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Close for Commitment To Next Hire
The Problem With "It was a good meeting"
There is a version of client development that generates warm conversations, pleasant relationships and very little pipeline. It produces lots of meetings that end with the client saying something like "that sounds great, do keep in touch." The recruiter marks the call as positive and moves on. Six months later, a vacancy appears at that company and goes to a competitor.
This chapter exists to close that gap. The commercial point is precise: a relationship that does not end in a commitment is a relationship that has not been converted. A good meeting without a clear next-hire promise is a missed close.
What Commitment Actually Means
Commitment exists in a hierarchy of three levels. The recruiter's job is always to close at the highest level possible before dropping down:
Level 1 – Exclusivity. The client agrees to call you, and only you, next time they recruit. This is the primary objective of every close.
Level 2 – First call. The client agrees to call you first, before any other supplier. In practice this is near-exclusivity because whoever presents first normally has the best chance of placing.
Level 3 – Alongside. The client agrees to include you when they next recruit, even if they also use existing suppliers. This is the minimum acceptable outcome. It is still a commitment that creates a future opportunity.
Always start at Level 1. Only drop down when you have to.
Why Super Billers Close Earlier in the Process
The Super Biller who closes a prospect client for exclusivity during a first meeting, or even at the end of a well-run phone call, has created future pipeline before the vacancy exists. When that vacancy eventually appears, they get the call. To everyone watching from outside, it looks like luck. In reality, the outcome was engineered weeks or months earlier.
This is one of the hidden mechanisms that separates consistent high billers from average performers who are always starting from zero. The average recruiter waits for a job to appear. The Super Biller has already agreed, in principle, that they will be the first call when it does.
The Drop-Down in Practice
Here is how a close with drop-down sounds in a phone-based sales conversation:
Recruiter: "From what you've described, I'm confident I can save you time when you next recruit. How do you feel about working with me exclusively the next time you hire?"
Client: "I've been with my current supplier for years. I'd want to see how you perform before committing to that."
Recruiter: "That's completely fair. In that case, how about simply calling me first when you next have a need?"
Client: "I'm not sure I want to go that far either."
Recruiter: "Okay, then how about calling me alongside your current supplier so I get the chance to demonstrate the difference in our approach?"
Client: "That I can do."
The recruiter did not get what they wanted. But they did not leave empty-handed. A commitment to be called alongside is still a future vacancy. It still goes in the pipeline. It still gets followed up. And the recruiter who follows up professionally and consistently will often find that a Level 3 commitment eventually becomes a Level 1 relationship, as well as closing lots of Level 1 clients.
The Maths of Commitment
In three months, a recruiter doing five client meetings a week will have met sixty potential new clients. If they close for some form of commitment nine times out of ten at those meetings, they leave with fifty-four commitments. Even if half of those clients do not keep their word when the time comes, that is still twenty-seven new client relationships, each with future hiring planned. Many of those will be active within the three-month window.
The logic is not about perfection. It is about volume and mechanism. Closing for commitment converts the meeting from a pleasant conversation into a pipeline entry. Enough pipeline entries, even with a modest conversion rate, produce a steady flow of inbound vacancies that most competitors are still cold-calling to find.
Always Confirm in Writing
The single most important thing to do after any commitment is to email the client the same day.
This is standard practice for Super Billers. It sets them apart from almost every competitor. A brief, professional email that restates what was discussed and what was agreed does three things:
1. It makes the commitment real and visible to the client, so it is harder to quietly forget
1. It demonstrates that you operate with structure and follow-through
1. It creates a record you can reference the next time you speak

The language should be clean and direct:
"Thank you for your time today. I'm delighted that you'll be calling me exclusively when you next recruit. I'll be in touch in a couple of weeks, but do reach out before then if anything comes up."
Short, professional, confident. Not a chase. Not an apology. A confirmation of an agreement.
Follow-Up as the Other Half of Commitment
The value of a commitment depends entirely on the follow-up that comes after it. The general principle: on average, it takes seven separate contacts with a prospect client before they give you their business. Super Billers compress this through quality of approach, but the number of touches required is still multiple.
The follow-up sequence after securing a commitment:
1. A same-day email confirmation
1. A tailored follow-up message within a few days, adding something of value (a relevant candidate, a market insight, a useful contact)
1. A diarised call two to three weeks later to maintain presence without pestering
1. Ongoing contact calibrated to how actively that client recruits, so high-frequency hirers get more attention than those who recruit once a year

The recruiter who closes for commitment and then disappears will still lose the business. The recruiter who closes and then maintains consistent, relevant contact for months while adding genuine value is the one who gets the call when it matters.
AI Support for Commitment Management
AI can materially help with the mechanical side of commitment management: generating the confirmation email immediately after a meeting, drafting personalised update messages for different client types, maintaining a structured pipeline of who promised what level of commitment and when they are due to be re-contacted, and flagging clients whose diarised follow-up date has passed.
The essential skill remains human. Ask for the commitment directly. Frame it properly. Do not mistake a pleasant conversation for progress. The recruiter who closes consistently, follows up consistently and emails to confirm every commitment will, over time, build a pipeline that most competitors cannot see and have no idea how to replicate.
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