
RAINMAKER: LEADINGRAINMAKER: LEADING
LEADERSHIP CONSULTANTSLEADERSHIP CONSULTANTS

Perry-Martel International Inc.Perry-Martel International Inc.   

200-440 Laurier Ave. West,200-440 Laurier Ave. West,

Ottawa, Ontario, Canada,Ottawa, Ontario, Canada,

K1R 7X6K1R 7X6

CASE STUDYCASE STUDY

Company: HST Information ServicesCompany: HST Information Services
Position: Chief Executive OfficerPosition: Chief Executive Officer
Industry: TechnologyIndustry: Technology



TABLE OF CONTENTS

01

02

04

05

A Word from a Partner

Case Study

 

Process & Statistics

Letters of Thanks



IMPRESSIVE
COMMITMENT
"To say that my partners and I

were impressed with David's

work would be an

understatement; we were ecstatic

with David's work! 

I have never seen a recruitment

firm apply such rigour, discipline

and creativity. 

His network allowed him to

search North America for possible

candidates.

Working with David, it soon

became evident that he woud

clearly go above and beyond the

terms of his contract to ensure

that the 'right' candidate was

found for the post - and he did this

without any expectation that his

contract would have to be

renegotiated.

David's commitment to HST, his

client, was impressive."

Ron Wiens

Partner (Retired) -
HST Information
Systems
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With the impending retirement of their CEO, HST Information systems brought Perry-Martel in
to consult with the board and senior management team to craft a succession strategy. 

 
The succession plan resulted in a search for a new CEO; a Rainmaker to develop and execute a

strategy which would help catapult the company through major growth. 
 
As David often says:

CHALLENGE

CASE STUDY
HST Information Systems was a leadership consulting practice

made up of over 60 members. They provided consulting services
in the Technology, Human Resources and Societal Governing

sectors. 

"The goal in an executive search isn’t to find the best talent currently looking for work, or at
least it shouldn’t be.

 
What it should be: finding the best talent, period.

 
And herein lies the recruiting challenge: the best talent isn’t looking for work.

 
They already have jobs – good jobs."
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Perry-Martel’s strategy was to identify and recruit candidates with the requisite industry
experience who were running consulting companies or had a strong consulting practice within

their current firm and had demonstrated  success creating strategic alliances and leading
companies through major growth cycles.  It was also critical for the successful candidate to

have experience as a rainmaker growing a high-end consulting service. The partners were not
interested in competing in the high-volume low margin "consulting services" business.  The
ideal strategy would include a combination of organic growth, acquisitions, and a focus on

diversifying the client base. 

The research group quickly market mapped the IT consulting services industry across the
major markets in Canada including Ottawa, Toronto, Montreal Calgary and Vancouver.  In the
end there were less than a few dozen qualified individuals.  One particular prospect stood out

as having all the skills and the right EQi profile to work with the founders and absolutely ZERO
interest in a move let alone a move to Ottawa.  In fact the executive in question had recently
been promoted and just returned from a house hunting trip with his family to Bluebell

Pennsylvania.   

Numerous polite requests had been spurned over a two-month period as the search continued
and a front runner had been identified but was  not yet committed.   He remained uninterested
in even meeting the principals until David couriered him a non-refundable, use it or lose it,

plane ticket to Ottawa leaving that week. 

STRATEGY

RESULTS
Brian Clarke, a 25-year veteran of Unisys and the then president of Unisys Canada living in
Toronto, joined HST as the CEO.  Company revenues where tripled over the course of four

years.  The firm exited to a national firm looking to add a high-end consulting business to its
mix. 

 
His experience being recruited by Perry-Martel was high-lighted in a Wall Street Journal
article.  Mr. Clarke said, “I like an aggressive person” recalling how Perry had called him every

day for two weeks repackaging and pitching the role until such point as he couriered him a
non-transferable, same day $600 plane ticket to Ottawa.   

 
Perry-Martel would go on to recruit a new sales team for HST within the year and after the exit
Perry was hired to build another sales force for him in London England.
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https://perrymartel.com/snack-vendor-or-undercover-job-recruiter


PROCESS:
THE INSIDE OUT

APPROACH
CLIENT INFO

Name: HST Information Systems

Industry: Technology

Role: Chief Executive Officer

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: 11

Screening Interviews: 11

Search Committee Interviews: 3

Candidates Presented: 3

 

Time to 1st Interview: 12 days

Time to Offer:  43 days 

LEARN HOW TO ADOPT OUR
PROCESS AT

PERRYMARTEL.COM

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


LETTERS OF THANKS
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