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INTRODUCTION

Dear Colleague:

We're pleased to provide the Final Report for the 2016 TATECH - Job Board
Doctor Global Job Board Survey. It includes aggregated data on current job
board trends and on job board opportunities, challenges and performance
metrics as well as selected comments from survey participants. In short, the
report provides a uniquely comprehensive and detailed portrait of today’s
worldwide job board community.

Wed like to thank Talenetic for serving as the Sponsor of the 2016 Survey. Its
commitment to the continuing success of job boards sets them apart in our
industry.

The TATECH - Job Board Doctor Survey is one of a number of major research
initiatives conducted by TATECH for the global talent acquisition solutions
industry. Among its other research initiatives are a survey of ATS providers

to identify key trends, developments and issues in that market and a survey

of recruiting technology users to determine the state of the art and needed
developments in talent acquisition products and services. TATECH also
conducts spot surveys of employment site operational and business experiences
conducted on its Center of Excellence, Jobboarders.com, and surveys of both
job seekers and recruiters to determine how best to serve them in the job
market.

In addition to working with TATECH on the Global Job Board Survey,
JobBoardDoctor provides a wide range of consulting services for the industry,
including strategic planning and assessment, site valuations, and site analyses.
JobBoardDoctor also provides research on the job board industry, including
surveys on aggregator usage and job seeker behavior on job boards.

Best Regards,

Peter Weddle Jeff Dickey-Chasins
CEO, TATECH Job Board Doctor



SURVEY M ETHODOLOGY

As it has for several years, the 2016 TAtech - Job Board Doctor Global Job Board Survey was conducted to better understand
current developments, issues and opportunities in the job board segment of the global talent acquisition solutions industry.

The survey was open and promoted to all job boards worldwide. The questionnaire was developed by Peter Weddle and Jeff
Dickey-Chasins and took less than 17 minutes to complete. Respondents could participate anonymously or by name.

The survey included 30 questions covering:
Respondent demographics Site performance
Organizational business model 2016 plans for business and service development
Perceived risks and opportunities

Survey responses were collected between January and March, 2016. A total of 211 responses were received from job boards around
the world, an 8 percent increase over the previous year.

Executive Summary

This Survey does not explore whether job boards are still relevant. Just as Mark Twain once quipped, “Reports of my death
have been greatly exaggerated,” job boards have refuted their critics and are today neither dead nor ineffective. In fact, as
numerous other surveys have found, quite the opposite is true. They are — as they have always been — a major source of
talent for employers worldwide.

What this Survey does address is the keys to that success. It provides a unique window on the views of job board owners and
operators and the performance of their sites. These insights identify and prioritize the business challenges and opportunities
all job boards face and provide an assessment of the strategies and tactics that can be used to sustain their success.

In addition and where appropriate, their responses have been compared to those collected in the 2015 Survey to isolate
important shifts in thinking or emphasis and to highlight trends that may be building toward a greater impact on the
industry in the future.

Key Findings
Job seekers vote with their feet, and the sustained level of traffic to job boards is proof positive that they remain important

destinations for them. As was the case last year, over half of the respondents reported site traffic of more than 50,000 unique
visitors per month.

Similarly, the continued reliance on job boards for talent acquisition underscores their continued importance for
employers. Almost one-in-two of the respondents (47 percent) posted 500 or more jobs on their site each month.

No less important, those sites deliver the talent to their customers. Over half of the respondents said that the jobs posted on their
sites generate 11 or more applications per posting.

Not surprisingly, over two-thirds of the respondents reported that quality of job applicants is the single most important criterion
for employers. However, that figure represents a drop of over 25 percent from the 2015 Survey.

Almost six-out-of-ten of the respondents (59 percent) reported that their sites derive 30 percent or
more of their traffic from mobile sources. That finding was up significantly from the less than half
of the respondents in the 2015 Survey who said they got 20 percent or more of their traffic from
such devices.

Finally, better than three-quarters of the respondents (78 percent) said they are optimistic about their
business opportunities during 2016. That’s a very positive outlook, to be sure, but down from the almost 90 percent of respondents
in the 2015 Survey who held such a view.



SURVEY RESPONSES

(collected between January and March, 2016)

How would you characterize your site’s focus?

People aggregator site

Other

Niche site specializing in a geographic area

Niche site specializing in a specific affinity

Niche site specializing in some combination of the above
Job aggregator site

Recruitment platform

Niche site specializing in a specific occupation

General site serving all occupations and industries

Niche site specializing in a specific industry

0% 8% 15% 23%

Where is your site’s business primarily conducted?

Central America
North Asia/Pacific
South America
Middle East

Africa

Australia & New Zealand
Eastern Europe

UK & Western Europe
Canada

South Asia/Pacific

UK & USA

Worldwide

Western Europe

UK

Canada & USA

USA

0% 13% 25% 38% 50%



SURVEY RESPONSES

(collected between January and March, 2016)

How long has your site been operating?

Less than a year
1-2 years
3-4 years
5-6 years
7-8 years

9-10 years

11+ years

|I|II|[

0

ES

13% 25% 38% 50%

With a low barrier to entry, the job board community sees a large number of new entrants in the marketplace every year. How-
evet, almost half of the Survey respondents represented mature sites and businesses that have been in opera7on for 11 years or
more. Further, the significant drop off after the 1-2 year mark suggests that it is an inflection point in job board development. If
sites build a business model and brand that gets them beyond that point, they may well have what it takes to stay in operation for
a decade or more.

How many employees work for your site?

1-5
6-10
11-20
21-50

51-100

100 or more

]||||‘

0% 13% 25% 38% 50%



On average, how many unique visitors does your site attract
per month?

0-5,000
5001 - 10,000
10,001 - 25,000
25,001 - 50,000
50,001 - 100,000
100,001 - 200,000
200,000 - 500,000
500,001 - 1M
1M or more
Don't know

0% 5% 9% 14% 18%

The number of respondents reporting that they didn’t know their site’s traffic was down from the 2015 Survey — a positive
development. In addition, the number of sites with traffic of 0-5,000 UVM was down from 2015, while the number reporting
traffic of 25-50,000 UVM and 100-200,000 UVM was up.

On average, how many new paid jobs are posted on your site
each month?

1-25

26-50
51-100

101 - 250
251 - 500
501 - 1000
1001 or more
Don't know
None

0% 10% 20% 30% 40%

The bimodal distribution of paid jobs (i.e., mostly either 1-25 or 1001 or more) was much more pronounced this year than last.



SURVEY RESPONSES

(collected between January and March, 2016)

Regarding your paid jobs, what kind of job posting does the majority
represent?

Guaranteed performance contracts
Slots/seats
Cost per click

Subscription packages

Single postings

I

0% 13% 25% 38% 50%

The number of single postings was down this year compared to last, while the number of cost-per-click responses was up.
Interestingly, despite the tight budgets of employers, the number of subscription packages was about the same as that reported
in 2015.

Do you track the number of
applications for each posting
on your site?

. YES
. NO




On average, how many applications were made for each
posting in 2015?

0-1 applications
2-4 applications
5-7 applications
8-10 applications
11-15 applications
16-20 applications
21-30 applications
31-40 applications
41-50 applications
51+ applications
0% 4% 8% 12% 16%

The number of respondents reporting 51+, 31-40 and 5-7 applications was up this year compared to 2015, while
the number reporting 16-20 and 2-4 applications was down.

Do you track the conversion
rate generated by your job
postings (i.e., the number of
times a job is clicked divided
by the number of applications
the posting generates)?

. YES
. NO




SURVEY RESPONSES

(collected between January and March, 2016)

How would you rate the following sources of traffic to your site, based
on the conversion of traffic into applications for your client?

Social media

Job aggregator (organic)

Google AdWords

Job aggregator (PPC)

Other search engine marketing (SEM)
Outbound mktg. w/links to site
Other

Direct marketing

Search engine optimization (SEO)

0.00 0.70 140 2.10 2.80

Search engine optimization went from #2 to #1 this year, while Job aggregator (PPC) and Job aggregator (organic)
both went down.

If your site offers a resume or profile database that is accessible by
employers, how many resumes or profiles are currently stored in the
database?

1-2,500
2,501-5,000
5,001-10,000
10,001-25,000
25,001-50,000
50,001-75,000
75,001-100,000
100,001-250,000
250,001-500,000
500,001+

Don't know

0% 8% 15% 23% 30%



Do you use currently use an
aggregator (such as Indeed, Simply
Hired, LinkUp, etc.) to either
provide addiyonal jobs on your
site, or to crosspost your jobs to the
aggregator site?

. YES
. NO

Do you plan to continue using
an aggregator for the next 12
to 24 months?

. YES
. NO

. NOT SURE

Which

Of the Neither
following

aggregator

services do  Payperclick (Ppe)
you use to

increase

your Organic job listings
traffic?

Both

"

0% 13% 25% 38% 50%



SURVEY RESPONSES

(collected between January and March, 2016)

Do you plan to change the job
aggregator you currently use in
the next 12 months?

. YES
. NO

In general, which of the following criteria are most important to with
regard to using or renewing your job board’s services? (Select 3)

Ability to integrate with employer's social media efforts
Ability to provide OFCCP compliance

Ability to integrate with employer's career site

Ability to email selected groups of job seekers

Ability to scrape postings from the employer’s Web-site
Increase diversity outreach

Ability to integrate with employer's ATS

Ability to interact directly with job seekers

Ability to promote an employer brand

Quantity of job views

Ability to search resume/profile database

Cost per applicant

Site traffic

Cost per hire

Number of hires

Quantity of applicants

Price

Quality of applicants

1 L

0% 20% 40% 60% 80%

The top three criteria this year were exactly the same as last year. Among those criteria that saw a drop in importance
were the Ability to promote an employer brand and the Ability to integrate with an employer’s social media efforts.
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Which of the following of the services do you offer to your candidates?
(Check all that apply)

Reference / background checks

‘Pay per application’ pricing model

Job alerts (text message)

Candidate assessment

Enhanced reporting to clients showing job distribution data
Referral mechanism

Android application

Recruiter and/or employer directory

iPhone application

Presence on Google+

Career counseling/advice

Enhanced reporting to clients showing total apps/posting
Full ecommerce for self service sign-up and payment
Group on Linkedin

Featured Job option for advertisers

Job posting distribution

Job search advice

Featured Advertiser / Company option

Presence on Twitter

Presence on Facebook

Mobile-enabled site

Job alerts (email)

0% 23% 45% 68% 90%

Over the next 12 months, how do you predict the following elements of
your job board company to change?

Personnel turnover

Marketing budget

Marketing staff

Sales budget

Sales staff

Technology budget

Technology staff

Bad debt

Company size (total staffing)

0% 20% 40% 60% 80%

| INCREASE | STAYTHESAME | | DON'TKNOW | DECREASE
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SURVEY RESPONSES

(collected between January and March, 2016)

What percent of your site(s) traffic comes from mobile?

Less than 1%
1-10%

10.1 - 20%
20.1-30%
30.1-40%
40.1 - 50%
50.1 - 60%
60.1 - 70%
70% or more

Don't know
0% 8% 15% 23% 30%

The number of sites reporting 30.1 percent or more of their traffic from mobile saw a dramatic increase from last year.

Do you have a mobile-friendly version of your site? (Check all that apply)

Yes - maobile-friendly design / responsive design

Yes - iPhone
Yes - Android
No

No - but am working on one

0% 23% 45% 68% 90%
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Do you offer a programmatic ad buying option?

0% 18% 35% 53%

Plan to in next 12 months

Yes

Which of the following do you see as the most significant *threats*
organization in the next 12 to 24 months? (Check all that apply)

Twitter
People aggregators
Craigslist
Google and other search engines
Facebook
Social recruiting
Industry consolidation (acquisitions/mergers)
Technological change
Growth in 'free' job sites
Negative perception of job boards by prospects/clients
New entrants/competitors
Price erosion/commoditization of job postings
Slow rate of employer hiring
LinkedIn and other social networking sites
Indeed and other job aggregators
0% 13% 25% 38%
This year’s top two threats were the same as those reported in 2015. However, the Slow rate of employer hiring jumped

from 9th place last year to 3rd place this year, while New entrants/competitors, Social recruiting, and Google and other
search engines all dropped in the rankings.

13



SURVEY RESPONSES

(collected between January and March, 2016)

Which of the following actions are you planning (Check all that apply)

Exit the job board industry via sale or closure
Move into job or people aggregation

Acquire other job sites/services

Participate in a job distribution network

Add customer service staff

Launch new job sites

Jverhaul existing job board software (internal)

Add new social media features

Exhibit at trade show

I L

Add new products for employers

0% 18% 35% 53% 70%

Which of the following do you see as the single biggest competitive threat
to your business in the next 12 months?

People aggregators

Social media (other than LinkedIn)
General job boards

Job aggregators (other than Indeed)
New entrants/competitors

Niche job board competitor
LinkedIn

Indeed

0% 8% 15% 23% 30%
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What is your best estimate of revenues for your site in the next 12 months?

$100,000 or less
$100,001-$250,000
$250,001-$500,000
$500,001-$1,000,000
$1,000,001-$3,000,000
$3,000,001-55,000,000
$5,000,001-$7,500,000
$7,500,001-$10,000,000
$10,000,001-$15,000,000
$15,000,001-$20,000,000
$20,000,001-$35,000,000
$35,000,001-$50,000,000
$50,000,001+

0% 8% 15% 23%

This may be the best news from the Survey. The number of respondents reporting projected revenues of $3-5 and $1-3
million and $500k to $1 million were all up from last year. And perhaps no less important, the number reporting $100k or
less was down.

Which (if any) of the following challenges or impediments *significantly*
affect your business during 2015-16? (Check all that apply)

Increased government regulations and oversight
Inaccurate source of candidate data provided to employers by their ATS
Turnover in customer HR Departments or recruiting teams
Lack of investment capital to grow your enterprise
A shortage of capable sales people
The inability of recruiters to write effective job postings

New competitors and/or old competitors with new capabilities
0% 13% 25% 38%

Both The inability of recruiters to write effective job postings and a shortage of capable sales people were up in 2016 over
2015, while the Lack of investment capital to grow your enterprise and Inaccurate source of candidate data provided to
employers by their ATS were down.

15



SURVEY RESPONSES

(collected between January and March, 2016)

How optimistic are you about the opportunities for your site over the
next 12 months?

Very pessimistic

Somewhat pessimistic

Neutral

Somewhat optimistic

Very optimistic

i

0% 13% 25% 38%

Though still #1 as it was in 2015, the Very optimistic assessment was down slightly this year, while the Neutral assessment
was up significantly.

Does your site have a dedicated sales staff?

Other (please specify) .

Yes - outsourced staff

No

0% 18% 35% 53%
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In 2016, which of the following best describes your overall rate structure
for recruiting products and services?

Decrease up to 10%

Decrease more than 10%

Other (please specify)

Increase more than 10%

Increase up to 10%

Stay the same

-

0% 15% 30% 45%

Please enter pena——
the Correct only (includ...
percentage for Sob slote -

each revenue
stream in your Resume access .

only
business (total

should equal gy -
100%):
Packages

Targeted
candidate...

Misc.
candidate...

Fees charged
to candidate

0 10 20 30 40 50 60 70 80 90 100



There seems to be a lot of VC money moving rather quickly through the industry.

All of these new products launch with incredible promises of finally providing

the “silver bullet” for recruitment advertising, but more often than not they do
nothing more than muddy the waters for the market, and then disappear in a few

years when the promised ROI isn’t brought back to the investors. In a lot of

ways, we're
on the edge.

_ Two years We expect
We are very excited at the prospects I
. : : building, to double
for obtaining new clients. We just need
100% revenues and
to improve our software by purchas.lng increase be acquired
software to upgrade what we have in place. in sales within the
last year calendar year
- 8fowing but none of
client base/ that is at all
We feel there are a lot of opportunities to growing atisata
certain.

grow our employer-related revenue. rankings,
retaining

clients.

We've increased prices for the
first time in 15 years, plus we
have redesigned the site to

increase likelihood of clients

Recently launched new version of site (now with L
upgrading jobs at greater cost.

a platform partner). Reaction has been favorable, T T

and we continue to show good growth. But the

will increase, all things being

media’s pessimistic view of the economy worries —_

me, and the niche profession might suffer as a

Select participant comments

result.

We focus on the startup

technology market and
have concerns that
the industry may slow
down soon.

18
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Leverage our extensive r sof sols
39¢ our extensive range of tajent acquisition software solutio
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to match demand for Manpower with supply.

talenetic.com TALENT \, Ay

ACQUISITION lmﬁs
e MENT

Talenetic focuses
on three areas: job About Talenetic
board solutions and
talent acquisition platforms for job

boards, recruitment agencies, corporate recruiters
and finally strategic consultancy for job boards and
recruiters.

Job Board Solutions

Talenetic provides exceptional yet affordable job board technology, tailor made for today’s challenge of a world heavily
influenced by mobile and social media. It is based on a deep understanding of digital recruitment and honed through in
excess of a total of seventy years experience of the management team in founding and running job boards and aggregators
successfully in different industries and different parts of the world.

Recruitment Agencies

We believe that recruiters would perform even better, if they behaved like job boards when it comes to candidate attraction.
Talentic provides recruitment agencies with a comprehensive talent acquisition solution that rivals the best of breed job
boards. It gets tailored to the recruitment agency’s own requirements and can be integrated into existing systems and
workflows.

Corporate Recruiters

A lot of effort has been spent on making the recruiter workflow smoother and more effective. That is important - it is equally
as important however, to spend the same amount of effort on making the candidate workflow smoother and more effective.
We, at Talenetic, have specialised in solving this massive problem by understanding and combining both the candidate as
well as the recruiter workflow.We have poured all our knowledge into building talent acquisition solutions that operate to the
same high standard as market leading job boards and are working seamlessly in the mobile world and are fully integrated into
the recruiter workflow.
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TATECH

THE ASSOCIATION FOR TALENT
ACQUISITION SOLUTIONS

TATECH.Org Py ———

TALENT ACQUISITION

TATECH serves the
organizations that

3 dvance talent MEMBER ROSTER ~ SPEAKERS BUREAU FE‘::S‘:)E:::Z:S& CONFEE);?CE&
acquisition through
technology-based
products and
innovative services.

We are the trade association for the worldwide community of commercial and not-for-profit
organizations operating or providing:

> Applicant tracking systems > Interviewing service & support

> Association career centers > Job & people aggregation

> Big data & analytics > Job ad distribution

> Candidate screening & assessment > Job boards

> Career portals > Mobile apps

> Career site content & services > Onboarding platforms & services

> Career site functionality > Online ad buying & distribution

> Cloud-based solutions > Recruitment marketing & advertising
> Consultation > Social media sites

> Digital classifieds > Talent networks & communities

20
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JOB BOARD
”;DOCTOR

jobboarddoctor.com

BlOG  EBooKS HIREME

JOB BOARD
RESOURCES  RESEARCH ngOCTOR TESTIMONIALS WORKSHOPS  Agoyr

MAKING JOB BOARDS BETTER

Learn how to run your job board
more profitable, The Job Board

Job Board Doctor : ,
. . MOUSE EARS AND PITCHES: suusumvm:.x
IS a cOnsu It N g ;"Evfl::lrfcn CONGRESS IN BUSHELOFRECRUTINGSTES g 0" HE

ARGUMENT FOR BUSINESS
PARTNERS

Just back from TAtech (and will

. ° i
;7: A'prll 16th and 17th roughly have a sum-yp shortly), but
0 job boarders, vendors, and the meantj i "It i i
hangers- on descended et coplon o e
e e ia;imi mpﬁs}l] fyou domot care
° . .
recruiting sites.

It provides strategic and tactical help in the following areas:

> Strategic planning & direction

> Product development and launch
> Site branding & positioning

> Marketing & sales

> Social media

> Content creation

> Site and user interface analysis

The Job Board Doctor is Jeff Dickey-Chasins, a veteran of the job board, publishing,
and e-learning industries. Jeff was the original marketing director for Dice.com,
growing it from $7 million to $65+ million in three years. He has worked with 450+
job boards and HR-related sites over the past 20 years, in almost every sector,
including finance, technology, education, health care, sales and marketing, energy,
and specific geographic regions. He has published research, e-books, and blog
posts on almost every aspect of the industry. He also speaks at industry conferences
on key topics in the online recruiting industry.
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