AIRS New Course Helps Recruiters Find Clients and Make Placements
Wilder, VT - August 6, 2001 - For almost a decade, recruiters juggled more job orders than they could handle. The recruiting world has changed and today finding new clients is priority one. To help recruiters find companies who are still hiring amid this year's tech meltdown and general market downturn, AIRS - the leader in e-recruitment training, tools and information services - has launched a set of new initiatives called AIRS Client Development Strategies.

"The recruitment industry hasn't had to worry about finding clients since the early 90s. Few of today's recruiters have ever seen a market where job orders aren't plentiful and clients aren't beating down the door begging for help. New economy recruiters have suddenly come face-to-face with an old economy problem: finding healthy companies with job orders or finding new clients in a new sector," says Michael Foster, CEO of AIRS. "AIRS Client Development Strategies teaches that finding the right sectors, companies and decision makers involves a search process similar to finding the right candidates. There are more than 10 million companies on the Web - and every one leaves a trail of press releases, financial information, job postings, discussion threads and hidden documents."

Recruiters will learn how to use AIRS search strategies and competitive intelligence techniques to find hot industry sectors, the companies that are hiring and the managers with budget authority to make a hiring decision. AIRS Client Development Strategies also helps recruiters:

* Identify the ideal recruiting market sector

* Sort through companies in each sector in minutes

* Map the hiring hierarchy of any company

* Position candidates to make the placement

* Build long-term value-added relationships with employers

* Sell candidates and close the deal in less time

"Even in the worst markets, some companies in each sector are hiring. In fact, a company announcing layoffs may be simultaneously recruiting for other key positions," says Bill Craib, Director of Research and Development at AIRS. "Recruiters who apply AIRS Client Development Strategies can find those hidden opportunities, match the candidates they have on hand to the organizations that need them and make placements before their competitors realize an even opening exists."

AIRS Client Development Strategies courses start August 8, 2001, and are offered online through AIRS e-learning and as customized, on-site corporate training. For more information, please go to http://www.airsdirectory.com/products/training/client_development/
About AIRS
AIRS is the largest provider of e-recruitment training services worldwide as well as a leading software tools and recruitment media company. With seminars and workshops that span the recruitment landscape, AIRS Training has helped over 22,000 recruiters and high growth companies, including a majority of Fortune 500 firms, craft their e-recruitment strategies. In addition, AIRS award-winning SearchStation software is installed on more recruitment desktops than any other candidate-hunting application, AIRS News reaches over 30,000 recruitment desktops with daily newsfeeds and the AIRS e-Recruitment Knowledgebase is the most widely visited vertical portal in the recruitment industry. 
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