STUDENT OUTLINE

ANALYZE RECRUITING DATA

BRC 69

LEARNING OBJECTIVES:  

     a.  TERMINAL LEARNING OBJECTIVE:  With the aid of references,  during a period of  

     practical application or while on a field exercise analyze recruiting data in accordance with 

     Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19)

     b.  ENABLING LEARNING OBJECTIVE:

          (1)  Without the aid of references,  identify in writing  the purpose of a recruiter analyzing the 

          results of recruiting activity accomplished on a daily, weekly and monthly basis in accordance 

          with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19a)

          (2)  Without the aid of references,  identify in writing the purpose of a recruiter setting objectives 

          on a daily, weekly and monthly basis in accordance with Guidebook for Recruiters Volume I,  

          MCO P1130.76.  (8411.4.19b)

          (3)  Without the aid of references,  identify in writing the purpose of the data analysis worksheet  

          accordance with Guidebook for Recruiters Volume I, MCO P1130.76. (8411.4.19c)

          (4)  Without the aid of references,  identify in writing the purpose of the recruiting objective sheet 

          in accordance with Guidebook for Recruiters Volume I, MCO P1130.76. (8411.4.19d)

          (5) Without the aid of references,  identify in writing when the recruiter prepares the data analysis 

          worksheet in accordance with Guidebook for Recruiters Volume I, MCO  P1130.76.  (8411.4.19e)

          (6) Without the aid of references,  identify in writing  when the recruiter prepares the recruiting  

          objective sheet in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.    

          (8411.4.19f)

          (7) Without the aid of references,  identify in writing the definition of the term standard of 

          effectiveness in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.     

          (8411.4.19g)

          (8) Without the aid of references,  identify in writing the purpose of computing  the standard of 

          effectiveness in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.   

          (8411.4.19h)

          (9) Without the aid of references,  identify in writing  how to compute the standard of    

          effectiveness in accordance with Guidebook for Recruiters Volume I, MCO P1130.76. 

          (8411.4.19i)

          (10) Without the aid of references,  identify in writing how to compute the 3 month average 

          standard of effectiveness in accordance with Guidebook for Recruiters Volume I, MCO 

          P1130.76.  (8411.4.19j)

          (11) Without the aid of references,  identify in writing  the definition of the term business   

          percentage in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.               

          (8411.4.19k)

          (12) Without the aid of references,  identify in writing the purpose of computing the business 

          percentage in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19l)

          (13) Without the aid of references,  identify in writing  how to compute the business percentage in 

          accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19m)

          (14) Without the aid of references,  identify in writing how to compute the 3 month average  

          business percentage in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.   

          (8411.4.19n)

          (15) Without the aid of references,  identify in writing  the definition of the term closing ratio in 

          accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19o)

          (16) Without the aid of references,  identify in writing the purpose of computing the closing ratio  

          in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19p)

          (17) Without the aid of references,  identify in writing how to compute closing ratio in accordance 

          with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19q)

          (18) Without the aid of references,  identify in writing how to compute 3 month average  closing  

          ratio in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19r)

          (19) Without the aid of references,  identify in writing  the definition of the term sales ratio in 

          accordance with Guidebook for Recruiters Volume I, MCO P1130.76. (8411.4.19s)

          (20) Without the aid of references,  identify in writing the purpose of computing the sales ratio in 

          accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19t)

          (21) Without the aid of references,  identify in writing how to compute sales ratio in accordance 

          with Guidebook for Recruiters Volume I, MCO P1130.76. (8411.4.19u)

          (22) Without the aid of references,  identify in writing how to compute 3 month average sales 

          closing ratio in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.   

          (8411.4.19v)

          (23) Without the aid of references,  identify in writing  the definition of the term interview 

          objective in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  

          (8411.4.19w)

          (24) Without the aid of references,  identify in writing how to compute the interview objective in 

          accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19x)

          (25) Without the aid of references,  identify in writing  the definition of the term new working 

          applicant objective in accordance with Guidebook for Recruiters Volume I, MCO  P1130.76.  

          (8411.4.19y)

          (26) Without the aid of references,  identify in writing how to compute the new working applicant 

          objective in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19z)

          (27) Without the aid of references,  identify in writing how to compute the activity  objectives in 

          accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.19aa)

1.  The purpose of a recruiter analyzing the results of recruiting activity  accomplished on a daily, weekly and monthly basis is to determine the level of effectiveness in each activity, also to see how his/her effectiveness has increased (decreased) over a period of time (daily, weekly, monthly).














2.    The purpose of a recruiter setting objectives on a daily, weekly and monthly basis, is to use them as a gauge in determining if the amount of activities he/she is doing will be enough to accomplish their mission for the week/month.









3. The purpose of the data analysis worksheet is to assist the recruiter in making the computations necessary to determine how effective he/she was, in prospecting, screening, selling, and processing. The information (data) used to prepare the Data Analysis Worksheet is obtained from the end of the months' data, located on the back of the Schedule & Results Sheets, under Recruiting Results".

4.  The purpose of the recruiting objective sheet  Is to set guidelines   to accomplish objectives for the upcoming week/month, Interview, New Working Applicant and  Activity Objectives. The information (data) used to prepare the Objective Sheet comes directly from the Data Analysis Worksheet.

5.  The data analysis worksheet is prepared at the end of each month by every recruiter.
















6.  The recruiting objective sheet is prepared by every recruiter upon completion of their Data Analysis Worksheet, at the end of each month.





7.   The term standard of effectiveness (SOE) means the number or amount of each prospecting activity you had to accomplish to get one interview from each activity.

8.  The purpose of determining the standard of effectiveness is to tell the recruiter how much of each activity must be conducted to get one interview.

9. The recruiter will compute a standard of effectiveness (SOE) for each of the four prospecting activities (TC, AC, HV, OT) for a given month by dividing the total number of the activity conducted, by the total number of Interviews held from that activity.  When computing the standard of effectiveness (SOE) always round up to the next whole number, (e.g., 98.9 = 99, 99.01 = 100).

EXAMPLE:


GETTING THE STANDARD OF EFFECTIVENESS (SOE)


1ST MO

FOR TELEPHONE CANVASSING


1. ADD UP THE NUMBER OF TELEPHONE CALLS     

 
                895   


YOU MADE FOR THE MONTH.


2. ADD UP THE NUMBER OF INTERVIEWS YOU HELD AS A                            9

RESULT OF THE APPOINTMENTS YOU MADE BY TELEPHONE.


3. DIVIDE THE CALLS BY THE INTERVIEWS HELD.                   
                100 

10.  To calculate the three month average you will use the same procedure. Add the total activities for the three months, divide by the total interviews for the three months, and you have a three month average standard of effectiveness. When computing the SOE always round up to the nearest whole number.

EXAMPLE:

 1ST MO        2ND MO       3RD MO       TOTAL


      

   895       +        1073       +        600    +   =    2568   


      

      9        +             6       +           25    +   =       40    


  

   100                   179                    24                  65  



          3 MO AVERAGE                   TC F/1 INTERVIEW

11.  The term "business percentage" (BP) means the percentage of interviews you got from each prospecting activity.

12.  The purpose of determining the BP is to determine which activity is giving you most of your business/interviews and which activity is not giving you the desired results.

13.   The recruiter will compute a Business Percentage (BP) for  each of the four prospecting activities  (TC, AC, HV, OT) for a given month by dividing the  total  number of interviews from an activity for the month, by the total number of interviews from all  activities for the month. When Computing the business percentage always round up to the nearest hundreth .2344 = .24  .0928 = .10).

EXAMPLE:


GETTING YOUR BUSINESS PERCENTAGE (BP)



1ST MONTH


FOR TELEPHONE CANVASSING
           1.  DIVIDE THE NUMBER OF INTERVIEWS FROM TELEPHONE





       ACTIVITY BY THE TOTAL NUMBER OF INTERVIEWS                            9     = .27

       CONDUCTED DURING THE MONTH.




34
14.  To calculate the three month average BP you will use the same  procedures.  Add the total number of interviews from each activity for the three month period.  Then divide by the total number of interviews conducted from all activities.

EXAMPLE:

1ST


2ND


3RD


TOTAL




  9  = .27

  6  = .28

 25   = .54

40   = .39



34


22


 47


103

3 MO AVERAGE                  % BY TC

15. The definition of the term, Closing Ratio (CR) is the number of interviews you had to conduct to get one new working applicant .

16. The purpose of computing the CR is to tell you how effective you are converting an interview into a New Working Applicant.

17. You will compute the closing ratio (CR) by dividing the number of interviews by the number of  new working applicants. When computing the closing ratio always round up to the nearest tenth, (I.E., 2.201 = 2.3, 2.46 = 2.5).

EXAMPLE:

GETTING YOUR CLOSING RATIO (CR)




1ST MONTH


1.  ADD UP ALL YOUR INTERVIEWS (TC/OT/AC/HV)


           34



2.  ADD UP THE TOTAL NUMBER OF NEW WORKING APPLICANTS
21



3.  DIVIDE THE TOTAL OF INTERVIEWS BY THE NUMBER
  
           34   =1.7
                        OF NEW WORKING APPLICANTS.




           21
18.    To compute the three months average for CR divide the total number of interviews for the three months by the total number of  New Working Applicants for the three months.

EXAMPLE:

1ST


2ND


3RD


TOTAL




34  = 1.7

22   = 1.9

47   = 1.6

103   = 1.7



21


12


30


63
3 MO AVERAGE                  TO 1

19.  The definition of the term, sales ratio (SR) is the number of interviews you have to conduct to get one contract.

20.  The purpose of computing the (SR) is to tell you how effective you are converting an interview into a Contract.

21.  You will compute a (SR) by dividing the number of interviews by the number of contracts. When computing the sales ratio (SR) always round up to the nearest tenth,   I.E., 4.75 = 4.8  3.98 = 4.0).

EXAMPLE:


GETTING YOUR SALES RATIO (SR)                    


1ST MO


1.  ADD UP ALL YOUR INTERVIEWS (TC/AC/OT/HV).                 34



2.  ADD UP ALL THE CONTRACTS FOR THE MONTH.                   4



3.  DIVIDE THE TOTAL NUMBER OF INTERVIEWS BY                34  = 8.5



THE NUMBER OF CONTRACTS WRITTEN.                                      4

22.  To compute the three month average for SR divide the total number of interviews for the three months by the total number of contracts for the three months.

EXAMPLE:

1ST


2ND


3RD


TOTAL




34  = 8.5

 22 = 3.7

 47 = 5.9

 103 = 5.8



  4


   6


   8


 18

3 MO SR                   TO 1

23.  The definition of the term "Interview Objective" (IO), is the number of interviews you need to conduct in order to write the required number of contracts for the coming month.

24.  To compute the Interview Objective for a given month, a recruiter will multiply the Sales Ratio times your new contract goal. When computing the interview objective (IO) for a given month always round up to the next whole number I.E..  (24.2 =25  27.02 = 28)

EXAMPLE:


INTERVIEW OBJECTIVE (IO)

5.8   X               4                  =      24   /  6

         SR
NEW CON GOAL
       MO/WK

25.  The definition of the term new working applicant objective" (AO) is, the number of new working applicants you will have to develop from interviews you conduct during the month.

26.  To compute the new working applicant objective (AO), divide the monthly Interview Objective (IO) by the Closing Ratio (CR).
When computing the new working applicant objective always round up to yhe next whole number, (I.E., 8.27 = 9, 2.35 = 3 ).

EXAMPLE:


NEW WORKING APPLICANT OBJECTIVE (AO)

 


[image: image1.wmf]24

1.7 

=

15   /   4  

CR

MO/WK

IO

.

.


27.  To compute activity objectives for each of the four prospecting activities (TC, AC, HV, OT ) you will multiply the Interview Objective for the month times  SOE  times  BP . To compute the activity objectives for the month you transfer the information from part I to the spaces provided in part II, Section C, of the Objectives Sheet. When computing the activity objectives always round up to the next whole number, (e.g., 98.9 = 99, 99.01 = 100).

EXAMPLE:

ACTIVITY OBJECTIVES


TC:         24       X   65    X .39    =      609        / 153     



(IO/MO)    SOE      BP         MONTH    WEEK



OT:         24       X     9    X .06    =        13        /     4    



(IO/MO)    SOE      BP        MONTH    WEEK



AC:         24       X     3    X .38    =        28       /     7     



(IO/MO)    SOE      BP        MONTH    WEEK



HV:        24        X   22    X  .18   =        96        /  24    



(IO/MO)    SOE       BP       MONTH    WEEK
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