Season’s Greetings

With the beginning of 2006 it is amazing to realize we are in the second part of the decade already.  And what a year it’s been.  I remember starting Executive Solutions over 15 years ago, and writing my first “End of the year” letter to mark the occasion.  I think I sent out 100 letters.  I am extremely proud to say that this year there are thousands!  It is so gratifying to renew old friendships and catch up with folks I haven’t spoken with in a very long time.  Since I have met many of you, spouses and kids, and even grandkids have come along.  One of the things I so love about my business is the fun of following people’s lives over the decades.  I enjoy a sense of accomplishment in hopefully having contributed in some small way to the attainment of your personal or corporate goals.  

2005 has been a year in which I have become much more active in the ELA, and it has been a wonderful experience. It’s so important to be active in the organization that represents our industry. I attended the Executive Roundtable for the first time.  Sitting down with folks in a relaxed and personal setting set the stage for productive conversations that aren’t possible at large events.  I also participated in Capital Hill Day, and found it to be informative and interesting, not to mention vital. It is an honor to have been elected to the Service Providers Business Council this year. One of my goals has been to assist in the establishment of a Service Provider’s directory for lessors to use in order to determine if a particular type of service would be of value, and if so, how to make a discerning decision when choosing a provider.   I’d like to see interactive communication between service providers and lessors so that we can continue to adapt our products to our customers’ needs as they evolve. We are all keenly aware of the pressing need to remain one step ahead of changing business needs, and I think this would be a terrific way to keep the dialogue in real time.  I’d love to hear what you feel would be of value and your thoughts on how we could make this happen.

THE INDUSTRY AND THE TIMES

Changing tax laws, public perception, and economic and industry trends, have focused our attention on the future of our industry.  Questions like “How will we continue to differentiate our product offerings?” and “How can we effectively combat negative press and promote the positive elements within our industry?” are dominant.  We all realize significant changes are required and that we need to be laser sharp in order to adapt.  And adapt we must, if we want to enjoy continued growth and the respect of the global business community.  Leasing people are not in the box thinkers.  Our industry has grown up based on this entrepreneurial approach to business.  Let’s not lose sight of that.  Whatever paths we consider, the ability and intent to recognize and attract new talent is at the core.  Newcomers to our industry bring the resources we need going forward.  Introducing new people into our industry and making the financial and intellectual investment to train them demonstrates a commitment to the future, which in turn, insures that we will have a future!  We’ve all heard the forecasts and read the statistics.  The trend towards high tech and security related equipment is firmly established.  Large ticket is hurting.  Banks no longer view leasing as a necessary evil, but as a viable and profitable product.  Machine tools are up.  Medical is hot.  Vendor programs are being aggressively pursued at all levels…..not just large national programs.  As a matter of fact, a whole cottage industry has developed around providing capitalization to those vendors and their clients that are not commodity based.    These facts and figures are all there.  What we do with them is the question of real importance.  I believe we must challenge ourselves regularly to keep the evolution of our industry alive by augmenting on-going recruitment of new people.  It can’t be a marketing catch phrase.  It must be a way of doing business.  For example, there is a reservoir of untapped wealth in our colleges and universities.  By actively promoting intern programs we can introduce new people to a career they most probably would never have thought of without the price tag of high salaries (or any, for that matter).  These young college students are exposed to a wonderful opportunity and receive their training while gaining college credits.  By the time they graduate, there is a good chance they will continue as full time employees that have already been integrated into our companies.  The payoffs are huge.  By the time their credits turn into careers, they have already learned your methodology and philosophy.  In return, you will have earned their loyalty.  It’s a win/win. 

EXECUTIVE SOLUTIONS’ RESPONSE

In keeping with my commitment to embrace new ideas, I have done a lot of thinking this year about the role of executive search and how our services should be packaged to provide meaningful solutions to lessors of all sizes and types.  This introspective process has led me to consider why some searches go smoothly while others are an uphill battle.  Why are some companies more successful at retaining staff and better at transitioning new people?  To a large degree, the reasons are the same ones that make them better at retaining their client base.  No magic.  They provide service and value relationships, and they are obvious about it.  In the beginning, middle, and end, it’s all about the people.  As I review our performance over the years, one thing has become crystal clear.  We work best with clients we work with consistently.  There is no substitute for shared history, communication, and familiarity.  When there is mutual commitment between our clients and us, it facilitates a higher rate of return for both sides.   Exclusivity in a talent search helps to preserve the continuity of the search process and the integrity of the client and the search firm.  Based on a critical and objective review of the last 15 years and the hundreds of searches we have conducted, I know this to be the reality.  Without meaning to sound trite, quality outperforms quantity every single time.  When a single firm represents a client company, the results of this partnership are immeasurable.  Less is definitely more.  More polish, more clarity, more professionalism, and more success.  By beginning with a discerning selection of a search firm partner, the team can develop a precise, unambiguous statement of goals resulting in the implementation of a process that is continually assessed for midcourse adjustments.  This steady, stay the course posture demonstrates stability, vision, and resolve that permeates every aspect of the company’s character and contributes to its appeal to potential clients and employees.   When a company stands firmly behind a partnership that has been forged with a search firm, the success of building a strong team is exponentially increased.  It is very gratifying to me that I have earned the long-standing respect and commitment of my clients over and over and that I continue to work with so many of the companies and people I worked with 15 years ago.  No contract will hold a weak relationship together, but a lasting partnership will go a long way towards providing the sharpness essential in today’s business environment.  

As I pursued this line of thinking, I realized that it is counter productive to assume one size fits all.  Sometimes companies are interested in traditional services associated with a talent search ---  the identification and introduction of a select group of viable candidates culminating in a successful hire.  Other companies want to be informed whenever we identify talent we feel merits consideration based on our experience with them.  In some cases, clients engage us to create entire divisions as part of a collaborative strategic initiative.  Just as participating in ELA events has strengthened my understanding of our industry, fortified existing relationships and allowed me to develop new ones, I have come to believe that face to face meetings with potential clients will as well.  Sitting in an office and seeing the “guts” of the company is so powerful.  Absorbing the atmosphere allows me to represent a company from the inside.  I can paint a more accurate and in depth picture to candidates and that means less miscommunication in the hiring process.  Going forward, I intend to meet personally with as many companies as I can in order to take that extra step that I have come to believe is so important.  This kind of partnership will permit us to evaluate together the factors that impact the process of securing the right candidate.   I would like to take this opportunity to introduce an entire new suite of products based on solutions that are tailored to specific needs.  I find more and more of my time is spent in response to a whole array of services companies have expressed a need for.  For example, do you think your management team would benefit from professional training to strengthen interviewing skills?  Would guidance in the most productive ways of partnering with a search firm result in a greater return on effort?  Maybe you would like a compensation analysis to determine your competitiveness in the market place, or a fresh look at niches worthy of consideration.  What will you need to enter a market?  Who will you be competing with, and what weaknesses in your competition can you leverage?  The perspective and expertise that I am awarded is unique in many ways. I propose a collaborative venture to interpret data based on a larger picture than seen strictly from within the framework of your individual company.  I will custom tailor video conferencing sessions, webinars, and on-site training to provide consultative solutions unique to a search firm’s expertise.  The clients I work best with are the ones I work most closely with because a team approach is much stronger than the sum of the parts.  Do you have ideas on how we could put an action plan together based on assessment of goals, training of staff to improve their success rates, and ongoing strategic partnering before, during, and after the search?  I invite all of you to contact me to discuss these new ideas in detail as we begin 2006.  It’s a fiercely competitive market we are in it is only going to intensify. "Please don't forget to register or update your registration so that you stay informed about the searches we are doing.  You'll receive system-generated emails when we post a new opportunity.  You can register under Career Opportunities at http/www.exsolutions.com

It has taken me a long time to find additional people with whom I am comfortable to have representing my firm.  It’s not enough that they understand leasing, or are motivated to do good work.  They must excel.  I want them to be driven to provide solutions in a professional, caring, and knowledgeable manner coupled with thoughtful creativity.  They have to make me proud.  And so, it is with pride that I introduce our two newest talent specialists.  Kim McQuinn and Terri Rambin will begin 2006 as part of the Executive Solutions team.  Please take a moment to read their biographies on http://www.exsolutions.com.  On behalf of Helene Kugit, Kim McQuinn, Lynn Rambin, and myself, please I would like to extend our sincere wishes for a happy and healthy Holiday Season and a gratifying 2006.  

Sincerely,

Teri Gerson, President

