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Executive search   
started in Europe 
just after World 
War II.

HOW HEADHUNTING HAS EVOLVED THROUGH THE YEARS

This method has been overtaken in the 
United Stated in the early 1950's when 
industry and industialization increased in 
order to repair the damaged economy. 
After a very short period of time, headhunt-
ing has vastly spread throughout Western 
Europe, Australia, Argentina and Chile.

In the year 2013, only in Germany alone, 
the anual turnover in terms of hunting for 
heads has witnessed an industry of 1.55 
billion Euros (source: Quelle: BDU Studie 
„Personalberatung in Deutschland 
2012/2013). In 2014 the worldwide 
revenue in terms of headhunting was 10 
billion Euros (source: Financial Times, 
Emma Boyde, Nov 2014: "Boutique con-
sultancies give headhunters a run for their 
money").

The reason for increasing these numbers in 
the last few years is the fact that numerous 
human resource agencies and recruiters 
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Numerous HR 
agencies and 
recruiters alike 
are using among 
other things also 
online tools.

Headhunting as a recruitment method, or 
even more specifically related to the term 
'executive search' started just after World 
War II in Europe when a soldier recom-
mended collegues with special skills such 
as machinery and tactics to a high ranking 
general.



LinkedIn is improving its services

  LinkedIn is improving its services on 
            a monthly basis, hence gaining 
            more and more members and
                changing the statistics from 
                passive users to active ones.

alike are using online tools to help them with 
their search for executive staff. One of the lead-
ing worldwide sites with a database with of over 
300 million registered members is LinkedIn. 

citat.... od kje je pobrana slika 

By using smart phones, this barrier 
can easily be conquered.

Here is a study made by LinkedIN where recruit-
ers waste no time when it comes to doing busi-
ness. The aspect of approaching passive and 
active users alike.

THE DIFFERENCE between a good and a great headhunter 

Besides LinkedIN, other provid-
ers that are hitting the market 
are QUORA (www.quora.com) 
and PLAXO (plaxo.com) . Con-
siderable amount of work and 
time has been put in these proj-
ects as also recruiting human 
resource agencies and their top 

The difference between a good and a great 
headhunter is his ability to know where to 
search and how to find out as much as possible 
about the candidates background. This also 
means that searching social media such as 
Facebook, Twitter, Myspace and other media 
comes into terms.

If going deeper into the 'guts' for finding the 
ideal candidate, top knotch recruiters know that 
time is of essence in finding the ideal candidate. 
If he posses unique knowledge and skills, the 
recruiters competition will do everything pos-
sible in order to steal him away.

  

employees who have been involved in order to 
facilitate the best service straight from the head-
hunters laptop.

But even more important than the worldwide 
trends are the statistical numbers. A survey by 
Boole and Blackbelt has proved, that recruiters 
don't necessarily find who they are looking for 
through professional social media. 

citat.... od kje je pobrana slika 
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RECRUTING a process

The form of recruiting is a process 
which is changing all the time.

because one thing that all 
recruiters agree upon is 'you 
never get the second chance to 
make the first impression'.

Some see the internet and similar tools as a way 
of providing faster ways to find the candidate, 
others think differently and use their knowledge 
with the direct, one on one approach and 
merely skipping the internet and focusing more 
in the field. 

To some, the power of physical networking, 
skipping the use of the internet is still a very 
effective way on how to get the ball rolling. Most 
executive candidates appreciate this method 
over the 'electronic' one (Source: Recruiter, May 
2012: Kazim Ladimeji, "Recruiting the Old fash-
ioned way").

In any way, perhaps the most efficient way is to 
use both tools. In order to lure and grasp your 
candidate as fast as possible, use all the tools 
that the internet has to offer. After that stage has 
been set, work on your communication skills, 
prepare for the interview and do not forget to 
make a thorough research of your candidate  
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