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Task 1: Compare 2 job adverts.
Selected Job Adverts
· Job 1 – RED: IT Delivery Recruitment Manager (London, Hybrid) – Find it in the appendix
· Job 2 – HAYS: SAP Recruitment Manager (London, Hybrid) – Find it in the appendix

Key skills and Knowledge required
Both adverts are for the same role, targeting IT recruitment leaders, but with differences between them. The common skills and knowledge areas identified are:
Firstly, E2E Recruitment delivery management. Both roles require managing the full cicle from client engagement to onboarding of candidates. Secondly IT/SAP skillset expertise. RED requires knowledge in SAP, cloud and other technologies, while HAYS requirement is more deep into SAP knowledge. Thirdly Client and stakeholder management. Openning large accounts, developing relationships with stakeholders across the business and maintaining relationships is required in both jobs. Fourthly, Team leadership and practice building. RED focuses more into leading a delivery team while HAYS make more mention on building a SAP practice and grow the team. Fifthly,Operational and commercial ownership. RED mentions KPI’s, SLA’s and other delivery metrics; HAYS talks about P&L responsibility and increase the revenue. And lastly, Recruitment technologies. Both require proficiency with CRM’s, sourcing tools, MS 365…

One shared skill
I have selected Client and stakeholder management as one of the most important shared skills for the role.
In recruitment in general (IT, SAP, or other fields), success depends entirely on understanding client needs, identifying their gaps, and being able to cover them in a very short period of time with quality candidates and always within budget (Armstrong, 2020). These are very high expectations, and the competition is intense in the industry.
In order to achieve all the above, it is key to have a good understanding of the client’s business, build rapport with stakeholders, and manage expectations while maintaining their trust in your ability to deliver (Freeman, 1984; Grönroos, 2007).
Without these skills, even the best sourcing strategies fail due to misaligned requirements, which lead to candidate rejection, loss of revenue, delays, and frustration on both sides (Project Management Institute, 2017).
Both job descriptions mention “winning large accounts” (HAYS) and “building strong relationships with top 500 companies” (RED). For a delivery manager, poor stakeholder management can damage client relationships, which translates into KPIs not being accomplished, loss of revenue, and a negative company reputation as a recruitment provider (Project Management Institute, 2017).
Therefore, mastering client and stakeholder management is non-negotiable for anyone who aspires to manage a recruitment team.

Task 2: Self-Assessment.

I have prepared a reflective self‑assessment using a SWOT analysis to identify my personal strengths, weaknesses, opportunities, and threats in relation to the two job adverts.
My strengths include a proven track record in IT and SAP recruitment delivery across Europe, Iberia, and Latin America. I consistently achieve monthly starter targets and KPIs, and I have built strong client relationships with top 500 companies. I am bilingual in Spanish (native) and English (C1), which is directly relevant for European market coverage. I also have hands‑on SAP SuccessFactors Employee Central configuration experience, including business rules and workflows. Other strengths are strong work ethics proven by a high‑volume sourcing (100‑120 calls per day) and resilience proven through my years of experience in recruitment.
However, I also recognise several weaknesses. I have no formal project management certification such as PRINCE2 or AgilePM. I have no direct experience managing a permanent or contract recruitment team, until the date I have just been a member of the team. I have limited exposure to P&L or revenue stream ownership, and my knowledge of data analytics tools beyond Excel and PowerBI is basic. I also need to add that, I have no experience building a recruitment practice from scratch, as the Hays JD requires, and my public speaking and presentation skills with senior stakeholders are good but could improve.
The opportunities are significant. There is growing demand for SAP and IT recruitment in London, Europe and worldwide, and I can improve my skills obtaining Agile delivery management certifications. I can move from individual member of the team to team leader, I can also use my SAP SuccessFactors expertise into HR tech consulting, and network through professional bodies. 
The main threats include increasing competition from AI‑driven recruitment platforms, economic uncertainty that may reduce IT hiring budgets, geopolitical instability, rapidly changing SAP and IT skillsets requiring constant learning, and the risk of clients bringing recruitment in‑house.
To provide evidence of my readiness for employability and personal advancement, I can rely on several specific examples. 
Academically, I completed SAP SuccessFactors Employee Central training at Wizcore in 2025, gaining hands‑on configuration, workflow, and integration skills. I also hold an A‑Level in Automotive Mechanics, demonstrating technical aptitude. In my current role at Templeton and Partners, I consistently deliver high monthly starters across SAP, cloud, and multiple other roles while working closely with top 500 companies while managing the full recruitment lifecycle. Previously at Nicholas Bernard Ltd, I contribute heavily building a network of over 150,000 SAP consultants across Europe and the Middle East, managed to increase client satisfaction by 25%, reduced candidate dropouts by 15%, and grew new business by 20% year‑on‑year. My time at London Real Estate Ltd saw me deliver 450% of monthly targets in my first 30 days, and my self‑employed chauffeur work earned me a 4.9‑5.0 rating over 8,000 trips; proof of reliability and client focus. 
Feedback from a former manager noted my “exceptional ability to build trust with senior clients and deliver under tight deadlines,” and colleagues describe me as proactive, organised, and supportive. Outside work, motor sports and gym training demonstrate discipline, risk assessment, and consistency.
Overall, my combination of hands‑on IT and SAP recruitment delivery, client management success, technical SAP knowledge, and bilingual ability makes me well‑prepared for an IT Delivery Recruitment Manager or SAP Recruitment Manager role. My sales mentality have consistently made me exceed targets and demonstrated leadership behaviour. 
My main development areas are formal project management certification, direct people management experience, and P&L understanding, which are all being actively addressed.

Task 3: Employment Goals and Personal Development Plan 

Based on the weaknesses identified in my SWOT analysis, I have set a clear short‑term and long‑term employment goals. 
My short‑term goal (0‑12 months) is to secure an IT Delivery Recruitment Manager or SAP Recruitment Manager role, such as at RED or Hays, and successfully lead a small team of 2‑3 recruiters, achieving 100% of team KPIs within the first six months and ideally even exceeding it. I also have the goal of completing a recognised project management certification (PMP), either AgilePM or PRINCE2 Foundation. This goal is important because it demonstrate that I can go from individual contributor to people’s manager, which is essential for career progression, and the certification fills a formal skills gap while increasing my credibility with clients.
My long‑term goal (12‑24 months) is to manage a multi‑region delivery team covering Portugal, Spain, and Latin America markets, and to take ownership of a recruitment practice. I want to implement an improvement framework that reduces average time‑to‑hire by 20%, and ultimately look for a promotion as a Head of Delivery or Practice Lead role in the next three to five years, leveraging my bilingual advantage and SAP expertise. This goal aligns with the practice‑building responsibility described in the HAYS JD and my aspiration to have strategic input into business development.
To achieve these goals, I have developed a personal development plan focused on four key areas. 
First, I will pursue a formal project management certification, such as AgilePM or PRINCE2, within the next six months to fill a critical skills gap. Second, I will seek mentorship from an experienced team lead at my current workplace to gain practical insights into people management and P&L oversight. Third, I will build my data analytics capability by completing a short course in recruitment metrics and dashboard tools. Finally, I will expand my professional network through, LinkedIn, REC and SAP user groups, which will also help me understand how to build a recruitment practice from scratch. I will review my progress against this plan monthly and adjust as needed.
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APPENDIX

Job 1 – RED: IT Delivery Recruitment Manager

Job Title: IT Delivery Recruitment Manager
Company: RED
Location: London, United Kingdom (Hybrid)
Employment Type: Full-time, Permanent
Reports To: Head of Delivery & Operations

Role Overview

RED is looking for a results-driven IT Delivery Recruitment Manager to lead and scale our recruitment delivery function. In this role, you will be responsible for overseeing the end-to-end delivery of IT and technology recruitment solutions for our clients, ensuring high-quality service, operational efficiency, and team performance. You will manage a team of recruiters, drive delivery excellence, and act as a strategic partner to key accounts particularly across the Iberian, Latam, and European markets.

This is a dual-focus role that combines people management, client delivery, and operational leadership. The ideal candidate has a strong background in IT recruitment delivery, a track record of managing teams or accounts, and a passion for driving continuous improvement.

Key Responsibilities

Recruitment Delivery Management

· Oversee the full recruitment delivery lifecycle for multiple client accounts, ensuring roles are filled with the right talent within agreed SLAs.
· Manage delivery against high-volume and niche IT requirements across skill sets such as SAP, cloud, infrastructure, software development, and emerging technologies.
· Ensure consistent achievement of monthly starter targets and key performance indicators (KPIs) across the delivery team.
· Act as an escalation point for complex roles, client issues, or delivery risks, implementing mitigation strategies.

Client & Stakeholder Management

· Build and maintain strong relationships with key clients, including top 500 companies, understanding their workforce planning needs and aligning delivery strategies accordingly.
· Partner with clients to refine job specifications, candidate profiles, and interview processes to improve quality and time-to-hire.
· Lead business review meetings with clients, presenting delivery performance, insights, and improvement plans.
· Identify opportunities to expand service offerings and drive account growth through exceptional delivery.

Team Leadership & Development

· Lead, mentor, and develop a team of IT recruitment consultants and delivery coordinators, fostering a high-performance culture.
· Set clear goals, monitor individual and team performance, and provide regular coaching and feedback.
· Drive best practices in sourcing, candidate engagement, and recruitment technology (LinkedIn Recruiter, Bullhorn/Vincere, job boards).
· Support professional development and career progression within the team.

Operational Excellence & Continuous Improvement

· Implement and refine delivery frameworks, processes, and tools to improve efficiency, quality, and candidate experience.
· Monitor delivery metrics (fill rate, time-to-hire, candidate dropouts, client satisfaction) and use data to drive continuous improvement.
· Ensure compliance with company policies, client SLAs, and relevant employment legislation.
· Collaborate with sales and business development teams to support new client onboarding and seamless transition to delivery.

Qualifications & Experience

Essential

· 4+ years of experience in IT recruitment, with at least 2 years in a leadership or delivery management role (team lead, account manager, delivery manager).
· Proven track record of managing recruitment delivery for multiple clients, ideally across the Iberian, Latam, and/or European markets.
· Strong knowledge of IT skill sets (e.g., SAP, S/4HANA, cloud, software development) and recruitment methodologies.
· Experience managing client relationships at a senior level, including top-tier enterprise clients.
· Solid understanding of recruitment KPIs and metrics, with a data-driven approach to decision-making.
· Proficiency with recruitment tools (LinkedIn Recruiter, Bullhorn, Vincere, MS 365) and project management tools.
· Excellent communication, negotiation, and stakeholder management skills.
· Fluent in English; Spanish language proficiency is highly desirable.

Desirable

· Experience working with SAP SuccessFactors or other HRIS/ERP ecosystems.
· Project management or delivery certification (e.g., Agile, PRINCE2, PMP).
· Experience in business development or account growth.

Personal Attributes

· Proactive leader with a hands-on approach to delivery and team management.
· Resilient and calm under pressure, able to manage competing priorities.
· Client-focused with a commitment to delivering exceptional service.
· Strong problem-solving skills and ability to think strategically.
· Collaborative and team-oriented mindset.

What RED Offers

· Competitive salary and performance-based bonus.
· Hybrid working model with flexible arrangements.
· Leadership opportunity in a growing organisation.
· Career development and professional training support.
· 25 days annual leave plus bank holidays.
· Pension scheme and other benefits.


Job 2 – HAYS: SAP Recruitment Manager

Job Title: SAP Recruitment Manager
Location: London, United Kingdom (Hybrid Working)
Employment Type: Full-time, Permanent
Reports To: Head of Enterprise Technology

Role Overview

We are seeking an experienced SAP Recruitment Manager to lead and expand our SAP practice in London. This role is a major area of growth for us, and we need a leader to drive the strategy forward. You will have a national remit to recruit across the UK & Ireland and will be responsible for developing a new revenue stream within a high‑performing Enterprise Technology practice.

Key Responsibilities

· Practice Leadership: Build and lead the SAP recruitment practice strategy.
· Full Recruitment Lifecycle: Oversee end-to-end hiring of SAP professionals (functional, technical, and management) across the UK & Ireland.
· Client & Stakeholder Management: Leverage existing networks to win large accounts, develop new business, and influence senior stakeholders.
· Operational Management: Manage external client relationships, and handle offer negotiation, onboarding and compliance processes.
· Team & Process Management: Lead the recruitment team to achieve targets, with plans for future headcount.
· Community Engagement: Establish an SAP community presence through industry events, partnerships and thought leadership.

Qualifications & Experience

Essential:

· 4–5+ years of experience in SAP or enterprise tech recruitment is required.
· Deep understanding of SAP modules, technologies, talent pools, and client landscapes.
· Experience building client relationships and winning large accounts.
· Ability to lead and shape market strategy as a practice lead.

Desirable:

· Background in SAP SuccessFactors or other HRIS/ERP systems.
· Proven track record in building and managing delivery teams.
· Bilingual (e.g., English/Spanish) would be highly advantageous for European market coverage.

Personal Attributes

· Ambitious with a commercial edge and the desire to create something new within a major organisation.
· Confident and credible, with the gravitas to plug into the ecosystem immediately.
· Proactive and resilient, able to thrive in a fast-paced, growth-oriented environment.

What the Company Offers

· Competitive salary with a performance-driven bonus structure.
· Opportunity to build and grow a practice with the backing of a major brand, without the risk of doing it alone.
· Access to best-in-industry technology and renowned training programmes.
· Flexible hybrid working patterns.
· Clear progression pathways and a global outlook for growth.
· Employee wellbeing initiatives, a referral bonus scheme, and paid volunteering days.
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