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TRANSPARENT
IT RECRUITER
Headhunter Rick DesLauriers is low-tech
on relationships, high on honesty
BY JOHN P. PALEN | PHOTO BY TATE CARLSON
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onesty can be a refreshing differentiator in a sales environment that has caused buyers to be very cautious. It’s
especially helpful in the job market for candidates trying to
find the right fit and companies tired of the wrong fit.
A graduate of Saint John’s University, Rick DesLauriers has
been in the recruiting business for more than 30 years and started
his own IT headhunting and placement company in 2002. Even
though his company is called Recruiters of Minnesota, he insists
that he does not find people jobs. People need to do the work of
exploring their networks; his company is just one of those tools.
Candidates are sometimes surprised by his candid nature, like
when he says they should spend 90%+ of their time networking and
3% on their résumés.
“Unemployment is a very unfun, stressful time. People don’t
want to make phone calls because they might get rejected. It’s easier to brush up your résumé or think about going back to school,
but getting an MBA does not help significantly in a job search,” he
says. “You have to make the job search your job.”
This, from a guy who gets up about 5:30 every morning, exercises, attends his church a few
times a week, and then pops
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RECRUITERS OF MINNESOTA
LOCATION: Minnetonka
REVENUE: $2.5 million
INCEPTION: 2002
EMPLOYEES: 11
LEADERSHIP: Rick DesLauriers, Owner/
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DESCRIPTION: Privately held corporation
helping companies fill information technology
positions, from the helpdesk to the CIO
WEB: recruitersofmn.com

Recruiters of Minnesota had a high of 21
employees, but sunk to as low as five during
the recession. DesLauriers says he has rightsized to about 11 employees now — internally
motivated and commission-incentivized, who
know they have to hustle to make a living. They
use all the online bells and whistles of search
engine optimization, job sites and LinkedIn,
but it comes down to managing strong networks of IT professionals who may consider a
new or advanced position at another company.
“I don’t focus on hitting quotas or metrics.
We have several people who have been with us
now for 10 years. The lifestyle fits them.”
Even DesLauriers’ view of clients is transparent. First, he doesn’t call them clients, he
says, because they only call when there is a
need. Of the 18 Fortune 500 companies in the
state, 10 have used Recruiters of Minnesota,
DesLauriers says. “I think we have a good
reputation and treat clients well. If they have
a job and we fill it, they think we’re good. But
retaining the people is up to them if they are
truly honest and open about what the job
involves and the culture. If people work nights
and weekends, then say that.”
Recruiting is like dating, he says. Hiding
aspects of yourself or the company to make a
good first impression won’t prove helpful in
the long run. “I’m a straight talk guy,” he adds.
“I like meeting smart, successful business
people, hearing about their challenges, benchmarks and goals and comparing them to mine.
You can learn from that transparency.”
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Video Storytelling

That Creates Real Connections
Our video production team knows what it takes to tell a great story. With years
of experience capturing non-profits and businesses, we’ll help you identify the
real stories that resonate with your viewers and drive action.

No matter what industry you are in, video can help transport your
viewers and show them what makes your company unique.
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