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Failure was not an option.  

Future spinoffs were predicated on its success.  

The timeframe was tight – 45 days. It was being monitored by the board of directors and would 
be discussed at the annual meeting.

CHALLENGE

CASE STUDY
A small software start-up with grand ambitions spun itself out of a major 

telco with an aggressive plan.  The mother ship considered the 
recruitment of the finance, sales and marketing executives to be mission 
critical. They needed to recruit a CFO, a VP Finance and a VP Marketing, 

and they needed to do it quickly.   
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Perry-Martel was invited by the Board of Directors to conduct the search. We entered the 
search at the front-end planning stage and were able to help define the roles and working 
relationships with specificity.  If you start with clarity there’s less chance for error. 

Immediately the strengths and weaknesses of the current team and the company’s market 
position (including its short- and long-term goals) were known and understood from the 
perspective of the role being filled. The qualities and experience needed for each of the three 
executives were clarified and agreed upon.

This upfront clarity allowed us to establish a deep common understanding of the need, the ‘fit’ 
required amongst the trio, and the KPIs they would collectively need to hit.  Headhunting a 
team like that requires a recruitment campaign custom tailored to each prospect and 
personally delivered. No advertising. 

Our research team performed a deep dive on 10 local prospects to create a clear understanding 
of the prospects.  They noticed common points of interest among a small group.  

We thought a Lift-Out might be possible and David initiated contact.  

STRATEGY

RESULTS
There were two individuals who had been key to building up a local company’s spectacularly 
successful business-intelligence division.  One was the vice president of marketing and the 
other was vice president of sales.  Together the two were a powerhouse.  

Unfortunately, the two were also best friends who had started said business unit together and 
had defined the Business Intelligence space. Making it unlikely that either would leave.  

Additional research revealed an opportunity to meet with each separately.  Several months 
later the two executives landed with our client – only learning about the other joining 48 hours 
ahead of their start date.  They were each separately drawn by the opportunity to make a dent 
in the BI world based on the  track record of the Chief Financial Officer we hired ahead of 
them.

All three executives were hired well in advance of the 45 day deadline. As a result, the Board of 
Directors rubber stamped the corporate plan to create additional spin-offs at the annual 
general meeting with shareholders.
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PROCESS:
THE INSIDE OUT 

APPROACH
CLIENT INFO

Name: CONFIDENTIAL

Industry: Technology 

Roles: Chief Financial Officer + VP 

Sales + VP Marketing

STATS AT A 
GLANCE

 NEEDS ANALYSIS

CAMPAIGN PREPARATION
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TALENT ATTRACTION

TALENT ASSESSMENT

DEAL MAKING

ON-BOARDING

SUCCESS

SEARCH INFO

Candidates Contacted: 126

Screening Interviews: 10

Search Committee Interviews: 3

Candidates Presented: 3

 

Time to 1st Interview: 17 days

Time to Offer:  41 days 

LEARN HOW TO ADOPT OUR 
PROCESS AT 

PERRYMARTEL.COM

https://perrymartel.com/inside-out-approach/

