
The Candidate Journey:  
How to Optimize Your Hiring 
Process in Every Stage



It’s a candidate-driven market, and the competition for talent is 
fierce—if you’re not providing a high-quality candidate experience 
and pre-closing candidates in every stage of the candidate journey, 
you risk losing top talent to the competition.

A fast-acting, flexible talent acquisition process is critical to closing 
candidates. You’re not the only company competing for them, so 
your process needs to work not only for you, but more importantly 
for the talent you’re trying to attract. When you find the talent 
you desire to hire, your speed and flexibility in presenting and 
negotiating the most competitive offer can set you apart from other 
businesses.

The Five Stages in the Candidate Journey

86% of job seekers believe that employers should treat candidates 
with the same respect as current employees.1 Therefore, it’s critical to 
understand how candidates move through the candidate journey so 
you can keep them engaged. 

The five stages in the candidate journey are: Awareness & 
Consideration, Talent Acquisition, Interview, Offer, and Onboarding. 
Your ability to employ pre-closing strategies and a candidate-driven 
talent acquisition process in each stage of the journey will give your 
organization the competitive edge to hire better talent. 

12017 Candidate Experience Study, CareerBuilder
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This is the first stage in the candidate journey—where the job seeker becomes a 

candidate. Here, the candidate discovers the new job opportunity—from an online 

job board or social media, contact with a recruiter, or even through word-of-

mouth from friends or family. 

At this stage in the journey, candidates are very impressionable, and they begin to 

form opinions of your company based on your digital brand. 64% of job seekers 

research jobs before they apply,2 and they want to know about the company 

culture and mission to determine whether they align with your organization. 

It’s critical here to create an authentic digital brand, one that accurately 

represents your company culture. This extends anywhere from your website and 

social media to the job description you’ve posted. Candidates’ alignment with 

what they find online plays a major factor in whether or not they apply. 

It may seem counterintuitive to think about recruiting as you think about closing 

a sale, but the same strategies must be applied to the talent acquisition process. 

Even in this early stage of the candidate journey, your organization should be 

thinking about pre-closing activities, like the authenticity of your digital brand, 

that will move candidates along in the talent acquisition process. 

2CareerBuilder’s 2016 Candidate Behavior Study
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After some initial research on your brand, the candidate may apply to the open position.

However, there’s one major obstacle that could prevent them from applying: the 

application itself. 

If the application process is too long, difficult, or complex, candidates are more 

likely to get frustrated and abandon the application entirely. In fact, one in five 

candidates will abandon an application if it takes them longer than 20 minutes to 

complete.3 

For candidates who do complete the application, it’s critical that your company 

sends a response email 33% of job seekers want at least an automated email sent 

to them after they apply.4 It takes only one automated email acknowledging that 

you received their submission to show that you respect the time they took to apply. 

It also gives them insight into the way employees are treated at your organization. 

An uncomplicated application process and an automated response are simple ways 

to continue pre-closing your candidate. You are not the only company vying for 

this candidate, so your responsiveness can make a difference to help you gain a 

competitive edge in the candidate’s decision process. 

3“New CareerBuilder Study Unveils Surprising Must Knows for Job Seekers and Companies Looking to Hire”
4CareerBuilder’s 2017 Candidate Experience Study
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© Brightwing 2017  |  800.521.2478  |  gobrightwing.com



In this stage, the candidate will have their first direct contact with your company, 

whether it’s with the Talent Acquisition team, the hiring manager, or both.

During the interview stage, candidates will interact with your organization’s 

employees and experience your office environment for the first time. As they 

experience your organization, they get a deeper insight into your company and 

culture—because just as you’re interviewing them, they’re interviewing you. 

Good candidates will have questions for you, and they’ll want intelligent 

answers. You’ll need to be prepared to answer questions on a variety of topics, 

from culture and goals to the company’s struggles and successes. Thoughtful, 

transparent answers will show the candidate that you respect their desire to learn 

about the company and determine whether they align with its mission.

During this stage, you must ask yourself: how qualified are your managers to sell 

the company and their open positions? Is everyone who is involved in the hiring 

process a good representative of your company’s values and mission? Do they 

inspire candidates to want to work at your organization? Can they thoughtfully 

articulate the needs of the organization and position?

If your managers aren’t representing the company in a positive, passionate way, 

you’ll have a difficult time attracting and closing talent—which could ultimately 

lead to lost opportunities.

Interview3
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By this stage, you’ve nurtured and interviewed qualified talent, delivered a 

positive candidate experience, and chosen someone to fill the open position.

Prior to extending an offer, ask your candidate about other opportunities and 

offers they are currently entertaining. In today’s candidate-driven market, your 

compensation package needs to be competitive. Even if you can’t match salary, 

there are other perks or benefits you can underscore or negotiate that aren’t 

directly related to the candidate’s paycheck.

Knowing what your candidate values and understanding their lifestyle will help 

you create an offer that meets their needs beyond monetary compensation—

needs like flexible hours and the ability to work from home. 

Your ability to adapt in this area will help you close the offer and bring on the 

talent your organization needs.

Offer4

© Brightwing 2017  |  800.521.2478  |  gobrightwing.com



Once the candidate accepts the offer, they will transition into an employee and 

enter the fifth and final stage in the Candidate Journey—Onboarding. 

The Onboarding process accomplishes three major things: 

    • Teaches company mission, values, and culture to the new employee

    • Integrates them faster into the organization

    • Speeds up employee’s hire-to-productivity time

An employee who has been onboarded well understands the short- and long-

term goals of the company and knows how their position supports those goals. 

This vision gives their work meaning and keeps them more engaged. It also helps 

new hires integrate into your company better because they can see how they 

align with both the culture and the other employees.

Additionally, the Onboarding process is a chance to reduce the amount of ramp-

up time before an employee is fully productive in their new role. By presenting 

them with the resources they will need to perform their job well, they will 

complete responsibilities more quickly and at a higher level of quality.

As you onboard your new team member, remember that a clear process, proper 

training, and easy access to resources and information will make their transition 

into your company easier—resulting in a positive candidate experience and a 

highly engaged employee.

Onboarding5
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