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AttractingSurvey results



Survey results

Are you responsible for recruitment? What is your current vacancy rate for care-workers 
and support workers?



Survey results

What % of your recruitment budget is spent on: How much time do you devote to recruitment?

Advertsing
25%

LinkedIn
19%Agencies/  

Consultancies
25%

Don't know
14%

Other 
17%



Survey results

How high is recruitment and retention on your organisation’s
priority list?

How much does it cost your organisation
for each unfilled vacancy?



Survey results

What recruitment marketing initiatives have you tried recently and what was the outcome?



Market plThe market place



Recruitment market



Skills for care

Average vacancy rate = 7.3%
112,000 vacancies at any one time



Setting the scene by the BBC

Where is the good news?



Stand Ou#1 How to stand out in a 
crowded market place 





Clinical Advisors

TOTAL IMPRESSIONS: 911,098

TOTAL CLICKS: 5,522

SPLASH PAGE USERS: 2609

OFFERS MADE: 13

https://huc-clinicaladvisors.com/


Audience#2 Reaching new audiences



Reaching new audiences - Personas



Multi-channel approach  

CAREERS 
WEBSITE



Diversity #3 Targeting under-
represented groups



L&Q inclusion week



“This work is highly valued at L&Q, and it’s 
amazing to see our people (the stars in the 
yellow chair) raising our employer brand 
profile on social media - it all fits together 
so well. I get people asking me when the 
next instalment is and asking if they can 
appear in the yellow chair. Internally and 
externally it’s all making a very positive 
impact”.

Chris Gillam, 
Assistant Director HR, L&Q

Yellow chair video profiles
The Yellow Chair has become an emblem of our
communications. We have taken it on tour to film
L&Q people telling us their stories. Each location
ensures the chair stands out incongruously and the
stars bring along possessions from outside of work. 
They describe the reasons that make L&Q an 
employer of choice.

https://www.youtube.com/watch?v=adpso0PwYwA&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=46&t=0s
https://www.youtube.com/watch?v=WMFfPRP44Ac&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=87&t=0s
https://www.youtube.com/watch?v=UIEK6voJJS8&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=67&t=0s
https://www.youtube.com/watch?v=A0DHygHGZ9I&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=5&t=0s
https://www.youtube.com/watch?v=bNBIaaOvlWM&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=40&t=0s
https://www.youtube.com/watch?v=tl3-G4MVsoY&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=82&t=0s
https://www.youtube.com/watch?v=5pNM6fWxVVM&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=54&t=0s
https://www.youtube.com/watch?v=U6O1FdmoZfw&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=4&t=0s
https://www.youtube.com/watch?v=AL3QovkoljE&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=34&t=0s
https://www.youtube.com/watch?v=5dzg9RB9WnM&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=6&t=1s
https://www.youtube.com/watch?v=5L8HsANOkHA&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=60&t=0s
https://www.youtube.com/watch?v=WIhjJtWpUs0&list=PLVVxq_GZ9VQQto4UpEFu2Ua8TYdXL5YVV&index=7&t=0s


Top tips# 4 Top Tips – Dos and 
Don’ts



5 easy wins to develop an attraction strategy

1.
Agree a set 

of objectives 
(perhaps do 

your own 
SWOT).

2.
Identify your 

target 
audience and 
put yourself 

in their shoes 
(talk to your 

team).

3.
Take a critical 
look at your 
materials: 
website, 

social 
channels, 

adverts, role 
profiles.

4.
Take a look at 

other local 
employers –

what are 
they doing 

and saying?

5.
Measure the 

impact of 
your work.



5 easy wins to develop an attraction strategy

DON’T:

• Set impossible targets
• Make promises to candidates you can’t keep
• Just focus on the positives of the role
• Delay your communications & actions
• Leave any stone unturned
• Ignore your competitors
• Do anything without being able to measure the result
• Use more words than you need to



5 easy wins to develop better tactics

1.
Encourage 
employee 
advocacy 

(your people 
saying 

positive 
things).

2.
Use your 

owned and 
earned (free 

channels) 
first.

3.
Announce-

ment or 
advert?

4.
Understand 
your target 
audience 

(talk to them, 
they’re 

working for 
you)

5.
Is your 

process user 
friendly?



5 easy wins to develop better tactics

DON’T:

• Under-estimate the power of word of mouth
• Spend money on advertising until your own channels are vibrant
• Just announce jobs
• Write for everyone
• Make the process cumbersome and onerous for candidates or you
• Be too formal – it’s not very welcoming



The collaborators

Is there a collective need that you could overcome together?
What are your common challenges?
Is your voice and reach stronger together?
OR
Do you view each other as competitors?



Stand Ou#5 Case studies



https://ofgem-careers.org.uk/


Airbus fly 
your ideas
Driven by the need to attract 
graduates from all backgrounds 
we devised a global student 
challenge. Through this initiative 
Airbus were able to engage with 
more women and a much wider 
reach of international 
candidates from over 100 
universities. FYI also featured at 
Innovation Days, demonstrating 
to customers how they were 
investing into the future of 
aviation.



CMA – Candidate collateral 



CMA – Recruitment advertising 



Thank youThank you
Adam Winterton: 
adam@dawsonwalker.co.uk
+44 (0)7969 558068

Katie Drake: 
katie@dawsonwalker.co.uk
+44 (0)7377 184139

mailto:adam@dawsonwalker.co.uk
mailto:katie@dawsonwalker.co.uk
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