you hiring?" messaging, 

this allows you to get super specific on the need you can fulfill.
§ Use a mix of email, LinkedIn, and phone to reach buyers where they're at.

(and don’t forget “old school” mail, drops, and deliveries to capture attention).

• Use resources to open the door.
§ Hiring data, industry insights, and success stories go beyond 

a "can we talk about your hiring process" message.
§ Think beyond whitepapers to interactive calculator and other tools 

that offer utility for staffing buyers.



Lesson 3: Differentiate your sales process
Creating a staffing sales playbook



Differentiate Your Sales Process

Lead gen strategies

• Shock and Awe (AIDA to the extreme)
• SFA/IDM (persona lead, problem-first campaigns)
• ABM (ICP-focused campaigns tailored to specific companies and buyer personas)
• Nurturing (high-value, consistent communication with all relevant stakeholders)
• Get found (SEO, AIO, PPC)
• Automation (dormant clients, placed talent, targeted skill marketing, seasonal outreach)



Playbook 3: Differentiating Sales

Document your current playbook. Then reinvent it.

• Step 1: Define current processes 
Prospecting, qualification, presentation, closing

• Step 2: Create a new playbook
• Problem-first plans by buyer persona
• Wedge offers (soft offer to open the door)
• Talk-track outline (email, LinkedIn, calls, in-person)
• New approaches to pricing
• Create a simple scorecard for prospect evaluation
• Track metrics that prove your value 

• Step 3: Define your go-to-market plan
• Automation sequences (current & former clients) 
• Lead gen strategy
• Land and expand strategy



Differentiate Your Sales Process

Campaign Ideas

• Avoid the spray and pray and get segmented with your outreach.
§ Identify your buyers and their pain points and specify your message to each. 

The way you talk to HR and Plant Managers is never the same!

• Diversify your touchpoints.
§ It's becoming increasingly difficult to break through the noise in email. 

Add direct mail, LinkedIn, and phone outreach touchpoints to meet your contacts where they're at.

• Focus on the long-haul (15 to as many as 50 touches).
§ The B2B buying process has gotten much, much longer.
§ Many of the touches are “no-click” (people see your brand, engage with your content, 

but don’t respond).



Differentiate Your Sales Process



Lesson 4: Reinvent your service delivery model
Creating a staffing sales playbook



Reinvent Your Service Delivery Model

Think beyond temp help and direct hire

• MSP-lite (co-managed staffing programs)
• Direct sourcing as a service (you own the private talent pool, lower mark-up for redeployments)
• Payrolling/EOR for casual, intern, and seasonal staff
• Onsite/embedded teams
• SOW-lite (price against units of output)
• Recruitment marketing + Referral engine (compound candidate supply where clients struggle)
• Rapid float-build pool (manage internal travel/per-diem programs for clients)
• Local or niche staffing platform
• Talent management/Workforce management solutions (human or AI-driven)





Reinvent Your Service Delivery Model

Speaking of AI…

• Automate your own workflows (sales, job order intake, sourcing, screening, matching, etc.)
• Re-engineer your cost model
• Pass (some of) the savings to your clients



Playbook 4: New Business Models

Find a problem. Create a novel solution.

• Step 1: Evaluate your current clients
What problems are they having? How can you help?

• Step 2: Develop your new business solution
• New service line
• New product/service deliverable
• New delivery model
• New pricing

• Step 3: Define your go to market plan
• Beta testing with “friendly” clients
• Model perfection (delivery, value proposition, pricing)
• Lead gen campaigns



Reinvent your service delivery model

What some companies are doing

• Changing their product.
§ SOW services
§ Consulting (HR, workforce planning)
§ MSP services

• Changing their pricing.
§ Fractional recruiters
§ Subscription models
§ Outcome based pricing

• Changing their distribution strategy.
§ Online staffing platforms
§ Focusing on remote talent (domestic, nearshore, offshore, AI-agents)



Do less…only better.
Creating Your Playbook



Your Playbook for Restarting Growth

Evaluate your options. 
• Generate demand
• Find opportunity
• Differentiate your sales process
• Create new business models

Focus on your best opportunity.
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