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1) FIND A TRUSTED ADVISOR  

Having a trusted business advisor for support and guidance, in particular an  

advisor with experience in overcoming problems recruiters face, can really help 

focus your Recruitment Agency.  

Surrounding yourself  with experts in your field is key for an industry that is 

forever changing technologically and legally. 

 

Having worked with Recruitment Agencies for 8 years, we at Cooper 

Curtis see ourselves as industry experts. Having a trusted business      

advisor aware of  industry developments who you see more as a ‘partner 

in business’, can help maximise your earnings potential and achieve      

business clarity. 

  

2) HAVE A STRATEGY  

What is your sales goal? Look for opportunities that are presenting themselves. 

Are there any areas to exploit?  

Where do you want to be in the next 5 or 10 years’ time? Earning a good        

income? Business freedom? Sell your Agency?  

 

Cooper Curtis can help you through this and develop a future-proof  

strategy with you. 
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3) SYSTEMS IN PLACE  

Poor processes can slow down growth. Do your processes enhance your 

candidate and client acquisition rate or damage it? Do you have the right 

processes in place to ensure you deliver?  

Build processes to support your strategy and don’t neglect the tools you 

have available to you. Identify any areas of  your usual day to day tasks where 

your time could be better served.  

Look at your systems from the point of  view of  an outside investor. Keep 

in mind your end goals for the business and ensure your processes add     

value.  

 

By working together with Cooper Curtis, we take you from having no 

systems in place and being inefficient to running a streamlined     

business. Have control of  your invoicing, bank accounts, expenses, 

anywhere, at any time.  

See the benefit of  having management information in REAL TIME 

 

4) GET A GRIP ON FINANCES   

It’s easy to lose sight of  the financial side of  things when tied up in the    

talent cycle, and it’s surprising how many agencies neglect to set aside funds 

for taxes and rebates. Open an interest bearing account to set aside these 

amounts. 

Something a lot of  Recruiters fail to do, is to budget for those times a    

permanent placement falls through.  

 

By having Cooper Curtis as your business advisors, we help you     

understand the numbers and can advise you about the percentages 

you should be setting aside for your current tax situation and making        

contingency plans.  
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5) WORKING SMARTER  

Your efforts in attracting, selecting & securing talent could be lost if  you do not 

optimise your ROI so you can be sure you spend your time and money on     

whatever creates the best results. 

Reduce client and candidate sourcing costs by regularly reviewing which          

expenses are adding value, whether it be targeted locations, industry, technology, 

marketing and outsource costs.  

 

Time spent on a job is a key driver of  Revenue & Profits for a Recruiter. 

Cooper Curtis can work closely with you on this to eliminate wastage.   

 

6) KNOW YOUR WORTH 

Your Recruiter career is evolving, your skills are honed, and your processes are 

better, so don’t be afraid to increase your placement fees and be persistent on 

price. Find your niche and stick with it.  

And don’t forget to nurture current client relationships as well as new ones.  

 

7) SCALE UP  

Once you have all the above in place, you can look to see whether you choose to 

grow your business.  This could be taking on employees, or moving to a bigger    

office.  

Remember, you may be working towards business exit, so keep the potential        

investor in mind when deciding to scale-up.  

 

Cooper Curtis can help you on your decision to scale-up with an exit        

strategy in mind. We also have specialist legal contacts in the industry.  
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8) MEASURE YOUR RESULTS  

Note that by measuring your results over a set time, you can see what has worked 

from all your efforts.  

 

We can help you with all aspects of  business reporting to identify any areas 

of  improvement or highlight opportunities.  

 

9) REMEMBER IT’S AN ONGOING PROCESS 

The recruitment markets and technology change at a phenomenal rate in your      

industry. 

Remember to set aside time to review your strategy and practices regularly.  

 

10) TIME OUT  

And don’t forget if  you enjoy what you do you can get better results! Outsource 

the bits you don’t like doing if  your time is better used elsewhere.  

 

Remember to take short breaks to recharge and focus your mind better. 
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To book your free 10 minute chat with an experienced                

Recruitment Agency advisor email info@coopercurtis.co.uk 

Our solutions help you to streamline, 

maximise your earnings potential, and 

gain business clarity 
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