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The game has changed
The reality of staffing sales



Selling in 2026 is different





Staffing buyers complete 70-80% of their research
BEFORE speaking with a vendor.



It’s now a multi-persona game
Modern staffing sales





Messaging must match the audience



Your most underrated sales tool
Sales content assets







• Content that helps prospects solve specific 
workforce challenges.
• Examples:

• How to Reduce Absenteeism in Warehouse Teams
• How to Stabilize Production Staffing During Demand Surges
• How to Improve Employee Retention in Manufacturing

• Practical resources position your firm as a consultative 
partner, not just a vendor.

Problem solving guides



• Buyers always compare options.
• Instead of letting them do it on their own, provide 

the framework.
• Examples:

• Staffing Partner vs Internal Recruiting
• Single Staffing Partner vs Multiple Vendors
• Temporary Staffing vs Direct Hire

• Comparison guides allow you to control the 
narrative and highlight your strengths.

Comparison guides



• Buyers want evidence that you know their business, 
understand their challenges, and have delivered for 
similar clients before.
• Examples:

• Client success stories (that focus on outcomes delivered)
• Service delivery performance metrics
• Before and after comparisons

• Sample metrics:
• Reduced time-to-fill by 40%
• Improved attendance rates
• Reduced overtime costs

• Staffing is a TRUST sale.
Providing proof assets reduces risk for the buyer.

Case studies + Proof assets



• One of the most powerful tools in staffing sales.
• Key is to take this beyond 1:1 sales calls and leverage 

talent profiles as an asset for building credibility and 
driving inquiries.
• Examples:

• Available candidate spotlights
• MPC marketing

• Your Talent Showcase can create urgency (people 
available now) and demonstrate the strength and depth 
of your recruiting skill.

Talent showcase + 
Skill marketing



And it can make or break prospects getting to the next step!
Your website is the 1st salesperson





• The Big 5 topics
• The Selling 7 videos

Buyer enablement content





Your prospects go through a long “get to know you” process!
The 72-touch reality of sales





Ensure you are timely, consistent…and persistent
Automation that supports sales











Familiarity is the one of the keys to building trust
Visibility that supports sales



• Perfect for long buying cycles.
• Remarketing keeps your firm visible to prospects 

who have already visited your website.
• Very cost-effective way to increase familiarity.

Remarketing advertising



• Low-cost brand awareness.
• When buyers eventually need staffing help, 

your brand is already familiar.

Display advertising



Build some early wins…then keep the momentum going
Your fastest growth opportunity



• The fastest path to growth is often inside your existing network.
• Focus areas:

• Expand current accounts
• Reactivate former clients
• Generate referrals

• Strategy:
• 3 Up and 3 Across
• Expand deeper within client organizations

Current & former client campaigns



Old school selling…with a modern twist
Events & Networking



• Events should include:
• Pre-event outreach (email, LinkedIn, mail, calls)
• Be strategic: Provide a reason to meet
• Scheduled meetings
• Work the room not just the booth
• Post-event campaigns

• Events become sales accelerators instead of isolated activities

Make events part of a sales system



In 2026, don’t just push harder. 
Fix your sales funnel & build a staffing growth engine.

The 2026 Staffing Sales Engine



Winning companies integrate





Final takeaway



SPECIAL SAVINGS
Exclusive for today’s webinar guests

FREE START-UP
Sales Funnel Automation services
SAVE MORE THAN $1,800!



1.888.696.2900   |   @haleymarketing    |   haleymarketing.com

Reach out to our team today
1.888.696.2900 | info@haleymarketing.com

Need help fixing your sales funnel?



OUR NEXT WEBINAROUR NEXT WEBINAR

Staffing Industry Executive Forum Recap Webinar
Thursday, April 2 at 2:00 PM ET

Reserve your seat 
www.lunchwithhaley.com 

 

http://www.lunchwithhaley.com/

