
LEAD NURTURE CALL PLAYBOOK
On average it takes between 5 to 8 touches to convert a prospect into a customer. This is just as true when 
we consider the leads we are nurturing. A lead could be a variety of different things – an open vacancy, 
a backfill, a known hirer of temps, a great boss to work for, a growing business, a challenged business, 
relocations, new premises, new legislation impacting an organisation. Getting good at dealing with each 
requires a nurture process.

THINKING TO ADOPT

 ■ Leads are to be nurtured and not chased like rabbits

 ■ When a client says “no, we don’t need your help” they mean “not yet” 

 ■ A job isn’t filled until the probation period is over 

 ■ Good clients want to work with good agencies – qualification is two way. Be a prospect 
not a suspect.

QUESTIONS

 ■ What impact will this have on your team?

 ■ What will happen if you fail to hire?

 ■ How important is it that you get the right result?

 ■ Who else will this affect?

 ■ What can I do to become a potential recruitment partner?

PRE-CALL PLANNING GOAL POTENTIAL HAZARDS ADVANCES

What do I know about this 
lead? Who can I talk to, to 
find out more? 

Am I talking to the right 
person about the right 
subject. HR will care little 
for a candidate sell in

What can I do to warm the 
call up so it goes better?

What can I use to support 
me during and after the 
call?

Qualify the lead and the 
current situation

Build rapport and focus 
on the person I am talking 
to, rather than just the 
lead

Get commitment – 
realistic to the current 
situation

Present myself as a 
prospect supplier

Secure a Zoom discovery 
meeting

No time to talk – Book 
slot or side step “in my 
experience, there’s never 
a good time to talk 
to someone like me..” 
Reconsider your intro, are 
you inviting this rejection?

Evasive and not willing to 
engage – Step away and 
try another contact. Come 
back to this person in the 
near future

Already have an agency in 
play – get feedback and 
find out where they are in 
the process. Set a future 
call back at the right fence 
on a job lead

The lead has yet to have 
created a job need – 
qualify timeline and the 
milestones that could 
trigger recruitment

Can’t get gold of them – 
use the waterfall – try at a 
different time of day. No 
message. Send a <20 word 
email.

Progress to Zoom 
meeting to complete 
discovery call and present 
case study

Request for information 
about your agency

Get referred to another 
manager

Advance to recruitment 
planning and talent 
discussion


