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Before You Reach Out
Passive candidates evaluate the sender before they read the message. The profile, the brand, and the 
research behind the outreach determine whether the conversation starts.

Prepare your employer presence
�  C
onfir
m y
our 
Link
edIn
 co
mpa
ny p
age 
refle
cts 
curr
ent 
posi
tioni
ng 
and 
cult
ure.

�  
Audit 
the 
care
ers 
pag
e: d
oes 
it de
scri
be 
a 
real 
plac
e to 
wor
k, 
or 
list 
job 
duti
es?



�  Id
entif
y 
3-5 
emp
loye
e st
orie
s, te
stim
onia
ls, 
or pr
oof 
poin
ts 
to h
ave 
read
y.

Research the candidate before contact
�  C
hec
k 
the 
can
dida
te's 
profi
le 
for r
ece
nt a
ctivi
ty, c
aree
r mo
vem
ent, 
and 
publ
icati
on.

�  
Look 
for 
mut
ual 



con
nect
ions
 wh
o 
can 
facil
itate
 an i
ntro
duct
ion.

�  Id
entif
y 
one 
spe
cific 
asp
ect 
of th
eir 
wor
k to 
refe
renc
e in 
the 
first 
mes
sag
e.

Build your Boolean search strings
�  P
repa
re s
earc
h str
ings
 for 
Link
edIn
 targ
etin
g titl
e, fu
ncti
on, i



ndu
stry,
 
and 
loca
tion.

�  Id
entif
y rel
eva
nt gr
oup
s, c
om
mun
ities
, 
and 
conf
eren
ces 
whe
re 
this 
profi
le is 
acti
ve.
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The Outreach Sequence
Passive candidates are not looking. Every touchpoint must give them a reason to look - not at the job, but at 
the conversation.

First contact - personalized, specific
�  
Use 
the 
can
dida
te's 
nam
e 
and 
refe
renc
e 
one 
spe
cific 
asp
ect 
of th
eir 
wor
k.

�  
Name 
the r
ole, 
the 
org
aniz
atio
n, 
and 
why 
their
 bac
kgro
und 
is re
leva
nt 
to it.

�  



Keep 
the 
first 
mes
sag
e un
der 
100 
wor
ds. 
One
 ask
: a c
onv
ersa
tion,
 not 
a co
mmi
tme
nt.

�  
Do 
not 
past
e a 
job 
des
cript
ion 
into 
the 
first 
mes
sag
e.

Follow-up sequence (if no response)
�  
Wait 
5-7 
busi
nes
s da
ys b
efor
e a 
sec
ond 



touc
hpoi
nt.

�  C
han
ge 
the 
cha
nnel
 for 
the 
sec
ond 
cont
act (
ema
il 
vs. 
Link
edIn
).

�  
The 
third
 tou
chp
oint 
clos
es 
the 
seq
uen
ce: 
ack
now
ledg
e th
ey 
may
 not 
be l
ooki
ng, 
and 
leav
e 
the 
doo



r op
en.

�  
Do 
not 
sen
d m
ore t
han 
thre
e un
soli
cite
d co
ntac
ts.

Building the relationship
�  
Add 

can
dida
tes 
to a 
tale
nt p
ool 
with
 a n
ote 
on t
heir 
profi
le 
and 
next
 che
ck-
in d
ate.

�  
Set 
a 
90-
day 
remi
nde



r for 
non
-urg
ent 
can
dida
tes 
who
 wer
e 
not r
ead
y to 
mov
e.

�  
Share 
one 
piec
e of 
rele
vant
 ind
ustr
y co
nten
t or 
com
pan
y ne
ws 
per 
qua
rter 
- 
not 
anot
her 
job 
post
ing.

�  
When 
a ca
ndid
ate r
efer
s so



meo
ne, 
clos
e 
the l
oop 
with
 the
m di
rectl
y.
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The numbers behind the method.

60%+
Fortune 500 companies trust us with executive selection

85%
First-year retention on placed executives

1999
The year Steve Lowisz founded Qualigence
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