A Crucial Investment 

(A lightly edited perspective from Peter Felix, President of The Association of Executive Search Consultants) 
It is easy to think about executive recruitment in terms of a research, interviewing and selection project to fill a vacant position. And, of course, it is all of these. But as we all know it is also, or should be, much more.
Often recruitment is a tactical need that must be responded to because most senior jobs cannot go unfilled for long. Vacancies at senior management level normally occur randomly, sometimes in an emergency, sometimes planned, sometimes as the result of political fall out and sometimes, although surprisingly rarely, because of the Peter Principle which dictates that competence will be the determining factor.
Whatever the cause a recruitment event presents a rare opportunity to take stock, to plan for the future and to make an organisational investment.
It is not that organisations are unaware of this – it is just that they may need reminding that strategic considerations should help to fashion the specification and put the appointment into context. We all know that there are many instances where this does not occur.
When presented as an investment a senior executive appointment takes on a different hue. Much like any other investment there has to be a rationale, a strategic framework, an operational structure, a financial proposition and a clear and intended return on that investment. It is not just about filling the job. It is about finding a clearly defined solution to a defined problem. If the problem and the investment criteria cannot be defined then the recruitment process should not be ready to begin.
This is when executive search professionals deliver critical consulting advice. The sounding board provided to counsel a client and to help him or her shape their thinking should turn out to be as crucial as the process of recruitment itself. Helping to put the search into the context of the longer term challenges facing the organisation and to define the criteria for selection of the best candidates is fundamental to the success of the venture and to a satisfactory return on investment.
There is much discussion today about the added value of executive search. Perhaps as we advise organisations it makes sense to remind them of the Return On Investment / longer term investment considerations and the crucial need to fit the best candidate into an optimum position where he or she can make a true difference. There are many examples where key hires have added huge value to an enterprise not just in terms of strategy and direction but also in terms of shareholder value. Against such returns search consulting fees are a small consideration.
Consultants are essentially problem solvers and solution finders. Why not evaluate your next search assignment with your client as an investment opportunity for their organisation - far beyond just another recruitment project. 
I look forward to your comments via our LinkedIn group or by email.
With best wishes,
Peter Felix
pmf@aesc.org
