Get to Know Your Executive Search Firm As Well As They Know You

   As the timeshare industry has evolved over time, the dynamics within the industry have evolved as well. It used to be that properties looking for a candidate to fill a management position simply required experience.  Having a history in the business and a resume to prove it was often enough to get hired. 

   Patterns have emerged in recent years that have changed the way candidates and clients are linking up. The fact is, nowadays very few people work their way up within the same company.  Relationships are much shorter term, the result of migration from company to company. It has become a given that it’s sometimes easier to advance your career by moving diagonally to another company. 

   This lateral movement has created a demand for executive search firms that are able to refine the ever-changing parameters of the search process.  Whereas experience was the prior prerequisite for employment, the range and depth of experience is now the measuring stick for most employers. Employers no longer are comfortable with a small pool of candidates sourced on their own. They want to know that their choice is the best one available. The process has been refined to the point where personal traits are evaluated to ensure a smooth transition. 

   Likewise, candidates are refining their searches to ensure a good fit with prospective employers.  As a result, they are relying more and more on the in-depth databases of search firms to help them link up with any one of the 5,000 + vacation ownership resorts around the world. 

    This all goes to underscore the point that clients and candidates only know what they know.  They aren’t in the business of keeping massive databases that ideally bring together the right person with the right property. 

   The fact is, a lot of times the best people aren’t actively looking.  They might be open to accepting a new position, but they don’t have the information on hand to be continually up to date on which resort systems are seeking qualifed candidates. By aligning themselves with an experienced search firm, industry professionals are finding themselves able to move over and up the ladder much faster.  

   Over the years, We’ve observed that many people who are apprised of new opportunities found them enticing enough to compel them to make a change.  In this business, it’s ‘what you know’ and ‘who you know,’ which makes the services of a search firm even more valuable to candidates and clients. 

   While search firms help candidates and clients distinguish one from the next, how do you distinguish one recruiter from another? A good rule of thumb is to look into firms with considerable experience in this highly competitive field.  There really is no substitute for industry-specific experience.    

   That’s the first step, but you will also want to determine how wide the recruiter’s net is.  If a recruiter is only active in select parts of the world, then there are many opportunities that will be overlooked.  The right candidate for a property in Mexico may very well be working at a property in the U.S. or Canada, and never the twain shall meet if the recruiter doesn’t have a comprehensive database net that stretches around the world. 

   Another attribute you will want your recruiter to have is their willingness to go the extra mile.  This could come in many forms––checking in on a regular basis, conducting specialized searches or communicating industry advancements to candidates and clients in the database. 

    Once you’ve selected a firm that fulfills those criteria, you will then want to do your part to keep their database up-to-speed on the latest information in your career or on your property that could possibly affect and enhance the search process.  

   The communication lines should be a two-way street, with you checking in with your search firm to keep them current on your status.  For clients, this could mean updating the recruiter on your property’s expansion plans, upgrades to your property, new affiliations or new marketing programs.  This information is immediately included in your file, which can then be cross-referenced with candidates who possess experience and skills in these particular areas. 

   Candidates will want to inform their recruiters of any changes in their personal profile, whether it’s new training they’ve received, a promotion, new programs you’ve implemented or other positive news that could be of benefit to prospective employers. We encourage our roster of management professionals to alert us as to any changes in their work experience that would enhance their chances of employment at a top-tier resort system.  This doesn’t require much effort. We ask that our candidates have a good, up-to-date resume and current reference contact information––with active phone numbers and emails––on hand at all times.  

   This business is full of opportunities that got away because while one well-qualified candidate was scrambling to re-assemble his or her resume, another well-qualified candidate with a current resume stepped in and got the job. Timing is always of the essence for candidates. 

   Recognizing how important an executive search firm is to candidates and clients is just the beginning.  Just as no two candidates are exactly alike and no two systems are exactly alike, search firms are also unique.  

   You must be able to differentiate search firms and then select the one that can provide the services that best fulfill your requirements.  And once you’ve selected that firm, you must work with them so that they can be kept abreast of the latest developments in your career or your property––changes, events or programs that would affect the search on both sides of the equation.  

   Even if your search firm contacts you on a regular basis, you can take a pro-active approach to giving them the information they need to keep your file fresh.  

   In this business, knowledge really is power, and it all begins with getting to know your executive search firm as well as they know you. 
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