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WHY USE EXECUTIVE SEARCH?

In todaybs highly competitive marketplace, quality
corporate performance depends on attracting,
retaining and motivating high caliber management
and functional specialists.

Executive Search is afiighly effective method of
recruiting for these key positions. It is a means
of safeguarding and improving a companyés
performance. It is a discreet, conydential and
professional approach for identifying quality
candidates in target companies or functional
areas. Generally, there are only a limited number
of people who possess the appropriate knowledge
and personal qualities a company is looking for
in a candidate. Almost certainly, these people

are enjoying a high degree of success in their
current position and are generally satisyed and not
seeking to make a change in employment. These
individuals must be professionally sought out and
their potential interest in the new appointment
explored conydentially with a professional and
knowledgeable intermediary.

Executive search provides an organization the process with which to search out the best possible
candidates for a position using a systematic, selective, professional and highly personal approach. Itis
the most effective method of identifying candidates who:

B Are most successful in their current positions and most likely not people who will respond to
ads and other recruiting techniques;

B Have speciyc, deynable experience and skills which are in short supply and high demand;
B Require a conydential approach when being sought out for a deyned position.

Coupled with a considerable expenditure of time and detailed market research, executive search requires
sensitivity, professional judgment and industry knowledge on the part of the search consultant.
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DEVELOP APERFORMANCE PROFILE

B Develop a list of objectives that the candidate will need to accomplish in a measurable time period.
MARKET RESEARCH

B Develop a list of sources and potential candidates.

PERSONAL CONTACT

B Identify, source and develop a preliminary list of potential candidates.

SCREEN POTENTIAL CANDIDATES

B Telephone contact, face to face interviews and assessment of candidates under consideration.
CANDIDATE PRESENTATION

B Evaluate candidates under consideration and present a short list of qualiyed candidates.
CLIENT INTERVIEWS

B Make necessary arrangements for meetings between client and selected short list candidates.
REFERENCE INVESTIGATIONS

B Conversations with individuals who possess a personal knowledge of the candidatest capabilities.
NEGOTIATIONS

B Counsel clients and candidates in preparation and acceptance of offer.

WHY THE RLR GROUP?

When choosing an executive search yrm, client companies are looking for quality and value. They are looking
for someone who is knowledgeable in their industry and who can identify potential candidates who are most
likely to succeed in the new position. They are also looking for value in the search process. We believe the
following are reasons clients use the R L R Group again and again:

POWERHiring Approach T Use of Performance Proyles vs. traditional job descriptions when
evaluating candidates. This process helps deyne better suited candidates. We look for SUPERIOR
PEOPLE who will give you SUPERIOR PERFORMANCE.

Consultant Tenure T A senior member of the R L R Group is always assigned to a project. These senior
professionals all possess in excess of 20 years experience in executive search.

Industry Knowledge T We pride ourselves in our ability to understand your industry, including changes
and trends that have occurred. We also develop a strong understanding of your organization and the
types of people who will be successful in your environment.




Cost Effectiveness T We establish a guaranteed maximum fee at the start of the assignment, not a
percent of annual compensation that can puctuate depending on the candidate hired. Our fee structure
allows the client to budget for the search from the start of the process.

WHY THE RLR GROUP?
Detailed Market Research
Face to Face Candidate Meetings
Timely/Informative Progress

Reasonable Fees




