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 How To Re duce  T he  Risk In Cross- Borde r/Cross- Cult ure  Exe cut ive  Re cruit me nt  

Acco rd ing  to  IRC G lo b al Exe cutive  Se arch Partne rs, e xe cutive  re cruitme nt is  e xp e nsive . With a
kno wn failure  rate  o f almo st half o f all hire s, re d ucing  that risk must b e  co nsid e re d  a hig h p rio rity.

Acco rd ing  to  the  white  p ap e r “Risky Business: The Global Executive Hire " , ne arly 50  p e rce nt o f ne wly
re cruite d  le ad e rs in e stab lishe d  marke ts fail in the  firs t e ig hte e n mo nths; this  tre nd  is  ve ry o fte n
e xace rb ate d  in cro ss-b o rd e r, cro ss-culture  ap p o intme nts. The  true  co st o f the se  failure s rang e s
fro m the  financial (te n to  fifte e n time s co mp e nsatio n p ackag e ) to  the  e mo tio nal (d amag e  to
co rp o rate  le ad e rship , e mp lo ye e  mo rale  and  co mmitme nt). Assuming  a s ix-fig ure  tale nt p o o l,
co sts can e asily ap p ro ach an ave rag e  o f US$ 50 0 ,0 0 0  p e r cand id ate .

Re cruiting  ne w le ad e rship  in e me rg ing  marke ts is  e ve n mo re  e xp e nsive  and  mo re  time
co nsuming . The  co st o f failure  in e me rg ing  marke ts is  e ve n hig he r than in e stab lishe d  marke ts –
b ut it is  no t as e asy to  me asure . IRC have  a mad e  a co nse rvative  e stimate , which is  two  to  thre e

 File Finde r 10 -  T he  Ne xt  Ge ne rat ion of
Exe cut ive  Re cruit me nt  Sof t ware

 2012 World Exe cut ive  Se arch Congre ss

 T he  Esse nt ials of  Exe cut ive  Se arch

 

http://www2.search-consult.com/frontend/Home.aspx
http://www2.search-consult.com/frontend/About.aspx
http://www2.search-consult.com/frontend/Events.aspx
http://www2.search-consult.com/frontend/Magazine.aspx
http://www2.search-consult.com/frontend/Executive_Search.aspx
http://www2.search-consult.com/frontend/News.aspx
http://www2.search-consult.com/frontend/Contact.aspx
http://www.dillistone.com/
http://www2.search-consult.com/frontend/Subscribe.aspx
http://www.search-consult.com/frontend/ShowPage.aspx?cat=3&page=14
http://www.search-consult.com/frontend/News.aspx?cat=4&page=8
http://www.search-consult.com/LasVegas2012
http://www.search-consult.com/lasvegas2012
http://www.ircsearchpartners.com
http://www.dillistone.com
http://www.search-consult.com/lasvegas2012
http://www.canaanridge.com/main/essentials.asp
http://pdfmyurl.com?otsrc=watermark&otclc=0.01
http://pdfmyurl.com?otsrc=watermark&otclc=0.01


time s the  p ayro ll co st, inc lud ing  half o f the  salary in re turn fo r mo ving  co sts, half o f salary in
se le ctio n co sts, half o f salary in re taining  and  re to o ling , and  o ne  time s salary in o p p o rtunity
co sts.

IRC G lo b al Exe cutive  Se arch Partne rs e xp lains that in o rd e r to  fi l l  ke y p o sitio ns o uts id e  the  US,
find ing  a lo cal natio nal has no w b e co me  the  firs t cho ice  o f many co rp o ratio ns. Ye t, the  incre asing
sho rtag e  o f hig hly skil le d , ‘cro ss-culture  tale nt’, co mb ine d  with the  hig h turno ve r rate s (o f fast
d e ve lo p ing , co mp e titive  marke ts) are  cre ating  challe ng e s in le ad e rship  re cruitme nt. As
e xe cutive s re tire , and  e xp e rie nce d  cro ss-cultural b usine ss le ad e rs mo ve  o n to  ne w challe ng e s,
the  availab le  tale nt p o o l has d iminishe d  s ig nificantly. Co mp anie s o fte n re g ard  e xp atriate
assig nme nts as a calculate d  risk. With a kno wn failure  rate  o f almo st half o f all hire s, the
e xce p tio ns are  usually re se rve d  fo r e sse ntial – and  e xp e nsive  – wo rld -c lass manag e me nt tale nt.

As e me rg ing  marke ts d e ve lo p , the  d e mand  fo r to p -le ve l tale nt wil l co ntinue  to  incre ase . In o rd e r
to  co mp e te  o n a g lo b al le ve l, and  cap ture  e sse ntial marke t share , co mp anie s wil l have  to  find
ways to  e nsure  lo ng -te rm re te ntio n o f the ir to p -le ve l, cro ss-b o rd e r, cro ss-cultural hire s.

G ive n the  sho rtag e  o f se nio r-le ve l e xe cutive s in e me rg ing  co untrie s, the  e xp e ctatio ns o f
Ge ne ratio n Y p ro fe ssio nals wil l also  le ad  to  inte re sting  re cruitme nt challe ng e s: 

•           Ge ne ratio n Y le ad e rs wil l b e  mo re  re ce p tive  to  the  kind  o f chang e  a le ad e r face s whe n
he /she  g o e s inte rnatio nal. 

•           While  this  g e ne ratio n fe e ls mo re  e ntitle d  (fle xib le  wo rk sche d ule s; incre ase d  training
p ro g rams; te chno lo g y; hig he r p ay), the y wil l b e  mo re  o p e n to  cro ss-  cultural wo rk hab its .

•           The  intrins ic  mo tivatio n and  hig he r e xp e ctatio ns o f the  Ge ne ratio n Y wo rkfo rce  wil l wid e n
the  g ap  fo r tale nt.

Ano the r imp o rtant challe ng e  is  ho w cultural d iffe re nce s can e asily cre ate  an e nviro nme nt fo r
failure . Ig no rance  o f cultural d iffe re nce s can le ad  to  co mp licate d  challe ng e s, inte rvie wing
d isaste rs and  a ke y p o sitio n re maining  unfi l le d . Fo r e xamp le , s taying  calm whe n d isaste r hits  is
re g ard e d  as a ke y stre ng th in Me xico  and  Pue rto  Rico ; in the  US, that attitud e  may b e  p e rce ive d
as lacking  a se nse  o f urg e ncy. This misund e rstand ing  may le ad  to  a failure  to  hire .

Cand id ate s must b e  o p e n to  chang ing  the ir s tyle  to  g e t re sults  – as attitud e  is  an imp o rtant to o l
to  succe ss.  Inte rvie w q ue stio ns must b e  d e vise d  to  me asure  this  wil l ing ne ss. Inte rnal re cruite rs
sho uld  b e  ce rtifie d  in sp e cific  b e havio ral inte rvie w training  te chniq ue s, culture  cue s and
co mmunicatio n no rms. 

Mitig ating  the  50  p e rce nt failure  tre nd  sho uld  inc lud e  inve sting  in le ad e r p re p aratio n, fo cusing  o n
acce le rating  te am p e rfo rmance , e xp laining  cultural e xp e ctatio ns within the  te am and  p aying  mo re
atte ntio n to  family-ad ap tatio n issue s. Exe cutive  Se arch co mp anie s can he lp  re d uce  the  50 %
failure  rate  b y b ring ing  a mo re  so p histicate d  inte rvie w and  se le ctio n p ro ce ss to  the  c lie nt.
Tho ro ug h d iscussio ns are  e sse ntial, co ve ring  family re lo catio n, cultural nuance s, financial and
o the r b e ne fit variab le s. Co ntinuo usly co aching  c lie nts o n the  cultural d iffe re nce s that may imp act
the  ne w re cruit and  the ir family sho uld  b e  an o ng o ing  co rp o rate  co nsid e ratio n.

The  white  p ap e r was autho re d  b y Patrick Ro p e lla, Chairman and  CEO o f Ro p e lla, (an IRC
me mb e r firm in the  US) and  IRC G lo b al Exe cutive  Se arch Partne rs. The  full p ap e r can b e
d o wnlo ad e d  at http ://b it.ly/i3uQo y
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