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Effective Hiring

A First get the right people on the bus in the
right seat (and the wrong people off the
bus), then figure out where to drive It.

Jim Collins.Good to Great.




Effective Hiring

The best executive is the one who has sense
enough to pick good men to do what he wants
done, and seltstraint enough to keep from
meddling with them while they do it.

---Teddy Roosevelt



Cost of a Bad Hire

A Could be Millions $ for a sales person/sales
executive.

A 24 X Salary according to Brad Smart,

Grading

The goal Is to Improve our odds of
hiri ng a OAO0 pl a\




Effective Hiring Steps

A Search Planning

A Attracting Great
Candidates

A Interviewing
A Resume Fraud

A Culture Fit

A References

A Successful Negotiations
A Counter Offers Dangers
A Assimilation



Search Planning

A Prepare a Search Specification

A Company story

A Duties and Responsibilities

A ldeal Background and Experience, Be Realistli
A Reporting Structure

A Resources, People, Budget, Equipment



Search Planning

A EXxpectations- 6, 12 , 24 months

A How will the new executive be measured?
A Challenges

A Culture and Political Issues



Attracting Great Candidates

A Executive Search Firms

A Internal

A Networking, industry contacts, etc.

A Internet Sites, Ltd value at executive sales lev



Attracting Great Candidates

A Target industries and Companies
A Target people doing the job today
A Associations

A Hoovers, LinkedIN, etc.

RJM has researchers wi
candidates.



Attracting Great Candidates
Common Mistakes

A Not evaluating enough candidates.
A Not developing a compelling story.

Rule of Thumb: RJM contacts 100 potential
candidates to find one finalist.



Compelling Story

A Career advancement opportunity

A Industry leader in product or service
A Aggressive compensation plan

A Fast growth company

A Wonderful culture



Candidate Profile

A How do they match up with ideal candidate
criteria

A Resume

A Compensation

A Personal

A Intangibles

A Issues; relocation, other offers, etc.



