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MANY plant hire companies are 
now trading at pre-recession 
levels. Revenue rises of circa 
15%-20% in many organisations 
will inevitably create increased 
demand for workers at all levels 
of the plant and tool hire indus-
try. 

Most of our clients are either 
growing their existing opera-
tions or opening new depots to 
meet customer demand. How-
ever, as many experienced staff 
left the industry during the re-
cession, companies are now 
struggling to fill vacancies with 
skilled, high quality staff. Re-
cruitment was discussed at the 
recent Construction Plant As-
sociation where senior industry 
figures agreed that recruiting 
the right people would be a key 
issue in the coming years. The 
panel also identified the impor-
tance of attracting younger peo-
ple.  

Having worked in tool hire 
recruitment for over 25 years, I 
know from experience that there 
are certain ways of going about 

the process to ensure you get 
the right person for the job.

CHOOSING THE RIGHT 
METHOD
For a start, there are different 
ways of filling a vacancy, all with 
different merits. Your current em-
ployees may know suitable candi-
dates, whilst networking can also 
be an effective way of sourcing 
candidates. Online recruitment 
is a popular medium, so look at 
job boards and don't forget social 
media such as LinkedIn as a way 
of advertising and networking. 
Many companies choose to use 
recruitment agencies because of 
their knowledge and contacts in 
a specific industry. A recruitment 
company can also advise on and 
manage as much or as little of the 
process as you want. Whichever 
route you choose (and it may well 
be a combination), there are cer-
tain factors to consider.

THE GOLDEN RULES
First and foremost it's crucial 

to have thought through what 
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you are looking for. It's surpris-
ing how often the requirement 
changes through the hiring pro-
cess, so clarify exactly what the 
role is and what attributes, skills 
and experience you are looking 
for as this impacts on everything 
from job specification to selec-
tion. 

A clear job specification is cru-
cial. Not only do candidates need 
to know what the role requires, 
they also need to be sure that 
they want to do it. 

Differentiate between the 'must 
have' and the 'nice to have' skills 
and experience. Highlight the for-
mer in bullet points so candidates 
can see at a glance what the posi-
tion entails. 

SELLING THE ROLE
If advertising, remember to sell 
your company/the position by 
highlighting any benefits. Com-
petition for quality candidates is 
likely to intensify, so explain why 
someone would want to work for 
you. Aim for clarity. Keep para-
graphs short to maintain atten-

tion. Many people will view your 
ad on a smartphone or mobile 
device so use bullet points, mak-
ing it easier to read the key points. 

It's also important to keep an 
open mind and understand that 
candidates may not meet every 
single requirement, particularly 
within a limited marketplace. 
Decide which ones are the deal 
breakers. Maintain good com-
munication throughout the hiring 
process, setting clear expecta-
tions and honouring promises. 

After the trials of the recession, 
recovery inevitably brings a new 
set of challenges. One of the most 
significant of these will be recruit-
ing and retaining the next gen-
eration of skilled workers to meet 
rising demand. So, it is important 
to have effective recruitment pro-
cesses in place to help create the 
best possible team around you.  

Dave Irons is a director of 
Embark Recruitment who 
specialise in recruitment 
for the tool and plant hire 
industry. 
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"Recovery inevitably brings 
a new set of challenges"


