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Employer engagement 

There is a direct correlation between supported employment contact with employers and 

competitive employment outcomes. In other words, if employment specialists do not routinely get 

into the community to talk to employers, the rate of jobs obtained is lacklustre. When supervisors 

are able to help employment specialists increase the quantity and quality of employer contacts, the 

change in program outcomes is dramatic. 

Many employment specialists are intimidated by the thought of approaching employers; even 

seasoned employment specialists avoid cold-calling new employers on a regular basis. When 

employment specialists feel uncomfortable with job development, it is common to see them focus 

on work 'behind the scenes', e.g., providing Internet job leads to clients, helping clients fill out 

applications, or driving clients to interviews. They may even report that the majority of their clients 

are uncomfortable with disclosure. However, as employment specialists become skilled in job 

development, they often report that an increasing number of clients are comfortable with 

disclosure. It may be because an employment specialist somehow communicates to his clients his 

level of comfort in speaking with employers. 

Planning for each employer contact is an important aspect of job development that many 

employment specialists neglect. Field mentoring is a way to help teach the importance of planning 

each contact. Before walking into a business , use the following strategies:  

Know something about the company. What is the product or service that the business produces? 

How large is the company? If you don't know any basic information about the business spend a few 

minutes researching the company before the visit. 

Know the purpose of the call. Is the purpose of the call to introduce yourself and make an 

appointment to learn about the employer? Is the purpose to learn more about the business? Is it to 

keep a relationship going? Is it to talk about a specific client? What do you want to accomplish for 

each employer visit? 

Practice. Plan how to introduce yourself and the purpose of the visit. Role-play the opening with 

peers or your supervisor. Identify areas of job development that you feel unsure about. For example, 

if an employer asks, 'What disabilities do your clients have?', role-play your responses.  

Bring materials. Bring your diary in case the employer wants to schedule another meeting or an 

interview. Also bring your business card and brochure. If you are planning to talk about a specific 

client, also bring along that person's CV or application. 

Find an expert to field mentor you. Ask to shadow someone else in your team who has good 

employer engagement skills. Ask them to observe you in action and constructively criticise your 

employer engagement skills. 


