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This webinar is broadcast through your computer speakers via the audio broadcasting icon on your screen. You may adjust 
the sound volume by using the slide bar on the audio broadcasting icon. If you cannot access the audio, you may dial into 
the call by dialing 1‐650‐479‐3208 and using access code 667 145 556. Need further assistance? Contact SIA customer 
service at 800‐950‐9496. 
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Welcome to the Staffing Industry Analysts 2014
Industry Thought Leadership Series

Suppliers Of Staffing Services Share Their Expertise

The Staffing Industry Analysts Industry Thought Leadership
Series provides the perspective of the suppliers of staffing
services. The views expressed in this webinar are those of the
sponsor and not necessarily that of Staffing Industry
Analysts.

©2014 by Crain Communications Inc. All rights reserved.                                                                                                                             2



Thought Leadership Series 

Webinar Slides and Replay

• Copies of the slides and a link to the audio recording will be 
distributed to all attendees within 24 hours following the webinar

• A replay of the webinar will be available for CWS Council Members 
at www.staffingindustry.com
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Over 1000 client organizations benefit from our 
international research services

• 80% of the largest 50 U.S. staffing firms and 60% of the 
world’s 25 largest staffing firms are corporate members 

• Over 70 buyers of contingent labor are members of our 
CWS Council, representing over $100 billion in annual 
contingent workforce spend

• Customers in more than 80 countries

Founded in 1989

• Acquired by Crain Communications ($200M media 
conglomerate) in 2008

• Headquartered in Mountain View, California and London, 
England

• 80+ years of industry and advisory service experience 
among executive team

Who We Are
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CWS Council Members (partial public list)

DuPont
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Save the Dates

©2014 by Crain Communications Inc. All rights reserved.

October 6‐7, 2014 |Mirage Resort & Casino | Las Vegas, NV

CWS Council Meeting October, 6th
CCWP Class October 6‐7th

October 8‐9, 2014 |Mirage Resort & Casino | Las Vegas, NV
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Take the class.
CCWP is the only accreditation program for the CW 
management professional.

Pass the test.
CCWP certification is earned by taking the 
class and passing a rigorous certification exam. 

Get Certified.
Join an elite brand of industry professionals and get the 
respect and recognition you deserve.

CHARTER
PARTNERS

Sign up for the CCWP class and 
attend CWS Summit for FREE!

October 6‐7, 2014
Las Vegas, NV
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www.staffingindustry.com/certification
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Thank you to our sponsor and Thought Leader
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Arjun Dutt, 
Lead Consultant, 
Strategic Consulting 
Services

Bryan Pena
VP, Contingent 
Workforce Strategies &
Research

Today’s Speakers
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Dan Khublall
Director, Global 
Professional 
Services Sourcing
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Poll!
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Question:

How does your organization currently perform 
benchmarking activities: 

a. We do not currently do any benchmarking
b.We perform internal measurements only
c.We bring in data from our VMS/MSP
d.We bring in data from our VMS/MSP as well as 

additional 3rd party sources
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Contingent Workforce Program Maturity Model

© 2014 Fieldglass, Inc. All rights reserved. Proprietary and Confidential.
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Why?
• Make sure your benchmarking strategy 
starts with:
– What areas are of the greatest “Pain”
– The greatest risk
– Costing resources
– Creating complaints
– Hindering adoption and growth
– Are of strategic importance to topline revenue

© 2014 Fieldglass, Inc. All rights reserved. Proprietary and Confidential.
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Be sure you are benchmarking for the right 
reasons.

© 2014 Fieldglass, Inc. All rights reserved. Proprietary and Confidential.
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What are some benchmarks that can apply to 
the client?

• Time to respond
• Time to pay
• Job Description Accuracy
• Onboarding efficiency
• Issue escalation and resolution
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“If a measurement matters at all, it is because it must have some 
conceivable effect on decisions and behaviour. 

Douglas W. Hubbard, How to Measure Anything: Finding the 
Value of "Intangibles" in Business

If we can't identify a decision that could be affected by a proposed 
measurement and how it could change those decisions, then the 
measurement simply has no value”
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- The underlying driver is program 
improvement

- Don’t try to compare your program 
metrics to others – difficult to do, if 
not impossible

- Gather program data related to 
performance

- Understand overall trends in the 
market

Measure and Improve, Don’t Compare

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.
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- Set annual goals and objectives

- Define performance measurements in relation to business 
goals

- Set a baseline and measure apples to apples

- Communicate the standard you are trying to achieve with your 
managers, suppliers and partners

- Understand the difference between best practices and 
benchmarked data

- Perform internal benchmarks within your organization

Common Benchmarking Practices

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.
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Question:

Which metrics do you consider to be the most 
crucial benchmarks for a program? 

a.Market Rates Intelligence
b.Efficiency Metrics (time to fill, etc)
c.Quality Metrics
d.Cost Metrics
e.Other



23

Comparison

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.

Best Practices Benchmark Data

Improve time to fill
- Identify business processes ripe for 

improvement

Market rate data
- Paying the best rates

Improve candidate quality
- SLAs vs. KPIs

Preventing candidate loss
- Time to make a hiring decision

Supplier discounts
- Volume and tenure discounts

Retaining talent
- Attrition and turnover rates

Reduce approval times
- Email and mobile approvals
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- Speed
- Cycle time efficiency
- Time to fill positions
- Typical onboarding time
- Time to get the best candidate

- Cost
- Market rates

- Quality
- Turnover and attrition
- Fill rates
- Tenure

Common Benchmark Requests

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.

>80% 
of all requests
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- For Client A, the average time to fill last quarter was 24 
days

- The benchmarked average time to fill for the previous 
quarter was 20 days

- Therefore, Client A is underperforming against the 
benchmark

Example of a Comparison

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.

NOT QUITE … 
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While the average cycle time for 
Client A was higher, when 
looking at the entire data set, 
most of the client data resided 
within a reasonable range, as 
compared to the benchmark.

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.
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The results of single metrics 
alone don’t always tell a 
story.

Metrics need to be 
leveraged in conjunction 
with each other to get a 
fuller picture.

Measure more than one metric

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.

Rate Card:
Business Analyst

Rate Type Min Rate Max Rate

ST $25.00 $100.00

OT $37.50 $150.00



28© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential. 

Rate Card: 
Business Analyst - Phoenix

Rate Card:
Business Analyst - Boston

Rate Type Min Rate Max Rate

ST $30.00 $55.00

OT $45.00 $82.50 Rate Type Min Rate Max Rate

ST $45.00 $70.00

OT $67.50 $105.00
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Rate Card: 
Business Analyst – Phoenix

Satisfaction:    60%
Fill Rate: 50%
Avg. Tenure: 90 days

Rate Card:
Business Analyst – Boston

Satisfaction: 80%
Fill Rate: 65%
Avg. Tenure: 60 days

Rate Type Min Rate Max Rate

ST $30.00 $55.00

OT $45.00 $82.50 Rate Type Min Rate Max Rate

ST $45.00 $70.00

OT $67.50 $105.00
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Visualize Data

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.

Supplier Response % Submissions Short-listed 
Candidates Interviews Hires

Average # 
submissions 
per response

Average # of 
responses per 

Hire

Average # of 
submissions 
per Interview 

Average # of 
submissions 

per Hire

Average # of 
Submissions 

per Shortlisted

Average # of 
shortlisted per 

Interview 

Average # of 
interviews per 

Hire

Average # of 
shortlisted per 

Hire

Supplier A 91% 235 167 23 46 2.6 2.0 10.2 5.1 1.4 7.3 0.5 3.6

Supplier B 81% 229 140.5 14 18.83 3.2 6.7 19.2 19.8 1.6 11.9 1.1 12.1

Supplier C 78% 274 200 18 55 2.8 1.8 15.2 5.0 1.4 11.1 0.3 3.6

Supplier D 74% 269 191 21 22 3.1 5.4 13.8 16.0 1.4 9.9 1.3 11.3

Supplier E 78% 241 182 12 25 2.6 3.8 20.1 9.6 1.3 15.2 0.5 7.3

Supplier F 74% 290 217 14 20 3.0 5.1 20.7 14.5 1.3 15.5 0.7 10.9
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Visualize Data
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Supplier Response % Submissions Short-listed 
Candidates Interviews Hires
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Supplier A 91% 235 167 23 46 2.6 2.0 10.2 5.1 1.4 7.3 0.5 3.6

Supplier B 81% 229 140.5 14 18.83 3.2 6.7 19.2 19.8 1.6 11.9 1.1 12.1

Supplier C 78% 274 200 18 55 2.8 1.8 15.2 5.0 1.4 11.1 0.3 3.6

Supplier D 74% 269 191 21 22 3.1 5.4 13.8 16.0 1.4 9.9 1.3 11.3

Supplier E 78% 241 182 12 25 2.6 3.8 20.1 9.6 1.3 15.2 0.5 7.3

Supplier F 74% 290 217 14 20 3.0 5.1 20.7 14.5 1.3 15.5 0.7 10.9
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49/50 top banks choose Thomson 
Reuters Accelus, an audit, risk and 
compliance solutions offering for 

corporations and financial 
institutions.

professionals use our financial desktops 
including our flagship Thomson Reuters Eikon.

of Fortune 500 companies 
use Thomson Reuters legal 
research offerings, including 

WestlawNext, an online service for 
legal professionals.

people are reached by Thomson 
Reuters News and Insights every day.

individuals use IP & Science 
products in academic, government, 

corporate, and legal institutions.

of the Top 100 CPA firms, 94 of the top 100 law firms and 
95 of the Fortune 100 use Thomson Reuters Checkpoint.

photos and images are captured 
and published by Reuters every 

year.

land parcels around the world are 
managed by local governments 

using Thomson Reuters 
Aumentum software.
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- Attract the top talent in the market

- Ensure the program is set up for success

- Have the right mix of suppliers

Program Goals

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.
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- Cycle time metrics
- Time to fill – crucial to ensure that talent isn’t lost

- Compare bill rates and margins against the skill sets 
being hired

- Robust rate card in place across four markets
- Leverage market rate intelligence from Fieldglass, MSP and other 

sources

Attract Top Talent

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.
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Contractor A B C D

Bill Rate $90 $90 $90 $90

Hours 1000 1100 1350 1100

Pay Rate $69.66 $72.37 $50.62 $71.56
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- Does your program have a formal program scorecard or 
supplier scorecard in place? 

- No
- Yes, but it’s used for internal purposes only
- Yes, and we share the results with our suppliers and partners

Last Poll

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.
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- Minimizing internal hurdles to ensure a more efficient 
process

- Parallel workflow to ensure suppliers get requisitions while 
approvals are occurring

- User satisfaction and adoption
- Measure how often managers source outside the program versus 

through it

Ensure the Program Is Set Up For Success

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.
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- Supplier scorecard
- Used to evaluate supplier performance across the program
- Useful for looking at behavior for your internal PMO or MSP

- Key metrics
- Response rates
- Time to submit candidates
- Submittal to hire ratios
- Attrition

Supplier Performance

© 2014 Fieldglass, Inc. All rights reserved. 
Proprietary and Confidential.
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Thank you to our sponsor and Thought Leader
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Webinar Slides and Replay

• Copies of the slides and a link to the audio recording will be 
distributed to all attendees within 24 hours following the webinar

• A replay of the webinar will be available for CWS Council Members 
at www.staffingindustry.com
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THANK YOU!

Thought Leadership Series
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