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The challenge: Falling recruitment revenues

-11.2%

==Print
Online
- Total revenue

Over three years

Print down 22%

Online down 24%

Total down 23%




20" Century

Job-seekers go to
printed listings




1990's
Job-seekers go to
giant job board
websites like

Monster and
CareerBuilder




Early 2000

Job-seekers go to
Google, niche sites,
specialty sites, job
aggregation sites.




2000 - 2010

Job-seekers use mobile
phones to search and

apply.

Tap into online social
networks to find jobs and
candidates.




Today

Employers want

Better results
Easier solutions

Pre-qualified
prospects

Reach passive
job-seekers




Strategy to meet staffing

needs of all our community Sourcing and
Staffing

‘ e Target active and

passive anywhere

on the web
ictri ' e Prequalified
Distribution candidate and job
 Post listing in leads
multiple places e Candidate
: _ e Niche job boards matching
Slmple POStlng e Social Channels ° Branding Solutions
e Listing in . Targgt Passive
print/online candidates

e Help job post stand
out







We needed to do something
different!

We made a strategic move away
from our national job board
partnership to a local solution with
national reach!




Our Localized Product




Traffic Result

= Traffic stable (but it's our
traffic)

= Month over month increases
in job seeker activity

= 50% increases in resume
database

= 60% increases in job alerts




Employer Results

» Immediate increase in the
number of self service ads
taken.

= Less candidates but the
candidates are local high
quality candidates.

= Struggling with some
specialty categories in some
markets.




Revenue/Sales Results

= Significant decreases in vendor costs
= Allowed us to offer lower rate packages

= Reallocate savings to build an employment specialist team

= Markets with increases in active accounts are also seeing increases in revenue
= No block lists

= Continue marketing

= Revenue
= Picking up momentum

= 2015 budgeted up 5% recruitment




Success Stories

"We didn’t lose any customers during the transition. Our customers use us
because we have long standing relationships and trust built. As long as we
deliver them results, they really don’t care what our platform is.” — Jacksonville
Sales Manager

"We can now service the small business categories and they are getting their
positions filled through us.” — Athens Sales Rep

"The diversity network is working great. | have approval to run 6 more job listing
on the diversity and spotlight package” — HR for a local financial institution

"I have a local trucking company that for the first time in 10 years, we have been
able to fill every trucking position for them.” - Topeka Sales Rep




Questions?







Maximize Featured & Spotlight Upsells

* Bundle together,
since featured listings
also appear in
faceted search just
below spotlight
listings

* Price them
competitively

« Target by search
criteria (location,

property type,
market)



Can You Expand Your Market?

- Advocate’s
expansion across
the state

 Created New
Orleans &
Acadiana versions

 New revenue
opportunities from
agents & brokers in
each community



Leverage Open House Enhancements

New revenue stream for
most sites - post by date
and location

Ad opp for brokers &
agents with special
duration pricing



Give Rentals Their Own Focus

New distinct revenue
stream

Leverages CAM data
most effectively

Browse by property type,
such as condos, vacation
homes, commercial &
more

Creates multiple ad
opportunities, including
sponsorships



Maximize Your Media Kit

Clearly communicate your
unique audience and value
proposition to agents &
FSBOs

Outline upsells, bundled
products, special offers,
featured banners, etc.

Make buying online easy
through a straightforward
e-commerce application

Use e-commerce postings
as a lead-generation
source and follow-up



Offer Builder/Community Directory & Profiles

Target and attract apartment complexes, communities

and new builders and developers

Community profiles to highlight specific apartment

complexes, communities or new home developments
Listings linked to Community Profile

Profiles can be sent via Print feed




Embrace the Flexibility of Widgets

Reach visitors wherever they
wander with targeted widgets:
» Search the RE database
» Preferred Agent profiles
» Open House announcements
 Featured Home photos

Proven method for driving traffic
from non-real estate pages to
your real-estate database

Widgets should be tailored to
meet specific criteria, such as
price, location, waterfront, etc.

 Eg., create a Featured Home widget
showing only golf course properties
in a key zip code selling for $500,000
and up



Widgets Can Be Sponsored

Additional opportunity to sell advertising
Contextually target by search parameters

Can be priced high due to
Premium/Exclusive placement

Leverage social media with a
Twitter widget




Questions?




AVOID STEPPING INTO A GREAT MAN'S SHOES



BUILD THE BRAND FIRST



JUMP BALL



IT'S NOT AN EITHER
OR SITUATION



SHOW ME THE
MONEY



COST-PER-UNIT-SOLD



A REAL PRODUCT DISTINCTION



PERFORMANCE GUARANTEE



TRAINING



QUESTIONS



Jim Lawyer

BestRide.com
Director of Automotive

518-321-4547
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