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New recruiters fail because they are afraid of a telephone (that's the first reason),because they mistakenly believe they are social workers and waste time trying to place a 'good guy' rather than a qualified person, and because they fail to plan and utilize the time that they are given each day. 
Taking the first reason,a computer is voiceless and has no personality; it can't tell you 'no,I have no interest in a different position' or 'no,I have no needs for new staff at this time'. The other side is that it won't get you new candidates of the highest quality and it will not get you job orders. On the other hand,a telephone may get you the same 'no' but at least you have the opportunity to network and get names of other qualified potential candidates or potential clients.Computers and job boards really can suck big time if you let them take over your professional life. You, as a professional recruiter,must find your clients and orders and candidates through interaction with humans.How do you possibly interpret personality on-line ? Secondly,many new folks in this business refuse to understand that we are not here to 'get people a job' even if they are great guys and you may want to have them over for fried chicken on Sunday. You work with the candidates that you find that are the most qualified for the area that you are working and the job orders that you have.A recruiter cannot waste time beating a dead horse candidate even if he / she/ it is a great talker and / or cute and cuddly.You must put your best candidates in with your best clients or you will lose both. Thirdly,if you as a recruiter do not spend at least one hour of your day,usually the last hour of your day,every day,planning your tomorrow,you will fail as surely as if you did not look at a road map before embarking on a trip.Write down the 75-80 clients or potential candidates that you will contact tomorrow.Do not rely on memory.When you arrive at the office,start making your calls and boom-boom-boom you will accomplish something.Recruiters who wait until they hit the office in the a.m. to plan the day should stay at home and save the gas or bus fare it takes to get to the office.Guess what?If you have 80 calls set for today,you may not make them all.BUT you will have a start on tomorrow and I guarantee that you will forming a habit that leads you to success.I do not care how great a person you are,what a great personality you have,how kind hearted you are,how you always pet the dog and help little old ladies cross the street,as a recruiter you must remain focused on the end result and you must be disciplined.Just my take on this but these are the three reasons that I have consistently seen as to why we have revolving doors at many TPR agencies throughout the country.As an aside,if you really want to be a GREAT recruiter,turn your computer off at 9 a.m. and don't turn it back on until after 6 p.m. and take notice of how much more you get done and what better results you have than if you have the thing on-line all day to distract you.Focus,remember? (Funny how the person who tells you they are a real people person is the one who gets wrapped up in a computer and won't make the phone calls to find new clients and candidates) 
Okay,that's my sermon for today.
