Why TOS?
Why Now?
What to Consider.
With a number of different technologies on the market
for talent acquisition teams, it can feel like a huge task
to understand the benefits of each and choose the right
tech stack for your business. In this document, we make
the case for why you need to be thinking about a Talent
Operating System (TOS), why you need to think about
it now, and what you should consider when evaluating
technology to support your future of work.
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Why TOS?
WHAT IS A TOS?
A Talent Operating System (TOS) is a suite of tools used to source
and engage new candidates and internal talent, and consolidate data
across all talent tools in the organization. It uses smart data enrichment,
automated workflows and campaigns, talent pools and pipeline
management to help build a pipeline of engaged high-quality talent,
ready for recruitment when a role opens up.
WHAT DOES YOUR TEAM GET FROM A TOS?
Sourcers

Recruiters

Talent Marketers

Talent Ops

Leaders

•

Easily find and identify talent.

•

Easily add candidates to the database at scale.

•

Build nurture campaigns to keep candidates engaged and
drive applications.

•

Monitor or participate in conversations.

•

Build pools of candidates, and create pipelines from lead to
applicant hire.

•

Stay up-to-date on which team members are in contact
with which candidates.

•

Complete event management from set-up, through promotion and
execution, to reporting.

•

Self-managed, on-brand, SEO and mobile optimized career sites
that drive conversions.

•

Personalized campaigns delivered at scale through automation.

•

Real-time reporting based on quality, up-to-date data.

•

Easily identify processes that need improvement.

•

Agility to adapt processes or the tech stack as priorities change.

•

Ability to forecast and plan future workforce requirements
more effectively.

•

Happy, effective teams and good team reputation within the business.
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HOW DOES A TOS DIFFER FROM OTHER OFFERINGS?
To understand the difference between a TOS and other available
solutions, we should first look at how technology for TA has evolved.
1. The First Wave of TA technology
Candidate Relationship Management (CRM) systems have been around
for some time now, but were used initially as a way of managing lists of
prospects for sourcing teams. With limited integrations, data was siloed
in individual tools which resulted in poor data quality. Some ‘all-in-one’
solutions also emerged, but were complicated and lacked depth,
leading to low adoption.
2. The Second Wave
Recruitment Marketing Platforms emerged as the focus shifted to
candidate experiences. Automation helped simplify engagement
campaigns, and recruiters finally got some control over the talent
marketing experience. Integrations allowed data to be shared between
systems, but lacked consistency and mostly used Secure File Transfer
Protocols (SFTP) which resulted in latency issues. More and more
data was being collected without proper management, resulting in
disconnected data, information blind spots for managers, recruiter
inefficiency and disjointed talent experiences.
3. The Third Wave
With a TOS, we’re now at the third wave of technology for TA.
The fundamental difference with previous waves is that it has a solid,
Unified Data Model within the CRM at its core. This gives you a single
source of candidate truth, and is rich with features to easily
collect, enrich, contextualize and maintain data.
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Without this single source of candidate truth, a number of core
challenges arise:
•

You can’t achieve true recruiter efficiency through automation of
manual workflows or surfacing the best candidates via AI, as they
require solid data to work effectively. This delays time-to-hire and
causes frustrations for users.

•

You can’t take advantage of robust, two-way integrations with other
systems—resulting in data latency and integrity issues.

•

You can’t properly report on what’s working and what’s not. This
means you can’t quickly adapt your strategy (such as during the
global COVID-19 pandemic) or confidently plan ahead.

Other systems and platforms may have a CRM as part of their offering,
but these have often been built as add-ons to other solutions,
rather than developed as the core of the platform, and haven’t
prioritized data integrity.

With one-way
integrations,
systems may not
be used for their
intended purpose.
Take for example,
a one-way SFTP
integration which
pushes data from
the CRM to the ATS.
This would result in
disconnected and
out-of-date data,
or the need for your
CRM to become a
makeshift ATS that
pushes data only
once an application
is submitted.

Talent Operating System (TOS)
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WHAT ARE THE BENEFITS OF A TOS?
A TOS helps your organization address a number of challenges in your
organization, some of which are outlined in the table below:
Challenge

How a TOS Fixes This

Lack of transparency into communications
happening across multiple team leaders,
resulting in poor experiences, wasted time and
tarnished brand reputation.

•

Sync emails from multiple email providers.

•

Know in real-time what interactions the
prospect or applicant has had with the
company, and coordinate communication
with candidates.

Poor data quality and confidentiality issues
due to a lack of effective permission
management.

•

Keep data clean and well organized by setting
up admin-controlled requirements and
user classes.

•

Control sharing at user and candidate level to
ensure full confidentiality and selective access.

Lack of confidence in compliance with data
protection legislation due to manual processes
and data being in different systems.

•

Easier compliance with data processing
regulations such as GDPR with automated optins and data segmentation.

Manual engagement with candidates means
you can’t deliver personalization effectively,
negatively impacting the candidate experience.

•

Improved candidate experience through
individualized candidate engagement at scale.

•

Less manual effort and margin for human error
to keep prospects and candidates engaged,
meaning more time can be spent on one-toone interactions.

Lack of insight into how campaigns are
impacting the pipeline, and manual processes
for forecasting.

•

Real-time understanding of the impact
of campaigns on applications and
pipeline creation.

•

Improved analytics and forecasting
capabilities.
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Why Now?
When considering new or replacement tools within your TA tech stack,
there inevitably comes a conversation around which tool to implement
first. Let’s take a look at a few options.
STARTING WITH THE CRM
As we’ve already seen, a solid data set in a strong, functional CRM needs
to be the foundation, with other tools built on top. The CRM allows you to
effectively collect and capitalize on data, so you can truly save time and
build a pipeline of engaged, quality candidates.
By proactively sourcing candidates, you reduce the reliance on other
important but less effective channels like career sites. You can also
be more intentional about where you focus efforts, not just in terms
of sourcing but also rediscovering talent in your database. For these
reasons it makes sense to solve your sourcing challenges first by
starting with the CRM.
STARTING WITH A NEW CAREER SITE
It might feel tempting to start with a new career site. After all, launching
a new site is a tangible goal and could well be an ‘exec pleaser’. Your new
career site will attract more candidates, which means you’ll collect more
data. You therefore need the CRM in place before launching a new career
site so you can ensure you store, enrich and capitalize on the collected
data effectively, and take advantage of automation and AI to surface the
best talent. This is especially important in the current job market, where
an increasing influx of applicants has the potential to overwhelm your
team and top talent gets lost in the pile.
STARTING WITH AN ATS
Another consideration might be to wait until your ATS is in place. Your
ATS will help you move candidates through the hiring process, but that
relies on you having the candidates to feed into vacancies. As the CRM
allows you to build that pipeline of high-quality candidates you’ll be ready
to add candidates to the ATS once implemented. Better data quality
means more effective systems, so starting with the CRM will also get
your data in order which can reduce the ATS implementation time.
The result of both of these is a faster ROI for both systems.
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STARTING WITH OTHER IT SYSTEMS
As well as other talent acquisition technology it’s also worth considering
other IT priorities for the organization, and how inefficiencies in the
recruitment process impact the rest of the business. Open vacancies
within a department mean the rest of the team need to pick up the
extra work, or goals need reducing. The longer vacancies stay open,
the greater the risk of missed KPIs or the team suffering overwork and
burnout, leading to frustration, reduced productivity and greater risk of
losing additional talent. On the flip side, rushing the process leads to
reduced quality of hire. Investing in a tool that allows TA teams to reduce
time-to-hire through building a pipeline of quality candidates,
should therefore be a priority for the whole business.
ADAPTABILITY
As the current recruitment landscape continues to change and evolve at
a rapid pace, it’s vital that businesses are adaptable and can make the
right decisions at the right time. Having that accurate, rich, foundational
data set is more important than ever. Legacy solutions that have taken
a single platform approach simply won’t be able to keep up with all the
changes in the landscape. A TOS will help you form interconnected
systems, so you retain the flexibility to adopt the newest best-in-breed
technologies as your needs and strategies change. This future-proofs
your whole tech stack, and avoids a painful vendor change on your
core CRM at a later date.
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Why Beamery?
At Beamery, we believe that there is a better way for companies
to connect with future employees. A way that is deeply rooted in
relationship building, and mirrors the sophistication with which
companies market their products, build communities and
develop brand followings.
We’re passionate about helping the world’s largest and most
sophisticated companies transform their talent operations, team and
processes. Together, we’re on a mission to create the future of work—
a future where companies build deeper connections with candidates,
where they create phenomenal talent experiences, and where they hire
the people that will ultimately make their business a success.
This is why we created the Talent Operating System, starting with
the CRM because we know that is the most fundamental piece of
the puzzle. Our TOS has three key pillars:
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In addition to implementing the leading TOS, customers partner
with Beamery for our unique approach:
•

Go live on time, and on budget. From the moment we start
speaking, we begin to plan together the best way of making you
successful with Beamery. Our deployment methodology see
customers go live faster and more effectively—typically
within 12 weeks.

•

Engage your team more effectively. With a combination of
intuitive software and a close partnership with our customer
success team, organizations see a 3x increase in adoption with
Beamery over legacy CRM software.

•

We put innovation first. Our average research and development
spend is 90% of our revenue—triple the investment of
other solutions.

We’d love the opportunity to talk to you about your challenges and how our current and future solutions
can help you overcome them. If you’d like to learn more, please get in touch with your Account Executive,
Customer Success Manager, or email sales@beamery.com.
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