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Finding Great Employees
By John C. Kelly, PhD, SCORE Counselor

Finding good employees has always been difficult, but finding great employees seems nearly impossible. This is not a new problem, and I am not sure it is any easier today with all the on-line employment services. As a business owner, you should always be on the lookout for potential employees. The success of your business depends upon finding persons who share your values and can implement your vision. 
You cannot expect to find great employees when you are under severe time constraints such as when a key employee quits. Even though you may not need to hire someone today, the odds are likely that you will tomorrow. You should have an active file of potential employees. Mostly likely the names in your “potential employees” file will not be looking for a job right now, but rather they will be people you respect and feel would make a valuable contribution to your company sometime in the future. By talking to potential candidates about the possibility of working for you, you have already begun the interview and evaluation process, enabling you to act quickly and decisively when you do need to hire someone. 
Excellent sources of potential employees include: 

· Customers

· Competitors

· Referrals from existing employees

· Tradeshows

· Authors and speakers

· Professional associations

Most importantly, consider your customers as the absolutely best source for great employees. Early in my business life, I was very uncomfortable hiring from my customers. It just didn’t seem right, but I changed my views when I realized that many of my customer’s employees were likely to change jobs anyway. I kicked myself more than once when someone I would have liked to hire left the employment of my customer to join a new company. And what a gut wrenching disappointment it was when that person went to work for my competition. This was the worst of all possible situations. Not only did I miss the opportunity to hire a potentially great employee, but my competition gained access to intimate knowledge about my company and its products. I soon changed my ways, and before long my company was staffed by many former customer employees. Since we already had a relationship, and since they were already familiar with my company’s products, they were able to hit the ground running with little training. In seventeen years, I never lost a customer by hiring an employee from a customer. In fact, hiring employees from my customers built a stronger bond between my company and my customer. 
When hiring, go for industry leaders such as speakers and authors. They have already demonstrated valuable job skills, and they may even be better connected in the industry than you. Don’t be afraid to approach them just because they seem a little famous. If they work for a large company, they might welcome the challenge and excitement of working for a small entrepreneurial firm. 
Besides compiling a valuable list of potential job candidates, you will also be building relationships with persons who can provide valuable industry and competitor information, and most importantly you will bypass the time consuming, unproductive process of advertising and plowing through dozens, or even hundreds, of resumes. 
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