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HR Advantage — Recruitment Questionnaire for Prospective
Consultants

At HR Advantage we believe that a successful recruitment process is two-way. While we are seeking
expert practitioners who meet our employment profile and whom we believe will be successful working
with our Company, it is equally important that people who are considering joining us have selected us

as being the best consulting Company for them to work with.

This questionnaire is designed to help you to think through the processes involved in human resource
consulting. Itis also designed to give you in some ways a preview of the type of work and issues you
are likely to face working with us as a consultant.

It is not comprehensive but is an indicator for you to consider the different aspects of this work and how
you would interact with it.

If you would like to pursue your interest in joining our Company, please complete this questionnaire and
send it to us with your resume attached (if you have not already given this to us) as a basis for further
discussion between us as to whether we are matched to what you are seeking in your professional life
and vice versa.

Because moving into our organisation is a significant decision for you to consider in your career, this
guestionnaire will require some reflection, thought and time for you to complete. It is set out in these
sections:

Working with clients

You as a consultant

Your Human Resource Management skills and experience
Your aspirations

Consulting scenarios

Marketing

Your marketing profile

NoosrwNE

Please take the time you need, there is no time limit and when you have completed this and would like
to proceed to a more detailed discussion with us, return your completed questionnaire to our Directors
Anne Barclay abarclay@hradvantage.com.au, and John Scoble jscoble @hradvantage.com.au.

Either Anne or John will then contact you to discuss next steps.

Thanks for your interest in working with us and we look forward to talking with you further.
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Questionnaire for Prospective Consultants
Working with Clients

1. What do clients expect when they work with an external consultant?

2. What are possible ‘turn offs’ for clients in working with consultants?

3. What are the characteristics for you of an ideal consulting assignment?

4. Inyour opinion and experience, what are the key attributes of successful consultants?
You as a Consultant

1. On what basis would you measure your success as a consultant in your first 12 months?

2. Reflecting on your career what are the key experiences that you would bring to your clients as
an effective consultant.

3. What personal attributes do you have that you believe would help you to be an effective
consultant?

4. How would you like to contribute, in a personal way, to the clients and organisations that you
work with?

5. How would you go about letting colleagues and prospective clients know about your capability
as a consultant?

Your Human Resource Management Skills and Experience

1. What direct experience have you had in managing people and teams?

2. Working through this table, consider what are your key areas of expertise as a human resource
professional and in relation to your areas of expertise, which of these you would feel
comfortable with in marketing your expertise to potential clients as a consultant? — there is
room to add additional areas where relevant
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Area of expertise Strength of Expertise is sufficient
expertise to establish my
. . consulting
(hlgh,lgxe)dlum, credentials in this
area

(Yes, No, or ?)

Employee/industrial relations advice

Negotiating industrial agreements/enterprise
bargaining

Industrial Relations advocacy (IRC processes)

Culture/Change management

Workplace Health and Safety

Organisational review and structures

Grievances/disputes resolution

Conflict resolution/mediation

Team development/team building

Workplace investigations

Development and implementation of HR
policies/practices

HR strategy and planning incl. workforce
planning

Diversity management

Recruitment and selection

Facilitation and training

Your Aspirations

1. What would you like to achieve from working with a consulting team as part of a company that
you consider beneficial?

2. Outline why you want to be a consultant and the benefits that you are seeking from it?

3. How does working as a consultant with HR Advantage fit with your aspirations at this stage of
your career?

4. How does working as a consultant with HR Advantage fit with your personal aspirations
(consider your family, financial and lifestyle priorities)?

5.  What contribution do you believe you could make to the continuing development of HR
Advantage?
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Consulting Scenarios

Here are three scenarios that are typical of the types of problems that clients may seek your assistance
with. Please consider each one and outline your response.

1. Scenario - Sam

A client tells you that he has been having some problems with one of his employees, Sam, whose
moodiness and strong verbal outbursts in the office have been upsetting co-workers. The client has told
Sam that he needs to be more respectful of others but these outbursts continue, usually when the boss
is not around. The client has told you that he is ‘fed up to the back teeth’ and following another recent
complaint from a staff member, he has decided it is time to fire Sam. What advice would give this
client?

2. Scenario — Management Team

Three managers who work together within a unit of the organisation are not communicating well with
each other. Two of the managers get on very well, but communication with the third manager, who was
appointed about 18 months ago, is difficult and becoming very strained. The third manager is a ‘very
different kettle of fish’ to the other two. Your client asks if you could facilitate some conflict resolution
with these managers to ‘get them back on track’. The managers are unhappy with the current situation
and willing to work with an outside consultant to move forward, however they have

reservations about ‘raking over the past’. What approach would you take?

3. Scenario — Client Satisfaction
A client who you have been working with tells you that they are not happy with the work done by
another of the HR Advantage team on a project. You are taken aback because you have confidence in

the other consultant, knowing from their background that they are capable and experienced. You are a
little surprised that the client’s feedback is so negative. How would you respond to the feedback?

Marketing

1. What do you see as the key challenges in marketing consulting services to potential clients?

2. What is it about your skills and expertise that would be most attractive to potential clients?

3. This is a list of common ways in which consultants market their expertise to potential clients.
Please indicate how effective you think each of these would be for you personally and how
confident you are marketing in this way. There is also a column for you to add any comments.
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Technique Effective | My confidence Comments
for me in marketing
(high, this way (high,
medium, medium and
low) low)

Contacting existing
colleagues/contacts

Participating in networks (eg.
AHRI, IR Society, Business
Networks etc.)

Making public presentations eg.
business seminars, conference
papers etc.

Submitting and publishing articles
in professional publications eg.
findings from research
undertaken etc.

Seeking referrals from
colleagues/contacts for follow up

Seeking referrals from existing
clients for follow up

Mail out of information on
Company and consultants

Cold calling (contacting people
who you do not already have a
connection with)

4. Outline the approach you would take to market your skills and abilities as a consultant to
potential clients?

Your Marketing Profile

Enclosed are consultant profiles for Anne Barclay and John Scoble. These provide our clients and
prospective clients with some insight into the skills and expertise of our people. They include a short
profile of the consultant at the top of the page and an article written by the consultant which says
something about their approach to people and what they have learnt about managing people in
organisations. An early hurdle for new consultants to overcome is to develop a clear statement of their
capability in Human Resources that they can use to introduce themselves and to market their skills,
knowledge and expertise to others.

Write a draft profile for yourself (max. word count — 600 words).
TIP - ask your colleagues what it is about your work and your approach to your work that they
particularly value.

Ask — “If you were to describe me as a HR professional to someone who has not yet met me what
would you say?” This will give you some insight about your capabilities that others experience about
you.
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