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RECRUITMENT EVENTS 
TODAY: GREAT VALUE 
OR RELIC?

Are recruitment events and open houses 

worth it?  With all the advancements in 

technology, some healthcare recruiters 

are left wondering whether recruitment 

events and open houses are a relic of the 

past or a great way to find and engage 

with the most qualified local candidates.

 

The health care industry is staring down a 

significant supply vs. demand crisis. For 

example, the U.S. Department of Labor 

projects that employment of healthcare 

occupations is expected to grow 18 

percent from 2016 to 2026.  There are 

2.4 million jobs anticipated to be created, 

mainly due to an aging population that 

has a greater demand for healthcare 

services. 

 

By 2022 more than a million of those will 

be nursing vacancies alone.  

In fact, according to The Atlantic, in 

2017, for the first time in history, 

health care surpassed manufacturing 

and retail, to become the largest 

source of jobs in the U.S.  The 

challenge is multiplied when 

recruiting experienced nurses.
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https://www.bls.gov/ooh/healthcare/home.htm
https://www.theatlantic.com/business/archive/2018/01/health-care-america-jobs/550079/


The challenge of healthcare recruiting 

is compounded by an aging workforce.  

According to the 2017 US Department 

of Health and Human Services HRSA 

Health Workforce report between 2014 

and 2030, an estimated 1,043,500 RN 

FTEs will leave the workforce, and 

there will be a decline in about 149,500 

RN FTEs associated with reduced work 

hours as the nurse workforce ages.

 

Plus, while the number of open nursing 

jobs has been steadily growing, the time 

to fill open positions has also been 

lengthening.  According to this 2017 

Recruiting Trends Report more than 

half of those surveyed have found that 

the time to fill open positions has 

substantially or slightly lengthened 

relative to the previous year.

 

 

Up against these odds, it is 

imperative that recruiters use a wide 

variety of tactics to reach qualified 

candidates, make meaningful 

connections and fill their candidate 

pipeline.  When properly developed 

and advertised, a recruiting event or 

open house is an excellent way to 

showcase your facility to qualified, 

engaged local candidates, and 

shorten the time to hire.

 

Let’s face it, recruiting for 

healthcare jobs is going to remain 

incredibly competitive.  

SO NOW WHAT?
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Following are four best practices you can use to ensure your next 
recruitment event is a success.

It is imperative that nurse 
recruiters use a wide 

variety of tactics to reach 
qualified candidates, 

make meaningful 
connections and fill their 

candidate pipeline.

https://bhw.hrsa.gov/sites/default/files/bhw/nchwa/projections/NCHWA_HRSA_Nursing_Report.pdf


ONE:
METICULOUS 
PLANNING
Timing is everything.  Every detail -- from 

the time of year to the day of the week, to 

the time of day -- will impact your event 

differently.  When planning your event, 

consider your target candidate’s 

preferences and make it easy for them to 

attend.  Avoid barriers and potential pitfalls 

such as the likelihood of weather delays or 

peak hour traffic and parking challenges.  

Eliminate work schedule conflicts your 

nurse candidates might face and plan the 

timing to span outside traditional work shift 

start and end times.

 

Planning isn’t just about the when it also 

includes the who:  Nurses are busy people. 

For a candidate to decide to take the time to 

come to your event, they need to know it will 

be a great use of their time.  

 

Schedule your nurse leaders and hiring 

managers to be on hand for in-person 

networking and meetings throughout the 

entire event.  Plan high-value activities such 

as offering on-the-spot interviews, facility 

tours, and meet-and-greets with current 

staff.
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Since healthcare professionals are so busy and in-demand, many potential candidates may be unable to attend 
your scheduled recruiting event. Consider adding online chat to interact with candidates who are unable to 
attend the recruiting event in person. Chat is also great for interacting with candidates who are able to attend 
but afraid to for fear of being seen by colleagues at a recruiting event. It’s key to offer the scheduling flexibility 
offered by online chat to interact with these hard-to-reach passive candidates. 
 
Finally, planning for a solid recruitment event isn’t complete without a marketing and communications plan 
dedicated to driving attendance.  You are asking current management and staff to commit valuable time to this 
event, so you must get great candidates in the door.  Don’t let this challenge intimidate you.  If your current 
pipeline is lacking, work with a partner like Katon Direct to not just fill your pipeline with qualified candidates, 
but also get them in the door for your open house event.
 
 



There is little worse for candidates who show up to a recruiting event than finding a disorganized event.  After 

all, what can they expect of working for your organization if the recruitment process is lackluster? 

 

The impression you leave on your candidates can have far-reaching consequences down the line.  In fact, 

according to this report, candidates share their positive recruiting experiences with their inner circles more 

than 81 percent of the time and their negative experiences 66 percent of the time. Since nurses are significant 

users of social media -- both on and off the job -- that reach can be considerable.

 

Be prepared and offer a smooth, organized flow to your event.  Be ready on time and fully staffed from 

beginning to end.  Your organization’s representatives should be well identified, and a successful event plan 

will have staff assigned to connect candidates with the right nurse manager, recruiter/HR representative, and 

department information quickly and efficiently.  Directional signage should be present, prominent and easy to 

understand.  

 

Your goal is to ensure that no one is left to stroll aimlessly, uncertain of where to begin or who they should be 

connecting with and unhappy with the experience.  If you are offering on the spot interviews, have a clear 

process that includes warm introductions, an exchange of contact information, a clear pathway, and closes 

with setting expectations for next steps.

TWO:
BE PREPARED

One of the best things about on-site recruitment events and open houses is that they provide the opportunity to 

gauge culture fit (from both sides) right at the beginning of the hiring process.  For a strong organization with 

engaged staff, that is a huge advantage.  According to Mattersight, 80% of people would take one job over 

another based on personal relationships formed during the interview process.  

THREE:
TALENT -  CULTURE FIT IN ACTION
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Another study found that initial contact and conversations with 
others make a high impact on candidates’ impressions of job 
opportunities.
 
An in-person event gives you and the candidate an upfront, 
real-time opportunity to evaluate each other within the 
workplace culture.  Early red flags will help you quickly shift the 
hiring team’s focus to better candidates.  Even better, when 
great candidates are identified early they can be moved to an 
accelerated timeline.
 
 

https://www.thetalentboard.org/press-releases/talent-board-2016-north-american-candidate-experience-research-report-now-available/


FOUR:
FOLLOW UP
A successful recruiting event can be entirely derailed by failing to follow-up with promising candidates.  Have 

your follow up plan in place before the event and stick to it.  If your hiring managers are responsible for follow up, 

have pre-planned prompts to help make sure they stay on task and deliver a great experience.

 

This report found that 47 percent of candidates in the study were waiting two to three months or more for a 

response from the company, post application. Don’t leave great candidates with a bad impression.  Your post-

event plan should include:

Over 300 healthcare facilities partner with Katon Direct for their most challenging recruitment 

needs. For over 15 years Katon has pioneered connecting healthcare facilities with the most 

qualified local candidates for their onsite job fairs.

 

With over 3 million nurses in over 30 specialties in our industry-leading database, we can help 

generate traffic for your recruitment events and fill your talent funnel with qualified candidates.  
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Although that may seem like Recruitment 101, many organizations fail in the follow up category.  Doing this will raise 
your reputation, even among those you don’t hire.

Debrief with management staff

 
Follow-up calls and emails to top candidates 
for feedback and to schedule next steps

A thank you to all attendees with a 
request for feedback and closure 
statement

 

With the fall season on its way, recruiting events are a great way to help fill your 
staffing needs. Katon Direct can help pack the house at your next event.

 

Contact Us
Katon Direct

914-921-8800
www.katondirect.com

https://www.thetalentboard.org/press-releases/talent-board-2016-north-american-candidate-experience-research-report-now-available/
http://www.katondirect.com/

