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02  BUILD FOR GROWTH

CAMINO

FINANCE

We advise our recruitment sector clients on how to set up efficient and effective support service teams, 
and supply them with all the people they need to succeed. This e-book will help you take your first 
steps towards building an infrastructure that will support the growth of your business.

The most important part of your support function; but determining the structure of your team, 
selecting suitable software and attracting talent can all be difficult. Managing your finances effectively 
is critical, especially as you grow.

CAMINO FINANCE OPS

OPERATIONS The engine behind your business; this function will support your sales force by introducing and 
streamlining back-office processes and procedures that will maximise efficiency and ROI.
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MARKETING Make your brand well known; effective marketing is the best way to drive customers and candidates to 
your business, let the world know what you do and make it easy for them to find you.

Want to increase your headcount in a cost effective way? You need a brand ambassador to hunt for the 
highest calibre talent to grow your business.

MARKETING
TALENT

ACQUISITION L&D

Your contract book is growing and you have plans to widen your international reach, so investing in an 
in-house legal, contracts and compliance expert is advisable in order to safeguard your business as it 
expands.

TALENT  
ACQUISITION

CONTRACTS &
COMPLIANCE

It is crucial to have a sales force which is constantly gaining skills and developing. An L&D professional 
can help recruiters reach their full potential.

LEARNING &
DEVELOPMENT

COMPLIANCE



4  Camino Partners

  FINANCE

FINANCE: FUELING THE ENGINE
Planning Your Function 

Start planning your finance function by determining your ambition. 
If you’ve got any ambition of growing, you’ll need a solid financial 
platform to build on. 
 
Considerations you need to make when creating your finance function: 

•  Know what type of business you are, but more importantly, what 
type of business you intend to be. 

•  Short, medium and long-term plans; how many offices, markets and 
consultants will you have and in what time-frame?

•  How complex will your business become? Will you run contractors 
internationally? Are you considering offering RPO / MSP services?

•  What form of ownership – sole trader, partnership, limited company, 
or will it be more complex with external investors? 

•  Are you building for exit? If so, preparing your story correctly now 
can add significant value further down the line. Begin with the end 
in mind.

Who to hire and when
If your finance department has historically been outsourced, you will 
need to think about bringing it in-house as it becomes more complex 

and as the volume of transactions increases (other variables will need 
to be considered but our broad brush suggestion would be when you 
have 15 staff and 40 contractors / temps).

Your first hire should be a part-time Financial Controller (or full-time if 
you’re growing quickly).

The ideal profile:
•  Experience within another small, growing recruitment business.

•  Hands-on – happy to do everything from transaction processing 
through to management accounts.

•  Strong systems experience – able to carry out a systems audit and 
implement the right back and mid-office systems (General ledger 
systems such as Sage, QuickBooks or Xero or Pay & Bill packages 
such as Revas InTime or ETZ Timesheets).

As you grow, you’ll need to hire a credit controller to manage cash flow, 
ensuring invoices are sent out accurately and that debt is collected 
promptly. You will probably need to hire an experienced pay & bill 
administrator as your contractor book grows to 80. Once the day-to-
day finances are in-hand, you should hire a part-time Finance Director. 
A good one will be able to take a higher level view of the finance 
function; implement an Invoice Discounting facility, hold relationships 
with prospective investors and help facilitate the strategic growth of 
your business. Alan McBride, Managing Director
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OPERATIONS: THE PIT LANE
You are growing on the sales side of your 
business, with your headcount rising and your 
NFI increasing healthily, but you now need some 
infrastructural support to keep up with your 
blossoming sales figures.

You might be asking yourself, ‘how can we make processes 
smoother?’ or ‘how can we make our business more scalable?’ 
If these are the kinds of questions going through your mind, 
you may need someone who can streamline your business 
and act as the engine behind the sales floor: an Operations 
expert. 

This person may come from a Marketing, HR, Compliance or 
IT background and be looking to expand into further areas, 
and the kind of profile you decide to hire will largely depend 
on your priorities. Do you want to implement a new CRM 
system?  Are you looking to streamline your Compliance 
function or are you looking to increase your brand awareness 
and position yourself at the forefront of your market?

If the answer to any of these questions is yes, then you may 
need an Operations Manager to drive these key business 
objectives. 

What does a strong operations person look like?

•  Strategic and able to see the bigger picture, adopting a
‘bird’s eye’ view of the business and making key decisions
on how the business can grow in line with its vision.

•  Hungry to learn and develop in order to add value in as
many key areas as possible, such as IT, Marketing, Learning
and Development and Compliance. With these areas there
is always room to expand your knowledge and skill set,
adding value to your organisation.

•  High attention to detail and an organised, methodical
approach.

•  The ability to manage people and delegate in order to
maximise the potential of the business and achieve ROI.

Adam Higgins, Team Leader

OPERATIONS
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MARKETING

Marketing has come a long way from a simple sales 
support mechanism. In such a competitive market with 
so much to be gained from extra recognition it should 
not be overlooked. 

Not only is marketing an excellent way of gaining inbound leads 
and sending out messages to outshine your competitors, it will also 
help you gain brand awareness that will promote the business. 

The marketing world is becoming increasingly digitally focused 
and it is essential to get someone on board who understands 
this and can make it work for your business. It is also important 
to keep candidates and clients up to date with company news, 
successes and vacancies as many recruitment companies are guilty 
of losing touch. In the digital world, Google rankings, and followers 
on LinkedIn, Facebook and Twitter are good ways to track the 
progress of an internal marketeer.

What should a Marketing Manager do?

•  Create a strong brand for the business. This is reinforced by
creating fresh, relevant and interesting content on a regular
basis. Further support for the brand is built by creating and
enforcing clear and consistent brand guidelines.

• High calibre marketeers will create effective long-term 
multichannel campaigns, including both online and offline 
elements; comprising of social media strategies, email 
marketing, PR and Search (SEO / PPC) strategies.

• Demonstrate ROI for the work they are doing as well as 
carefully managing the budget.

• PR campaigns for when the company is looking to sponsor 
awards.

• Develop an effective internal communication strategy for your 
most important audience: your staff. A good communication 
plan will sell your company message well, and build staff 
engagement.

• Marketeers should be able to assist recruiters in using LinkedIn 
to full effect, and oversee job board spend – ideally getting you 
better deals, and maximising ROI. 

Jon Martin, Team Leader

MARKETING: OVERTAKING YOUR COMPETITORS
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TALENT ACQUISITION: GOING THROUGH THE GEARS

TALENT ACQUISITION

In an industry where we are experiencing a significant 
‘war for talent’, you are probably finding it harder to 
source and attract the highest calibre individuals in an 
increasingly candidate-driven market. 

Do you find yourself competing with several agencies for 
candidates and wonder how you can beat the competition? If so, 
you need a brand ambassador – someone to sell your business 
within the market, setting yourself apart from the rest and staying 
one step ahead of the game.

There are several advantages to hiring a Talent Acquisition 
specialist:

•  This person will have a sole focus on constantly sourcing, 
tracking and interviewing high calibre candidates.

•  They will manage the process, freeing up senior management’s 
time and energy.

•  They will identify and understand the culture and vision of 
the business and find people aligned to these values and 
candidates who ‘fit the mould’.

•  A clinical and precise approach to securing the best possible 
individuals.

•  Proactively headhunt top billers from other recruitment firms  
– the real value-add – in order to raise the average performance 
within your organisation, whilst also providing intelligence 
about what is going on within the market, e.g. commission 
schemes, company incentives and career opportunities.

•  Another benefit is if this person can train and develop their 
hires, acting as a ‘Talent Manager’ or ‘Head of Talent’, because 
there is a strong link between the two.

•  They will increase your success rate of hiring graduates with 
little previous experience. Often, the most difficult group to 
develop profitably.

Overall, by bringing in a Talent Acquisition specialist, your 
business will inevitably become more scalable, and will steer 
you away from simply ‘putting bums on seats’. This resource will 
allow you to expand more quickly and effectively by designing 
and implementing a strategy to increase headcount profitably. 
Also, they will do all of the hard work, so you can focus on other 
business demands.

Adam Higgins, Team Leader
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COMPLIANCE

COMPLIANCE: PREVENTING YOUR COMPANY FROM CRASHING 
Several specialist areas within the recruitment sector, 
such as healthcare, rail, education and oil & gas, are 
all becoming more heavily regulated.

This regulation is making it essential that you are safeguarding 
yourself against any legal and compliance issues and securing 
your business in the long run.

In addition, you may be growing internationally, meaning that 
you will need to be familiar with foreign legislation and how, for 
example, regulations in Africa may differ from those in South 
America.

You may also have a high volume of contractors, which naturally 
creates more paperwork to be administered. 

This is why it is important that you have someone within your 
business, even if your focus is only on the UK, who knows and 
understands the importance of dealing with contracts and 
compliance issues. Because without any procedures or policies 
in place, you run the risk of bringing your business into disrepute 
and you could be susceptible to legal claims. 

The ideal person for this role will be:

•  Process-driven and able to deal with high volumes of 
administration in an organised manner, consistently 
demonstrating high attention to detail.

•  Disciplined and self motivated enough to be focused on the 
task in-hand.

•  Assertive and able to push back when required, often acting 
as ‘gatekeeper’ to consultants eager to push through deals 
that aren’t yet fully compliant.

•  Astute and able to go through detailed documents with a fine-
tooth comb and identify any errors or questionable terms of 
business.

Who you hire largely depends on the markets you operate in and 
the nature of your business, but with a strong compliance person 
in place, any threats to your business should be managed in a cost 
effective manner. 

Adam Higgins, Team Leader
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LEARNING & DEVELOPMENT: PRACTICE LAPS
It is sensible to synchronise your Learning & 
Development and Talent Acquisition strategies. 

If you bring on new members of staff there needs to be the 
manpower and the know-how to develop them into effective 
recruiters. For a small business (sub-30 people), it doesn’t make 
financial sense to have a full time trainer in-house. The person 
you hire should relate to the size of the sales force, the expected 
intake of new members of staff, and the amount of time needed 
to make your staff productive. A part-time or freelance option 
may make more sense for the business. 

The most effective means of training: 

•  Academies: it makes sense to develop trainees in batches. 
These training sessions are effective when they are as 
interactive as possible, thereby engaging everyone in the 
group.

•  Desk-based coaching: one-on-one sessions between the 
trainer and the recruiter. This method is an excellent way to 
spot immediate problems, highlight weaknesses and provide 
reinforcement to the recruiter.

Veteran Recruiter or L&D specialist?

This answer would depend on the culture of your business and 
the likely reaction of your staff. Both have merits; the highly 
experienced recruiter is very relatable, has lots of war stories 
to share and can inspire recruiters to perform better. A lot of 
L&D specialists use psychological techniques (such as NLP) 
and develop emotional intelligence to improve the mindset of 
recruiters. 

Both types of trainer should be engaging and show boundless 
enthusiasm. A good identifier for a trainer could be a 
qualification; highly recognised examples include CIPD (Level 7 is 
ideal), TAP and NLP.

Jon Martin, Team Leader

LEARNING & DEVELOPMENT
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06 GET IN TOUCH

CONTRACT 
& INTERIM 

NED 

NEED 
HELP

BACK- 
OFFICE

BOARD-
ROOM

We can supply you the support staff you need to grow, including: Accountancy, Finance, 
Operations, Marketing, Compliance, Talent Acquisition and L&D. 

We provide contract and interim professionals for the recruitment sector. Contractors can be of great 
value for several reasons: an IT project specialist can help you implement a new CRM system; an L&D 
contractor can design and implement a new training strategy, or maybe you just need a temporary 
stop-gap whilst you recruit for a permanent position. 

For those of you requiring C-suite level professionals, we offer a discreet search service for the following 
roles: FD, CFO, NED, COO, and CEO.

An important point of note: we’ve not mentioned NEDs at any great length in this e-book but you should not neglect their 
importance - running a business can often be a lonely task, especially for those who are new to it. Give serious consideration 
to hiring a coach, mentor, or Non-Executive Director (NED).

We hope you’ve found this e-book useful. If you’d like help and advice about setting up your finance, 
operations, or infrastructure teams, please contact us on: phone: 020 3805 5234 or email:  
sachin@caminopartners.co.uk.

http://caminopartners.co.uk/camino-growth-partnership/
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Camino Partners Ltd.

London

sachin@caminopartners.co.uk
www.caminopartners.co.uk
Tel: 020 3805 5234
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