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The strategy we have at Schwab in the recruiting department is grounded in the notion that we
simply want to be the best recruiting team that Schwab has ever seen. The challenges that we face,
we want to go to where the talent is or where it will be. That's pretty difficult in today's environment
because it moves so quickly. In the employment brand space there's a lot of messages trying to cut
through all the clutter and really have Schwab stand as a beacon that would be attractive to the
talent that would be successful here.

Budgets are very tight. Being able to be very precise in targeting where the best quality of candidates
are coming from and how much we're paying for each of those hires becomes very, very important. I
equate it to being very surgical, and Indeed has really helped us become a lot smarter. The positions
at Schwab, as with any company, are very different. Whether it's a sales, or a service, or a legal
position, or corporate functions type position to be able to provide the hiring manager with that exact
quality hiring pool that they're looking for is one of the biggest benefits we've found from Indeed.

I just was looking at these numbers recently, and I was amazed to see the growth that we've had from
our relationship using Indeed. In fact, 12% of applications came from Indeed in 2011-- 12% of
applications. In 2014 we're forecasting that to be 24%-- possibly higher, but double applications in
just three years.

Now, source of hire, which we look at even more closely, has moved from 5% to nearly 15% from
Indeed in just three years, so triple in those years. So the cost per hire over the last year to two years,
it's been $2,000 on the big board. For Indeed it's $245. So a very economical way for us to achieve
what we need to do in attracting.

We've talked a lot about this within my leadership team is the need for speed, because the market is
moving so quickly. If we're left flat-footed, we'll be wondering why we didn't get the talent that we
need. And so knowing the data is one thing. Acting upon it is another. So I think a big development is
marrying the data and making sure that you have good sound data together with a set of activities
that will capitalize on what the data is telling you. Indeed has become a very trusted partner of
Schwab.
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