SIGNIUM COMMENT

What the market is doing at the moment?  
We hear the words “double-dip” bandied about, and “stagnation of the growth”.  For some firms this is true.  But for many others this is not the case and business is “good” – not brilliant, but good.  Smaller businesses are not growing – for most it is a day-to-day repetitive activity.
A leading CFO told us in late 2009 that he thought we would be operating in a recovery mode best described as a “bath tub” – a sudden drop into the hole followed by a very gradual increase in business performance over a long period of time and then a steep climb out of the bath.  Following a series of cuts and tighter budgets in the first half of 2010 he then reported to his board that the company was beginning on “Plan B” and may well need to go to “Plan D” with even tighter constraints, suggesting that the bottom of the bath was much bumpier and uncertain than anticipated. 
A noticeable trend in executive behaviour
An interesting trend is emerging in the market of which you may like to take note.  We are becoming very aware that people are finding it a challenge to have the time and/or energy to hold in-depth discussions about new employment opportunities with their partner/spouse.  Confused?  Let us explain.  
In the search process, we fully brief a candidate on an opportunity.  If they are well-matched we take them to the shortlist stage.  Following interviews with the client and with an impending offer (subject to reference checking) the candidate may unexpectedly withdraw his or her candidacy.  Why?  
We are discovering that it is only when an offer is on the table that the candidate will have a serious discussion with their spouse/partner, after which they may decide not to proceed.  Why is it only at the 11th hour that families converse?  If, as we are finding, spouses are having more say about the other’s choice of employment, why do candidates go so far through the process before seriously considering what the potential new opportunity may mean for others?  Could it be that more couples are working and any possible relocation will affect two earners and not just one, as has been the case in the past?  Are people so busy that it is only in the weekend that personal conversations occur, and then only when the candidate is certain to be offered the role?  These are interesting questions but it is clear that when employing an executive, the impact on the spouse/partner should be seriously addressed much earlier in the process.
A reflection on 2010
We, in Signium, have found that 2010 has been characterised by two key aspects.  Firstly, the recession has forced companies to focus on their people.  Some New Zealand companies have reduced their teams to match the necessary cost structure of declining revenue whilst others have upgraded their leadership teams realising that the people they have had on board for the five years prior to the decline are not necessarily the ones to be the leaders for the next five.  It is the time to make these changes before the market comes under strong competitive pressure.  Secondly, talented leaders who can perform under pressured conditions are increasingly hard to find.
Yes, many think this is not the case when advertising elicits tens or even hundreds of replies and yes there are a handful of “good” applicants but it is rare to find a “very good” or “excellent” applicant through this process.  The ones you want in the market are not responding to advertising, which is why search firms, like ours, work hard to identify “excellent” people, persuading the chosen candidate to accept the position.  For this reason, we have found business to be brisk over the past 12 months as we acquire the ideal person for our clients.  Many business leaders admit there is an element of luck in running a successful company.  However, getting the right person on board should not be a lottery but should be viewed as an investment.  Do you manage your business by luck or through purposeful processes?
Changes in Signium
We have added to our team.  Darren Edenborough has joined us, bringing 13 years of UK and international executive recruitment experience, particularly in the financial services sector.  Married to a Kiwi, Darren is the voice with the English accent when you call. (http://www.executivesearch.co.nz/OurTeam.aspx).  Stephen and Maurice are very pleased to have him on board.
Recent Signium-facilitated appointments:
Major grocery retailers		Chief Financial Officer
				General Manager, Human Resources
Significant primary producer	Corporate Relations Manager
National Museum		Chief Executive Officer
