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4Jobs.com network making money at both ends

By JOHN ZAPPE

By traffic if not by listings. a job board — a term
used very loosely here — you may never have heard of
ranks seventh among all boards in the United States.
It's 4Jobs com. And the reason for the lack of name
identification 15 a company strategy that emphasizes
its 1,500 niche and partner sites.

“We really emphasize the individual sites. The
national site 1s there, but we focus on building the
local sites.” said Richard Milgram_, CEO of Artemis
HE_ which owns 4Jobs.com.

Chances are you ve searched the 4Jobs network:
possibly PhillyJobs or CIOJobs or EditorJobs or, if
vou were 1 a mood to chuck 1t all. FishingJobs.
Some have hundreds of listings: some thousands and
a few, like FishingJobs, almost none. But they all roll
up mto the 4Jobs site.

“We are unlike any other major job board,” Milgram
confided. “A particular site might not have many list-
ings, but 1f you were to go look somewhere else. vou
wouldn't find many more. By going to a niche site
we ve already narrowed down the searching ™

Like CareerCast and to a lesser extent CareerSite,
4Jobs.com 1s both a platform and a network. Through
Pennsylvama-headquartered Artemus HE. new job
sites are peniodically launched and left to grow organ-
ically or, as 15 more common, Artenus offers its
employment technology to groups and organizations
or publications for fees ranging from a few hundred
to several thousands, depending on size. If the traffic
1s right and there’s growth potential. Milgram said the
company might even provide the service for free.

Last month, Artemis announced it would power the
career center for the Jerusalem Post. It already has
partnerships with U.S. Military.com and with several
IT sites, including Dice.com.

“People are going to get better qualified job-seekers,
more viable job postings from niche community sites
than from a large national job board.” Milgram said.
For 2005, the company plans on expanding its part-
nerships and adding more niche boards.

4Jobs just recently launched a chat help and free e-
mail service for its registered job-seekers.

Live Help. as 1t 15 branded. 1s there to answer job-
secker questions about using the site. Like mnstant
messenger, a job-seeker can contact a 4Jobs staffer
when thev get stuck on a search or get pointers on the
most effective way of posting their resume. Career
Mail 15 a free e-mail service that gives users a profes-
sional sounding e-mail address.

He hastened to add. though. that Live Help 15 not
intended for career counseling. “That’s a different

kind of job.” he said. though he suspects that the
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questions job-seekers ask will more often than not
cross into that territory.

“We appreciate our job-seekers more than any
other board out there,” Milgram said. “These kinds of
services are some of the ways we do that.™

That’s not just talk. Job-seekers are as important a
revenue stream to 4Jobs as are the employers and
agencies who post into the network.

“We make our money on both sides.” Milgram
explamned. About half the revenue comes from fees
paid by vocational programs. trade magazines pursu-
ing circulation, charges for resume writing and edit-
ing and other services for job-seekers.

Milgram claims the 4Jobs network 1s the “best con-
verter of clicks to dollars.” That's a consequence of
offering more revenue-focused content than most
sites. The magazine subscriptions alone make the dif-
ference 1n profitability for many of the miche sites.

On the employment side, Artemis has a four-person
sales staff which pitches agencies and companies on
using the site or one or more of 1ts niches. The sales
staff also reps the partner sites specifically, mn which
case clients are upsold into additional industry or
regional sites. Mid-sized companies are among the
strongest clients, though agreements with RedMatch
(and the Town News newspaper network) and
Hotlobs give the employment listings greater reach
and visibility.

Revenues are shared with the partners and affiliates
according to a formula based on where the job listing
was posted and which site delivered the job-seeker
who accepted the offer for a free magazine or who
sought out more information about a tramning pro-
gram.

It's the ability to generate revenues from both sides
that makes the 4jobs network unique. “One thing 1s
very important,” said Milgram. “We don’t really suf-
fer in a bad economy because of our business
model. We don't depend entirely on employer Q
listings.” C?
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