Private Sector - International Cost Consultancy

The Scenario

Our client is an international cost consultancy with offices throughout the UK and abroad. One major office in the UK needed strengthening at a senior strategic Partner level, in order to capitalise on potential regional growth opportunities. 

The Assignment Task

We were tasked with identifying a potential Partner from an existing regional competitor in order to lead this growth initiative. The individual needed to know the regional market and the major clients and developers in that area and would also be responsible for the strategic development and operational management of the already established office. Equally important to the role was the individual’s ability to drive the commercial and business development aspects of the practice, translating them into true business success across the region.

The Assignment Process

A confidential search methodology was employed due to the sensitive nature of the assignment and numerous regional competitive practices were identified as potential source companies. With further research we were able to identify a number of individuals who we approached and subsequently conducted interviews with locally. Due to the provincial nature of the role the Client name was only divulged to the final four candidates that were successfully offered client interviews.

The Result

The final shortlist was presented to the Client within the agreed time-scale and interviews were successfully concluded. With an offer being made it was only left for ESA to negotiate the final package details and manage the process of resignation and gardening leave. The successful candidate is a highly motivated key regional player that has brought a wealth of knowledge to our Client’s practice.

