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The passive candidate is likened to an endangered species – only found in far off places, hunted by the 

most aggressive, sometimes less scrupulous individuals. Better stay alert or you might miss him. But who 

is he? Does he exist?  

Most recruiters would define a passive candidate as someone who is currently employed and not sharing 

his or her resume or C.V. for available jobs. The active candidate then is someone who is posting contact 

information online and applying to jobs. There’s a real problem with this definition in recent years as it’s 

far more common for people to reach out to learn about jobs without any immediate exchange of 

resumes. I think it’s time to call the passive candidate a thing of the past, and here’s why: 

In a recent survey of physicians by Fidelis Partners, we learned that nearly 86% of respondents actively 

update themselves on available job opportunities, even if they were employed full-time. Of those, only 

33% said they don’t think they would apply or move forward with a new job. When the respondents were 

asked, “how often are you looking at job opportunities” there was no majority answer. These numbers 

prove that anyone can be looking at any time. So why, as recruiters, do we insist on making the 

distinction between an active and passive physician candidate? With the amount of competition for top 

talent, especially in healthcare, it’s easy for any physician to see if the grass is greener at the other 

hospital.  The real focus here is not ‘is this candidate looking right now’ but should be ‘am I doing a good 

enough job to get his attention.’  

At the last NAPR/NALTO Convention, we heard from a panel of physicians on how they felt about job 

search and recruiters. One particular physician’s feedback stuck out to me. He complained that he put his 

resume online and within hours was bombarded by calls and emails. It was so unsettling, he immediately 

created new contact addresses for any future job searches. The other physicians on the panel had similar 

experiences, but none of them said, “...so I stopped looking at job information.” Why? Because they were 

all open to hearing about jobs! They even gave us tips on lengths of our emails and voicemails to get their 

attention. Take Dr. New Contact Info for example. This physician works locum tenens assignments, so he 

needs a new position every few weeks or months. That’s a pretty active jobseeker, don’t you think? Based 

on this and the survey findings, it’s clear that most physicians can be considered active candidates.  

Social media and online networking contribute to the demise of the passive candidate. Once viewed as a 

“jobseeker’s billboard,” a LinkedIn profile is now commonplace for the happiest of employees. Over 2 

million North American physicians and nurses are on LinkedIn®, according to a recent infographic 

published by the site, and over 500,000 physicians are on Doximity – a social platform used for both 

networking and job search. Regardless of one’s current level of job satisfaction, searching for jobs and 

career related information is becoming more synonymous with personal and professional development. 

The most surprising statistic uncovered in our survey, was that 65% of physicians who responded use 

social media for job search purposes, with LinkedIn and Twitter topping the list of resources.  

Whatever we decide to call our candidates, our recruitment challenges still exist. What’s the right way to 

reach out to Dr. Regrets Applying? He, like the other physicians on the panel, really wanted us to know 

that our messaging needed improvement. The standard “Just checking in to see if you are looking for new 
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job opportunities” is probably the type of email or voicemail that goes directly to their trash. New social 

tools and the availability of physician profiles online means we have to fine tune our communication. 

Focus less on are they looking, and more on why they’re looking.   


