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“As  a  then e leven-year  veteran of  the 
UKs  la rges t  accountancy recru i tment 
agency,  we f i r s t  set  up shop in  the 
hear t  o f  Le ices te r ’ s  h i s to r ic  New Walk  – 
our  home s ince 1989 .

Our  f i r s t  h i re  –  then f ive-year  o ld 
daughter  Char lot te  –  he lped pa int 
the f i r s t  o f f ice .

Fu rn i shed wi th  a  phone,  a  boxy 
Amst rad and bus iness  p lan,  we qu ick ly 
es tab l i shed a s te r l ing  reputat ion  as  the 
specia l i s t s  in  f inancia l  recru i tment  fo r 
Le ices te r sh i re .

Wi th in  a  few years ,  Pau l  M i tche l l 
Assoc iates  s ignature  brand o f 
recru i tment  was  lauded by  c l ient s 
and candidates  a l i ke ,  set t ing the 
benchmark  fo r  e th ica l  recru i tment  that 
was  –  and s t i l l  remains  –  e lus ive  to  more 
convent iona l  agenc ies .

As  the bus iness  g rew,  so  too d id  our 
reach,  our  team and the need fo r  a 
b igger  o f f ices .  Sat i s f ied c l ient s  soon 
began ask ing fo r  non-accountancy 
personne l ,  open ing the door  to  al l -new 
recru i tment  sectors .

Over  t ime,  many past  candidates  wou ld 
retu rn  to  Pau l  M i tche l l  Assoc iates  as 
c l ient s  –  s t rengthen ing par tnersh ips  that 
have spanned a l i fe t ime.”

O L D  D O G

our

h i s to ry

Paul ’ s  S to ry
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“Wi th  a  proud legacy of  more than 
10,000  success fu l  appoin tments  – 
p laced wi th  over  2,000  sat i s f ied c l ients 
–  we look  to  the fu tu re  w i th  a  renewed 
sp i r i t  and v i s ion .

One that  rev ives  and t rans fo rms 
pub l ic  percept ion  of  the recru i tment 
indus t ry  and th rough act ion  –  not  word 
–  embodies  the values  and bel ie f s  to 
wh ich a l l  g reat  agenc ies  shou ld  asp i re . 

Our  goal  i s  not  ju s t  to  recru i t  people 
who need a job.  I t  i s  to  recru i t  the 
people  who bel ieve in  what  you 
be l ieve.

To  insp i re  bus iness  minds  to  d i scover 
the i r  p lace,  people  and potent ia l  – 
f ree f rom fear .

To  become the l i fe- long recru i tment 
companion  and comfor t  o f  c l ient s , 
candidates  and employees .

We’ re  Pau l  M i tche l l  Assoc iates  and th i s 
i s  Your  Agency For  L i fe .”

S incere ly  Your s

new t r icks

our

fu tu re

F o u n d e r



Every th ing we do,  we be l ieve in 
chal lenging the s ta tus  quo.

We ex i s t  to  insp i re  bus iness  minds 
to  d i scover  the i r  p lace,  people  and 
potent ia l  –  f ree f rom fear .

The way we cha l lenge the s tatus  quo i s 
by  becoming the l i fe- long companion 
and comfor t  o f  c l ient s ,  candidates 
and employees .

We jus t  happen to  be a great 
recru i tment  agency.

Ref lect ing on the more than th ree-
decades  Pau l  M i tche l l  Assoc iates  has 
been in  bus iness ,  we rev i s i ted our 
col lect ion  o f  tes t imonia l s  rece ived 
f rom c l ient s  and candidates .

Th rough the i r  words ,  we made a 
d i scovery  –  one that  t rans fo rmed our 
v iew of  what  a  great  agency can and 
shou ld  be.

These people  reminded us  o f 
someth ing of  wh ich we are  incred ib ly 
p roud:  a  lo t  o f  our  c l ient s  in  fact  didn’ t 
s ta r t  out  as  c l ients  a t  a l l . . .

They f i r s t  came to  our  at tent ion  as 
candidates  –  some at  the beginn ing of 
the i r  careers .  We were amongst  the f i r s t 
to  bel ieve in  the i r  potent ia l .

We insp i red them to  pursue the careers 
they wanted,  remain ing by  the i r  s ide 
dur ing good t imes  and bad –  the i r  l i fe -
long recru i tment  companion.

And when i t  became t ime to  bu i ld 
teams of  the i r  own,  they  p laced the i r 
be l ie f  in  us  –  f ree f rom fear .  We had 
earned the i r  t rus t  and –  in  the process  – 
have become the i r  agency fo r  l i fe .

We be l ieve our  goal  i s  not  ju s t  to  recru i t 
people  who need a job.  I t  i s  to  recru i t 
the people  who bel ieve in  what  you 
be l ieve.

Ref lect ing on th i s  d i scovery ,  we are 
proud to  in t roduce Pau l  M i tche l l 
Assoc iates ’  new v i s ion  and miss ion  fo r 
the next  th ree-decades  –  be l ie f s  wh ich 
embody both  our  legacy and futu re .

Whi l s t  there  may not  be a job fo r  l i fe 
–  we are  proof  that  you can have an 
agency fo r  l i fe .

We Be l ieve

v i s ion  &

m i s s ion

i .  W H Y  W e  E x i s t
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An  Agency For  L i fe



“To insp i re  bus iness  minds  to  d i scover 
the i r  p lace,  people  and potent ia l  – 
f ree f rom fear .”

Our  V i s ion

“To become the l i fe - long recru i tment 
companion and comfor t  o f  c l ient s , 
candidates  and employees .”

Our  Mi s s ion

“ Y o u r  A g e n c y  F o r  L i f e ”
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S t a m p  o f  A p p r o v a l
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we are

accred i ted

As a member  of  the Recru i tment  & 
Employment  Confederat ion  (REC) 
s ince 1989 ;  Pau l  M i tche l l  Assoc iates 
was  amongst  the f i r s t  agenc ies  in  the 
Eas t  M id lands  to  be awarded an ‘REC 
Audi ted’  accred i tat ion  –  the gold-
s tandard  o f  REC membersh ip .

Accord ing ly ,  you can be assu red of 
the h ighest  in tegr i ty ,  bes t  p ract ice and 
compl iance in  the recru i tment  indus t ry . 

We be l ieve in  do ing the r ight  th ing. 
That  i s  what  sets  us  apar t  f rom more 
convent iona l  agenc ies .

Peace Of  Mind For  Our  C l ient s  And Candidates

i .  W H Y  W e  E x i s t
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9  ways  to  recru i t

bet te r

i i .  H O W  W e  R e c r u i t
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S ince 1989 ,  Pau l  M i tche l l  Assoc iates 
has  deve loped a spec ia l i sed body of 
knowledge on what  makes  fo r  long-
las t ing success  in  recru i tment .

As a  c l ient  o f  PMA,  you w i l l  have 
access  to  a l l  these benef i t s  –  p lus 
so  much more.

Here  are  jus t  nine  o f  the h i r ing 
s t rateg ies  you shou ld  employ :

The most  impor tant  decis ion .  The ef fect 
someone has  on your  bus iness  depends 
more on th i s  dec i s ion  than any other : 
Why are  they the r ight  f i t  fo r  us?

Loya l ty  and per fo rmance h inge les s 
on  sa la ry  and more on how wel l  the i r 
character  f i t s .  I t  pays  to  def ine your 
b rand’s  personal i ty  before  you h i re .

Your  cus tomers  w i l l  never  love your 
company un less  your  employees  love 
i t  f i r s t .

The promise .  The second most  impor tant 
dec i s ion  i s  th i s :  what  shou ld  you promise 
the candidate?

Our  c l ient s  know in  o rder  to  recru i t 
and reta in  the r ight  people ,  i t  pays  to 
promise  a  benef i t  wh ich i s  compet i t i ve 
and un ique.  And you must  de l iver  the 
benef i t  you promise .

Those who fa i l  to  do so  r i sk  los ing the i r 
bes t  and br ightes t  to  compet i to r s  –  o r 
worse .

2
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S tory  appeal .  A lone –  l i ke  a  CV –  a  job 
descr ipt ion  ra re ly  s tands  out .  Candidates 
w i l l  see hundreds  of  compet ing 
adver t i sements .  Most  a re  over looked.

As  brand ambassador ,  PMA has
ach ieved las t ing success  fo r  c l ient s  by 
reveal ing the i r  un ique cu l tu re ,  reputat ion 
and v i s ion .  Potent  s to ry te l l ing  a l lows 
people  to  imagine a fu tu re  w i th  our 
c l ient s  before  tak ing the leap – 
reducing the r i sk  fo r  both  par t ies .

3

S t rateg ies  That  Work
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Bus iness  par tner ing.  We spend a lo t  o f 
t ime wi th  c l ient s .  Be ing a n iche agency 
a l lows  th i s .  We see th i s  as  the best  way 
to  get  to  know the i r  bus inesses .  I t  bui lds 
conf idence,  he lp ing us  to  fo rm s t rong, 
long- las t ing par tner sh ips . 

The recommendat ions  we make to  our 
c l ient s  shou ld  be the recommendat ions 
we would  make  i f  we owned the i r 
companies .  Th i s  earns  the i r  respect , 
wh ich i s  the greates t  asset  we can 
have.

Do not  wai t ! !  No matter  how pres t ig ious 
the company;  appl icants  wi l l  not  wai t 
indef in i te ly .

Those who prot ract  the recru i tment 
p rocess  –  o r  fa i l  to  communicate 
ef fect ive ly  –  invar iab ly  r i s k  los ing great 
candidates  to  the i r  more pro-act ive 
compet i to r s .

Our  most  success fu l  c l ient s  a re  a l so  the 
most  dec i s ive .  They  don’ t  wai t  fo r  an 
arb i t ra ry  number  of  CVs  when a l l  they 
rea l ly  need i s  one  g reat  one.

8
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Hi re  b igger  than yourse l f .  In secur i ty  o r 
ego of ten leads  people  to  h i re  beneath 
them.  Yet  the su res t  way to  s t i f le  any 
bus iness  i s  to  h i re  smal l .  So  too does 
h i r ing  smar t  people  to  on ly  ignore  and 
supress  the i r  c reat ive  ins ight s .

Great  people  h i re  g reat  people  – 
enabl ing the i r  bus iness  to  become 
greater .  Our  c l ient s  know the va lue of 
h i r ing  smar t  people  who can te l l  them 
what  to  do.
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Res i s t  recycl ing ro les .  Many employers 
a l l  too eas i l y  rever t  to  the i r  o r ig ina l 
job spec i f icat ion  when seek ing a 
rep lacement .  Th i s  can be a mi s take. 

Most  people  res ign  because the rea l i ty 
o f  the job does  not  match the promise . 

Exper ience –  and our  c l ient s  –  te l l s  us 
that  a  per iod of  se l f - re f lect ion  and 
rev i s ion  i s  es sent ia l  fo r  long- term s ta f f 
re tent ion .  Those who fa i l  to  adapt  r i s k 
repeat ing cos t ly  mi s takes .

Min imise  r i sk .  The su res t  path  to 
recru i tment  overspend i s  by  not 
spending enough to  do the job 
proper ly .  At tempts  to  economise  at 
the expense of  qua l i ty  invar iab ly 
increases  r i s k .  People  of ten come to 
us  hav ing spent  t ime and money on 
inef fect ive  adver t i s ing –  o r  w i th  a  no-
f r i l l s  agency –  w i th  l i t t le  to  show.

Our  c l ient s  choose to  inves t  in  PMA’s 
f i r s t -c lass  serv ice  in  o rder  to  min imi se 
r i sk ,  sa fe  in  the knowledge that  they 
haven’ t  sacr i f iced qual i ty .

Reputat ion  i s  every th ing.  A  bad 
agency i s  l i ke  a  gr i f te r .  They  f la t te r  to 
deceive,  take your  money and van i sh , 
o f ten leav ing a mess .  I f  you work  w i th 
sharks ,  you w i l l  get  b i t ten .

Wi th  a  s te r l ing  reputat ion  founded as 
spec ia l i s t s  in  f inanc ia l  recru i tment ,  our 
c l ient s  know we cannot  af fo rd  to  make 
fa l se  promises  o r  come up shor t .  Our 
tes t imon ia l s  a re  proof  o f  the i r  re tu rn  on 
inves tment .  Never  sw im wi th  sharks .



why our  c l ient s

u se  us

i i .  H O W  W e  R e c r u i t

Ask  any  of  our  c l ient s  what  the i r  most 
p rec ious  –  and scarces t  –  resource i s ; 
most  w i l l  say  one th ing:  “My T ime”

The ro le  of  CEO,  D i rector  o r  Manager  i s 
never  f in i shed.  P ressu re  f rom externa l 
and in te rna l  fo rces  ensures  t ime i s 
a lways  in  shor t  supply .  A lways  in 
demand.

Convent iona l  agenc ies  may espouse 
the mer i t s  o f  advantage ‘A’  o r  feature 
‘B ’ .  But  in  our  exper ience,  most  c l ient s 
a ren’ t  in te res ted in  features .  The i r 
t ime i s  too va luable  and they  are  not 
mot ivated by  g immicks .

Most  want  an agency –  a bus iness 
par tner  –  who shares  in  the i r  va lues 
and be l ie f s .  And when a l l  i s  sa id  and 
done,  the rea l  reason  beh ind why our 
c l ient s  come to  us  i s  s imple . . .

T ime to  p lan.  T ime to  act ion .  T ime to 
grow.  Our  c l ient s  p refer  to  inves t  the i r 
t ime where i t  i s  most  va luable  –  dr iv ing 
the bus iness  fo rward.

Most  o f  a l l ,  our  c l ients  know  how much 
the i r  t ime i s  wor th .  In  bus iness  –  as  in 
l i fe  –  t ime i s  f in i te .  A  commodi ty  they 
cannot  af fo rd  to  waste .

By  g iv ing the g i f t  o f  t ime,  we re l ieve our 
c l ients  f rom a major  source of  p ressu re 
and uncer ta in ty .

At  the hear t  o f  Pau l  M i tche l l  Assoc iates 
ethos  i s  a  devot ion  to  sav ing our  c l ient ’ s 
t ime.

T ime bet te r  dedicated to  d i scover ing 
the i r  p lace,  people  and potent ia l  – 
f ree f rom fear .

1 6
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T h e  G i f t  o f  T i m e
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our  c l ient s ’

jou rney

1
2

Defy  convent ion .  A  seeming ly  counter -
in tu i t i ve  quest ion  we of ten ask  c l ient s 
i s  th i s :  do you rea l ly  need to  recru i t?

Convent iona l  agenc ies  never  ask  th i s .  

But  Pau l  M i tche l l  Assoc iates  has  learnt 
i t  pays  to  encourage our  c l ient s  to 
th ink  c reat ive ly .  Can a so lu t ion  be 
found in te rna l ly?  I s  i t  poss ib le  to  adapt 
ex i s t ing s t ructures?  P romote wi th in? 
No. . .  a re  you sure?

Quest ions  l i ke  these have of ten saved 
our  c l ients  t ime and money.  Retent ion 
rates  improve when people  inves t  in 
ex i s t ing ta lent .  We cha l lenge c l ient s 
to  exp lo re  th i s  avenue f i r s t  before 
launch ing in to  act ion .

Char t  the  r ight  course .  Most  o f  our 
work  comes  v ia  c l ient  and candidate 
re fe r ra l s .  Th i s  way,  p rospect ive  c l ient s 
o f ten know what  we can do  –  and have 
seen how others  succeeded wi th  us .

But  success  doesn’ t  ju s t  happen. 

To  do what  we do best ,  c l ient s  must 
out l ine  the i r  cu l tu re ,  reputat ion  and 
v i s ion  –  not  to  ment ion  budget  and 
t imesca le .  I t  pays  to  ident i fy  f i t , 
obs tac les  and oppor tun i t ies .

In  re tu rn ,  we prov ide ins ight  in to  brand 
pos i t ion ing,  compet i to r  t rends ,  sa la ry 
benchmark ing –  and more.  A  thorough 
br ie f  w i l l  po int  us  in  the r ight  d i rect ion .

1 2
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Rendezvous .  F i r s t ,  we ident i fy  and 
shor t l i s t  p rospect ive  candidates  f rom 
our  act ive  and pass ive  networks , 
before  extend ing our  search to  the 
open market .  Our  c l ient s  don’ t  l i ke  to 
be bombarded wi th  CVs  –  i t ’ s  a  waste 
of  the i r  t ime.

R igorous  ana lys i s  o f  the candidates ’ 
exper ience,  character ,  mot ivat ion , 
commitment  and expectat ions  – 
ver i f ied by  qua l i f icat ions ,  re fe rences 
and tes t ing –  i s  essent ia l  fo r 
determin ing a  su i tab le  shor t l i s t . 
We make i t  a  ru le  to  submi t  on ly 
ind iv iduals  to  wh ich we have spoken.

Now i s  the t ime to  meet .  We l ia i se  w i th 
both  par t ies  to  ar range in te rv iews  and 
communicate feedback at  a l l  s tages .

A safe  landing.  We take our 
respons ib i l i t y  fo r  gu id ing c l ient s 
and candidates  th rough the cr i t ica l 
dec i s ion  and of fe r  s tages  very  se r ious ly 
–  b roker ing negot iat ions  to  ensure  a l l 
mutual  in te res t s  a re  sat i s f ied.

In  our  exper ience,  dec i s ions  made in 
has te  –  o r  th rough coerc ion –  invar iab ly 
resu l t  in  fa i lu re .  I t  pays  to  g ive  both 
par t ies  space and t ime to  th ink .  I f  on 
re f lect ion  i t  i s  determined that  a  new 
d i rect ion  i s  requ i red,  we of fe r  our  c l ient s 
the f lex ib i l i ty  to  rev i s i t  ear l ie r  s teps  unt i l 
the  job i s  completed success fu l l y .

Fa i lu re  i s  not  an  opt ion .  PMA’s  af te rcare 
team wi l l  fo l low-up,  ass i s t  and prov ide 
safeguards  to  suppor t  our  c l ient s  in  the 
un l i ke ly  event  th ings  don’ t  go to  p lan.

3 4
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O u r  C a p a b i l i t i e s
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Here you w i l l  f ind  an i l lu s t rat ion  of  the 
broad spect rum of  recru i tment  se rv ices 
we of fe r  to  our  c l ient s .

You can a l so  d i scover  more about 
WHAT We Do  and who we recru i t  v ia 
our  supplementary  brochure .

scope of

se rv ices

We have over  th ree-decades  B2B,  B2C 
and B2G  recru i tment  exper ience wi th in :

·   Pub l ic  Sector
·   Char i t ies

·   P r imary  ( raw mater ia l s )
·   Secondary  ( f in i shed goods)
·   Te r t ia ry  ( se rv ice sector )
·   Quaternary  (pub l ic  sector )

·   Accountancy,  Bank ing and  F inance 
·   Educat ion  and  Soc ia l 
·   Energy and  U t i l i t ies 
·   Eng ineer ing,  FMCG and  Manufactur ing 
·   Heal thcare  and  Sc ience 
·   Le i su re  and  Hosp i ta l i ty 
·   Market ing,  Reta i l  and  Sa les 
·   P ro fess ional  Serv ices 
·   P roper ty  and  Cons t ruct ion 
·   Supply  Chain  and  Log is t ics

F rom The B ig  P ictu re . . .

i i .  H O W  W e  R e c r u i t
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We recru i t  fo r  c l ient s  th roughout  the 
Uni ted K ingdom  –  though to  date,
we are  perhaps  bes t  known across :

·   Bedfordsh i re
·   Derbysh i re
·   L incolnsh i re
·   Not t inghamshi re
·   S ta f fo rdsh i re
·   Wes t  Mid lands

Recru i tment  Sector s

Our  Indus t r iesWhere We Work

·   Cambr idgesh i re
·   Le ices tersh i re
·   Nor thamptonsh i re
·   Ru t land
·   Warwicksh i re

·   P r ivate  Sector
·   Pub l ic  P ract ice

. . . To  The T in ies t  Deta i l



F rom newcomers  th rough to  indus t ry 
champions  –  we source candidates  at 
a l l  leve l s ,  inc lud ing:

·   CEO /  Board
·   D iv i s ion  Head
·   P ro j .  Specia l i s t
·   Graduate
·   Apprent ice

2 2

Whether  you need someone r ight  away
–  or  p refer  to  take your  t ime –  we’ l l
ta i lo r  our  p rocess  to  your  requ i rements :

·   Permanent :  Fo r  those seek ing longev i ty ,
s tab i l i t y  o r  success ion  p lann ing. 

·   In te r im:  Idea l  fo r  f lex ib i l i t y ,  b r idg ing
the gap or  p rob lem-so lv ing.

·   F ixed Term Cont ract :  Per fect  fo r
pro ject  work  o r  bus iness  res t ructu r ing.

·   Temp-2-Perm:  A  f lex ib le  method to  tes t
the water  before  commit t ing long- te rm. 

We a l so  source candidates  to  prov ide 
suppor t  dur ing: 

·   Mat  /  Pat  Leave
·   S ickness  Cover
·   Secondment
·   T rans i t ions

Choice Of  Appointment

We’ l l  f ind the r ight  people  to  f i t  your 
work  schedule ,  inc lud ing:

·   Fu l l  T ime
·   Par t  /  F lex i - T ime
·   Se l f  Employed
·   F ree lance

Hours  &  P lace

i i .  H O W  W e  R e c r u i t

Who We Recru i t

·   MD /  Operat ions
·   Dept .  Manager
·   Team Member
·   Career  Changers

·   Of f ice Based
·   Remote
·   Home Work ing

·   Adopt ion  Cover
·   Bereavement
·   Acquis i t ions
·   Wind ing Down



We ident i fy  p rospect ive  candidates 
f rom an es tab l i shed database of  act ive 
and pass ive  connect ions ,  network  o f 
indus t ry  contacts ,  communi ty  re fe r ra l s , 
soc ia l  media and targeted adver t i s ing.

We of fe r  a lpha-numer ica l ,  competency, 
psychomet r ic  and sys tem prof ic iency 
tes t ing of  candidates  –  together  w i th 
DBS  and employee re fe rence checks .

We of fe r  a  cho ice of  compet i t ive  and 
f lex ib le  te rms  of  engagement ,  inc lud ing:

·   Exc lus ive  Cont ingency  (most  popu lar )
·   Reta ined Search & Se lect ion
·   P re fer red Suppl ie r  L i s t
·   S tandard Cont ingency

Search,  Se lect  & Ver i fy

How We Recru i t
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i i i
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C o n t a c t  U s 
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i i i .  C o n t a c t  U s



ready to

work  w i th  us?

i i i .  C o n t a c t  U s
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D i scover  WHAT We Do  and who we recru i t  v ia  our  accompany ing 
brochure .  Shou ld  you have any quest ions  that  cannot  be answered 
here ,  p lease te lephone us  and we’ l l  be happy to  he lp .

Here’s  how you can f ind us  and get  in  touch:

Become A S ignature  Par tner

Paul  Mi tchel l  Associates

57  Regent  Road,  Le ices te r ,  LE1  6YF

+44  (0)116  254  9404

of f ice@paulmi tche l las soc.co.uk

www.pau lmi tche l las soc.co.uk

New Bus iness  Enqu i r ies

Soc ia l



T a l k  T o  A  S p e c i a l i s t
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