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...our new Managing 

Director has already 

had a HUGE impact! 

"PMI took the time to get to know what our 

vision for the business was and helped us 

determine what our needs truly were. And 

because of that, we realized we needed 

someone to act as a Rainmaker for the 

business; someone who would grow the 

company and create a growth strategy 

around our unique operating style.

Finding somebody who can manage and 

develop a business is something any 

recruiting firm can accomplish; what made 

Perry-Martel stand apart is that they found 

us someone who had the personality and 

talents we needed AND who could manage 

and develop us as people. 

They ensured that the candidates they 

brought us were genuine and interested in 

us, not just our money. 

Based on our positive experience, we 

would recommend the time and advice of 

Perry-Martel to anybody who is trying to 

build, bolster or restructure their executive 

team!"
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Erik & Sarah Rossmann

Founders - Rossmann 

Architecture
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Our client was a local Ottawa architecture, firm which due to COVID was experiencing stagnant 
growth.  During our first Zoom call to discuss their need to hire a sales person to bring in new 
business, we conducted a Recruitment SWOT Analysis on the business.
 
We had not previously represented this organization and therefore, spent the necessary time 
getting to know the company, its objectives, structure, and environment. We worked directly 
with the Owners.
  
They were articulate about their expectations for the role, and ideal candidate qualifications, 
including the intangible traits which would be important for a strong cultural fit. They wanted 
to attract a recognized industry leader who had broad expertise and experience in sales 
organizations, who could strategically penetrate new markets and cultivate lasting 
relationships. In short, create opportunities for sustained growth and market diversification.

After reflecting for few days on our initial discussion, our client realized there was an 
opportunity to modify the role to include: strategic business planning, new market 
identification and pursuits while creating a KPI-centric organization. The role was immediately 
changed to that of a Rainmaker. In this capacity, they would collaborate closely with the two 
owners to support operations and drive growth. This role fulfilled a vital role in ensuring the 
firm’s overall success, sustainability, and evolution for the foreseeable future.

CHALLENGE

CASE STUDY

Completing this assignment in five weeks, Perry-Martel secured a Rainmaker 
from outside the industry who quickly assimilated himself, enhancing production 

and quality while 4X revenue. 

The new Managing Director played an instrumental role in creating a 
comprehensive and strategic business and sales plan while establishing standards 

and practices for the company’s brand.
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As part of our process, we met with the Owners to discuss the key attributes, goals, and 
expectations for the role. From this meeting we were able to craft a position description as well 
as a tailored search plan and Candidate Roadmap to ensure success.

Due to the specific qualifications and traits desired, it was necessary to conduct a local search 
targeting high-level individuals within competing organizations to our client in addition to 
those in development, engineering firms, and suppliers. We quickly  focused on executives who 
had varied market sector experience relevant to the identification, pursuit and capture of 
strategic accounts or clients.

Our client was presented with diverse candidate options. They interviewed candidates from a 
variety of organizations, including multi-national A/E/C firms, national construction 
management entities, and a local supplier.

STRATEGY

RESULTS

Despite our initial concerns about beginning the search process in July and fighting summer 
vacation schedules, we completed the assignment in five weeks. The client was enthusiastic and 
highly collaborative, which made the assignment flow smoothly and cohesively.

The President selected a professional who had held senior business development and sales 
positions with a major industry supplier. The individual’s focus was major pursuits, new 
business acquisition and management, business intelligence and analytics, and client 
satisfaction with emphasis on the high-rise residential and ICI markets. His professional 
references described him as having a strong reputation for personal sales, sales management, 
capture management, and business development. They said he develops trust and shows 
passion for his clients. He provides leadership by leading by example and working in a 
collaborative manner with his internal teams.

The candidate also had more than a decades experience leading a high-growth technology sales 
team first locally and then internationally. Following the sale of the company he became the 
Chief of Staff for a technology services provider in Toronto. Prior to this he had been director of 
operations for a major crown corporation.

Perry-Martel has a 1-Year Warranty and we’ve spoken with the client and candidate many 
times since completing the assignment to ensure the transition continues to progress smoothly. 
The client has expressed his deep gratitude for our help in hiring the individual as their 
Managing Director. The MD knows how to win a sale, is resourceful and innovative, and he 
works in collaboratively with everyone. He provides leadership and expertise to ensure that 
the sales team fully understands and complies with the company’s global sales strategy. One of 
his greatest strengths is his ability to develop relationships, providing personal facetime with 
both clients and colleagues, which people appreciate and respect. 03



02

The candidate was originally interested in the opportunity because it provided him the 
opportunity to be part of the company’s leadership in cultivating and developing a team and 
leading pursuits, which was appealing and closely in line with his background. Upon joining 
our client, he quickly assimilated himself into the organization and has been responsible for 
spearheading the overall effort to create a cohesive master plan for the organization.  This has 
included the development and implementation of standardized practices and procedures 
related to the sales process, and the creation of a collaborative work environment that supports 
and drives continued growth. Indeed as MD he is not only responsible for revenue, but 
manages the firm top to bottom.

In the first two years revenues have grown 4X.  The head architect has received a Forty Under 
40 Award and the firm has been recognized with a Top Company to Work For Award. 

RESULTS - COUNT
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VIDEO TESTIMONIALS

https://youtube.com/watch?v=csr571g5Tzw
https://youtube.com/watch?v=h7otrTgKPww


TESTIMONIAL
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PROCESS:

THE INSIDE OUT 

APPROACH

CLIENT INFO

Name: CONFIDENTIAL

Industry: Construction

Roles: Managing Director

STATS AT A 

GLANCE

 NEEDS ANALYSIS

CAMPAIGN PREPARATION

06

TALENT ATTRACTION

TALENT ASSESSMENT

DEAL MAKING

ON-BOARDING

SUCCESS

SEARCH INFO

Candidates Contacted: 37

Screening Interviews: 8

Search Committee Interviews: 3

Candidates Presented: 1

 

Time to 1st Interview: 13 days

Time to Offer:  34 days 

LEARN HOW TO ADOPT OUR 

PROCESS AT 

PERRYMARTEL.COM

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

