Seasons Greetings

It’s a new year and all indications are that we’re going to enjoy a lot of positive developments.  I’m excited about the possibilities and look forward to sharing them with all of you as we begin 2004.  I have lots to tell you about.

Executive Solutions:  Pulling it all together---We’ve listened and responded.

One of the most positive experiences I had in 2003 was the ELA annual convention.  I found it to be very upbeat.  Even though there is still a lot of hesitancy about the economy and the world situation, the attendees were cautiously optimistic and eager to share their enthusiasm for anticipated growth in 2004.  People were excited and full of ideas.  I enjoyed seeing so many smiling faces!  I had the opportunity to meet personally with folks that I know and would like to know and to talk about our interpretations of current events as well as our visions for the upcoming year.  A theme that ran through the entire conference was that operational excellence must be a part of an ongoing, intelligent business posture, but it is NOT what drives long-term success.  Each company must have a unique value to offer their customers such as innovative products, visionary thinking, and customer solutions that work and deliver on promises made at the onset of the relationship.  I have always believed that companies that create the future instead of trying to keep up with it will truly prosper.  There is information to be garnered and opportunity to be exploited in every situation.  Leaders are those people that have their eyes and ears open and know how to incorporate what they see with what they believe in creative and responsive ways as business demands evolve.

Here’s how I intend to incorporate what I have learned and surmised in order to continue the innovative and strategic direction of Executive Solutions.  We introduced an interactive website a while ago.  I was so proud of the way it reached out to those of you who registered with us with proactive emails as opportunities presented themselves.  They helped to keep you informed about the direction our industry was heading and how it might benefit you.  Not only did it eliminate the constant chore of checking web sites to learn who was looking for talent, it also provided an inside view of industry trends.  I believe it was truly an innovative approach.  Our clients have been very pleased with the significantly shorter amount of time we have needed to successfully conclude searches.  Over the course of the last year or so we have received many compliments about the user-friendly format of our site as well as the benefit of being kept in the know.  However, because I am committed to finding even better solutions, I listened carefully to suggestions about how we could improve.  As a result, I am proud to share with you the enhancements we are implementing.  It will now be possible for candidates to select a specific region(s) of the country. It will enormously simplify the process, since they will only receive notices about those opportunities that are the most likely to suit their particular needs.  Client companies will also benefit from this specificity, by a reduction in the length of time required to add exceptional talent quickly to their teams.  I urge all of you who are not currently registered with us to visit http://www.exsolutions.com and take a few moments to do so under Career Opportunities.  Many of the people we place are ones that have registered and who are able to respond immediately to new postings.  Our intention when creating this site was to speed up the process of finding appropriate talent for specific opportunities.  With that in mind, I would like to suggest that when you register, limit your selections to your core responsibilities, and respond only to those that are in a location that pertains to you and for which your skills and experience match those indicated in our posting.  Even if you are already registered, in order to take advantage of location specific Opportunity Alerts, you must log on under Career Opportunities where it says “Update Registration/Resume” and select the geographic areas you are interested in.  This will allow us to better focus our attention and be able to send these newsletters via email.  Additionally, lots of folks have told me they would enjoy being able to read my articles and presentations covering a variety of subjects related to the leasing industry.  Thus, there will be a new page on our site to facilitate this.  I would like to invite all of you to take a moment to visit our site and familiarize yourselves with our approach to executive search.  While you are at the site, please note Stan Evan’s new contact information. 

There is another outgrowth of my commitment to finding new and better ways to serve our clients.  As I looked back through the last 13 or so years since I started Executive Solutions I realized that there has been an ongoing obstacle that has impeded our ability to work as effectively as we could with client companies.  So often people in a position to make hiring decisions are over-taxed and under-informed about ways to streamline the hiring process.  Many do not have a clear vision of the role executive search firms can and should play.  They are unable to find a search firm that is able to help them achieve their goals, because essential elements in the basic relationship are overlooked.  The failure to establish ground rules and expectations/capabilities all too often results in disappointment, lost time, and a sour overall experience.  With that in mind, Executive Solutions would like to introduce a new and vital service.  A cost-effective and convenient way for Hiring Managers to learn valuable, effective methods for working with executive search firms would improve the hiring process tremendously.  Through use of the Internet, we now offer seminars via video-conferencing for managers at various locations.  These presentations can be tailored to specific areas of interest.  Subjects to be covered might include such things as suggestions for selecting a search firm, how to effectively communicate the substance of the assignment, essential factors both client and candidate must consider to insure productive search results, how and where feedback is valuable, and whether a contingency or retained search would best serve your needs.  I would also be pleased to visit your offices to conduct these seminars in person.  Please call me if you would like to explore this service.  I welcome suggestions from all of you about what you believe would be of value to you.  

In keeping with my belief that 2004 will reflect an increase in demand, I am anxious to identify a person who may be interested in embarking on a brand new career that allows them to leverage all of their contacts and experience in the leasing industry.  If you think you might enjoy the challenge of joining our team of Talent Specialists, please contact me to discuss the possibilities.

The Leasing Industry:  Revitalization & redirection will set the stage for 2004.  Look in your corporate mirror.  Are you ready?

Companies have been cutting costs during the difficult year+ we have just experienced.  Tough decisions have been made as they evaluated their staff to determine who should be retained and who should be replaced with better performers.  In many cases, companies have simply reduced their staff.  This has been hard for all of us.  Staff productivity standards have risen and the instability of the economy has caused a great many sleepless nights for people working hard to keep their jobs as well as those trying to find new homes.  Hiring managers have had to make many unpleasant and difficult decisions.  We have all suffered a great deal of anxiety wondering when things will start to turn around.  Lots of teeth marks on lots of pencils.  I believe we are finally turning the corner, and I see growth ahead!  Companies are replacing old equipment, adding new inventory, increasing production, and spending money on services again.  More and more companies are looking to take advantage of the expected increases in demand by getting the jump on their competitors.  Market evaluation and directional adjustments are being scrutinized while new ideas are explored.  As more people recognize that TIMING ---TIMING--- TIMING is a huge ingredient in a recipe for success, they are grabbing talent before the rush really begins.  To be ahead of the curve, they are taking action now rather than finding themselves trying to fix the problems an understaffed company faces during a period of increased demand.  In this process, I feel very strongly that we absolutely must take stock of what we as employers and employees expect, deserve, and are entitled to from each other.  I hear a continuous chorus of clients saying they want production and profit because they are under the gun.  They want it now, and tired excused won’t work.  Candidates feel that there is no job security and they feel commoditized by companies who seem oblivious to their concerns and opinions.  Our industry has become very mercenary.  Companies and candidates are suffering from shortsightedness.  I believe that commitments must be redefined.  People cannot be productive in new positions over night.  They need their employers to set realistic time frames and exercise patience while new hires assimilate and re-establish relationships.  In the long run, the results will be stronger and longer lasting.  On the other hand, candidates must stop spending half of their time on the phone tracking down rumors and playing the “he said---she said game”.  It is unproductive to regard each day as an invitation to graze on greener grass.  We all have our devils.  What we seem to be lacking is a willingness to live with at least some of them.  This doesn’t mean that mediocrity should be tolerated.  I am only suggesting that we cannot demand perfection.  We all have to allow room for mistakes or disappointments.  A little more of the “for better or worse” philosophy would benefit us all immensely, when exercised in moderation.

The consolidation plague that has afflicted our industry is not over.  A lack of succinct leadership and vision persists, causing inefficiency, stale perspective, and lack of growth.  The few remaining giants are so bogged down in the quagmires they have created that it is unlikely that we will be seeing anything really exciting coming from them.  I imagine it will take them most of 2004 just to unravel the knots.  What has me quite exhilarated is at the other end of the spectrum.  For several years now I have been talking about the advancements of “under the radar” companies, and now more than ever, they are the ones to watch.  These companies may be public or private--- new or established.  The common thread is that they recognize and embrace the huge opportunity to satisfy a vast reservoir of customer needs that has been created by the M&A’s.  Many companies have been left behind by their customary financing sources and are ripe for the picking.  Medical equipment acquisitions have re-established this market as an area of growth and possibility.  New technology assets have begun to replace “make-do” equipment that has been forced to serve beyond its life cycle.  Many companies are moving decisively in the direction of developing business from a vendor perspective, and we see increased activity in that area.  Part and parcel of this process involves companies being able to distinguish themselves from the “commodity sellers” by training their staff to interact with clients in a pleasant and knowledgeable way.  Courtesy, product knowledge, efficiency, and delivery on promises will start to have meaning again.  I think we’re all more than sick of saving 50c and then finding ourselves spending hundreds of dollars of our time trying to do business with inept and uncaring companies.  We’re starting to realize that quality and service are not elements of a purchase we are willing to sacrifice.  The lowest price, however, is.  Hopefully, the words “Customer Service” will once again be a part of our corporate vocabularies.  A new era of growth and a return to prosperous times for all of us has begun.  We have been reeling for quite a while as we were bombarded by one catastrophe after another, but now we have survived and are at the lighted end of the tunnel.  

I invite all of you to join us in a New Year full of high expectations with a determination to exceed our most optimistic goals.  Exciting times are ahead and I look forward to a year of accomplishment, good feelings, and strong proactive action.   On behalf 

of Helene Kugit, Stan Evans, and myself, I extend wishes for a joyous holiday season and a prosperous and fulfilling New Year for you and those you love.  Be safe.  Be happy.  But most importantly, be together.  

Sincerely,

Teri Gerson, President

