peek under the hood

Building Bridges Helps VMS Efficiency
A liaison will enhance your technology
By Tom Kosnik

any organizations, once they have implement-

ed a vendor management system, expect the

system itself to manage activity between hir-
ing managers and staffing vendors. Then they assign
someone to manage contracts and service-level agree-
ments. Wise as these decisions may appear, they miss
the mark in terms of fully utilizing a VMS.

The next-best person
to hire to Improve your
company’s VM35 is a liaison
that works with internal
hiring managers and external
staffing vendors.

A WMS is whar it is: a
system. Ulomarely, it needs to
be managed by people.
Unlike “product™ procure-
ment, “human resource” pro-
curement is messy. Human
TESDUFCES COME infoa com-
pany SYSLEm in various ways.
Every contingent candidare
submitted to the system has
unicque skill sets and experi-
ences. Relving too heavily on
technology can deny hiring
managers the information
they need to make good deci-
sions. Letting the system itself
manage much of the actvity
berween the hiring managers
and staffing vendors creates
an environment for the hiring
managers to fail.

Who Does What?

The people responsible for
managing vendor contracts
and service-level agreements
usually sit at the 10,000-foot
level. They are rewarded for
saving money, not helping
hiring managers obtain bet-
ter-quality workers.

Occasionally, some peo-
ple will discoss getting HR
to intervene in the work
flow and candidare flow
between a VMS tool, hiring
managers and staffing ven-
dors. This approach is not
without its challenges. Most
HR departments do
much more than
acquire human
resources. The man-
agement of the
process becomes a
lower priority on
the list of items
needing artention.
And, just like pur-
chasing managers,
HE. recruiters Jack
the anthority to
manage the end-to-
end contingent
process. :

To expect the
human resources
department to create
success here also cre-
ates an envirenment

for failure.

The Way Forward

There is a better way o
increase the success rate of
hiring managers working
through a VMS or a man-
aged vendor list. And thart is
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to hire a liaison that fits
hetween the external staffing
vendars and the internal hir-
iNg MAnagers,

This person is a driver
who can remain in charge of
a verbal transaction with
either a staffing vendor or
hiring manager. The liaison is
someone who can think
quickly on his feet and move
the process forward without
requiring reams of data. A
classic “people person”, the
ideal liaison would be able to
work comfortably at all levels
of an organization and with

staffing vendors to better
define needs and explain the
factors involved in acquiring
the best fit. In a way, the pro-
file of a liaison is a person
who has an A-type or sales
personality.

The tasks a liaison can
assist with are endless. Here
are just a few:

Flushing out critical
information from hiving
managers. Often, an email
requisicion from a hiring
manager does not spell out all
the details. Firse, hiring man-
agers are under pressure to
get several ininiarives complet-
ed and spending time to spell
out the fine details of a requi-
sition simply does nor hap-
pen. A liaison can get these
fine details from the hiring
managers. After a hittle work
history, a good liai-
son will know the
difference between
level-two and level-
three skill sets for a
particular manager.
How does this ben-
efit the organiza-
tion? The hiring
manager spends
less time reviewing
resumes and inter-
viewing candidates.

Focusing cer-
taiit requeisitions on
the abilities of spe-
cific vendors, Some
executives believe
that a VMS levels
the playing field for
all vendors. This is
a myth. The shot-
gun approach of releasing
requisitions to all vendors on
a list creates a situation in
which some vendors try to fill
the pipeline rather than sub-
mit qualiry resumes. A liaison
can learn the capabilities of




each sraffing vendor and then
allocate certain requisitions to
vendors that specialize
acquiring these skill sets.
How does this henefir the
organization? Allocanng reg-
uisitions to vendors that have
the greatest chance of suc-
ceeding again means less ime
hiring managers spend
reviewing resumes and inter-
viewing mismatches,

Obtain feedback from
hiring managers quickly.
Experts say thata 4 percent
unemployment rate really
means that there are no
employable candidates.
High-quality candidates are
not going to sit around for
two weeks waiting for a
response. Staffing vendors
need to get feedback to can-

didares within 24 hours.
Hiring managers don’t mean
to be tardy in offering feed-
hack. Typically, they just
have a lot on their plates. A
liaison can ger feedback
from hiring managers on a
very timely basis. The benefit
Lo your arganization? An
improvement in the time in
which hiring managers are
getting their hiring needs met
and fewer high-quality can-
didates being lost to other
joh opportunities,

Assisting vendors work-
ing througlh a VMS. It may
come as a surprise that most
staffing vendors are left on
their own to figure out how
to fulfill requisitions in a VMS
madel. The more mature
staffing vendors will have two

fulfillment teams. One works
with critical requisitions and

one works on less specific or
less critical needs.

A liaison can work wich
suppliers to improve their
internal processes and facili-
rate the exchange of best
practices among them. They
can also step in o resolve dis-
putes. How does this benefit
an organization? More cffi-
cient and effective stafling
vendors mean dollars to their
clients’ hotom line,

The bese person to hire
to improve a company’s ven-
dor management system or
functionality of a vendors list
is a liaison working with
internal hiring managers and
external staffing vendors.
Hiring the right person, out-

lining job duties and finan-
cially rewarding this person
on predetermined metrics
and deliverables will be
critical to the success of this
position.

In the end, by using a
liaison, your organization
will take a big step forward
in its effore of acquiring top
talent, increasing hiring
manager’s hit ratios and
increasing your staffing
vendor’s services to vour
organization. @
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