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Introduction

The recruitment software conversation has shifted from what a tool
canstore towhat atoolcando onarecruiter's behalf. Over the past
year, Al agents have moved out of product demos andinto live agency
workflows, and a large part of that shift comes down to plumbing.

Recruitment platforms like Atlas now have native MCP connectors that

link directly into assistants like Claude, so anagent canactona * ( ; d f J 3
recruiter's data and hand the work back finished rather than half-built. OO a ternOOn, amle
That changes the question agencies are asking. The early promise of Al

inrecruitment was a copilot sitting beside the consultant, suggesting

and drafting. What is arriving now looks closer to autopilot, where an

agent runs a task from start to finish on its own. Using Atlas, give me a read on my open roles and tell me which ones are closest to

closing while factoring late stage candidates and overall pipeline activity.
For a profession built onrelationships and judgment, that surfaces a
real and unresolved tension: how far should the consultant's day run + Opus 4.8 High~ &
automatically, and what stays unmistakably human?

To understand where recruiters actually stand, Atlas surveyed 1,000+
agency recruiters. We asked how they perceive Al agents, how far
they trust them, which parts of theirwork they already hand over, and
where they draw the line. The resultis a data-led read on adoption from
the people doing the actual work.
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How familiar are you with the concept of "Al agents”, or Al that
can take multi-step actions without humanintervention?

Familiarity with Alagents is close to universal among agency recruiters.

56% of respondents said they are very familiar and have been

following the space closely, with an Alagent meaning software that Very familiar, I've been
takes multi-step actions without humanintervention. Another 35% are following this closely
somewhat familiar, 9% have heard the term without fully graspingiit,

and 0% were unaware of the idea altogether.

56%

Somewhat familiar, I've

. . e heard the t
When nobody in a professionis unfamiliar with a technology, the eardthe ferm

conversation has moved from what itis to what it should be allowed to
do. Your peers are no longer asking what an Alagentiis. ———

o don’treally understand it yet
They are deciding how much of the desk to hand over, and how much

stays human. That tells you something useful as you make the same
call: the question facing your agency is one the whole marketis
working through right now, and Al agents are already shaping how
recruiters expect theirtools to behave.

Not familiar at all
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Are you currently using Al agents (or agentic
features) in your recruitment workflow?

Adoptionis further along than the cautious reputation of the industry
suggests. 38% of agency recruiters said they are actively using Al
agents or agentic featuresin their workflow today. Another 24% have
tested them without committing, 29% are not using themyet but plan
to within sixmonths, and 10% are not familiar with them at all.

Read those middle two groups together, and the real picture appears.
More than half of the market sitsin motion but undecided, having tried
agents orlined up to try them, without yet folding them into daily work.

Thatis the gap between curiosity and commitment, and it usually
comes down to trust and proof rather than awareness. Foryou, it
means the window to move from testing to genuine advantageis open
now, while a large share of competitors are still circling.

The takeaway is that active useisnolongeran edge case at 38%, and a

. . . . Yes, actively using them I've tested them, but No, but I'm planning to in Not familiar at all
sizable group of recruiters is poised to follow. Where your agency lands haven't committed to using the ned B monihe
onthat curve is becoming a competitive question, not a technical one. them
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If you are using Al agents, whatis the
primary way you use them?

Amongrecruiters already using Al agents, the work they hand over

clusters around communication and admin. 50% said outreach and

follow-up sequences are their primary use, making it the single biggest Reporting and pipeline monitoring
application by a wide margin. 25% use agents mainly for ATS and CRM S0k

data entry and updates, 21.4% for candidate sourcing and discovery, ATS/CRIM feom sty siselu s
and 3.6% forreporting and pipeline monitoring. 25.0%

Thereis a clearlogic to where the trustis going. The top three uses share
atrait: they are high-volume, rules-friendly, and repetitive, the kind of
work that drains hours without drawing on a recruiter's judgment.

Outreach and follow-up sequences
50.0%

Outreach especially rewards consistency and follow-through, whichiis

why running multi-step outreachis the first place so many agenciesfeel  Candidate sourcing and discovery
comfortable letting an agent take the wheel. Reporting sits at the 2LAS

bottom, not becauseitis hard, but because it tends to be lowervolume

and easierto glance atby hand.
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Which of the following tasks would you trust an Al agent to
complete autonomously, without you reviewing each action first?

When the question turns to fully autonomous work, recruiters draw a
revealingline. The task they most trust an Alagent to complete without
reviewing each actionis updating candidate recordsin the ATS or CRM,
at53%.

Writing job descriptions follows at 47%, then scheduling interviews at
42%,and generating shortlist reports for clients at 40%. The two
communication tasks sit lowest, with sending initial outreach and
following up on unanswered messages both at 35%. Only 21% said
they would want to approve everything.

40%

The patternis the interesting part. Recruiters extend the most
autonomy to internal, structured work where a mistake is easy to catch
and cheap to fix, which is why keeping records currentin an
Al-powered CRM s the first thing they are willing to leave running.

They hold the tightest grip on candidate-facing messages, where tone

and timing Carry the agency's repUtation' Notice the tension with how Sending initial Following up on Scheduling Updating candidate Generating shortlist Writing job None of the above,
. H : ; outreach to a unanswered interviews records in my reports for clients descriptions I'd want to approve
agents are used today: outreachis the most commonjob people give candidate s Esk ATSICRM VR

anagent, yetitis the task they least want running unsupervised. That
tells yourecruiters are happy to let an agent draft and queue the human
touch, but they stillwant ahand onit before it sends.
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When it comes to candidate outreach, how much
autonomy would you be comfortable giving an Al agent?

Asked how much autonomy they would hand an Al agent for candidate
outreach specifically, recruiters land on one answer almost in unison.

81% said they want the agent to draft messages for theirreview before
Full autonomy: send

anything sends. messages without me
seeing them
Everything elseis arounding error by comparison: 7% would let the

agent draft and send with a notification afterward, another7% want to
write or approve every message themselves, and 5% wouldlet an Draft and send, but
agent send freely without seeing the messages at all. notify me after

Thisis the sharpest signal the research has produced. Outreachis the
work recruiters most often give an agent, yetitis the work they least
want running unattended, and this chart shows where they settle that
tension. They want the speed of automated drafting and the safety of a
human checkpoint at the moment of contact.

Draft for my review
before sending

. . . . L . . No autonomy, | want to
For a business built onrelationships, thatinstinct is sound, since one 4

write or approve every 7%
poorly judged message to a passive candidate canundo a placement message
orclose adoorfornext time. An agent that powers fast multi-touch
outreach while leaving the send button with the recruiter fits exactly

what the market is asking for.
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How much do you currently trust Al-generated outputs
(messages, summaries, shortlists) in your workflow?

Trustin what an agent produces is real but conditional. The largest
group, at 53%, said they partially trust Al-generated outputs like
messages, summaries, and shortlists, using them as a starting point
before rewriting significantly. Another 37% trust them mostly and
make minor edits before using. At the edges, 7% rarely trust the output
and prefer to do most things themselves, while only 2% use
Al-generated work fully, as-is.

Stack the two middle groups and a practical truth emerges: 90% of
recruiters are putting Al output to work, but almost none of them ship it
untouched. The disagreement is only about how much editing each
piece needs.

That distinction matters for how you measure the value of an agent. The
winis not a finished artifact that bypasses the recruiter, itis a strong
first draft that collapses the blank-page problem and shortens the
time from nothing to client-ready. Areliable Al note taker or summary Fully, | use them as-is Mostly, | make minor edits Partially, | use them as a Rarely, | prefer to do most
tool earns its place by getting arecruiter to 80% in seconds, even beforeusing S'a’“"gsi‘:r::‘f:’c:::l;“"w"te things:myseif
when the final 20% stays human.
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Do you think Al agents will change the number of
consultants that agencies hire over the next 3 years?

Asked whether Al agents will change how many consultants agencies hire
over the coming years, recruiters point to a shiftin shape ratherthana
simple cut. The leading view, at 44%, is that agencies will hire fewer junior
consultants but more senior ones.

Beyond that, opinion splits evenly: 28% expect agencies to hire
significantly fewer consultants overall, and another 28% believe
headcount will stay roughly the same. Not a single respondent, 0%,

thought agencies would hire more consultants as they grow faster with Al.

The plurality answer is the one worth sitting with. Much of the entry-level
work that traditionally justified a junior hire, the sourcing, the data entry,
the first-pass outreach, is exactly what agents are absorbing first, as the
earlier findings showed.

When that work thins out, the apprentice rung of the careerladder gets
shorter, and demand tilts toward people who can do what agents cannot:
win clients, advise on hard searches, and carry relationships. The flip side
is areal question foragency leaders about where the next generation of
senior consultants comes from once the junior path narrows.

Yes, agencies will hire
significantly fewer
consultants

Yes, agencies will hire
fewer junior consultants
but more senior ones

No, headcount will stay
roughly the same

Agencies will actually
hire more consultants as
they grow faster with Al

0%
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Which part of the recruiter's role do you think Al
agents are most likely to take over first?

Whenrecruiters predict which part of theirrole Alagents will take

over first, they point firmly at the operational core. Interview

scheduling and admin leads at 27.9%, followed by top-of-funnel None, the whole role requires a human
outreach and follow-up at 20.9% and ATS/CRM management at Z]?::,t reporting and pipeline updates
18.6%. CV screening and shortlisting sits at16.3%, client reporting 9.3%

and pipeline updates at 9.3%, and only 7.0% said no part of the

role can be taken over because the whole thing requires ahuman.

Top-of-funnel outreach and follow-up
20.9%

ATS/CRM management

The shape of this answer s telling. The work recruiters expect to go =

firstis the coordination and data layer, the connective tissue that
holds a desk together without being the reason clients pay.
Notably, the deeperrelationship work does not appear as an option
recruiters expect tolose, and the 7% holding out for a fully human

role are a small minority. Interview scheduling and admin
27.9%

CV screening and shortlisting
16.3%

Most see specific, bounded tasks moving to agents while the
consultant keeps the parts that need ahumanread. Schedulingis a
clean example, which is why automated meeting scheduling tends
to be one of the earliest pieces agencies are willing to let an agent
own end-to-end.
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How do you feel about the idea of an Al agent
running parts of your desk autonomously?

Sentiment toward letting an Al agent run parts of the desk
autonomously is warm but clear-eyed. Nearly half, at 49%, described
themselves as cautiously optimistic, seeing the potential while still
holding concerns. Another 37% went further and said they feel
excited, expectingit to free them up for higher-value work. Only 9%
feelnervous about losing control or making mistakes, and a small 5%
areresistant, saying they do not think autonomy is appropriate for
recruitment.

Put the two positive groups together, and 86% lean favorable, but the
splitbetweenthemis the real story. The largest group is not
unreservedly excited, it is optimistic with conditions attached, and that
tempered stance lines up neatly with everything the data has shown:
recruiters want agents that draft, queue, and handle the repeatable
load, with a human checkpoint where reputation and judgment are on
theline.

Excited, it would free me up Cautiously optimistic, | see Nervous, | worry about losing  Resistant, | don't think it's
for higher-value work the potential, but | have control or making mistakes appropriate for recruitment

The outright resisters are a fraction of the market, which tells you the e

debate has largely moved past whether autonomy belongsin
recruitment and on to how it should be governed. Thatis a far more
constructive question, and one a well-designed Al agent can answer
by keeping recruiters in control of the moments that matter.
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What's your biggest concern about using
Al agents in your recruitment workflow?

Whenrecruiters name what worries them most about using Al agents,
the answer reflects what they value most. Damaging client or
candidate relationships tops the list at 49%, with candidates receiving
impersonal orinaccurate messages close behind at 30%.

The more operational worries trail well behind: 12% fear losing visibility
into their pipeline, 5% point to compliance and data privacy risks,
another 5% worry about not knowing how to set agents up properly,
and 0% said they have no major concerns at all.

Read the top two together, and 79% of the concernlives in the same
place: the human connection that defines agency work. Recruiters are
not afraid that the technology will fail at the mechanics. They are afraid
it will succeed at the mechanics while quietly eroding the relationships
those mechanics are supposed to serve.

That fear explains every guardrail the earlier findings revealed, from the
demand to review outreach before it sends to the reluctance to hand
candidate messages fullautonomy. It also points to what separates a
trusted agent from arisky one: context. An agent working from
complete history and total recall of every interactionis farless likely to
send the impersonal, off-key message recruiters dread than one
operating from thin data.

Candidates receiving
impersonal or
inaccurate messages

Losing visibility into
what's happening in
my pipeline

Compliance and data
privacy risks

Damaging client or
candidate
relationships

Not knowing how to
set them up properly

| don't have major
concerns

49%
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What would most increase your confidencein
using Al agents for recruitment?

Whenrecruiters consider what would most increase their confidencein

using Al agents, one answer towers over the rest. 58.1% said more

control over what the agent can and cannot do, far ahead of every

other option. Clearer data on accuracy and performance follows at Industry guidelines or best practices
16.3%, seeing proof that agents work for otherrecruiters at14.0%, 11.6%

and industry guidelines or best practices at11.6%.

Seeing proof that they work with other recruiters
14.0%

. . . Clearer data on accuracy and performance
The size of that lead resolves the whole reportinto a single 16.3%

requirement. Recruiters are not waiting for better benchmarks, peer
validation, ora published code of practice, useful as those are. They
want the controls: the ability to set boundaries, define what an agent
may do onits own, and decide where a human stepsin.

More control over what the agent can and can't do
58.1%

Thatis the prerequisite that unlocks all the cautious optimism the
research surfaced. An agent perceived as ablack box triggers the
relationship fears from the previous finding, while one with visible,
configurable guardrails turns autonomy into something a recruiter
grants on purpose rather than something that happens to them. The
agencies that adopt agents with granular, controllable permissions are
working with the grain of what their people are asking for.

The State of Agency Recruitment: 2026 Benchmark Report
How growing agency teams manage workload, operations, and performance

J ATLAS




How do you expect your agency's use of Al
agents to change over the next 12 months?

Looking ahead, the direction of travel is decisive. 44% of
recruiters expect theiragency to be heavily using Al agents within
the nextyear, the single largest group. Another26% plan to start
experimenting with them, while 19% intend to keep a close eye on
the market but hold off for now. Only 9% have no change planned,
and aslim2% are not sure.

Combine the first two groups, and 70% of agencies expect to
deepentheiruse of agents over the coming year, whether by
scalingup or steppingin for the first time. Set against the 9%
planning no change, the gap is stark, and it reframes the choice
facing agency leaders.

The questionis nolonger whetherto engage with agents but how
quickly, and the 19% watching from the sidelines are betting they
can wait without falling behind. Given how concentrated the

momentumi s, thatis anincreasingly expensive bet. The agencies

moving now are the ones learning where agents fit, building the We'll be heavily We'll start We'll keep a close No change Not sure
controls their teams want, and compounding the time savings, using them experimenting  eye on the market planned
with them but hold off

while later adopters are stilldeciding.
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What's one recruitment task you'd love an Al
agent to handle end-to-end, and why?
Numbers map the shape of a shift, but they rarely capture the texture of it. To hear how

recruiters are thinking in their own words, we asked an open question: whatis one
recruitment task you would love an Alagent to handle end-to-end, and why?

‘Autonomously adding relevant companies and “Read my entire CRM/ATS weekly on schedule soldon’t
contacts to the CRM with all contact information, with have to promptit andjoin the dots between who ['ve
initial outreach in my own tone.” added, put notes on, and link to opportunities.”

“Deep market research to spot trends and

o . “Proactively find the right candidates in the market.”
opportunities before they arise.

“Reading my emails/calls - going between the two parties
and setting up interviews - it would have to be openly an Al
feature, lwouldn't want anyone mistaking it forme.”
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What advice would you give to another recruiter who's
curious about Al agents but doesn't know where to start?
We closed the survey with a question aimed at the recruiter standing where many were a

year ago, curious about Al agents but unsure of the first move. We asked what advice they
would give to anotherrecruiterwho is interested but does not know where to start.

“Ask the Al that you will be using if it can do the task you “There are tools out there that increase efficiency, but
want it to complete. Thenlet it help you write the it'snot an easy button yet. Alis not a magic bullet, and
instructions. Make it an interactive process, start small, we may never wantit to be.”

and expect problems to pop up as you go.”

“Think workflow first, Al second.”

“Train your agent before cutting itloose. You have to
make sure it understands what you are looking forin
candidates, oryour writing style, or whatever you are
using it forinyour process. The more time you spend on
training your agent, the better the outcome.”

“Start slowly and with a business needin mind to solve
instead of using Al for the sake of Al.”
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Conclusion - From copilot to
autopilot, on the recruiter's terms

Ourresearch shows anindustry that has settled on the destinationandis
negotiating the route. Awareness of Alagentsis near universal, adoption has
moved past the early adopters, and 70% of agencies expect to deepen their
use over the next year. The open questionis nolongerwhetherto let agentsinto
the workflow, but how much of the desk to let them run.

The answerrecruiters keep returning to is consistent. Agents are welcome to
absorb the repeatable load, the scheduling, data entry, and first-pass outreach,
but not to run unattended through the moments that carry arelationship.

Thatis why 81% want outreach drafted for review, why relationship damage is
the top concern at 49%, and why 58.1% say more control over what an agent
can and cannot do would most build their confidence. This reshapes the
consultant role rather thanretiring it, tilting hiring toward the seniorjudgment
that agents cannotreplicate.

Capturing that upside depends on the two things recruiters value most, and that
is where a platform like Atlas fits. Built as an Al-powered CRM that uses agentic
Altoremove admin, it pairs deep memory of every interaction with agents you
can govern precisely, so the repeatable work runs on autopilot while recruiters
keep the final say where it matters.
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Thank you forreading our report on Alagentsin recruitment.

Take the next step and try out Atlas for free today!
Start here
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