Finding the best of the best

Working with a search firm that specializes in the hospitality/timeshare industry can help your company recruit top gun executives.
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The U.S. military calls them the “best of the best.” Civilians label them skilled performers who contribute to the bottomline.

No matter the profession, all organizations need talented executives. After all, star performers are vital to your company’s success.

In the timeshare industry, you’re faced with not only finding the best, but locating top guns with expertise in an industry that’s barely middle age.

That’s no easy feat.

Simple concept, serious results

Since its inception in the 1960s, the timeshare industry continues to show vast potential. I entered the industry in the early 1970s and helped pioneer it with the development of a 31-unit condominium project built and sold out in 18 months on Sanibel Island, Fla.

I’ve developed and marketed properties throughout North America. I’m also an avid consumer and travel as much as possible. 

Wearing all these hats, allows vast insights.

As president of Executive Quest  Inc., founded in 1998, I work closely with timeshare company executives to hire top talent. 

Six-figure salaries mean your company wants four-star performers.


What do I stress to clients? You must topgrade. Simply put, you must seek out and employ the most talented people available while deploying those of lesser ability and performance.

Such a simple concept has serious implications.

It builds shareholder value.

The A team 

In the mid-1990s, Bradford Smart and Geoffrey Smart introduced the concept of topgrading. Today they continue to encourage hiring top employees and ousting non-performers. While ousting sounds harsh, realistically, it makes sense. Your employees may not be working in a capacity that suits their skills. 

That affects everyone.

In an issue of “Directors and Boards,” the pair explains that “proactively seeking out and employing the most talented people can have a multiplier effect on the creation of other competitive advantages. 


“High-performers, the A players, contribute more, innovate more, work smarter, earn more trust, display more resourcefulness, take more initiative, develop better business strategies, implement change more effectively, deliver higher quality work, demonstrate greater teamwork, and find ways to get the job done in less time with less cost.”


Whew!

According to American Resort Development Association, more than 3 million households own timeshares in the United States; that figure rises to 6.7 million consumers worldwide.

To serve this growing population you need A players! The Smarts’ research shows that A players are in the top 10 percent of the talent available; within the timeshare industry, that’s about 7,000 star performers out of 70,000.

Finding the best of the best is daunting. They need to be pried out or in British slang, “poaching” takes place. 

Translation: taking A players away from another team!

Ken Schwartz, president and chief executive officer of Vacation Developer Inc. in Fort Lauderdale, Fla., says topgrading is a great idea.

“Grade A employees are always sought after though they are rarely the ones who initiate executive services. The best headhunters know who the Grade A players are though. Headhunters are like sports agents – they work hard trying to get the players to switch to better teams,” Schwartz says.

Schwartz says there is hope for B players. “They’re talented, but they don’t know quite how to promote themselves.”

And as for C players, well, they’re everywhere. “This group is content with mediocrity,” he says.

“It’s hard to find a real sparkplug,” Schwartz says. “They are the type of person who is never satisfied. They are always striving to make more and achieve more.”  

Schwartz is a real sparkplug himself.

In 1985, I met Schwartz when he was an associate at a real estate law practice in Fort Lauderdale. He was responsible for remarketing repossessed timeshares.

One problem though.

Schwartz knew nothing about timeshares. So he headed to the Broward County (Fla.) Public Library and found “Resort Timesharing: How you can invest in inflation-proof vacations for life,” a book I wrote in 1981.

Schwartz got up to speed. 

And now, to put it mildly, Schwartz is way over the speed limit. He heads Vacation Developer Inc., as well as serves as senior vice president of sales for ARKe-TAIL Services Inc., a technology-based services firm that provides customer management solutions by phone, e-mail and the Web.

“I had another career path chosen but the timeshare industry just crept up on me and I’ve been in it ever since,” Schwartz says.

The search is on

Robert Mulcahy, president of Smugglers’ Notch Resort in Vermont, knows finding A players is a monumental task.

Mulcahy is searching for a director of sales. Initially, he advertised in local publications. Though timeshare experience was a prerequisite, the resumes he received had little to do with the job opening. Sure, there were plenty of inquiries from bankers and sales executives, but none offered the eight to 10 years experience in the timeshare industry.

After trying to hire a director on his own, Mulcahy turned to Executive Quest. We provided him with several candidates. Mulcahy says Executive Quest’s candidate database is quite possibly the only one of its kind in the timeshare industry.

And topgrading? Mulcahy’s company just started implementing the concept. 

“It makes sense to use topgrading,” Mulcahy says. “We’re in the process of evaluating employee’s productivity and developing productively measurements by department. We’ll use the measurements to determine the contribution each employee is making.”

In October, Smugglers’ Notch started the evaluations. During the winter, Mulcahy employs more than 1,100; that drops to 750 in the summer; and 250 are year-round.

In a few months, I’ll check with Mulcahy to see how their efforts are going.

Step by step

Mulcahy is an A player. He joined Smugglers’ Notch Resort in 1969. The former finance executive is now its president and helps grow the resort.

Smugglers’ Notch, which started in 1956, first began dipping its toes in timeshare in 1979 – a few homes at a time.

In 1988, they started building homes for timeshares.

Like Schwartz, Mulcahy is a timeshare convert. He left public accounting to work as a controller for a Massachusetts-based real estate development company (he was a certified public accountant with the company now known as Ernst & Young) 

The rest is history. Though Smugglers’ Notch (which boasts 560 condos) has a staff of 15 licensed sales people, as well as a timeshare support group that consists of 12, all employees perform some sort of service that leads people into buying a timeshare property.

Another timeshare convert is Charles Martin, a CPA who is now vice president of human resources for Gold Key/PHR Hotels & Resorts based in Virginia Beach, Va. 

Martin has been with the integrated hotel and timeshare property for almost three years.

“We’ve taken pieces of the topgrading (concept) and started implementing it into what we’re doing,” Martin says. 

“Their idea of ‘candidate profiling’ is being used. We created a description of the person we want to hire to fill a job and then we find a person who fits the candidate profile.

“Too often companies will adjust the position to fit the candidate, rather than the company,” he says. “We want to get back to focusing on what does the ideal candidate for this position look like? And where can we find them?”

Thanks to the Smarts’ smartening us up, topgrading helps our burgeoning industry find top guns. 

Meanwhile, the consumer list for our industry grows. The ARDA’S snapshot proves that. Now it’s up to us to provide our clientele with the best leadership.

Executive Quest can help you with this challenging endeavor. Our database contains more than 3,500 candidates and clients; it is one of the most in-depth lists in North America. 

To discover the best of the best, visit www.execq.com or phone me at (239) 454-1100. 

