What does it mean when a headhunter calls?

Should you have negative approach, or make an immediate decision?

The first contact usually comes suddenly. The phone rings, and you hear a person say: “I’m a consultant for a human resources consulting company. I would like to talk to you.”
It is then up to you how the dialogue develops. If you are not familiar with something like this, then probably you’re not on the “interesting” target list of headhunters yet.  But if yes, you should know that he’s not just calling for a chat. Although he probably won’t specify details over the phone, it’s clear that he is approaching you with a specific offer – a job position. If you haven’t recently changed work, then listen. Maybe it won’t be interesting, in which case you’ll loose just a few minutes of your time. However, most likely it could be an offer which will project you forward in your career and enable you to take a step which is not yet possible at your present employer. 

If you wonder where they found your number, it makes no sense to place conditions such as: “If you don’t tell me, I’ll stop communicating with you”. You should realize that if you’re professionally successful, people will know; whether it’s your business partners, former colleagues, or friends. The consultant will only approach you based on positive references, but will not tell you who was the person that recommended you, as this can quite significantly influence your life.
Should you be satisfied with your present job and cannot currently imagine a change, you can still prepare the ground for the future by communicating with the consultant – tell him more about yourself or send him your CV. You never know when you’ll want to change your position and when this contact will be useful.
If you decide to inquire further about the offered position, it is not expected that you make the final decision directly after meeting the consultant. The meeting with the client is important not only to clarify details about the job position and mutual expectations, but also to ascertain how the “work chemistry” is between you. 
If you attend the interview lacking motivation and only to get relevant information, don’t forget that in so doing you may be missing your only chance to make a positive impression. Although you are undecided, it is good to present your skills, abilities and experience the best you can. Foreign clients in particular often only come for interviews for a few hours, and you may not get another chance to make your presentation. If you make an indecisive, doubtful, unmotivated, or speculative first impression, you will damage your chances of success. It will then be too late to decide that you are interested in making the change. 
If you are really interested in the offered position, do not immediately hand in your notice. The consultant usually presents the client with three to four candidates which match the profile, but the final decision is made by the client company. The selection of a suitable candidate is usually a multi-round process. It’s not easy to find mutually convenient meeting times, so the process can last weeks, even months. If you do not know the result immediately, it does not mean that you are out of game. 
At the first meeting with the client it is not usual to discuss details such as salary conditions and benefits, but you should be ready for a question about the expected financial remuneration. If you do not have a clear idea of this, take advice from the consultant who often acts as a mediator when negotiating conditions. It is important to remember that a higher salary should not be your main or only reason for changing job. The client will also decide based on your motivating factors. 
Be very careful when using the new job offer when negotiating with your present employer. If you go through the whole selection process just to increase your present salary, or to ascertain your value on the labor market, you can damage your reputation with the client and consultant. This could lead to the door being closed on future opportunities. 
