
Solo Business Growth



The Recruitment Network

Enabling recruitment leaders to improve 
performance, productivity and profitability.



We are welcoming new members every month -  
come and join us.

Solo  •  Plus •  Club • Executive Forum



Quick update from TRN HQ



VELOCITY

The Ultimate Business Development Playbook for 2026





The PINNACLE Programme
Converting 18% average margins to 35%+



4 Week Personal Branding Development Programme



TRACTION
4 Week AI Development and Coaching Programme









New Year Huddle
Tuesday 26th January



Live Vacancies Portal

TRN JobSync

TRN JobSync enables recruitment agencies to work together on 
live vacancies by connecting an agency with a client role to 
other members that have suitable candidates, while the posting 
agency retains ownership of the client relationship.

The posting agency creates the vacancy, provides the 
commercial terms and role information, selects participating 
agencies, shares a video briefing and manages all employer 
communication. Once the role is filled, it closes the vacancy and 
pays the receiving agency within 14 days.

The receiving agency reviews the opportunity, agrees to the 
terms, submits candidates through the platform and tracks their 
progress using the messaging facility.

TRN JobSync gives members a clear, controlled way to 
collaborate, extend their candidate reach and generate 
additional placement opportunities.

Share the Role. 
Find the Candidate. 
Make the Placement.



Through TRN’s partnership with Talent Nexus, members 
can access exclusive pricing, expert support and 
improved performance across Totaljobs, CV-Library, 
Reed, Indeed and LinkedIn.

TRN members can save more than 50% against 
standard rate card pricing across selected job boards 
in the first year, with both fixed package and pay as you 
go options available.

Members can also access free campaign audits, 
contract and renewal support, onboarding, training, 
performance optimisation and day to day help across 
Indeed and LinkedIn.

This benefit helps recruitment businesses reduce 
wasted spend, improve candidate attraction and get 
more value from the platforms they already use.

Job Board Discounts

Spend Less. 
Perform 
Better.

50% savings on all 
job boards!







The High Performance Series
Welcome to the 2X challenge









You don’t scale by adding headcount and more costs.
You scale by removing friction and building productivity.

Small improvements.
Compounded impact.

2X Challenge



For a simple solo permanent recruitment business:

Measure Today 2X Target 

Qualified jobs per year 40 50

Fill rate 50% 62.5%

Average fee £9,500 £10,500

Annual fee income £190,000 £328,000

Annual business costs (not salary) £40,000 £50,000

Profit before tax £150,000 £278,000

20% more qualified assignments, a fill rate rising from 50% to 62.5% and 12% higher fees doubles profit in this example.

What are your 2X numbers?



Your Next Step: The TRN Accelerator Framework



My 90-Day Sprint Plan



There are 2 very simple ways you 
can outperform your objectives in 

2026 / 2027…



either lower your expectations



…or obsess about increasing your 
productivity



Even if the pie is the same size, or even smaller in some cases, you can still take 
a bigger slice than you have today.

Winning more business

Winning better business

Increasing productivity



Even if the pie is the same size, or even smaller in some cases, you can still take 
a bigger slice than you have today.

Winning more business

Winning better business

Increasing productivity

Velocity BD programme

Pinnacle Programme







6 of the more “basic” questions 
from the 2X dashboard you 

should be asking yourselves…



Q. Where is my profit actually already coming from?

Q. How could I make my income more repeatable?

Q. Where will the extra time and capacity come from?

Q. Where are the areas of leakage in my business?

Q. What new service offerings should I add to my portfolio?

Q. How could I earn more from each client?



So, let’s explore this…



The 7 Core Metrics 

There are hundreds of metrics you can impact, but start with these ones 
for three main reasons:

• They are fully within your control
• They are leverage-led rather than labour-led
• They are strongly compounding

Imagine what would happen to your profits if you could increase each of 
these by just 10% in 2027…



The 7 Core Metrics

1. Average fee / deal value
2. Client quality mix (better clients, fewer distractions)
3. Sales conversion rate (meetings to jobs, jobs to fees)
4. Time-to-fill / delivery speed
5. Candidate reuse rate (candidate assets)
6. Admin and non-billable time removed
7. Cash velocity (how fast money hits the bank)



Metric 1: Average Fee / Deal Value (+10%)

Net higher fees across the board.
Better positioning, better conversations, better problems to solve.

What’s it all about?
• Move away from “one-off CV supply” thinking
• Anchor conversations around outcomes, not speed
• Introduce minimum fee thresholds or retained-lite structures

Practical actions
• Define your ideal deal size and stop apologising for it
• Use insight-led BD to get into higher-value conversations
• Package expertise into clearer solutions rather than generic services



Metric 2: Better Clients, Not More Clients (+10%)

Too many low-quality clients quietly draining your time, your energy and your 
margins.

What’s it all about?
• Fewer clients
• Deeper relationships
• Higher net contribution per client

Practical actions
• Grade clients by ease, margin, payment speed and future value
• Actively downgrade or exit poor-fit accounts
• Spend BD time expanding within good clients, not chasing random new ones



Metric 3: Conversion Rates (+10%)

Too many meetings that go nowhere. Too many jobs taken without leverage or 
commitment. This is about return on activity, not activity itself.

Practical actions
• Fewer meetings, better meetings
• Clear qualification before accepting roles
• Stronger control of process and expectations – clear C2As

AI support
• Pre-meeting research summaries
• AI-generated briefing packs
• Follow-up and recap automation



Metric 4: Time-to-Fill (+10%)

Faster delivery means happier clients and happier clients means repeat work 
and referrals.  Faster fees means stronger cash flow

Practical actions
• Stop sourcing from scratch every time
• Standardise shortlists and interview flows
• Reduce admin drag between stages

AI support
• Candidate matching
• CV formatting and shortlisting
• Interview scheduling



Metric 5: Candidate Reuse Rate (+10%)

Every time you start again, you burn time you do not have and slow the whole 
process down, increasing your risk of deal failure.

What’s it all about?
• Candidates are not transactions.
• They are reusable assets.

Practical actions
• Build micro talent pools by niche, not job
• Keep warm engagement with placed and near-miss candidates
• Use insight, not just vacancies, to stay relevant



Metric 6: Admin and Non-Billable Time (-10%)

If you are doing admin, your business is paying top fee-earner rates for low-value 
work. AI creates space for you to do your best work.

Practical actions
• List every repeatable task you do weekly
• Automate, template or eliminate first
• Protect peak energy time for BD and delivery only

AI focus
• CRM updates
• Email drafting
• Market research



Metric 7: Cash Velocity (+10%)

Growth without cash is stress, not success!  Cash is the lifeblood of your 
business as it allows you to think differently and behave differently.

Practical actions
• Faster invoicing through automation
• Clearer payment terms upfront
• Better client selection

Simple rule
If a client is slow to pay once, they will be slow again.



The Core Framework: the C.A.S.H.F.L.O.W. Model

 C.  Cash visibility
 A.  Actual profitability
 S.  Scaling costs
 H.  Headroom and risk
 F.  Funding options
 L.  Leaks and inefficiencies
 O.  Operational discipline
 W.  What next plan



30 Day Cashflow Sprint plan



Cashflow Planner



If, in the next 90 days, you could positively impact 7 core metrics in your 
business by 10% each, what would you choose?



Build your own Mission Control 
to help you…



TRACTION
4 Week AI Development and Coaching Programme

(free to attend for TRN members)



Three stages.

1

CoPilot

AI works with you

Agents in the loop. Human in control. 

The tools you've heard of, now actually 

deployed.

That’s why we built Traction.
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human trigger needed. Your business 
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3

Mission Control

AI thinks for you

A total business brain that is building the 

intelligence you need to maintain your 

strategic advantage.

That’s what’s coming next for members. 



Your business.  Analysed. Every day.

Revenue & pipeline

Live billing, deals going cold, forecast to 

month end

Consultants / Agents performance

Target tracking, call analysis, behavioural 

signals

Sales opportunities

Clients showing buying signals before 

they brief you

Risks & alerts

Cashflow, churn signals, GDPR gaps, 

competitor moves

Market intelligence

Rate movements, skill demand shifts, 

your niche in real time

Actions & accountability 

Prioritised actions generated and emailed 

to you every morning at 7am

T R N ’ s  M I S S I O N  C O N T R O L  -  Y O U R  N E W  B U S I N E S S  B R A I N











Two versions

3

Mission Control

AI thinks for you

A total business brain that is building the 

intelligence you need to maintain your 

strategic advantage.

That’s what’s coming next for members. 











This all helps to feed the top of 
your sales funnel…



NEW BUSINESS 
DEVELOPMENT



Value • Visibility • Velocity

omnichannel



Outbound Inbound



Outbound Inbound
Cold Calling
LinkedIn – direct outreach 
Email marketing
Pre-Ad chasing
Google Advertising
Reverse Marketing (The “Bench”)
X / Threads
Partner channel
LinkedIn Advertising
SEO
YouTube



Outbound Inbound
LinkedIn – networking 

Instagram – community building
Facebook – community building

Events – internal and external
PCCs – Placed Candidate Campaigns

Partner channel
Community Platform

Online Roundtables
Podcasts

Referral programmes
SEO and AI SEO



Outbound Inbound



Cold Calling
LinkedIn – direct outreach 
Email marketing
Pre-Ad chasing
Google Advertising
Reverse Marketing (The “Bench”)
X / Threads
Partner channel
LinkedIn Advertising
SEO
YouTube

LinkedIn – networking 
Instagram – community building
Facebook – community building

Events – internal and external
PCCs – Placed Candidate Campaigns

Partner channel
Community Platform

Online Roundtables
Podcasts

Referral programmes
SEO and AI SEO

Value • Visibility • Velocity

omnichannel



AI AGENTS





PE Investment / Acquisition VERY HIGH

New CEO / MD Appointment HIGH

Contract Win / Major Announcement VERY HIGH

Funding Round (Series A/B/C) VERY HIGH

Office Opening / Expansion HIGH

Senior Leadership Departure HIGH

Product Launch / New Business Line HIGH

Rapid LinkedIn Headcount Growth +10% HIGH

Regulatory Change MEDIUM-HIGH

Poor Glassdoor Signal MEDIUM

Restructuring Programme MEDIUM-HIGH

IPO Preparation HIGH

The 12 Hiring Triggers Every Recruiter Should Monitor
Contact a client at the right moment - and you're not an interruption. You're a solution.



Finding clients before

they know they need you.

1 Office lease signed

Company takes new space → headcount 

expansion incoming. 

You call before the brief is written.

2 Series B funding round

Startup raises capital → immediate hiring surge 

across tech, sales, ops. 

You're first in.

3 Senior exec appointment

New CTO / CFO / CMO → they always rebuild the 

team as part of their new remit. 

You get to help make them look good!

4 Competitor redundancies

Rival announces layoffs → motivated, experienced 

talent available and on the market. 

You get candidate exclusivity.



S P O T L I G H T  -  C H A R L I E ,  T H E  H I R I N G  T R I G G E R  A G E N T

Finding clients before

they know they need you.

1 Office lease signed

Company takes new space → headcount 

expansion incoming. 

You call before the brief is written.

2 Series B funding round

Startup raises capital → immediate hiring surge 

across tech, sales, ops. 

You're first in.

3 Senior exec appointment

New CTO / CFO / CMO → they always rebuild the 

team as part of their new remit. 

You get to help make them look good!

4 Competitor redundancies

Rival announces layoffs → motivated, experienced 

talent available and on the market. 

You get candidate exclusivity.





London leases







Some other examples of lead 
generation agents I have  built for an 

SAP Solo recruiter…



Industry Conferences and Events
Prompt: "Identify upcoming industry conferences and events in the UK related to SAP 
and enterprise software solutions. Provide details about the events, including dates, 
locations, and participating companies. Include links to event websites or registration 
pages. Score the leads based on the size and relevance of the participating 
companies." 

Job Board Activity
Prompt: "Analyse recent job postings on major UK job boards (e.g., LinkedIn, Indeed, 
Reed) for SAP-related positions. Identify companies with the highest volume of SAP job 
postings. Provide links to the job postings and score the leads based on the volume and 
urgency of the listings." 



Company Financial Reports
Prompt: "Review the latest financial reports of UK companies in the technology sector. 
Identify companies with recent investments in digital transformation or SAP 
implementation projects. Provide links to the financial reports and score the leads 
based on the size of the investment and the company's market position." 

News Articles and Press Releases
Prompt: "Search for recent news articles and press releases about UK companies 
adopting or upgrading SAP solutions. Summarise the key points and provide links to the 
articles. Score the leads based on the scale of the SAP projects and the company's 
industry influence." 



LinkedIn Company Updates
Prompt: "Monitor LinkedIn updates from UK companies in the tech and enterprise 
software sectors. Identify posts about new SAP projects, expansions, or significant 
hires. Provide links to the LinkedIn updates and score the leads based on the 
company's size and engagement level." 

Analyst Reports
Prompt: "Examine recent analyst reports from firms like Gartner, Forrester, and IDC on 
the SAP market in the UK. Identify key insights and companies mentioned as major SAP 
adopters or innovators. Provide links to the reports and score the leads based on the 
analysts' assessments of the companies." 



Tech Forums and Communities
Prompt: "Explore discussions in tech forums and communities like SAP Community 
Network, Stack Overflow, and Reddit about SAP implementation in the UK. Identify 
companies frequently mentioned in discussions about SAP projects. Provide links to 
relevant discussions and score the leads based on the activity and expertise of the 
participants." 

Industry Awards
Prompt: "Identify recent industry awards and recognitions given to UK companies for 
excellence in SAP implementation or enterprise software solutions. Provide details 
about the awards and the winning companies. Include links to award announcements 
and score the leads based on the prestige of the awards and the winners' market 
positions." 



SAP Partner Network
Prompt: "Analyse the SAP Partner Network to identify UK-based SAP partners with 
significant recent activity or new client acquisitions. Provide details about the 
partners and their recent projects. Include links to their SAP partner profiles and 
score the leads based on the partners' client base and project scale."  
 
Government Contracts
Prompt: "Research recent government contracts in the UK awarded for SAP-related 
projects. Identify the companies awarded these contracts and provide details about 
the projects. Include links to contract announcements and score the leads based on 
the contract value and project scope." 



Trade Publications
Prompt: "Review recent issues of UK trade publications focused on enterprise 
software and SAP solutions. Identify articles featuring companies involved in 
significant SAP projects. Provide summaries and links to the articles, and score the 
leads based on the prominence of the companies and projects."  

Company Websites
Prompt: "Scan the websites of leading UK companies in the technology and enterprise 
sectors for announcements or case studies about SAP implementation projects. 
Provide links to relevant pages and score the leads based on the project's scale and 
the company's industry position." 



Social Media Activity
Prompt: "Monitor social media activity (Twitter, Facebook, Instagram) of UK companies 
in the SAP ecosystem. Identify posts about new SAP projects, partnerships, or 
significant hires. Provide links to the posts and score the leads based on the company's 
follower count and engagement metrics." 

SAP User Groups
Prompt: "Investigate SAP user groups and local chapters in the UK. Identify active 
members and companies involved in recent discussions or events. Provide details 
about the groups and links to their websites or discussion boards. Score the leads 
based on the group's activity level and member influence." 



Industry Webinars and Podcasts
Prompt: "Identify upcoming or recently held webinars and podcasts focused on SAP 
solutions in the UK. Provide details about the events, including hosts, topics, and 
participating companies. Include links to registration or replay pages and score the 
leads based on the event's popularity and participant relevance." 

Academic Research
Prompt: "Review recent academic research and case studies from UK universities 
about SAP implementation and digital transformation. Identify companies featured in 
these studies. Provide summaries and links to the research papers, and score the 
leads based on the academic institution's reputation and the company's project 
scale." 



Other Recruitment Agencies
Prompt: "Analyse the activities of major recruitment agencies in the UK specialising in 
SAP roles. Identify agencies with significant recent placements or new client 
acquisitions. Provide details about the agencies and links to their announcements. 
Score the leads based on the agencies' market share and client base." 

CRM and Lead Generation Tools
Prompt: "Utilise CRM and lead generation tools like ZoomInfo, Clearbit, and 
Leadfeeder to identify UK companies actively searching for SAP talent. Provide details 
about the companies and their search activities. Include links to the lead generation 
profiles and score the leads based on the company's size and search frequency." 



Networking Groups
Prompt: "Investigate professional networking groups in the UK, such as those on 
Meetup or industry-specific Slack channels, focusing on SAP and enterprise software. 
Identify active members and companies involved in recent discussions or events. 
Provide details about the groups and links to their profiles. Score the leads based on 
the group's activity level and member influence." 

Competitive Intelligence
Prompt: "Conduct competitive intelligence to identify UK companies that are key 
competitors in the SAP recruitment market. Analyse their recent activities, client 
acquisitions, and market strategies. Provide details and links to relevant information. 
Score the leads based on the competitors' market position and activity level."



AI ASSISTANTS



Are you playing to your superpowers?





What 3 tasks 
add the most 
value to the 
business?

What 3 tasks 
am I really 

bloody good 
at doing?

What 3 tasks 
do I really 

enjoy doing 
in my job?

What 3 tasks…?

IMPACT SKILL PASSION



Everything else, goes…













Turn AI Into Your Personal Business Assistant

Instead of using AI to just answer questions, use it to actively manage your business 
in the background.

By connecting Claude to the tools you already use, it can do things like:

• Find opportunities you've forgotten about 
• Follow up with people who never replied 
• Draft personalised emails and messages 
• Organise your diary 
• Create daily action lists 
• Continuously monitor your comms without you having to remember 



Most recruiters lose business because they don't follow up consistently.

Every inbox contains:
• Warm prospects who never replied 
• Candidates who went quiet 
• Clients who said "maybe later" 
• Conversations that simply got forgotten 

Claude can search years of emails and LinkedIn conversations in minutes and identify 
every missed opportunity.

The result is:
• More meetings 
• More placements 
• Better productivity 
• No opportunities slipping through the cracks



Example Workflows You Can Build: Outlook + Claude

Connect Claude to Outlook and ask it to:
• Search all sent emails from the last 3-6 months 
• Identify everyone you've contacted about a specific campaign who never replied 
• Produce a prioritised follow-up list 
• Draft a personalised email for every contact based on your previous conversation 
• Save each email as a draft ready for approval or sending 

Example prompt:
"Review every email I've sent in the last six months about our retained service offering. 
Find anyone who hasn't replied. Create a personalised follow-up email for each 
person that references our previous conversation and their business."



Calendar + Claude

Ask Claude to:
• Review tomorrow's calendar 
• Prepare a daily briefing 
• Highlight preparation needed for each meeting 
• Suggest priorities for the day 
• Create your daily task list 

Instead of checking multiple systems, you receive one AI-generated briefing every 
morning.





Step One: Request your LinkedIn data

• Open LinkedIn on your laptop and log in to your personal account.
• Click your profile picture (Me) at the top of the page.
• Select Settings & Privacy.
• Click Data privacy in the left-hand menu.
• Select Get a copy of your data.
• Choose Download larger data archive, then click Request archive.
• Open LinkedIn data download 



Step Two: Download your archive

• LinkedIn will email you when your archive is ready. This can take up to 24 hours.
• Open the email, follow the download link and save the ZIP file to your computer.

Step Three: Find your posts

• Open the ZIP file and extract its contents.
• Look for a file called Shares.csv, which should contain your LinkedIn posts. Also 

look for any files containing your longer-form articles.
• We want your content from 25 September 2025 to 25 September 2026.



Step Four: Upload your files to Claude

• Upload your posts file using the attachment button.
• You can upload the ZIP file instead, but check it first, as it may contain personal 

account information Claude doesn’t need.

Step Five: Get Claude to build your content library

• Once you've uploaded the files, Claude can:
• Organise your posts into themes and topics and identify your strongest ideas
• Create a searchable library of your content.
• Find opportunities to repurpose posts into newsletters, articles, podcasts etc.
• Build a content plan for the next 12 months.







PRODUCTS AND 
POSITIONING





Productisation

From service to solution



Strategy and Business Planning



Low volume, 
contingent

High(er) 
volume, 

contingent

PSL Provider

Exclusive 
Arrangement

Embedded 
Partnership

RPO (lite)
Subscription

Retained 
SOW

Partner Programme
TTP

TaaS / RaaS
Consultancy Services

transactional transformational

High Risk
Wastage

High Reward
Efficiency

Moving from Transactional to Transformational



Recruitment 
Supply

Talent 
Consultancy

Who is selling what?

People – Insight – Diagnosis – Governance - Transformation

That’s the opportunity.



Recruitment 
Supply

£

Talent 
Consultancy

£££

The White Space

££



Recruitment 
Supply

Reactive
Role-focused
Transactional

Narrow

Talent 
Consultancy

Slow
Expensive

Over-scoped
Over-engineered

The White Space “Trap” 

Clients are trapped between the two and neither are 
giving them what they are looking for.



Capability Projects



• Talent Shortages 
• Upskilling
• Redeployment
• Rethinking the employee value proposition
• Skills and personality assessment
• Developing the employee experience
• Re-engaging the workforce
• Attracting talent to the enterprise
• Creating purpose-driven work / workplaces
• Strengthening leader-employee relationships

What is driving these projects?

• Building flexible work models
• Retention
• Engagement
• Diversity, equity, inclusion
• Managing uncertainty
• Focus on employee health / well-being
• Workforce planning
• Access to high quality talent pools
• Learning and Development
• Blended AI / Human Org Strategies



Clients don’t want 
CVs anymore

They want:

• Certainty
• Insight
• Direction



The Value Proposition Canvas



• What part of the talent puzzle is costing your customers the most?
• What part of the talent puzzle is not generating the right level of results?
• What are the main challenges and problems your customer faces? 
• What are the consequences of these to the customer’s business? 

• What does success look like to your customers? 
• What results does your customer expect, and what can surpass these expectations?
• What would simplify the work or life of your customer? 
• What exactly are they looking for from a recruitment partner?

Gains

Pains



• Does your product / service create savings? (time, money, resources etc.)
• Does it fix the problems your customer is facing?
• Does it reduce the risks that your clients are concerned about?
• Does it help your customers sleep better at night?

• Does your product / service guarantee the results that the customer is looking for? 
• Does it simplify the life of the customer?
• Does it give something that your customer wants to get? 
• Does it allow the customer to be able to do something else / better?

Gain Creators

Pain Relievers



In its purest sense…

Following our discussions and looking at the data, these are your pains and your gains, 
and these are the solutions that we have created to help with those:

Product 1 Product 2 Product 3 Product 4 Product 5



Example Project: 
Implement a new talent acquisition operating model (covering workforce planning, 
recruitment tech, process redesign and rollout).

Day Rate Total Investment

Role Consultancy Capability Project Duration Consultancy Capability Project

Project Director / Partner £5,500 £1,000 20 days £110,000 £20,000

Project Manager £2,800 £850 60 days £168,000 £51,000

Subject Matter Expert (TA) £2,000 £700 60 days £120,000 £42,000

Business Analyst £1,500 £600 40 days £60,000 £24,000

Change Lead £2,200 £750 30 days £66,000 £22,500

Total £524,000 £159,500

That’s 70% cheaper than a typical consultancy!





The Consultancy Menu 



Includes:

• Salary Benchmarking

• Market Mapping

• Talent Diagnostics

• Hiring Process Audit

• Time-to-Hire Diagnostics

• Skills Gap Analysis

• Candidate Experience Audit

• Interview Training

• Onboarding Frameworks

• ED&I Mapping

• Attrition Analysis

Tier 1: Core
£1,500 to £4,000 per month or £5,000 to £15,000 per project



Includes:

• Workforce Planning

• Succession Planning

• Org Design Advisory

• Incentive Scheme Design

• Leadership Development

• Competitor Talent Intelligence

• Performance Framework Design

• Productivity Benchmarking

• Board-Level Talent Sessions

• Change Readiness Assessments

• Location Strategy Analysis

Tier 2: Advanced
£4,000 to £10,000 per month or £20,000 to £60,000 per year



Includes:

• M&A Talent Due Diligence

• Post-Merger Integration

• Digital Transformation Hiring Strategy

• ERP / AI Programme Talent Support

• Automation Impact Assessments

• Build-Operate-Transfer Models

• Embedded / RPO-Lite Delivery

• Executive Assessment Centres

• Global Mobility Advisory

• Contingent Workforce Compliance Advisory

Tier 3: Enterprise
£20,000+ per month or £120,000 to £500,000+ per year



My One Big Summer AI Project



Internal

Something that will 
increase internal 
performance and 
productivity

External

Something that will 
give me an additional 
revenue stream or 
reason to engage



Internal



External

Something that will 
give me an additional 
revenue stream or 
reason to engage











What next?

The 2X Challenge









You don’t scale by adding headcount and more costs.
You scale by removing friction and building productivity.

Small improvements.
Compounded impact.

2X Challenge



For a simple solo permanent recruitment business:

Measure Today 2X Target 

Qualified jobs per year 40 50

Fill rate 50% 62.5%

Average fee £9,500 £10,500

Annual fee income £190,000 £328,000

Annual business costs (not salary) £40,000 £50,000

Profit before tax £150,000 £278,000

20% more qualified assignments, a fill rate rising from 50% to 62.5% and 12% higher fees doubles profit in this example.

What are your 2X numbers?



We are welcoming new members every month -  
come and join us.

Solo  •  Plus •  Club • Executive Forum



The Recruitment Network

Enabling recruitment leaders to improve 
performance, productivity and profitability.
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