The membershipbespoke Group remains the only specialist recruitment organisation in
the UK which offers a dedicated recruitment service tailored to the needs of the Trade
Associations, Professonal Bodies, Trade Unions and Regulatory Bodies.

Hot jobs
• Head of Partnerships
Click for more info

•
Hello and welcome to our
September newsletter.

Commercial Partnership
Managers
Click for more info

•

Social Media and Digital
Communications Officer
Click for more info

Our year so far…

•

Click for more info

2019 has been a BIG year for us so far.
It has been a year of high investment in technology and Infrastructure.
We have integrated a much more advanced CRM system as well as
added the functionality to the business to start to offer temporary
workers as well as perm. The result of this is that the business is now
more agile and one that is able to satisfy the needs of candidates and
clients alike much more effectively.
Fee revenue has remained fairly constant after a monstrously big first
quarter. We have placed a similar amount of people to this time last
year.

Senior Public Affairs
Officer

•

Finance Officer

•

Events Manager

•

In terms of the areas we recruit for we have seen the following changes
or aspects to the market:
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Commercial (Partnerships and Business/Member development)
The market in these areas has continued to flourish. Our clients are
increasingly looking to add new and robust revenue streams to their
respective bottom lines.

Click for more info

We have had a steady influx of senior Partnership roles and have been able to place some excellent, high
calibre individuals in these roles and look forward to seeing them flourish and have a real tangible impact
on their new employers.
The Partnership model continues to be one of the most effective ways to grow membership as well as
add new ways of adding to revenue.
Policy and Public Affairs
Unfortunately, the markets are still very uncertain of the future path the UK will take and with Parliament
being recalled last week and it was prorogued this uncertainty will continue for a while longer I’m afraid.
Uncertainty creates a greater need for Policy and Public Affairs professionals and we have seen this
reflected in the recruitment market.   We continue to specialise in these areas both temp and perm.
Finance
Finance is one of our strongest areas and we continue to place very high calibre individuals of all levels
with our client and have seen some real success stories in terms of people we place being promoted and
taking on bigger challenges.
Management Accounts as well as Financial Control have been particular areas of excellence for us.
The Current Health of the Membership Recruitment Market
We are currently working on a similar level of vacancies to February which as a busy month for us so the
market is very healthy again after a visible slow down over the summer.
We are experiencing a good level of demand for temporary and permanent people in the following areas:
• Secretarial/Governance
• Administration
• Finance
• Partnership Senior
• Partnership Managerial
• Business Development
• Marketing
• Events
• Public Affairs
• Training
A good even spread of roles and a fascinating challenge to find the very best people around. A challenge
we not only thrive in but we thoroughly enjoy!
Temp or Perm we will not rest until we identify the best talent on the market for you. Guaranteed.

5 Tips For Working With A Recruiter to Accelerate
Your Membership Career
Does it feel like your membership career has plateaued? Searching for the right role to build your
career can be overwhelming and tiring, becoming a full-time job all on its own.  
If you’ve been struggling with those career blues feelings, working with
a specialist membership recruiter might just be what you need to take your
career to the next level. In addition to knowing about positions that aren’t
widely advertised, a specialist can offer valuable insight into current hiring
trends and salaries for particular membership roles.
However, using a recruiter won’t automatically guarantee you’ll easily
land your dream job; there’s a lot more involved than just handing them
a CV and hoping they’ll do their best to get you that amazing role. Finding
the right recruiter and knowing how to work with them to get the best
results for your career, will require some effort on your part.  
With that in mind, here are five tips for finding a membership recruiter who’s
right for you and how to get the most out of the one you choose.
1. Do Your Homework
Identifying and connecting with recruiters who specialise in membership
organisations is essential. However, niche recruiters aren’t always easy to
find, so you might need to think outside the box.
You can start by tapping your own network; by asking experienced professionals in your field, you may
be able to get referrals to the recruiters they know and trust. You can also search for recruiters’ profiles
online; many recruiters have profiles on networking sites such as LinkedIn, which you can find them
through keyword searches or by asking fellow members for referrals.  
Before sending your CV to membership recruiters, make sure that your LinkedIn profile is optimised to
stand out for the role that you want; then you can try following up by phone to gauge your rapport with
them. If you’d like more help with this, TopResume offers some great advice on exactly how to contact
recruiters on LinkedIn.
2. Put Yourself In Their Shoes
A recruiter’s primary allegiance is to the companies that hire (and pay) them to find great candidates. In
other words, a recruitment consultant may work on your behalf, but you are not their boss. Understanding
and appreciating this is crucial for forging a successful and mutually beneficial relationship with a recruiter.
It’s also important to realise that recruiters want to work with well-qualified candidates who have great
prospects, as they often get paid only if they can fill an employer’s opening. Understanding this goes a
long way in helping them help you; being able to convince your recruiter of the benefits you bring and the
value you can add to their clients, will help you stand out from the crowd.
You can do this by giving them a breakdown of your achievements, including a list of the places you’d love
to work and why, along with as many fantastic references as you can get. For example, if you’re looking
for a role as a Membership Coordinator, you might want to cite examples of your experience working
with committees in other membership organisations. A good recruitment consultant will use all this
information to help differentiate you from the other candidates and secure you that coveted interview slot
for your dream job.  
3. Have a Goal, but Be Flexible
A polished pitch to recruiters is just as important as a polished pitch to employers. Clearly conveying your
professional goals to your recruitment consultant helps them to help you. Once they know exactly what
you’re looking for, they can more accurately make career suggestions that suit you. However, no matter
how stellar your credentials or polished your pitch, making demands or ultimatums will turn a recruiter off,
so remember to be understanding of their position.  
While it’s important to be as specific as possible when describing the type of role you’re looking for, you
still need to leave some room for negotiation; in other words, be flexible. Rather than being rigid in your
expectations of what you’re willing to consider, be willing to keep your options open. This might open up
opportunities you hadn’t previously considered.  
For instance, maybe you have aspirations of one day becoming a great Business Development
Director and think that the road to success is paved by getting a role as a business development

executive. However, a good recruiter might see that your experience, skills and aptitude make you a
perfect fit for a current opening as a sponsorship and partnerships executive, knowing that you’ll be able
to parlay the skills and experience you gain in that position into attaining your dream role down the road.
4. Offer Up Referrals
Once you’ve found a recruiter you want to work with, a good way to stay on their radar and establish a
rapport with them is to suggest names of prospects you know for jobs the recruiter is seeking to fill, even
if you’re not qualified for them. By offering qualified referrals to a recruiter, you will stay in their good graces
and at the top of their list for future job openings for which you are qualified.
Even when a recruiter calls you about a position that you’re not interested in, you can still put a positive
spin on the situation. Thank your recruiter for reaching out, remind them of the type of role you are
interested in, and then offer to put them in touch with someone from your network who would be a better
fit for the current opening.
5. Maintain Contact
Even after you’ve landed your dream job, don’t neglect to nurture the relationship you’ve established
with your recruiter. After all, if they’ve succeeded in helping you land one great job, chances are they’ll be
able to help get another, even better one in future – but only if you keep in touch!  
In fact, a good recruiter could become your lifelong career advocate. Working with recruiters can be a
very rewarding experience if you think in the long-term. You never know when you might be in search of
a new job, so it’s always a good idea to stay in touch with a recruiter who’s helped you. This can be as
simple as an email every six months to remain on their radar – maybe let them know that you’re still open
to helping them with referrals when you can, which might enable you to also help one of your colleagues –
a win-win for everyone!  
A good recruitment consultant can help you navigate an increasingly competitive job market, and
these tips will enable you to create a partnership that will help you land your next dream job, again and
again.  
Thanks

We’re blogging!
Is the 9 to 5 working day history?
Flexible working is in demand
Guest Blog by Jenny King, HR Consultant at Iroko Consulting, a specialist HR consultancy
for membership, association and not for profit organisations.
9 in 10 people in the UK now want to work flexibly according to recent research. Demand spans both
gender and generations driven by a variety of personal reasons. The option to flex is fast becoming an
expectation from prospective employees rather than a nice to have.
Flexible working is becoming essential as part of candidate attraction strategies any employer that
wants to be truly competitive needs to have flexible working as standard.
54% of UK workers are already working flexibly in some way and more than half the workforce (55%)
would like to work flexibly in at least one form that is not currently available to them. (CIPD, 2019)

Build in flexibility from the start

Advertising flexible work options upfront can help boost candidate attraction, from compressed hours
to job shares and/or alternate locations. Be clear about which roles can be done flexibly. A simple role
assessment can help managers think about what’s possible right at the start.
Time - how many hours are needed to carry out the job. Is this a full-time role, a more than full-time
role or a part-time one?
Location - where do the activities need to be carried out?
When - what activities have to be done when?
Consider role’s dependencies
team jobs
project based
supervisory
client facing
process driven
Read full article

Click here

Twitter @IrokoHR
LinkedIn
If you would like to guest blog in our next newsletter or a future one please contact us
dg@membershipbespoke.co.uk or 0203 440 3652

For more information and interesting blogs please access them here:

www.membershipbespoke.co.uk

Click here

@membershipjobs

