
- 8 -

Content

THE BACKGROUND – THE AUTHOR – WHAT AND FOR WHOM	 19

1	 The Guiding stars and principles in writing this book	 20

2	 The Author - 30 years of experience in Executive Search	 22

3	 For whom is this book intended?	 24

4	 This Book – what is it all about?	 26

THE MAJOR SUCCESS FACTORS IN EXECUTIVE SEARCH	 29

5	 The Dynamics and Success Factors	 30

6	 The Business Fundamentals of Excellence	 32

THE HISTORY – THE PRESENT – THE FUTURE	 35

7	 Executive Search - yesterday - today - tomorrow	 36

	 30 years ago - a historical perspective	 38

	 2019 - what has changed?	 41

	 The Future – challenges, opportunities and threats		  43

		  General reflections	 43

		  The Technology	 44

		  People’s values and behaviour	 44

		  Our Client’s behaviour	 46

		  The Outsourcing		  46

		  The Focus in our activities	 47

		  The Data Security		 47

		  Legal changes	 48



- 9 -

	 Political changes		  50

	 The speed of change 	 50

	 How can we cope with all the challenges and pitfalls out there? 	 52

THE SERVICE – THE INDUSTRY – THE PROCESS	 55

8	 Executive Search	 56

	 Executive Search as a recruiting service	 56

	 Executive Search Firms - big or small - which is better?	 58

9	 The Executive Search Process step by step	 61

	 The Initial Client Meeting	 61

	 The Assignment Brief - the Job Description - the Candidate Profile	 62

	 The Assignment Summary 	 62

	 The Assignment starts, the Search Strategy, the Action Plan	 63

	 The Research develops the Long-list	 63

	 The Consultant Candidate Interviews	 64

	 The Short-list presentation to the Client	 65

	 The Client Candidate Interviews	 65

	 The Reference Checks	 66

	 The Winning Candidate, Offer Negotiation and Hiring Decision	 67

	 Follow-up	 67

10	 The Timetable of the Search Assignment	 68

WHAT IT TAKES AND BY WHOM	 71

11	 The Search Consultants - The Head Hunters	 72

	 General Reflections	 72

	 The Makings of a Head Hunter	 73

	 How do you become a Head Hunter?	 75



- 10 -

	 The Search Consultants/the Partners and the Research Function	 75

	 The Rest of the job	  76

12	 The Research Function	  77

	 Research – a profession with a global perspective	 77

	 The Research Factors		  77

		  People-related factors	 78

		  Process-related factors	 78

		  Technology-related factors	 79

	 The Research Process	 82

	 The Makings of a top-level Research Function	 82

	 The Research Function – can it be a part of your branding?	 83

	 The Importance and impact of good teamwork	 85

13	 The Makings of a top-level Researcher	 87

	 General Requirements	 87

	 Characteristics	 87

	 Business World Knowledge	 89

	 The Importance of details and routines	 90

	 The Job Requirements	 90

	 Why the job of a Researcher is so great!	 90

	 The Importance of Research Training and of sharing experiences	  91

14	 The Makings of a good Interviewer	 92

	 General Reflections	 92

	 The Education	 93

	 The Characteristics	 93

	 The Work Experiences	 94

	 The Interviewing Experiences	 94

	 The Preparation	 95



- 11 -

	 Good Manners	 95

	 Never let passion rule your reason	 96

15	 The Makings of a good Best Practice	  98

	 What is Best Practice?	 98

	 Why is Best Practice important?	 100

	 Best Practice vs Common Sense	 100

	 Best Practice vs Luck	 101

16	 The Makings of a good Knowledge Management	 104

	 What is Knowledge Management?	 104

	 If Knowledge Management is important - why difficult to implement?	 106

	 What information should be input in our database and by whom?	 106

	 The Researcher input in the database	 108

	 The Search Consultant input in the database	 109

	 The PA input in the database	 110

	 Lean vs Knowledge Management	 111

17	 Information Sources in Research	 113

	 Our (people) Sources	 113

	 Internet Search Engines	 114

	 Databases and Business Directories	 115

	 Social Media Services	 115

	 Old fashioned Printed Information Sources	 117

	 Yardsticks and Target Lists	 117

	 Build on the work of others	 118

STANDARDS – SITUATIONS - CONDITIONS	 121

18	 The Ethical Standards	 122

	 What are the ethical values and standards all about?	 122



- 12 -

	 My ethical values in Executive Search	 122

		  Honesty	 123

		  Trustworthiness	 123

		  Confidentiality	 123

		  Objectivity	 123

		  Compliance	 124

		  Respect and integrity	 124

		  The impact of and the responsibility for our actions	 124

	 Our Personnel	 124

19	 The Customer Experience	 125

	 What is Customer Experience?	 125

	 Who are the Customers?	 127

	 Creating Customer Experience when meeting face to face	 128

	 Creating Customer Experience without meeting face to face	 128

	 How do we know we are creating good Customer Experience?	 129

20	 The Client Promise	 131

21	 Top Management Executive Search		 135

	 Why so demanding?	 135

	 The Executive Level Recruiting Market	 136

	 Board Search - reflections	 137

22	 The Local conditions have an impact. What are local conditions?	 141

	 General Aspects	 142

	 The Local Executive Search Firm	 143

	 The Political System and Legislation 	 143

	 The IT-infrastructure	 144

	 Extraordinary Area Specific Local Conditions	 145



- 13 -

	 Countries close by - Countries far away	 145

	 Summary	 146

THE PRACTICAL EVERYDAY WORK AND ACTIONS	 149

23	 The Search Consultant/the Researcher in action	 150

	 When should the Researcher enter the Search Assignment?	 150

	 The Researcher - when in the Customer Interface - what to do	 151

	 The Research starts - create your Action Plan	 152

	 Know what you are looking for and why	 153

	 When creating the Long-list	 153

	 The Long-list is ready - what to do now	 154

	 Contacting the Candidates	 155

		  How to contact the Candidates 	 155

		  When leaving a message for the Candidate to call you back	 156

		  When to contact the Candidate	 157

		  What to say to the Candidate	 157

		  How many Candidates should we contact/interview?	 158

	 The Search Consultant interviews the Candidates	 159

	 The Short-list presentation to the Client	 160

	 The Client interviews the Candidates	 160

	 The Reference Checks	 160

	 The Hiring Decision has been made	 161

	 After the Hiring Decision, what’s left to do for the Researcher?	 162

	 The Search Assignment Follow-up	 163

	 A Search Assignment Follow-up Questionnaire	 166

24	 Extraordinary challenges in the Search Process	 168

	 What to do if unexpected problems arise	 168

	 You have tried your best and cannot find the winning Candidate	 169



- 14 -

25	 How to do a Reference Check - some reflections	 171

	 Different countries, diverse cultures, diverse ways	 171

	 The Very Basics	 171

	 The Fact-Checking - important or not	 172

	 The Reference Check Questionnaire		 173

	 The Questions to ask	 176

	 Giving the Reference Feedback to the Client	 177

26	 Non-assignment related important Researcher work	 178

	 The Researcher - a provider of Business Intelligence	 178

	 Maintenance work of the database	 180

	 Take care of your Network - your most important asset	 180

	 Continuous monitoring of the business world	 181

	 Pre-emptive Research	 183

	 Continuous Improvement - why and how?	 184

		  Test your ideas before changing anything	 184

		  Continuous Improvement	 186

		  Mouse clicks	 186

		  Access time	 186

		  Screen layout	 186

		  Printing	 187

		  User knowledge of the database	 187

		  How future changes will impact us	 188

IMPORTANT SEARCH RELATED DIMENSIONS	 189

27	 Do the Researcher’s actions have a marketing impact?	 190

28	 Cross-border Assignments and Research Cooperation	 193



- 15 -

	 Know each other well	 194

	 Best Practice in cross-border Assignments	 195

	 The Money - who gets what in cross-border Assignments	 196

29	 Inhouse Research vs Outsourced Research	 198

	 General Reflections	 198

	 Inhouse Research	 199

	 Outsourced Research	 200

YOUR MOST IMPORTANT PARTNER – YOUR DATABASE	 203

30	 What to pay attention to when getting a new database 	 204

	 How a Research Manager looks at this	 204

	 When an Executive Search Firm needs a new database	 205

	 Who should we involve in our project group?	 205

	 Some words of caution when you start	 206

	 Your Priorities - put the business first	 208

	 Your Due Diligence - how to start	 209

31	 The Makings of a good database – your checklist	  211

	 The Best Practice	 211

	 Who is using the database?	 211

	 The Usability	 212

	 User Friendliness and User Experience	 212

	 The Efficiency	 213

	 The Screen Layout	 213

	 The Database Knowledge Management	 214

	 The Database Input/Database Output	 214

	 The Database Code Systems	 215

	 The Database Size/Content	 215

	 Web Connection and Data Security	 216



- 16 -

	 Calendar, Email, SMS Connection	 216

	 LinkedIn Connection	 217

	 Online database connection for the “want-to-be” Candidates	 217

	 CRM = Candidate/Client Relationship Management	 218

	 User Rights	 218

	 Scalability	 218

	 A local customised database or a global centralised database?	 219

	 The Database, the Software Provider, the Helpdesk	 220

	 The Database Software	 221

	 R & D and Continuous Improvement	 221

	 Nice to have features	 222

	 Cost/Benefit	 222

PREPARING FOR THE UNEXPECTED IN ADVANCE	 223

32	 Pre-emptive Executive Search – for the Client	 224

	 What is Pre-emptive Executive Search?	 224

	 The Focus Groups	 225

	 Why should a company prepare itself ?	 225

	 I don’t believe in bad recruiting scenarios. What could happen, really?	 226

	 The Benefits of doing pre-emptive recruiting actions/tasks	 228

	 Do I need to do pre-emptive recruiting actions/tasks?	 228

	 Situations a company should look out for in advance	 229

	 Summary		  230

33	 The Pre-emptive Recruiting Actions/Tasks	 231

	 The Documentation	 231

	 Managing the Search Process - general advice 	 232

	 Managing the Search Process - the Client Company Checklist	 233



- 17 -

	 Choose Executive Search Firm before starting the Assignment	 234

	 A Pre-emptive Recruiting Landscape Survey	 234

	 Starting the Assignment well in advance	 235

34	 How to choose your Executive Search Firm	 237

	 The Client’s Executive Search Firm Due Diligence	 237

	 The Importance of having the Assignment Brief ready	 238

	 The Questions to be asked 	 238

	 The Assignment Timetable		 239

	 The Assignment Price vs Quality - is there a correlation?	 240

	 Checking the References of an Executive Search Firm	 240

BECOMING A CANDIDATE – WHAT TO DO	 245

35	 I want to become a Candidate - how?	 246

	 What are my chances?	 246

	 Why do people contact Head Hunters?	 247

	 Before contacting your Head Hunter	 247

	 When making your career plans - a few words of caution	 248

	 What kind of a job am I looking for?	 250

	 The Cover Letter, the CV - what should they look like?	 251

		  The Cover Letter	 252

		  The CV	 253

	 A CV-model	 255

	 Which Executive Search Firms to contact and how?	 257

	 The Head Hunter interview - what do they ask - what do I say? 	 258

	 The Candidate in the Head Hunter interface 	 259

	 A few things to remember for the Head Hunter interview	 260



- 18 -

36	 The Head Hunter is calling me, what should I do, what should I say? 	 262

	 What goes on in our mind when we get the call?	 262

	 The call is private and confidential. Keep it that way.	 263

	 What is being discussed in the phone call?	 263

	 Should I meet the Head Hunter or not?	 264

THE END	 267

37	 The Epilogue	 268

38	 The References and Footnotes	 270


