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Level 4 Diploma in Recruitment Management
RECTC 4-3 – Principles of Relationship Management in Recruitment
Past exam paper
Time allowed:  60 minutes
50 marks

· Students are required to answer all questions

· Marks allocated to each unit and question are clearly shown 

· Where appropriate bullet points can be accepted

· Do not penalise students for grammatical/spelling errors

· Annotate the MS where additional, relevant answers are given by students

· Mark in red ink

· Ring totals for each of the questions and transfer to front cover

· Indicate you have seen each and every page by marking in red ink

· Do not add personal comments about student performance

· Alert REC to any suspicion of collusion, dyslexia or other problems

· Keep an independent record of student marks in case of mislaid scripts

· Alert REC to any comments, notes etc., in script from student
Claudia is an experienced IT specialist recruiter. She focusses on the IT Security and Cloud computing niches.

1.  
Claudia understands that to develop a networking strategy it is necessary to consider her professional goals and how she can set complementary networking goals. Her training manual lists four key considerations to help a recruiter achieve these goals. These include:
· what is my personal brand? 

· what advice is needed to reach these goals?

· what value can I add to others?

What is the other key consideration?













(1 mark)
Award 1 mark for the following:

A
What actions are needed to reach these goals?











(1 mark)

R
Accept any other reasonable answer













(1 mark)

AC 1.1  

2.  
Professional and networking goals are inextricably linked to each other.  

a) Write a strategic professional goal that Claudia should aim for.





(1 mark)
Award 1 mark for any one professional goal that Claudia should set such as:
A
I want to become well known to clients and candidates in my niche






(1 mark)

B
I want to build a pipeline of candidates with skills in my niche








(1 mark)

R
Accept any other reasonable answer













(1 mark)

b) Write a complementary networking goal for your answer in 2. a).





(1 mark)

Award 1 mark for an answer that complements the goal written above:

A
I will attend an expo for the IT Security and Cloud industry 








(1 mark)

B
I will talk to more relevant candidates and gain more referrals







(1 mark)

R
Accept any other reasonable answer













(1 mark)

AC 1.1 

3. a)
Claudia is thinking about attending the IP Expo, one of the largest IT Security exhibitions in the UK. Other than the time it will take her away from the office and the cost, give two reasons why this might not be a good use of her time. 

































(2 marks)
Award 1 mark for each of two from the following:

A
The exhibitors are likely to be sales people for their company so are looking to 




(1 mark)

push their products / services not talk about recruitment











B
Decision makers may not be present













(1 mark)

R
Accept any other reasonable answer













(1 mark)

AC 1.2 

b) Despite these reservations, her manager encourages her to attend to try and grow her network in this niche. Claudia attends, meeting several people with whom she wants to develop a professional relationship. 

The following day she sends them an invitation to connect on LinkedIn.

Give two important elements that her LinkedIn invitation should contain?






















(2 marks)
Award one mark for each correct answer up to a maximum of two:

A
Refer to their meeting the day before at the Expo










(1 mark)

B
Explain why she feels it would be beneficial to connect









(1 mark)

R
Accept any other reasonable answer













(1 mark)

AC 1.3 

4. Claudia’s LinkedIn profile needs updating.  Her colleague Mark uses LinkedIn very extensively. He is considered to be an expert in its use and also coaches others in how to use it effectively.

What advice should Mark give Claudia under the following headings:



a)  
Endorsements?

















(2 marks)

Endorsements:

Award up to 2 marks from the following:

A
List at least 10 of your core skills so that others can endorse you. Start to endorse 



(2 marks)

others first to encourage them to endorse you


R 
Accept any other reasonable answer













(2 marks)

b)  
URL?



















(2 marks)

URL:

Award up to 2 marks from the following:

B
Customize the URL to make it easily to share and look professional. It’s good to



(2 marks)

 use your profile name



R
Accept any other reasonable answer













(2 marks)

c)  
Summary?


















(2 marks)

Summary:
Award up to 2 marks from the following:

C
Humanise the story of you – say who you are and what you have done and speak


 
(2 marks)

in the first person

D
Include your phone number, twitter handle and blog URL if appropriate 





(2 marks)

R
Accept any other reasonable answer













(2 marks)

AC 1.4 

5. A few weeks later, Claudia talks to the HR Director at Cirrus & Nimbus Security (CNS), an IT Cloud Security services company.  She met with the HR Director of CNS at the Expo they connected on LinkedIn. 

The HR Director tells her that CNS has always hired its people through referrals from existing employees, but to meet its expansion plans he thinks he will need to consider using an external recruiter.  
At which stage of the buying process is he? 












(1 mark)

Award 1 mark from the following :
A
Evaluating alternatives

















(1 mark)

R
Accept any other reasonable answer referring to the client looking at alternative 
(1 mark)

strategies


AC 2.1 

6. Why does the buying culture of a company commonly reflect its sales culture?



























(3 marks)

Award 1 mark for each of three along the lines of the following:
A
The company leaders will endeavour to create a culture within the organisation as




(1 mark)

a whole
























B
This culture will be disseminated down through managers of different divisions or




(1 mark)

departments …





















C
… to create a harmonious organisation where all employees believe in the same 




(1 mark)

values
























R
Accept any other reasonable answer














(1 mark)

AC 2.2 

7. One of Claudia’s clients is considering engaging the services of an RPO to manage its recruitment. Claudia explains that there are some potential business risks to the client should they decide to go down this route.

She mentions “loose definition of an RPO”, “cost” and “employer branding”. Outline three other potential business risks, should the client choose an RPO option.



































(3 marks)
Award 1 mark for each of three from the following:
A
Lack of competition

















(1 mark)

B
Pre-existing issues with recruitment process that will not be solved by an RPO 




(1 mark)

solution























C
Failure to deliver 


















(1 mark)

D
Engagement – there may be a disconnect between the client and RPO staff and a



(1 mark)

lack of knowledge about the client’s business strategy










R
Accept any other reasonable answer













(1 mark)

AC 2.2, 2.3, 2.4


8. Claudia’s client decides to initiate a competitive tender process. Why would they issue a PQQ to potential bidders before they formalise an ITT?










(2 marks)
Award 1 mark for each of two from the following:
A
The PQQ will establish a base line of competence and relevance for the recruiters 



(1 mark)

who can meet pre-defined criteria

















B
The ITT will then allow companies who meet the minimum requirement to bid for the 


(1 mark)

contract in more detail, – leading to fewer ITTs to assess









R
Accept any other reasonable answer













(1 mark)

AC 2.2 

9. Despite her best efforts, Claudia believes that the HR Director would prefer to work with another recruiter, though he is prepared to keep an open mind. 

What term is best used to describe this type of buyer?









(1 mark)
Award 1 mark for identifying the following:
A
Passive opponent


















(1 mark)

AC 2.2 

10. When a recruiter is looking to develop strategic relationships with a client, the client needs to support the recruiter’s efforts and want to work with the recruiter at a strategic level. 


Other than a failure to deliver the right placements, give three reasons why a strategic relationship between client and recruiter may fail.













(3 marks)

Award 1 mark for each of 3 from the following:
A
Unfocussed approach

















(1 mark)

B
Inadequate client research undertaken













(1 mark)

C
Relationship is more transactional than consultative










(1 mark)

D
Feedback is not sought or given














(1 mark)

E
Clients are focused on price rather than value











(1 mark)

R
Accept any other reasonable answer













(1 mark)

AC 2.3, 2.4, 2.5





11. Another of Claudia’s contacts works for a company that is:
· Lacking in customer engagement

· Do not know its market penetration

· Unsure of how it can develop their offering

· Seeking crowd funding

a) At which stage of the business life cycle is this company most likely to be?























(1 mark)

Award 1 mark for identifying:
A
Seed stage



















(1 mark)

R 
Accept any other reasonable answer (such as start-up)









(1 mark)

b)
Another of Claudia’s clients is achieving steady sales numbers, despite tough competition. The client has had a number of changes in its senior management team, which has led to a change of strategy.

Give three challenges Claudia is likely to face with this client at this point in the business life cycle.










































(3 marks)

Award 1 mark for each of three from the following:

A
Client likely to look at reducing costs – including recruitment fees







(1 mark)

B
Procurement may take a stronger role and demand greater value







(1 mark)

C
Changes in senior management may lead to a change in strategy







(1 mark)

D
Other recruitment providers / methods may be considered








(1 mark)

E
Falling sales may lead to redundancies and reduced recruitment







(1 mark)

R
Accept any other reasonable answer













(1 mark)

AC 2.4, 2.5 


12. Claudia always strives to develop strong relationships with her candidates, where both parties feel that they are helping each other and promoting mutual best interests. What is meant by the ‘emotional bank’ in this context?




































(2 marks)

Award up to 2 marks for an answer along the lines of:
A
Relationships are seen as a series of deposits and withdrawals from the emotional 



(2 marks)

bank. Too many withdrawals result in an overdrawn account which can lead to 
negative  feelings for the other party

AC 3.1 

13. What is the one thing that a recruiter should always look for in every candidate and client conversation?










































(1 mark)

Award 1 mark for:
A
Opportunity



















(1 mark)

AC 2.3, 2.4, 3.1, 3.2, 3.3






14. Claudia proactively tries to build talent pipelines.  She knows that this will reduce time to fill vacancies, identify the right talent early and minimise business disruption caused by new vacancies. 

Briefly explain two other reasons why Claudia should continue to proactively develop talent pipelines.






















(4 marks)
Award up to 2 marks for each of two from the following:
A
Prevent superstar talent from slipping away 











(2 marks)

B
Strengthen your personal and employer brand by continually engaging with 




(2 marks)

prospective candidates



















C
Keep up to date with changes in candidate circumstances, and industry news




(2 marks)

R
Accept any other reasonable answer













(2 marks)

AC 3.2 

15. When attracting candidates, what is meant by ‘secondary sourcing’?





(2 marks)
Award up to 2 marks for the following:
A
Sourcing candidates through networking, Boolean searches on the internet and 



(2 marks)

databases


AC 3.3, 3.4 

16. What does the REC define as ‘compliance with regulation; honesty and respect for the equitable treatment of others with integrity of social responsibility’?








(1 mark)

Award 1 mark for:
A
Ethical conduct (in candidate / client relationships)










(1 mark)

AC 3.4


17. Claudia uses company research and networking to research salary and benefits packages in order to offer advice to candidates. Give three other sources could she use?






























(3 marks)
Award 1 mark for each correct answer, up to a maximum of 3:
A
Salary surveys



















(1 mark)

B
Job adverts



















(1 mark)

C
Candidates



















(1 mark)

R
Accept any other reasonable answer













(1 mark)

AC 3.5 
18. Claudia’s clients are always telling her that they would prefer her to send passive candidates to them.

a)
What is the most likely reason why they would value a passive candidate so highly? 























(2 marks)
Award up to 2 marks for:
A
A passive candidate is less likely to have multiple current job applications 





(2 marks)

R
Accept any other reasonable answer













(2 marks)

b) Give three potential disadvantages to Claudia of focussing on attracting passive candidates.

























(3 marks)

Award 1 mark for each of three from the following:
A
More selective about which opportunities to pursue










(1 mark)

B
Will often need a financial incentive to move 











(1 mark)

C
Is more time consuming to attract














(1 mark)

D
Need more encouragement throughout the process










(1 mark)

E
Need the client to sell the opportunity













(1 mark)

R
Accept any other reasonable answer













(1 mark)

AC 3.3 
19. If Claudia believes that a candidate is being unrealistic in their job search, what should she do?
























(2 marks)

Award 1 mark for each of two from the following:
A
She should challenge the candidate














(1 mark)

B
Ask more questions to uncover more facts












(1 mark)

C
Coach the candidate

















(1 mark)

R
Accept any other reasonable answer













(1 mark)

AC 3.5 

(Total: 50 marks)

​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​
END OF QUESTIONS
​​​_____________________________________________________________________________________
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