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ENTRY PROCESS
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In many cases, the process 
needs certain steps to be 

completed out of standard 
sequence in order to meet the 

end-customer TIMELINE

Entry process



TEMPLATES
ENTRY PROCESS PROMOTION
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CV Template
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CV Template
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Skills Self Assessment Form
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ENTRY PROCESS PROMOTION

8



9

IT Service Market 
Daily Flow
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Partner SALES
Market Makers
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MARKETING
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Available experts in 
catalogue view
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Talent Catalog 
career view
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Landing Page 
introduces the 

available experts 
as an aggregation 

view.

Talent Catalog
customer view
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Profile Page 
introduces 

individual expert’s 
bio, resume, video 

& price info.

Short video for 
enriching user 

experience with 
its authenticity 
and freshness.

Talent Catalog
Individual Profile View



THE TALENT CATALOG — PRIVACY PROTECTION POLICY

Profile presentation format
• The ID-identifier of an individual profile is formed by the equation first name & first letter of last name, such as Jari V
• Contact information has been removed from the CV/Resume view

Inclusion to the Talent Catalog requires individual permission, which can be granted either for sales purposes only or for sales and 
marketing purposes.

Sales
• A single profile page is shared in 121 sales situations as a replacement for a CV attachment
• A single profile page thumbnail does not appear in the aggregation site view.

Marketing
• A single profile page thumbnail appears in the aggregation site view.
• As a monthly lift in the Newsletter, the profile page must include a video presentation.

 The distribution list of companies is verified with the lifted profile owner in advance to prevent any imaginary conflict.

The Talent Catalog is not publicly visible in the directory tree of kontraktori.fi
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Presentation video
CV Extension

INTRODUCTORY VIDEO

Todo
• Produce a video that complements and serves as an extension to CV.
• Duration approx. 2.5 – 5.5 min.
• Upload the video to YouTube (or Vimeo). 
• On Youtube, visibility can be set to hidden in the settings / only visible via a hyperlink.
• Share the hyperlink with us or embedd directly the hyperlink on your CV’s front page.

Why
• Today's decision-makers are busy and even more selective in their consume of time, such as "should a candidate presented be 

interviewed based on the available material?"
• With its authenticity, the video creates a distinction from the crowd and a more comprehensive overall impression, supporting the 

corporate personality in decision-making.

Maintenance and Governance
• A video, like a CV, is accompanied by the principle of regular updating: "you can always produce the next version for any reason and 

share it with us".
• Now that the video has been uploaded to your Youtube channel, it is always easy for you to upload a new version as well as edit the 

permissions or delete completely.
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Presentation video
As a Self Service

QUESTIONS

1) Very short story of career evolution (~1-3 min)
a. Mention / define your professional specialty and how it (~experience & understanding) has evolved over the years (until present)?

2) Near-future goals “in content wise (~1-2 min)
a. What type (solution area, role/status, ... industry, technology, etc) of personally interesting challenges do you wish to face for the next / in 

the near future?

3) Motivation factor (~0,5-1 min)
a. What kind (type) of professional experiences gives you the very best feeling and what is your main driver? 

INSTRUCTION: Start the video by expressing first name 
and profession and then refer to the first question and 
give answer; one-by-one. 
EXAMPLE: ”Hi, my name is Jari and I am a business 
leader. What it comes to 1) my professional background 
and specialty and how it has evolved over the years, I 
can tell you that …”. 
When answered the final question proper to say smth 
like ”thank you for your time” and then cut the 
recording.

IMAGINARY FORMAT
”A snapshot of you 

interviewing yourself”
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Marketing
SEGMENTS
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MAILING LIST BY SEGMENTS 

SEGMENT

AI & ANALYTICS 
decision makers

Marketing
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Newsletter 
promoting the 
Talent Catalog

Mailing 
lists
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Marketing
MAILING LISTS
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Example of 
Newsletter for AI / 

data directors & 
decision makers 
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MARKETING 
Newsletter 

”Lifted profile” 
(video needed)

Aggregation 
view

Individual 
view



From Marketing to 
Direct Sales (121)
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TRADITIONAL WAY
“Sales representative makes a 

follow-up call to the client 
representative who tells that their 

company have a need for an external 
IT consultant and then performs the 

requirements collection from the 
client

”

direct SALES
FIRST CALL / FOLLOW-UP CALL 
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Mailing 
lists
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direct SALES
BASED ON RECENT NEWSLETTER 
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direct SALES 
Monitoring mailing list report 

view



direct SALES
Calling based on report view
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PROCESS FLOW

First newsletter 
then telephone call 
after certain lag in 

calendar.
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Profile Page URL 
replaces email 

attachment in 121 
connections

direct SALES
Material delivery
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It is important to note that new opportunities are continually emerging in the market, while
others are filled or withdrawn.

Opportunity lifespan is short on average, sometimes very short.

The primary purpose of the entry process description is to help establishing a strong
foundation for an active and proactive collaboration — not only regarding existing single
opportunity in question, but every proper opportunity in the future which arise through
partner network (sub-contracting) or direct agreement acquisition effort (HubSpot marketing & 121
sales operations).

EPILOGUE
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Administration 
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THANK YOU !


