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Abstract—This study is aimed to identify the importance of 
Customer Service and Customer Relations while selling e-
Recruitment solutions to the HR professionals. 
Although e-Commerce in India is $11 billion market and it is 
estimated to reach $20 billion by 2015, for a company to succeed and 
gain maximum revenue it is very important to serve the customer well 
and have good relations with them. 
 The main role of the HR is to close the position in minimum time and 
this is where e-recruitment crops in. Today e-recruitment definitely 
continues to play a very prominent role as the world becomes more 
digitized, thus opening the market for more and more competition. To 
break this clutter and to make the business sustain competition, do 
you think it is only the product which can help? 
e-Recruitment is such a service in which the salesperson needs to 
make the experience of the service rich even before the client has 
bought the service which means the client first buys the person i.e. his 
behavior and attitude and then the service. 
This research further gives answers to the following: 
1. Whether just listening to the customer’s problem helps building 

good customer relations? 
2. Can good Customer Service and Customer Relation help in 

repeat buying? 
3. Can Customer Relation retain old clients and improve the 

overall sales? 
The research methodology employs a qualitative approach. The data 
collection involves collection of primary data through questionnaire 
which is filled by the HR professionals. 
To conclude Customer Service and Customer Relations is important 
even when everything is digitized because at the end to make any 
service useful overall human experience counts more. 
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1. INTRODUCTION 

Today Internet technology has helped India to adapt to various 
technologies in almost all fields. India now has over 200 
million Internet users and by 2018 almost half the country will 
be connected through the internet. Evene-commerce in India is 
supposed to reach $20 billion by 2015. With such 
advancements in technology, e-recruitment is one of the 
service which will grow prominently. 

People now have shifted from conventional methods of hiring 
to e-hiring. E-Recruitment includes job postings, database 
access, career sites and various other branding suites. 
However it is very important to train the clients on the product 
so that they use the products like job posting more and get 
more traffic on the websitethus Customer Service has more 
strategic benefits for the company. 

Also engaging more with the clients helps in building 
relationships and this helps the service provider to know what 
the client expects from the product and this expectations are 
then met by the product team and this is how new products 
develops. 

2. IMPORTANCE OF E-RECRUITMENT 
SOLUTIONS TO HR PROFESSIONALS 

If we go back to few decades, we will notice that People 
Management has travelled a long way from purely handling 
disputes to Personnel Management and from Personnel 
Management to Human Resource Management. Of late from 
Human Resource Management to Human Capital 
Management. 

Along with this even technology has travelled with the 
management of people in the organization and these are the 
days of e-HR where in the HR professional needs to be aware 
and knowledgeable enough to adopt to new technology. 

e-Recruitment includes placing jobs online , candidate 
screening through database and adoption of more branding 
suites. e-Recruitment helps in saving cost, decrease the cycle 
rime and reduces burdensome administration process. There is 
an anticipation that 95% of organizations plan to use e-
recruitment in the near future. 

3. IMPORTANCE OF CUSTOMER SERVICE IN 
SELLING E-RECRUITMENT SOLUTIONS 

Customer Service in e-recruitment means to give services to 
the customer till the time his/her services are perished. 
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