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BUILDING CLIENTS
FOR LIFE
CLIENT RELATIONSHIP MANAGEMENT CERTIFICATE

Client relationships are more important than ever to your success.
But they are also harder than ever to build.
Expertise is essential, but experts-for-hire are commodities. While clients hire experts, they build long-term
UHODWLRQVKLSV ZLWK DQG JLYH WKHLU OR\DOW\ WR DGYLVRUV ZKR DOVR KDYH EURDGHU VNLOOV 7KH &HUWL¿FDWH LQ &OLHQW
Relationship Management is a mobile learning program that provides participants with cutting-edge content that
helps strengthen the relationship-building skills you need to grow your client base.

WHO SHOULD ENROLL?
The program is especially pertinent to those who are:
• Senior, but new to the profession, to rapidly develop strong client relationship skills.
• Rising stars, to help them more rapidly reach their potential.

YOU WILL DISCOVER HOW TO:
• 'LႇHUHQWLDWH\RXUVHOILQFRPPRGLWL]LQJPDUNHWV
• Develop more sole-source business
• Learn more about your client’s needs than any of your competitors
• Acquire more new clients by selling as a trusted advisor rather than as a commodity expert-for-hire
• Build relationships with senior executive sponsors
• Deepen and grow your most important client relationships
• Develop your thought leadership and create marketing “pull” to draw more leads out of your network
• Stay in touch and add value—even when there’s no business

AESC members—$649

Non-members—$795

Learn more at aesc.org/education

Welcome to Volume 11
from Karen Greenbaum, AESC President & CEO

I

n this issue of ǆĞĐƵƟǀĞ dĂůĞŶƚ,
ǁĞ ŝŶǀĞƐƟŐĂƚĞ h 'ĞŶĞƌĂů ĂƚĂ
WƌŽƚĞĐƟŽŶZĞŐƵůĂƟŽŶ;'WZͿĂŶĚ
ǁŚĂƚ ŝƚ ŵĞĂŶƐ ĨŽƌ ĞǆĞĐƵƟǀĞ ƐĞĂƌĐŚ
and leadership consultants, their
clients and candidates. While GDPR
was not created for our profession,
ƚŚĞ ƌĞŐƵůĂƟŽŶ ŚĂƐ ƐǁĞĞƉŝŶŐ
consequences for how we conduct
business. We at AESC see it as our
responsibility to interpret these rules
and how they apply to our profession
and then educate our members. We
want to be sure AESC members—the
ŚŝŐŚĞƐƚ ƋƵĂůŝƚǇ ĮƌŵƐ ŝŶ ƚŚĞ ǁŽƌůĚͶ
are prepared for GDPR and remain
ĐŽŵŵŝƩĞĚ ƚŽ ĚĂƚĂ ƉƌŝǀĂĐǇ ĂŶĚ ĚĂƚĂ
security.
ͻ &Žƌ ĞǆĞĐƵƟǀĞ ƐĞĂƌĐŚ ĂŶĚ
ůĞĂĚĞƌƐŚŝƉ ĐŽŶƐƵůƟŶŐ ĮƌŵƐ͕ ƚŚĞ
ĐŽŵŵŝƚŵĞŶƚ ƚŽ ĐŽŶĮĚĞŶƟĂůŝƚǇ ĂŶĚ
respect for an individual’s private
ŝŶĨŽƌŵĂƟŽŶ ŝƐ ĂůƌĞĂĚǇ Ă ĐŽƌĞ ǀĂůƵĞ
ŽĨ ƚŚĞ ƉƌŽĨĞƐƐŝŽŶ͘ 'WZ ĚƌĂŵĂƟĐĂůůǇ
ĞǆƉĂŶĚƐ ƚŚĞ ĂƉƉůŝĐĂƟŽŶ ŽĨ ƚŚŽƐĞ
values, and will transform how
ŵĂŶǇ ĮƌŵƐ ĂƉƉƌŽĂĐŚ ĚĂƚĂ ƐĞĐƵƌŝƚǇ

ĂŶĚĚĂƚĂƉƌŝǀĂĐǇ͘tĞŝŶǀĞƐƟŐĂƚĞŚŽǁ
with members of AESC’s GDPR Task
Force and other experts.
In this issue, we also take a look at:
ͻdŚĞƚƌƵƐƚĞĚĂĚǀŝƐŽƌƌĞůĂƟŽŶƐŚŝƉŝƐ
ƌĂƌĞĂŶĚƐŽƵŐŚƚĂŌĞƌ͘ƵƚǁŚĂƚĚŽĞƐ
“trusted advisor” mean today and why
ĚŽĞƐ ŝƚ ŵĂƩĞƌ͍ tĞ ĚĞĐŝĚĞĚ ƚŽ ĮŶĚ
out by speaking to some of the best
and most seasoned in the profession:
AESC award recipients, AESC Board
Directors, as well as clients and others
ŽŶ ƚŚŝƐ ĐŽǀĞƚĞĚ ƌĞůĂƟŽŶƐŚŝƉ͕ ŚŽǁ ƚŽ
get there and how to maintain it.
ͻŌĞƌϮϱǇĞĂƌƐŝŶƚŚĞƐƚĂƌƚͲƵƉǁŽƌůĚ͕
author of dŚĞ ĂǇ ŌĞƌ dŽŵŽƌƌŽǁ
Peter Hinssen found himself spending
ŶĞĂƌůǇĂůůŽĨŚŝƐƟŵĞǁŝƚŚĞǆĞĐƵƟǀĞƐ
responsible for large divisions of
ĞǀĞŶ ůĂƌŐĞƌ ŽƌŐĂŶŝǌĂƟŽŶƐ͘ ,ŝŶƐƐĞŶ
ǁĂƐ ŇĂďďĞƌŐĂƐƚĞĚ Ăƚ ƚŚĞ ĚŝīĞƌĞŶĐĞƐ
between those two worlds, and
fascinated by their completely
ĚŝīĞƌĞŶƚ ǁĂǇƐ ŽĨ ƚŚŝŶŬŝŶŐ ĂďŽƵƚ
ŽƉƉŽƌƚƵŶŝƟĞƐ ĂŶĚ ĂŐŝůŝƚǇ͘ ,ŝŶƐƐĞŶ
shares with us insights from his new
book and illustrates how companies

can prepare themselves for radical
change.
• Ilaria Maselli is Senior Economist
for Europe at The Conference Board.
Maselli just completed a new report
with co-author Marion Devine,
dƵƌŶŝŶŐ ^ŝůǀĞƌ /ŶƚŽ 'ŽůĚ, where she
examines Europe’s aging workforce.
^ŚĞƚĂŬĞƐƵƐƚŚƌŽƵŐŚƚŚĞŝŵƉůŝĐĂƟŽŶƐ
for Europe and other economies
and provides a convincing business
ĐĂƐĞ ĨŽƌ ƌĞƚĂŝŶŝŶŐ ĂŶĚ ƌĞĐƌƵŝƟŶŐ
ŵĂƚƵƌĞǁŽƌŬĞƌƐĂŶĚŝŶǀĞƐƟŶŐŝŶƚŚĞŝƌ
ƉƌŽĚƵĐƟǀŝƚǇ͘
• Andy Warren, CFO and Chief
/ŶĨŽƌŵĂƟŽŶ ^ĞĐƵƌŝƚǇ KĸĐĞƌ Ăƚ
/ŶǀĞŶŝĂƐ͕ƉƌŽǀŝĚĞƐĂƵƐĞĨƵůĂŶĚƟŵĞůǇ
'WZ ĐŚĞĐŬůŝƐƚ ĨŽƌ ĞǆĞĐƵƟǀĞ ƐĞĂƌĐŚ
ĮƌŵƐ͘
Thank you to the many individuals
ĂŶĚ ĮƌŵƐ ǁŚŽ ƉĂƌƟĐŝƉĂƚĞĚ ŝŶ ƚŚĞ
interviews and contributed to the
research for this issue of ǆĞĐƵƟǀĞ
dĂůĞŶƚ. As always, I welcome your
ĨĞĞĚďĂĐŬ ŽŶ Ăůů ŵĂƩĞƌƐ ƌĞůĂƟŶŐ ƚŽ
ŐůŽďĂůĞǆĞĐƵƟǀĞƚĂůĞŶƚ͘


ǆĞĐƵƟǀĞdĂůĞŶƚͲϱ

Preparing for the
Day after Tomorrow
with Peter Hinssen
Peter Hinssen is the author of dŚĞĂǇĂŌĞƌdŽŵŽƌƌŽǁ,
a new book that illustrates how companies can
prepare themselves for radical change.

͞ŽŶ͛ƚůŽŽŬĂƚƚŽŵŽƌƌŽǁǁŝƚŚ
ǁŚĂƚǇŽƵŬŶŽǁƚŽĚĂǇ͘dƌǇƚŽ
ůŽŽŬĂƚƚŚĞƐĞĐŽŶĚŚŽƌŝǌŽŶͶ
ƚŚĞĚĂǇĂŌĞƌƚŽŵŽƌƌŽǁ͘͟
WĞƚĞƌ,ŝŶƐƐĞŶ

ϲͲǆĞĐƵƟǀĞdĂůĞŶƚ

A

ŌĞƌϮϱǇĞĂƌƐŝŶƚŚĞƐƚĂƌƚͲƵƉǁŽƌůĚ͕
Hinssen found himself spending
ŶĞĂƌůǇĂůůŽĨŚŝƐƟŵĞǁŝƚŚĞǆĞĐƵƟǀĞƐ
responsible for large divisions of even
ůĂƌŐĞƌ ŽƌŐĂŶŝǌĂƟŽŶƐ͘ ,ŝŶƐƐĞŶ ƐĂǇƐ ŚĞ ǁĂƐ
͞ŇĂďďĞƌŐĂƐƚĞĚ͟ĂƚƚŚĞĚŝīĞƌĞŶĐĞƐďĞƚǁĞĞŶ
those two worlds, and fascinated by their
ĐŽŵƉůĞƚĞůǇĚŝīĞƌĞŶƚǁĂǇƐŽĨƚŚŝŶŬŝŶŐĂďŽƵƚ
ŽƉƉŽƌƚƵŶŝƟĞƐĂŶĚĂŐŝůŝƚǇ͘
“In the last couple of years the pace of
technology has picked up, and we feel this
ĂƐ ĐŽŶƐƵŵĞƌƐ͕ ǁĞ ĨĞĞů ƚŚŝƐ ĂƐ ĐŝƟǌĞŶƐ͕ ǁĞ
feel this as parents,” Hinssen explains. “And
ǁĞ ƐĞĞ ƚƌĂĚŝƟŽŶĂů ŽƌŐĂŶŝǌĂƟŽŶƐ ǁŚŽ ŚĂǀĞ
size and scale increasingly worried that they
are not capable of going fast enough, of not
being agile enough, and not being able to
respond to the seeming avalanche of new
technologies.”
dŚĞ ĂǇ ŌĞƌ dŽŵŽƌƌŽǁ explores the
ƐƚƌƵĐƚƵƌĞƐ͕ ŵŝŶĚƐĞƚƐ͕ ďĞŚĂǀŝŽƌĂů ƉĂƩĞƌŶƐ
and cultures of companies that are bracing
themselves for, and organizing themselves
ƚŽ͕ďĞďĞƩĞƌĂƚĚĞĂůŝŶŐǁŝƚŚĐŚĂŶŐĞ͘
Hinssen’s favorite analogy is the
ƉůĂŶƚĂƟŽŶĂŶĚƚŚĞƌĂŝŶĨŽƌĞƐƚ͘
dƌĂĚŝƟŽŶĂů ŽƌŐĂŶŝǌĂƟŽŶƐ ĂƌĞ ƚŚĞ
ƉůĂŶƚĂƟŽŶƐ͗ dŚĞǇ ĂƌĞ ƌƵŶ ǀĞƌǇ ĞīĞĐƟǀĞůǇ͘
dŚĞǇ͛ƌĞ ǀĞƌǇ ŐŽŽĚ Ăƚ ƚŚĞŝƌ ƉĂƌƟĐƵůĂƌ ĐƌŽƉ͕
but they’re probably never going to be
clever about doing anything else.
dŚĞƐƚĂƌƚƵƉǁŽƌůĚ is the rainforest: It’s a
scary place, it’s a dangerous place, and you

can die! The mortality rate of a start up is
very high.
Hinssen observes, “What is truly
ĨĂƐĐŝŶĂƟŶŐ ŝƐ ƚŚĂƚ ƐŽŵĞƟŵĞƐ ǇŽƵ ƐĞĞ
ƉůĂŶƚĂƟŽŶƐ ƐĂǇŝŶŐ ͚ŽŚ ǁĞ ŶĞĞĚ ƐŽŵĞ ŽĨ
that rainforest magic,’ and they import
somebody who has lived in the rainforest
all their life. But if you bring somebody
ĨƌŽŵƚŚĞƌĂŝŶĨŽƌĞƐƚŝŶƚŽƚŚĞƉůĂŶƚĂƟŽŶ͕ƚŚĞǇ
die. And the reason is culture. And that’s
because the rules of the rainforest and the
ƌƵůĞƐ ŽĨ ƚŚĞ ƉůĂŶƚĂƟŽŶ ĂƌĞ ĨƵŶĚĂŵĞŶƚĂůůǇ
ĚŝīĞƌĞŶƚ͘͟
,ŝŶƐƐĞŶ ƐĂǇƐ͕ ͞KŶĞ ŽĨ ƚŚĞ ŝŶƚĞƌĞƐƟŶŐ
ƚŚŝŶŐƐƚŚĂƚǇŽƵĚŽ;ŝŶƚŚĞĞǆĞĐƵƟǀĞƐĞĂƌĐŚ
and advisory professions) is you guide that
process—you understand the psyche of the
individual, and you understand company
culture…you have a unique capability being
able to match cultures.” And culture, he
predicts, is going to become even more
important.
“A maelstrom of technologies is
ĂĐĐĞůĞƌĂƟŶŐ ƚŚĞ ƉĂĐĞ ŽĨ ƐŽĐŝĞƚǇ ĂŶĚ
business,” Hinssen says, to which
ŽƌŐĂŶŝǌĂƟŽŶƐǁŝůůŶĞĞĚƚŽĂĚĂƉƚƚŽƐƵƌǀŝǀĞ͘
In that environment, he says, “structures
are not going to save you—I think it’s culture
that is really capable of helping companies
reinvent themselves.”
dŽ ,ŝŶƐƐĞŶ͕ ŝƚ ŝƐ ĞƐƐĞŶƟĂů ƚŚĂƚ
ŽƌŐĂŶŝǌĂƟŽŶƐ ͞ƉƵƚ ĞǀĞƌǇƚŚŝŶŐ ŝŶ ƉůĂĐĞ ƐŽ
that the people who are going to transform

Enjoy this excerpt
from Peter Hinssen’s
dŚĞĂǇŌĞƌ
dŽŵŽƌƌŽǁ
your company are given every single
opportunity to succeed.” Who are those
ƉĞŽƉůĞ͍,ŝŶƐƐĞŶĞǆƉůĂŝŶƐ͘
“If you live in a start up, you have 99%
people in your company who have no idea
what they’re doing. They’re doing something
that’s never been done before so ďǇĚĞĮŶŝƟŽŶ
they don’t know what they’re doing, but it’s
ŝŶĐƌĞĚŝďůǇĐƌĞĂƟǀĞ͕ĂŶĚƌĞƋƵŝƌĞƐĂŶĞŶŽƌŵŽƵƐ
ĂŵŽƵŶƚ ŽĨ ĞŵŽƟŽŶĂů ĞŶĞƌŐǇ͕ ĚƌŝǀĞ ĂŶĚ
ĚĞĚŝĐĂƟŽŶ ƚŽ ƉƵůů ŝƚ Žī͘͟ KŶ ƚŚĞ ŽƚŚĞƌ ƐŝĚĞ͕
he says “if you’re lucky you have 1% in your
company—it could be a board member, or
a venture capitalist or a serial entrepreneur,
who does know what they’re doing.”
“So if you go to scale-up you, get to the 50ϱϬƌĂƟŽ͘dŚĞŶǇŽƵŐŽƚŽĂƚƌĂĚŝƟŽŶĂůĐŽŵƉĂŶǇ
and you have 99% of the people who know
exactly what they’re doing, and you have 1%
who don’t know what they’re doing.
“Ironically,” he says, “the future of the
company probably resides in the 1% being
ĂďůĞƚŽƌĞŝŶǀĞŶƚƚŚĞĐŽŵƉĂŶǇ͕ŽƌŐĂŶŝǌĂƟŽŶ
or business model.”
To Hinssen, the true irony is that the 1%
people are spending most of their energies
ĮŐŚƟŶŐƚŚĞϵϵйƉŽƉƵůĂƟŽŶ͘,ĞƐĂǇƐ͕͞/ƚŚŝŶŬ
ŝƚŝƐĞƐƐĞŶƟĂůƚŚĂƚŽƌŐĂŶŝǌĂƟŽŶƐƌĞĂůŝǌĞƚŚĂƚ͕
ƐŚĞůƚĞƌƚŚĞƐĞ͚ĚĂǇĂŌĞƌƚŽŵŽƌƌŽǁ͛ƉĞŽƉůĞ͕
ĂŶĚŵĂŬĞƐƵƌĞƚŚĞǇŚĂǀĞĂůůƚŚĞƉŽƚĞŶƟĂůƚŽ
ƌĞŝŶǀĞŶƚƚŚĞŽƌŐĂŶŝǌĂƟŽŶ͘͟
“In that sense, this is really a book of
hope.” 

Culture before structure
In my opinion, if you want to
build organizations that are ready to
ƚĂĐŬůĞƚŚĞ͚ĂǇĨƚĞƌdŽŵŽƌƌŽǁ͕͛ǇŽƵ
should build the cultural foundations
first. You find the right people, unite
them in a shared sense of purpose
and empower them to make their
own decisions (yes, even their own
mistakes, because there will be
mistakes). A command and control
culture
suffocates
innovation,
and will end up suffocating your
company.
Devise an organization that
has mental agility built in. One
that allows people to break the
shackles of silo-thinking. Dream up
a company that fosters a culture of
experimentation, and gives people
the courage to question, to try new
things and to engage in constructive
dialogue.
There is a rainbow of ideas with
which to paint. Let go of the Shadesof-Grey variations on the imperial
command and control model.
WĞƌŚĂƉƐ ͚dĞĂů͛ ŝƐ Ă ĐŽůŽƌ ƚŚĂƚ ŝƐ ƚŽŽ
off-beat for your spectrum. Maybe
Holacracy may not work for your
organization. But there are so many
great innovators out there, as we’ll
see in chapter 6: each and every one

of them with a strong culture. Let
yourself be inspired by them, and
then make their learnings your own.
The most fundamental aspect of
the Google Alphabet experiment
ŝƐ ƚŚĂƚ ƚŚĞǇ ŚĂǀĞ ďƌŽŬĞŶ ƚŚĞ ͚ŽŶĞ
size-fits-all’ approach of building
organizations. In a truly unique
manner, they’re trying to find the
͚ƚƌŝƉůĞƉŽŝŶƚ͕͛ǁŚĞƌĞŵƵůƚŝƉůĞĐƵůƚƵƌĞ
and organizational forms can coexist. They can be plantation and
rainforest at the same time, and
even some wonderfully colorful
configurations in between.
So, my advice is: dare to paint a
canvas of organizations that is not
a one-size-fits-all solution. Have
the courage to experiment with
the enormous variation in colors
of organizational cultures that you
have at your disposal. But take it
seriously. Focus your best talent on
ǇŽƵƌ ͚ƉĞŽƉůĞ͛͘ /Ŷ ŵĂŶǇ ĐŽŵƉĂŶŝĞƐ
today, the composition of Human
Resources is seriously anemic: they
have too few people who are willing
to take risks, who dare to be creative
or show entrepreneurship in the
thinking of the organizations for the
͚ĂǇĨƚĞƌdŽŵŽƌƌŽǁ͛͘/ŶŵǇŽƉŝŶŝŽŶ͕
many HR departments have all too
often become plantation-thinkers,

ǆĞĐƵƟǀĞdĂůĞŶƚͲϳ

ŽŶƟŶƵŝŶŐĂŶĞǆĐĞƌƉƚĨƌŽŵWĞƚĞƌ,ŝŶƐƐĞŶ͛ƐdŚĞĂǇŌĞƌdŽŵŽƌƌŽǁ
while theirs is one of the departments
that could stand to gain the most from the
͚ƌĂŝŶĨŽƌĞƐƚŵĂŐŝĐ͛͘

The Little Red Book – Part II
I began this chapter with a reference
ƚŽ &ĂĐĞďŽŽŬ͛Ɛ ůŝƩůĞ ƌĞĚ ďŽŽŬ͘ /ƚ ŝƐ ƐƟůů ŽŶĞ
ŽĨ ŵǇ ĨĂǀŽƌŝƚĞ ƌĞĂĚƐ͘ / ŽŌĞŶ ƚĂŬĞ ŝƚ ĨƌŽŵ
the shelf and leaf through it when I need
ŝŶƐƉŝƌĂƟŽŶ ĂďŽƵƚ ŚŽǁ ĐŽŵƉĂŶŝĞƐ ĨŽĐƵƐ ŽŶ
ĐƵůƚƵƌĞ ĮƌƐƚ ĂŶĚ ŽŶ ŵĂŶĂŐĞŵĞŶƚ ƐƚƌƵĐƚƵƌĞ
second. It’s a wonderful document that
describes the deeply rooted cultural values
ŽĨ &ĂĐĞďŽŽŬ͘ /ƚ͛Ɛ ůĂďĞůĞĚ ƚŚĞ ͚,ĂĐŬĞƌ tĂǇ͛͘
In their words: “The Hacker Way is about
ƉƵƐŚŝŶŐ ďŽƵŶĚĂƌŝĞƐ͘ ďŽƵƚ ƚĞƐƟŶŐ ůŝŵŝƚƐ͘
ŽŝŶŐ ƐƚƵī ƉĞŽƉůĞ ĚŝĚŶ͛ƚ ƌĞĂůŝǌĞ ĐŽƵůĚ ďĞ
done. Figuring out how to do more with
ůĞƐƐͶƐŽŵĞƟŵĞƐǁŝƚŚŶŽƚŚŝŶŐ͘DĐ'ǇǀĞƌ͕ŶŽƚ
ŽŶĚ͘/ƚ͛ƐĨƵŶĐƟŽŶŽǀĞƌĨŽƌŵĂŶĚƐƵƌǀŝǀĂůŽĨ
ƚŚĞ ĮƩĞƐƚ͘ īĞĐƟǀĞŶĞƐƐ ŽǀĞƌ ĞůĞŐĂŶĐĞ͘ /ƚ͛Ɛ
the unshakable belief that there is always a
way.”
dŚĞ&ĂĐĞďŽŽŬĐƵůƚƵƌĞŝƐĂĐŽŵďŝŶĂƟŽŶŽĨ
ĞǆƉĞƌŝŵĞŶƚĂƟŽŶ;ƚŚĞŚĂĐŬŝŶŐǁĂǇͿ͕ŽĨƐĐĂůĞ
(change the world) and of speed. It is about
inspiring their employees to go the extra mile.
Because they believe they are building much
more than a company, they are building a
ƉůĂƞŽƌŵ ĨŽƌ ƚŚĞ ǁŽƌůĚ͘ ŶĚ ĨŽƌ ƚŚĂƚ͕ ƚŚĞǇ
must radically focus on the right culture; and
ŽŶƚŚĞƌŝŐŚƚĮƚǁŝƚŚŶĞǁĞŵƉůŽǇĞĞƐĂŶĚƚŚĞŝƌ
partners in the ecosystem.

They also believe that at the stage that
Facebook is in now, they will have to work
incredibly hard to realize their purpose. As
ƚŚĞůŝƩůĞƌĞĚďŽŽŬƉƵƚƐŝƚ͗͞dŚŝƐŝƐŶ͛ƚĂĨƵŶ
place to work because it’s easy. We make
things that touch millions of people. We
don’t expect it to be easy. We expect you to
change the world.”
Of course, Facebook has management
structures. And departments. And teams.
And bosses. And governance. But in this
ĐŽŵƉĂŶǇ ƚŚĂƚ ŝƐ ĂŝŵŝŶŐ ĨŽƌ ƚŚĞ ͚ĂǇ ŌĞƌ
Tomorrow’, “structure follows culture”. The
ƉŚŝůŽƐŽƉŚǇŽĨƚŚĞŝƌ͚ĂǇŌĞƌdŽŵŽƌƌŽǁ͛ŝƐ
one of the most passionate I’ve ever seen,
I was deeply touched by it. It gave me the
ŝŶƐƉŝƌĂƟŽŶƚŽǁƌŝƚĞƚŚŝƐďŽŽŬĂŶĚƵƌŐĞŽƚŚĞƌ
ĐŽŵƉĂŶŝĞƐ ƚŽ ŐĞƚ ŝŶ ƚŽƵĐŚ ǁŝƚŚ ƚŚĞŝƌ ͚ĂǇ
ŌĞƌdŽŵŽƌƌŽǁ͛͘
dŚŝƐ ŝƐ ŚŽǁ ŝƚ͛Ɛ ǁƌŝƩĞŶ ŝŶ ƚŚĞ ͚ůŝƩůĞ ƌĞĚ
book’:
6 months or 30 years.
There is no point in having a 5-year
plan in this industry. With each step
forward, the landscape you’re walking
ŽŶĐŚĂŶŐĞƐ͘^ŽǁĞŚĂǀĞĂƉƌĞƩǇŐŽŽĚ
idea of where we want to be in six
months, and where we want to be
in 30 years. And every six months,
we’ll take another look at where we
want to be in 30 years to plan out the
next 6 months. Any other approach
guarantees everything you release is
already obsolete.

dŚĞƋƵĞƐƟŽŶŝƐ͗ŚŽǁǁŽƵůĚǇŽƵƌĐƵůƚƵƌĞ
ƌĞĂĚ͍ /Ɛ ǇŽƵƌ ĐŽŵƉĂŶǇ ŽŶĞ ǇŽƵ ǁŽƵůĚ
want to work for if you were fresh out of
ƐĐŚŽŽů ĂŶĚ ĨƵůů ŽĨ ŚŽƉĞƐ ĂŶĚ ĂŵďŝƟŽŶƐ͍
Is it a company that aims big at changing
ƚŚĞ ǁŽƌůĚ͍ KŶĞ ŝŶ ǁŚŝĐŚ ĞĂĐŚ ĂŶĚ ĞǀĞƌǇ
department and employee shares the
very same goal, even if their approaches
ĂƌĞ ĚŝīĞƌĞŶƚ͍ KŶĞ ŝŶ ǁŚŝĐŚ ƚŚĞ ͚ĂǇ ŌĞƌ
Tomorrow’ is a priority, not something you
could maybe tackle when things are a bit
ĐĂůŵĞƌǁŚŝĐŚŶĞǀĞƌŚĂƉƉĞŶƐ͍
/Ɛŝƚ͍/ƚƐŚŽƵůĚďĞ͘
To paraphrase Peter Thiel: don’t fuck up
your culture. 

ϴͲǆĞĐƵƟǀĞdĂůĞŶƚ

Executive
Search
Software
is Our
Business
Cluen is proud to have served
the recruitment industry for over 27 years and counting.
We have worked through decades of change. Helped the world’s leading search
firms navigate through the toughest regulations. Today, we are here to help your
firm with the upcoming GDPR legislation. Contact us to discuss your approach, as
well as implementation of your new processes surrounding GDPR. Cluen is here to
help advise you on any data cleanup you may need to help bring your historical information into alignment with your new plan, regardless of which software you use.

Encore Search Management Software
The Cluen Corporation | www.cluen.com | info@cluen.com
US +1 212 255 6659 | UK +44 207 048 2025 | AU +61 2 9188 9339
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The
Trusted
Advisor
Relationship:
Why it matters. Earning the distinction.
“A truly trusted advisor
is someone who puts
the other party´s best
ŝŶƚĞƌĞƐƚĮƌƐƚ͘/ƚƌĞƋƵŝƌĞƐ
independence, ability
to form a criteria-based
ŽƉŝŶŝŽŶ͕ĂĐƟǀĞůŝƐƚĞŶŝŶŐ
skills and empathy, a
ƐĞƌǀŝĐĞŽƌŝĞŶƚĂƟŽŶ͕ĂŶĚƚŚĞ
courage to challenge and
ƐĂǇ͞ŶŽ͟ĨƌŽŵƟŵĞƚŽƟŵĞ͘͟
<ƌŝƐƚĂtĂůŽĐŚŝŬ
ŽͲ&ŽƵŶĚĞƌĂŶĚŚĂŝƌ͕
dĂůĞŶŐŽͬdŚĞ'ůŽďĂů
ŽŵŵƵŶŝƚǇĨŽƌ>ĞĂĚĞƌƐ;d'>Ϳ
ŚĂŝƌ͕^ŽĂƌĚŽĨŝƌĞĐƚŽƌƐ

ϭϬͲǆĞĐƵƟǀĞdĂůĞŶƚ

A

trust.” This atmosphere he describes extends
beyond an assignment. “The trusted advisor
ŚĞůƉƐ ĐůŝĞŶƚƐ ƚŽ ƚŚŝŶŬ͕ ŐŝǀĞƐ Ă ĚŝīĞƌĞŶƚ ƉŽŝŶƚ
ŽĨǀŝĞǁ͕ĂŶĚĞǆĐŝƚĞƐƚŚĞŵƚŽůŽŽŬĂƚĚŝīĞƌĞŶƚ
angles: How can I talk about succession,
DΘ͕ ŝŶǀĞƐƚŵĞŶƚƐ͕ ďƵǇ Žƌ ƐĞůů͍͟ ŚĞ ƐĂǇƐ͘
͞^ŽŵĞƟŵĞƐ͕ǁŚĂƚƚŚĞǇǁĂŶƚĨƌŽŵǇŽƵŝƐũƵƐƚĂ
logical discussion.”
For one client of search, empathy and
experience are vital features of the trusted
What is a Trusted Advisor?
advisor. Ulrich F. Ackermann, Vice Chair of the
ĂǀŝĚ ƵƩĞƌ ŽĨ ŶĚƌĞǁ ^ŽďĞů ĚǀŝƐŽƌƐ
Board & Chairman: Europe at
ĚĞƐĐƌŝďĞƐ ƚŚĞ ƚƌĂŶƐŝƟŽŶ ƚŽ
TRANSEARCH, Germany says,
trusted: “You need to evolve
“Listen. Be totally candid
“What is important here is
from being an expert for
and transparent. Bring a
that you, as a consultant,
hire, somebody dealing with
measured and balanced
have to understand how
ƚƌĂŶƐĂĐƟŽŶƐ ĂŶĚ ƐŚŽƌƚͲƚĞƌŵ
ƉĞƌƐƉĞĐƟǀĞ͘ŶŐĂŐĞĂŶĚ
the CEO or the person that
projects, to building a client
communicate constantly.
sits in the client chair feels.
ĨŽƌ ůŝĨĞ͘͟ ƵƩĞƌ ĚĞƐĐƌŝďĞƐ
Be a value-added partner
Ideally, you’ve been in his
a
“long-term,
trusted
ĂŶĚĐƌĞĂƟǀĞƉƌŽďůĞŵͲ
shoes and have experienced
ƌĞůĂƟŽŶƐŚŝƉ ǁŚŝĐŚ ŐŽĞƐ
solver who is totally
what it means to be in such
beyond your core subject
client-focused.”
Ă ƐŝƚƵĂƟŽŶ͕͟ ŚĞ ƐĂǇƐ͘ ͞/Ĩ ǇŽƵ
ŵĂƩĞƌ ĞǆƉĞƌƟƐĞ ŝŶƚŽ ďĞŝŶŐ
have this understanding and
a partner in helping deliver
dŚŽŵĂƐĂŶŝĞůƐ
you have the rapport with
the client’s personal and
^ĞŶŝŽƌŝƌĞĐƚŽƌ͕
the client, you have two
ŝŶƐƟƚƵƟŽŶĂůĂŐĞŶĚĂ͘͟
^ƉĞŶĐĞƌ^ƚƵĂƌƚ
fundamentals to become a
Luiz Carlos de Queiroz
ŚĂŝƌŵĞƌŝƚƵƐ͕
trusted advisor.”
Cabrera is Managing Partner,
^ŽĂƌĚŽĨŝƌĞĐƚŽƌƐ
For Krista Walochik, AESC
WĂŶĞůůŝ DŽƩĂ ĂďƌĞƌĂ ŝŶ
Board Chair and co-founder
Brazil, and the 2011 winner
of Talengo, “A truly trusted advisor is someone
ŽĨ ƚŚĞ ^ >ŝĨĞƟŵĞ ĐŚŝĞǀĞŵĞŶƚ ǁĂƌĚ͘
ǁŚŽƉƵƚƐƚŚĞŽƚŚĞƌƉĂƌƚǇǲƐďĞƐƚŝŶƚĞƌĞƐƚĮƌƐƚ͘
“The atmosphere is trust—the main issue is

sk experts, clients and consultants
ƚŽ ĚĞĮŶĞ ͞ƚƌƵƐƚĞĚ ĂĚǀŝƐŽƌ͕͟ ĂŶĚ
while there is fairly broad consensus
ŝŶƚŚĞŝƌĂŶƐǁĞƌƐ͕ĞĂĐŚƉĞƌƐƉĞĐƟǀĞŽŶǁŚĂƚ
ŝƚŵĞĂŶƐ͕ǁŚǇŝƚŵĂƩĞƌƐ͕ĂŶĚŚŽǁƚŽĂĐŚŝĞǀĞ
ĂŶĚ receive the services of a trusted advisor
provides nuanced insight to a coveted
ƐƚĂƚƵƐĂŶĚĞƐƐĞŶƟĂůƐĞƌǀŝĐĞ͘

It requires independence, ability to form a
ĐƌŝƚĞƌŝĂͲďĂƐĞĚ ŽƉŝŶŝŽŶ͕ ĂĐƟǀĞ ůŝƐƚĞŶŝŶŐ ƐŬŝůůƐ
ĂŶĚ ĞŵƉĂƚŚǇ͕ Ă ƐĞƌǀŝĐĞ ŽƌŝĞŶƚĂƟŽŶ͕ ĂŶĚ ƚŚĞ
ĐŽƵƌĂŐĞƚŽĐŚĂůůĞŶŐĞĂŶĚƐĂǇΖŶŽΖĨƌŽŵƟŵĞƚŽ
ƟŵĞ͘͟
“Within our profession,” Walochik says,
“this may include: Probing on possible
internal candidates before jumping on a
ƐĞĂƌĐŚ͖ĐŚĂůůĞŶŐŝŶŐĂďƌŝĞĨǁŚĞŶƚŚĞƉƌŽĮůĞŝƐ
ƵŶƌĞĂůŝƐƟĐ͖ƚƵƌŶŝŶŐĚŽǁŶĂŶĂƐƐŝŐŶŵĞŶƚǁŚĞŶ
you know you´re not the best equipped to
handle it.”
ͲůĞǀĞůĂĚǀŝƐŽƌǇƌĞůĂƟŽŶƐŚŝƉĐĂŶďĞŚŝŐŚͲ
stakes for the client. Christoph Szakowski,
WĂƌƚŶĞƌͲŽŶƐƵůƚĂŶƚǁŝƚŚďŽƵƟƋƵĞŝŶƚĞƌŶĂƟŽŶĂů
ůŽŐŝƐƟĐƐ ƐŽůƵƟŽŶƐ ƉƌŽǀŝĚĞƌ >ͶWŽůĂŶĚ͕
ďĞůŝĞǀĞƐ ŝŶĚĞƉĞŶĚĞŶĐĞ ŝƐ ĂŶ ĞƐƐĞŶƟĂů ƋƵĂůŝƚǇ
for a consultant. “First of all, to be a trusted
advisor you need to be outside of the internal
ĐŽŵƉĂŶǇ ƉŽůŝƟĐƐ͕ ǇŽƵ ŶĞĞĚ ƚŽ ďĞ ŶĞƵƚƌĂů͕
having your own opinion and judgment
ǁŝƚŚŽƵƚƚŚĞŝŶŇƵĞŶĐĞŽĨĂŶǇƐƚĂŬĞŚŽůĚĞƌƐŝŶŽƌ
outside the company.”
Szakowski also observed that “clients value
openness, neutrality, and some personal traits.
zŽƵŶĞĞĚƚŽďĞĂƵƚŚĞŶƟĐ͕ǇŽƵŶĞĞĚƚŽďĞĂďůĞ
ĞǀĞŶƚŽĐƌŝƟĐŝǌĞǇŽƵƌƐĞůĨ͕ƚŽďĞƐĞůĨͲĂǁĂƌĞĂďŽƵƚ
your own weaknesses. You show you are not
somebody who doesn’t make any mistakes. I
believe leaders follow advisors who admit they
make mistakes, but learn the lesson,” he says.

Russell S. Reynolds, Jr. is founder and
ĐŚĂŝƌ ŽĨ Z^Z WĂƌƚŶĞƌƐ ĂŶĚ ĂŶ ^ >ŝĨĞƟŵĞ
Achievement Award winner. “It’s not about
money, it’s about commitment,” he says. “We
have worked very hard over the years to build
ƚŚĂƚƌĞůĂƟŽŶƐŚŝƉǁŝƚŚĂŶƵŵďĞƌŽĨŽƵƌĐůŝĞŶƚƐ͕
and the ones who seem to have emerged as
the best clients are the ones who feel that we
really are a trusted advisor. So to be a trusted
advisor is to do the right thing in the long run
and not the best thing in the short run.”
Robert Pearson is founder and chairman of
WĞĂƌƐŽŶ WĂƌƚŶĞƌƐ /ŶƚĞƌŶĂƟŽŶĂů͕ ĂŶĚ ĂŶ ^
>ŝĨĞƟŵĞ ĐŚŝĞǀĞŵĞŶƚ ǁĂƌĚ ǁŝŶŶĞƌ͘ ͞tŚĞŶ
I was CEO of a public company, I would have
ĐŽŶǀĞƌƐĂƟŽŶƐǁŝƚŚƚŚĞ&KƚŚĂƚ/ĐŽƵůĚŶĞǀĞƌ
have with anyone else in the company. For me
ƚŽ ŚĂǀĞ ƚŚŽƐĞ ĐŽŶǀĞƌƐĂƟŽŶƐ ǁŝƚŚ ĂŶ ŽƵƚƐŝĚĞ
ǀĞŶĚŽƌǁŽƵůĚďĞǀĞƌǇĚŝĸĐƵůƚͶ/ǁŽƵůĚŶ͛ƚĚŽ
ƚŚĂƚƵŶůĞƐƐ/ŚĂĚƐƉĞŶƚĂůŽŶŐƟŵĞĚĞǀĞůŽƉŝŶŐ
ĂŶĚŶƵƌƚƵƌŝŶŐƚŚĞƌĞůĂƟŽŶƐŚŝƉ͘ŶĚŝƚƉƌŽďĂďůǇ
ƚĂŬĞƐ ĂŶ ĞǆƚĞŶĚĞĚ ĐůŝĞŶƚ ƌĞůĂƟŽŶƐŚŝƉ ďĞĨŽƌĞ
ǇŽƵĐĂŶĐĂůůŝƚĂƚƌƵƐƚĞĚƌĞůĂƟŽŶƐŚŝƉ͘͟
EŽƚ ĞǀĞƌǇ ƌĞůĂƟŽŶƐŚŝƉ ƌŝƐĞƐ ƚŽ ƚŚĞ ůĞǀĞů ŽĨ
“trusted advisor.” With his storied career at
the highest levels in the profession, Pearson
says “I can honestly say that I don’t have scores
ŽĨ ƚƌƵƐƚĞĚ ĂĚǀŝƐŽƌ ƌĞůĂƟŽŶƐŚŝƉƐ͘͟ ,Ğ ĞǆƉůĂŝŶƐ
“It’s something that needs to be nurtured
and treasured, and I would not imagine that a
person could have more than 5, 6, 7, maybe 8

͞dŚĞƚƌƵƐƚĞĚĂĚǀŝƐŽƌ
ŚĞůƉƐĐůŝĞŶƚƐƚŽƚŚŝŶŬ͕ŐŝǀĞƐ
ĂĚŝīĞƌĞŶƚƉŽŝŶƚŽĨǀŝĞǁ͕
ĂŶĚĞǆĐŝƚĞƐƚŚĞŵƚŽůŽŽŬĂƚ
ĚŝīĞƌĞŶƚĂŶŐůĞ͘Ζ
— Luiz Carlos Cabrera,
Managing Partner,
WĂŶĞůůŝDŽƩĂĂďƌĞƌĂ͕
^>ŝĨĞƟŵĞĐŚŝĞǀĞŵĞŶƚ
Award, 2011

ΗůŝĞŶƚƐǀĂůƵĞŽƉĞŶŶĞƐƐ͕
ŶĞƵƚƌĂůŝƚǇ͕ĂŶĚƐŽŵĞ
ƉĞƌƐŽŶĂůƚƌĂŝƚƐ͘zŽƵŶĞĞĚ
ƚŽďĞĂƵƚŚĞŶƟĐ͕ǇŽƵŶĞĞĚ
ƚŽďĞĂďůĞĞǀĞŶƚŽĐƌŝƟĐŝǌĞ
ǇŽƵƌƐĞůĨ͕ƚŽďĞƐĞůĨͲ
ĂǁĂƌĞĂďŽƵƚǇŽƵƌŽǁŶ
ǁĞĂŬŶĞƐƐĞƐ͘Η
— Christoph Szakowski,
Partner, LCE Poland, a
ďŽƵƟƋƵĞůŽŐŝƐƟĐĮƌŵ

ǆĞĐƵƟǀĞdĂůĞŶƚͲϭϭ

ƚƌƵƐƚĞĚƌĞůĂƟŽŶƐŚŝƉƐŝŶƚŚĞĐŽƵƌƐĞŽĨĂĐĂƌĞĞƌ͘
/ƚƚĂŬĞƐƟŵĞƚŽĚĞǀĞůŽƉ͕ŝƚ͛ƐĞĂƐǇƚŽĚĞƐƚƌŽǇ͕
ĂŶĚ ŝƚ͛Ɛ ǀĞƌǇ ŚĂƌĚ ƚŽ ŚĂǀĞ ŵƵůƟƉůĞ ƚƌƵƐƚĞĚ
ĐůŝĞŶƚƌĞůĂƟŽŶƐŚŝƉƐ͕ďĞĐĂƵƐĞǇŽƵƐƉĞŶĚĂůŽƚ
ŽĨƟŵĞǁŝƚŚƚŚĂƚĐůŝĞŶƚ͘͟
&ƌŽŵ ƚŚĞ ĐůŝĞŶƚ ƉĞƌƐƉĞĐƟǀĞ͕ Ă ƚƌƵƐƚĞĚ
advisor can be found at the far end of a
ũŽƵƌŶĞǇ͘>Ăůŝƚ:ĂŝŶŝƐKĨŽƌ/ŶƚĞƌŶĂƟŽŶĂů^ŽůĂƌ
at Hindustan Power, a power development
company in India with a large presence across
/ŶĚŝĂ ĂŶĚ ƐƚƌĂƚĞŐŝĐ ŝŶƚĞƌŶĂƟŽŶĂů ŵĂƌŬĞƚƐ͘
/Ŷ ďƵƐŝŶĞƐƐ ƌĞůĂƟŽŶƐŚŝƉƐ͕ :ĂŝŶ ƉƌŽĐĞĞĚƐ
ǁŝƚŚ ĐĂƵƟŽŶ͘ ͞/ ĚŽŶ͛ƚ ŬŶŽǁ Ă ƐĐŝĞŶƟĮĐ Žƌ
ƐƚƌƵĐƚƵƌĞĚǁĂǇŽĨĮŶĚŝŶŐĂƚƌƵƐƚĞĚƉĞƌƐŽŶ͘
We start small, we see how comfortable
ƚŚĞǇ ĂƌĞ͕ ŚŽǁ ŇĞǆŝďůĞ͕ ŚŽǁ ŐŽŽĚ ƚŚĞǇ ĂƌĞ͕
ǁŚĞŶǁĞƐƚĂƌƚƚŚĞƌĞůĂƟŽŶƐŚŝƉ͕͟ŚĞƐĂǇƐ͘͞/ƚ
ďƵŝůĚƐŽǀĞƌƟŵĞ͘dŚĞƌĞ͛ƐŶŽŵĞĐŚĂŶŝƐŵƚŽ
do that. We try to evaluate honesty, integrity,
experience, reliability. Most important is
one’s own experience. It’s gradual.”

Why it Matters
The placements, the assessments, and
the full range of advisory services are highstakes, important work for both the client
and the consultant. But beyond the scope of
work, both clients and consultants value the
ƌĞůĂƟŽŶƐŚŝƉďĞƚǁĞĞŶƚŚĞŵ͘
:ŽŶŶĞ <ƌƵƐĞ ŝƐ ŚŝĞĨ ,ƵŵĂŶ ZĞůĂƟŽŶƐ
KĸĐĞƌĂƚŵĞƌŝĐĂŶǆƉƌĞƐƐ'ůŽďĂůƵƐŝŶĞƐƐ
Travel. She describes the immediate
advantages of working with a trusted
ĂĚǀŝƐŽƌ͘ ͞dŚĞǇ ŬŶŽǁ ƚŚĞ ŽƌŐĂŶŝǌĂƟŽŶ͕ ƚŚĞǇ
understand the culture and the dynamics of
ϭϮͲǆĞĐƵƟǀĞdĂůĞŶƚ

ŝƚ͕ĂŶĚƚŚĂƚŐŝǀĞƐƵƐĂŵƵĐŚŚŝŐŚĞƌĐŽŶĮĚĞŶĐĞ
ůĞǀĞů͘/ƚƚĂŬĞƐĂůŽƚŽĨƟŵĞƚŽĞĚƵĐĂƚĞĂƐĞĂƌĐŚ
person who has never worked with you.
dŝŵĞŝƐŽĨƚŚĞĞƐƐĞŶĐĞĂŶĚĮƚŝƐƐƵƉĞƌĐƌŝƟĐĂů͘
That’s something that’s always going to help
the person who’s got that trusted advisor
ƌĞůĂƟŽŶƐŚŝƉ͘͟
“The other piece is that a really trusted
advisor will tell you if they can’t do that
search.”
&Žƌ WĞƚĞƌ ƌƵŵŵŽŶĚͲ,ĂǇ͕ ƌĞƟƌĞĚ
Managing Director at Russell Reynolds
ƐƐŽĐŝĂƚĞƐ ĂŶĚ ^ >ŝĨĞƟŵĞ ĐŚŝĞǀĞŵĞŶƚ
Award winner, 2017, the trusted advisor
ƌĞůĂƟŽŶƐŚŝƉŝƐƵŶĞŶĐƵŵďĞƌĞĚďǇĚŽƵďƚĂŶĚ
uncertainty. “Clients feel there is somebody
who knows them and will give them honest
advice,” he says. “It’s such a privilege if we
have someone in our lives we can share with
at that level—the value is, the client doesn’t
ŚĂǀĞƚŽďĞƐƵƐƉŝĐŝŽƵƐŽĨƚŚĞŵŽƟǀĞƐŽĨƚŚĞ
person advising them.”
Clients also need counsel under pressure.
^ >ŝĨĞƟŵĞ ĐŚŝĞǀĞŵĞŶƚ ǁĂƌĚ ǁŝŶŶĞƌ
Judith von Seldenek, Founder and CEO of
ŝǀĞƌƐŝĮĞĚ ^ĞĂƌĐŚͬůƚŽWĂƌƚŶĞƌƐ ŽďƐĞƌǀĞƐ
“everybody’s in such a hurry for everything,
including making decisions. Some of the
decisions clients make are life-changing,
ĐŽƌƉŽƌĂƚĞ ĚŝƌĞĐƟŽŶͲĐŚĂŶŐŝŶŐ͕ ĂŶĚ ƚŚĞǇ
shouldn’t be made in a vacuum,” she says.
“But they’ve got to make them, they can’t
take forever to make them and so they need
to have people that they could call and ask
ƋƵĞƐƟŽŶƐ͘dŚĞƐĞĂƌĞŬĞǇƉĞŽƉůĞĂŶĚŚĂƌĚƚŽ

ĮŶĚ͕ĂŶĚƚŚĞǇĚĞǀĞůŽƉŽǀĞƌƟŵĞ͘͟
Corporate leadership is also under
constant performance pressure, which can
ůĞĂǀĞ ĞǆĞĐƵƟǀĞƐ ǁĂƌǇ ŽĨ ĞǆƉŽƐŝŶŐ ĚŽƵďƚƐ
ŽƌǀƵůŶĞƌĂďŝůŝƟĞƐ͘͞/ĨǇŽƵůŽŽŬĂƚƚŚĞŐƵǇƐĂƚ
C level, if they have to openly discuss their
ŝĚĞĂƐ͕ƚŚĞŝƌĨĞĂƌƐ͕ĂŶĚƚŚĞŝƌĞǆƉĞĐƚĂƟŽŶƐ͕ǁŝƚŚ
ǁŚŽŵƐŚŽƵůĚƚŚĞǇĚŝƐĐƵƐƐƚŚĂƚ͍͟ĐŬĞƌŵĂŶŶ
asks. “They cannot discuss that with their
ďŽĂƌĚĐŽůůĞĂŐƵĞƐďĞĐĂƵƐĞ͕ƋƵŝƚĞŽŌĞŶ͕ƚŚĞǇ
are not sure whether one of their colleagues
will use this as a sign of weakness, or use
this for his own purposes. Which is why it its
ĚŝĸĐƵůƚĨŽƌĂKƚŽĮŶĚƐŽŵĞďŽĚǇƚŽƐĞƌǀĞ
as a sounding board among his peers.” The
trusted advisor frequently serves in that role,
ĂƐ ƐŽŵĞŽŶĞ ŽƵƚƐŝĚĞ ƚŚĞ ŽƌŐĂŶŝǌĂƟŽŶ ďƵƚ
with deep understanding of the business.
Cabrera adds, “A known subject is how
lonely the CEO is. We have been discussing
ƚŚĞůŽŶĞůŝŶĞƐƐŽĨƚŚĞKĨŽƌĂůŽŶŐƟŵĞͶ
but this is a very important role that a trusted
advisor represents for a CEO, especially if it’s
a new CEO.”
“For CEOs,” von Seldenek says, “if they
ĐĂŶ ĮŶĚ ƚŚĞ ƌŝŐŚƚ ƐĞĂƌĐŚ ĐŽŶƐƵůƚĂŶƚ Ăƚ ƚŚĞ
right level it’s an invaluable resource in terms
of helping them to make good business
decisions—and the most important decisions
today are around human capital.” Indeed,
ŝŶ^͛ƐϮϬϭϳĐůŝĞŶƚƐƵƌǀĞǇ͕ĂƩƌĂĐƟŶŐĂŶĚ
retaining top talent ranked high among
ĞǆĞĐƵƟǀĞƐ͛ĐŽŶĐĞƌŶƐ͘
As the global talent shortage shows
ŶŽ ƐŝŐŶƐ ŽĨ ĂďĂƟŶŐ͕ ŝƚ ƌĞŵĂŝŶƐ ĂŶ ƵƌŐĞŶƚ

ƉƌŽďůĞŵĨŽƌŵĂŶǇŽƌŐĂŶŝǌĂƟŽŶƐ͘͞dĂůĞŶƚŝƐƚŚĞ
name of the game,” von Seldenek says, “and if
ǇŽƵŐĞƚƚŚĂƚƌŝŐŚƚǇŽƵ͛ƌĞŽīƚŽƚŚĞƌĂĐĞƐ͖ŝĨǇŽƵ
get that wrong, it can be the end of the day.
'ŽŽĚƐĞĂƌĐŚƉĞŽƉůĞƵŶĚĞƌƐƚĂŶĚƚŚĂƚĞƋƵĂƟŽŶ
ďĞƩĞƌƚŚĂŶĂŶǇďŽĚǇ͘͟
,ŝŶĚƵƐƚĂŶ WŽǁĞƌ͛Ɛ ŝŶƚĞƌŶĂƟŽŶĂů ƐŽůĂƌ
business requires advisors with language skills,
ĐƵůƚƵƌĂůƉƌŽĮĐŝĞŶĐǇĂŶĚďƵƐŝŶĞƐƐĐŽŵƉĞƚĞŶĐŝĞƐ
ŝŶƚŚĞƐƉĞĐŝĮĐŵĂƌŬĞƚƐǁŚĞƌĞ:ĂŝŶŚĂƐƉƌŽũĞĐƚƐ͘
He relies heavily on local advisors. In fact, Jain
says, the success of his business depends on
ƚŚĞŵ͘͞tŝƚŚŽƵƚƐƵĐŚƌĞůĂƟŽŶƐŚŝƉƐǁĞǁŝůůĨĂŝů
in various markets,” he says. “The UK market
ŝƐ ǀĞƌǇ ĚŝīĞƌĞŶƚ ĨƌŽŵ ƚŚĞ 'ĞƌŵĂŶ ŵĂƌŬĞƚ͕
ƚŚĞ'ĞƌŵĂŶŵĂƌŬĞƚŝƐǀĞƌǇĚŝīĞƌĞŶƚĨƌŽŵƚŚĞ
Italian market, the European market is very
ĚŝīĞƌĞŶƚ ĨƌŽŵ ƚŚĞ :ĂƉĂŶĞƐĞ ŵĂƌŬĞƚ͘ ƵůƚƵƌĞ͕
ůĂŶŐƵĂŐĞ͕ ƚŚĞ ǁĂǇ ŽĨ ŶĞŐŽƟĂƟŶŐ ĚŽĐƵŵĞŶƚƐ
ĂŶĚ ǀĂƌŝŽƵƐ ŵĂƩĞƌƐ ĂƌĞ ĐŽŵƉůĞƚĞůǇ ĚŝīĞƌĞŶƚ
and we need to have people we trust who can
help us.”
Clients in family-owned businesses have a
specialized need for independent advisors.
Cabrera describes business in Brazil. “Most of
ŽƵƌĐŽŵƉĂŶŝĞƐĂƌĞŶŽƚĐŽƌƉŽƌĂƟŽŶƐ͘tĞŚĂǀĞ
listed in the stock exchange 443 companies.
tĞŚĂǀĞŽŶůǇƐĞǀĞŶĐŽƌƉŽƌĂƟŽŶƐ͘ůůƚŚĞŽƚŚĞƌ
ĐŽŵƉĂŶŝĞƐĂƌĞĨĂŵŝůǇŽǁŶĞĚŽƌĂĐŽŵďŝŶĂƟŽŶ
of family and investment funds. So, the major
problem for those companies is succession,
especially when you have two families, or two
good candidates in the same family.”
Succession planning in a family-owned
business could be divisive, and if contested,
ƉŽƚĞŶƟĂůůǇ ĐĂƚĂƐƚƌŽƉŚŝĐ͘ ͞tŚĂƚ ƚŚĞ ďŽĂƌĚ
wants to discuss with the trusted advisor is how
to conduct the succession process,” Cabrera
says. “Your value is, they know you can be
independent, you are not going to work for one
ƐŝĚĞŽǀĞƌĂŶŽƚŚĞƌ͘ŶĚƐŽŵĞƟŵĞƐƚŚĞƚƌƵƐƚĞĚ
advisor represents the opportunity of the
company to look externally—to be sure that
the internal candidate is the best.” He adds,
“That’s why search consultants became a very
important trusted advisor in the succession
process here.”
Asked about why a trusted advisor
ƌĞůĂƟŽŶƐŚŝƉ ŵĂƩĞƌƐ͕ ƵƩĞƌ ŝƐ ƵŶĞƋƵŝǀŽĐĂů͘
&ƌŽŵƚŚĞĐůŝĞŶƚƉĞƌƐƉĞĐƟǀĞ͕ŚĞƐĂǇƐ͞ĐůŝĞŶƚƐŝŶ
this fast-moving world are desperately seeking
ƉĞŽƉůĞƚŚĞǇĐĂŶŚĂǀĞŝŶƐŝŐŚƞƵůĐŽŶǀĞƌƐĂƟŽŶƐ
ǁŝƚŚͶƌĂƚŚĞƌ ƚŚĂŶ ƌĞĐĞŝǀĞ ƉƌĞƐĞŶƚĂƟŽŶƐ ĂŶĚ
ŵĞͲƚŽŽƌĞĐŽŵŵĞŶĚĂƟŽŶƐĨƌŽŵͶƉĞŽƉůĞǁŚŽ
can be a sounding board, people who can sit
ĂƚƚŚĞƚĂďůĞĂŶĚůŝƐƚĞŶ͕ĂƐŬŝŶƐŝŐŚƞƵůƋƵĞƐƟŽŶƐ͕
ĂŶĚŽīĞƌŝŶĚĞƉĞŶĚĞŶƚƐƚƌĂƚĞŐŝĐĂĚǀŝĐĞ͘
There’s value on the consultant side, as
ǁĞůů͘ ƵƩĞƌ ƐĂǇƐ͕ ͞ŝĨ ƚŚĞ ĐŽŶƐƵůƚĂŶƚ ƐƚĂǇƐ ŝŶ

ƚŚĞŝƌ ĞǆƉĞƌƟƐĞ͕ ƚĂƐŬͲŽƌŝĞŶƚĞĚ ďŽǆ͕ ƚŚĞǇ͛ůů ŐĞƚ
an assignment, they’ll deliver the assignment,
ďƵƚ ƚŚĞŶ ƚŚĞ ƌĞůĂƟŽŶƐŚŝƉ ǁŝůů ƐƚŽƉ͘ dŚĞǇ ĂƌĞ
much more likely to be stuck in RFP territory,
bidding on price, working at the middle level.”
He says, “when you apply skills and techniques
ŽĨ ďƵŝůĚŝŶŐ ƚŚĞ ƚƌƵƐƚĞĚ ĂĚǀŝƐŽƌ ƌĞůĂƟŽŶƐŚŝƉ͕
you are much more likely to become a soleprovider, much more likely to avoid day-to-day
price pressures, and much more likely to have
a client for life.”
Reynolds illustrates the point with an
ĞǆĂŵƉůĞĨƌŽŵŚŝƐŽǁŶĞǆƉĞƌŝĞŶĐĞ͛͘͞KŶĞƟŵĞ
/ĂƐŬĞĚĂǀĞƌǇĚŝƐƟŶŐƵŝƐŚĞĚŵĂŶ͕:ŽŚŶ>ĂƵĚŽŶ͕
ǁŚŽǁĂƐĐŚĂŝƌŵĂŶŽĨZŽǇĂůƵƚĐŚͬ^ŚĞůů͕ŝĨŚĞ
ǁŽƵůĚ ŐŽ ŽŶ ƚŚĞ ďŽĂƌĚ ŽĨ ŵǇ ĮƌƐƚ Įƌŵ͘ ,Ğ
ƐĂŝĚ͚ǁĞůůǁŚĂƚĚŽǇŽƵĞǆƉĞĐƚĨƌŽŵŵĞ͕ŶĞǁ
ďƵƐŝŶĞƐƐ͍͛ĂŶĚ/ƐĂŝĚ͚ŶŽ͕ĨƌŝĞŶĚƐŚŝƉ͛͘,ĞĮŶĂůůǇ
decided we would try each other out for a year
and about 18 years later we were very, very
close friends.’”

How to Be a Trusted Advisor
The status of “trusted advisor” for many in
ƚŚĞĐŽŶƐƵůƟŶŐĂŶĚĂĚǀŝƐŝŶŐǁŽƌůĚŝƐĂƐƉŝƌĂƟŽŶĂů
and elusive. It depends, in part, on experience,
character, commitment, knowledge, and
chemistry.
Reynolds understands the investment
ƌĞƋƵŝƌĞĚ ƚŽ ĚĞǀĞůŽƉ Ă ƌĞůĂƟŽŶƐŚŝƉ ǁŝƚŚ Ă
client. He advises, “Be willing to spend a lot of
ƟŵĞǁŝƚŚƚŚĞĐůŝĞŶƚƚŽŐĞƚƚŽŬŶŽǁƚŚĞŵ͕ŐĞƚ
ƚŽŬŶŽǁƚŚĞƉĞŽƉůĞ͕ƚƌĂǀĞů͕ǀŝƐŝƚƚŚĞŝƌŽĸĐĞƐ͕
ƐŽƚŚĂƚďǇƚŚĞƟŵĞǇŽƵĚŽĂƐĞĂƌĐŚĨŽƌƚŚĞŵ
you almost know the company as well as the
ĐůŝĞŶƚ ĚŽĞƐ͘ ^ŽŵĞ ĐůŝĞŶƚƐ ǁŝůů ƐĂǇ ͚ƚŚĂƚ͛Ɛ ŶŽƚ
ŶĞĐĞƐƐĂƌǇ͕ǁĞĚŽŶ͛ƚŚĂǀĞƟŵĞƚŽŝŶǀĞƐƚŝŶĂůŽƚ
ŽĨŵĞĞƟŶŐƐ͘'ĞƚŝƚŐŽŝŶŐĂŶĚŐĞƚƵƐĂƉĞƌƐŽŶ͛͘
dŚĂƚ͛ƐĂƚƌĂŶƐĂĐƟŽŶ͘͟
Reynolds adds, “The people who are willing
ƚŽ ŚĂǀĞ ǇŽƵ ĂƩĞŶĚ Ă ďŽĂƌĚ ŵĞĞƟŶŐ Žƌ ǀŝƐŝƚ
ƚŚĞŝƌƉůĂŶƚƐŽƌŐŽƚŽƚŚĞŝƌƐĂůĞƐŵĞĞƟŶŐ͕ƚŚŽƐĞ
ƉĞŽƉůĞĂƌĞďƵŝůĚŝŶŐĂƌĞůĂƟŽŶƐŚŝƉ͘͟
As a client, Jain feels “the beginning of the
ƌĞůĂƟŽŶƐŚŝƉ ŝƐ ǀĞƌǇ ĐƌŝƟĐĂů͘ DǇ ĂĚǀŝĐĞ͗ ŵĂŬĞ
sure that the consultant advisor tries to deliver
more than has been asked for, try to give a
value-add, try to give input in a concise manner,
those things help.”
He says, “being available, on-call,
understanding what is important to a client,
these things help. And then, as a client I want
to make sure that our interests are aligned, and
that we’re looking at the bigger picture. These
are some things advisors can do to build a longƚĞƌŵƌĞůĂƟŽŶƐŚŝƉ͘͟
tĂůŽĐŚŝŬ ƐĂǇƐ͕ ͞dŚĞƌĞ ĂƌĞ ĚŝīĞƌĞŶƚ
elements involved in being a trusted advisor:
ĐŽŶƚĞŶƚĞǆƉĞƌƟƐĞ͕ƐƚƌĂƚĞŐŝĐǀŝƐŝŽŶ͕ŬŶŽǁůĞĚŐĞ

Η/ƚƚĂŬĞƐƟŵĞƚŽĚĞǀĞůŽƉ͕ŝƚ͛Ɛ
ĞĂƐǇƚŽĚĞƐƚƌŽǇ͕ĂŶĚŝƚ͛ƐǀĞƌǇ
ŚĂƌĚƚŽŚĂǀĞŵƵůƟƉůĞƚƌƵƐƚĞĚ
ĐůŝĞŶƚƌĞůĂƟŽŶƐŚŝƉƐ͕ďĞĐĂƵƐĞ
ǇŽƵƐƉĞŶĚĂůŽƚŽĨƟŵĞǁŝƚŚ
ƚŚĂƚĐůŝĞŶƚ͘Η
— Robert Pearson, Founder
and Chair, Pearson Partners
/ŶƚĞƌŶĂƟŽŶĂů͕
^>ŝĨĞƟŵĞĐŚŝĞǀĞŵĞŶƚ
Award, 2013

ΗdŚĞǀĂůƵĞŝƐƚŚĞĐůŝĞŶƚ
ĚŽĞƐŶΖƚŚĂǀĞƚŽďĞƐƵƐƉŝĐŝŽƵƐ
ŽĨƚŚĞŵŽƟǀĞƐŽĨƚŚĞƉĞƌƐŽŶ
ĂĚǀŝƐŝŶŐƚŚĞŵ͘Η
— Peter Drummond-Hay,
ƌĞƟƌĞĚDĂŶĂŐŝŶŐŝƌĞĐƚŽƌĂƚ
Russell Reynolds Associates,
^>ŝĨĞƟŵĞĐŚŝĞǀĞŵĞŶƚ
Award, 2017

Η/ƚƐĚŝĸĐƵůƚĨŽƌĂKƚŽ
ĮŶĚƐŽŵĞďŽĚǇƚŽƐĞƌǀĞĂƐĂ
ƐŽƵŶĚŝŶŐďŽĂƌĚĂŵŽŶŐŚŝƐ
ƉĞĞƌƐ͘͟
— Ulrich F. Ackermann,
Vice Chair of the Board
and Chairmen, Europe,
TRANSEARCH,
AESC Award for Excellence,
2011

ΗůŝĞŶƚƐŝŶƚŚŝƐĨĂƐƚͲŵŽǀŝŶŐ
ǁŽƌůĚĂƌĞĚĞƐƉĞƌĂƚĞůǇ
ƐĞĞŬŝŶŐƉĞŽƉůĞƚŚĞǇĐĂŶŚĂǀĞ
ŝŶƐŝŐŚƞƵůĐŽŶǀĞƌƐĂƟŽŶƐǁŝƚŚ͘Η
ͶĂǀŝĚƵƩĞƌ͕
Andrew Sobel Advisors

ΗƐĂĐůŝĞŶƚ/ǁĂŶƚƚŽŵĂŬĞ
ƐƵƌĞƚŚĂƚŽƵƌŝŶƚĞƌĞƐƚƐĂƌĞ
ĂůŝŐŶĞĚ͕ĂŶĚƚŚĂƚǁĞΖƌĞ
ůŽŽŬŝŶŐĂƚƚŚĞďŝŐŐĞƌƉŝĐƚƵƌĞ͘
dŚĞƐĞĂƌĞƐŽŵĞƚŚŝŶŐƐ
ĂĚǀŝƐŽƌƐĐĂŶĚŽƚŽďƵŝůĚĂ
ůŽŶŐͲƚĞƌŵƌĞůĂƟŽŶƐŚŝƉ͘Η
— Lalit Jain,
K/ŶƚĞƌŶĂƟŽŶĂů^ŽůĂƌ͕
Hindustan Power

ǆĞĐƵƟǀĞdĂůĞŶƚͲϭϯ

ΗdŚĞǇŬŶŽǁƚŚĞŽƌŐĂŶŝǌĂƟŽŶ͕
ƚŚĞǇƵŶĚĞƌƐƚĂŶĚƚŚĞĐƵůƚƵƌĞ
ĂŶĚƚŚĞĚǇŶĂŵŝĐƐŽĨŝƚ͕ĂŶĚ
ƚŚĂƚŐŝǀĞƐƵƐĂŵƵĐŚŚŝŐŚĞƌ
ĐŽŶĮĚĞŶĐĞůĞǀĞů͘Η
— JoAnne Kruse CHRO,
American Express Global
Business Travel

Η/ĨǇŽƵƚŚŝŶŬǁŚĂƚǇŽƵΖƌĞ
ŚĞĂƌŝŶŐĨƌŽŵǇŽƵƌĐůŝĞŶƚŝƐŶŽƚ
ƚŚĞƌŝŐŚƚǁĂǇƚŽŐŽ͕ǇŽƵŶĞĞĚ
ƚŽƚĞůůƚŚĞŵ͘͘͘ƚŚĂƚΖƐǁŚĂƚ
ǇŽƵΖƌĞŐĞƫŶŐƉĂŝĚƚŽĚŽ͘Η
— Judith von Seldenek,
&ŽƵŶĚĞƌĂŶĚK͕ŝǀĞƌƐŝĮĞĚ
^ĞĂƌĐŚͬůƚŽWĂƌƚŶĞƌƐ͕
^>ŝĨĞƟŵĞĐŚŝĞǀĞŵĞŶƚ
Award, 2006

͞dƌƵƐƚĞĚĚǀŝƐŽƌŝƐ
ƐŽŵĞďŽĚǇǁŚŽǇŽƵďĞůŝĞǀĞ
ǁŝůůŐŝǀĞǇŽƵŐŽŽĚĂĚǀŝĐĞ
ǁŝƚŚŽƵƚĐŽŶƐŝĚĞƌĂƟŽŶĨŽƌ
ĐŽŵŵĞƌĐŝĂůŐĂŝŶ͘/ŶŽƌĚĞƌ
ƚŽĚĞǀĞůŽƉĂƌĞůĂƟŽŶƐŚŝƉ
ǁŝƚŚƐŽŵĞďŽĚǇ͕ƚŽďĞĐŽŵĞ
ĂƚƌƵƐƚĞĚĂĚǀŝƐŽƌ͕ǇŽƵŶĞĞĚ
ƚŽĚĞŵŽŶƐƚƌĂƚĞƚŽƚŚĂƚ
ƉĞƌƐŽŶĮƌƐƚƚŚĂƚƚŚĞǇĐĂŶ
ƚƌƵƐƚǇŽƵ͕ĂŶĚƐĞĐŽŶĚƚŚĂƚ
ǇŽƵƌĂĚǀŝĐĞŝƐǁŽƌƚŚƐŽŵĞͲ
ƚŚŝŶŐ͘͟
— Russell Reynolds, Jr.
Founder and Chair
of RSR Partners,
^>ŝĨĞƟŵĞĐŚŝĞǀĞŵĞŶƚ
Award, 1999

ϭϰͲǆĞĐƵƟǀĞdĂůĞŶƚ

ŽĨ ƐƉĞĐŝĮĐ ďƵƐŝŶĞƐƐ ĚƌŝǀĞƌƐ͕ ƵŶĚĞƌƐƚĂŶĚŝŶŐ
ŽƌŐĂŶŝǌĂƟŽŶĂů ĚǇŶĂŵŝĐƐ ĂŶĚ ĐƵůƚƵƌĞ͕ ĂŶĚ Ă
breadth and depth of personal experience
on which to draw.” She observes, “A trusted
ĂĚǀŝƐĞƌ ŐĂŝŶƐ ƚŚĂƚ ŚŽŶŽƌ ŽǀĞƌ ƟŵĞ ĂŶĚ ŽŶ
ƚŚĞ ďĂƐŝƐ ŽĨ ĚŝīĞƌĞŶƚ ŝŶƚĞƌĂĐƟŽŶƐ ƚŚĂƚ ŚĂǀĞ
ŐĞŶĞƌĂƚĞĚƉŽƐŝƟǀĞƌĞƐƵůƚƐĨŽƌƚŚĞĐůŝĞŶƚ͘͟
Cabrera, too, believes that a trusted advisor
ƌĞůĂƟŽŶƐŚŝƉ ŝƐ ďƵŝůƚ ŽǀĞƌ ƟŵĞ͘ ͞/ƚ ĚŽĞƐ ŶŽƚ
come immediately. We have in the Brazilian
ĐƵůƚƵƌĞĂƐĂǇŝŶŐ͕͚ƚŽďƵŝůĚƚŚĂƚƚƌƵƐƚǇŽƵŚĂǀĞ
to eat one pound of salt together.’ To eat one
ƉŽƵŶĚ͕ŝƚǁŝůůƚĂŬĞĂůŽŶŐƟŵĞ͘͟,ĞĂĚĚƐ͕͞zŽƵ
don’t introduce yourself as a trusted advisor—
it doesn’t work like this, you become. It is the
ĐŽŶƐĞƋƵĞŶĐĞŽĨĂůŽŶŐͲƚĞƌŵƌĞůĂƟŽŶƐŚŝƉ͘͟
“You really have to earn this trust,”
Ackermann says. “And that means you don’t
earn it once and then you have it forever, you
ŚĂǀĞ ƚŽ ĞĂƌŶ ƚŚŝƐ ĞǀĞƌǇ ƟŵĞ ǇŽƵ͛ƌĞ ƐŝƫŶŐ
together with your client, that you’re talking
with your client because you have to rebuild
the trust and reinforce the trust, and you have
to give added-value to your client.”
,ĞĂĚĚƐ͕͞/ƚ͛ƐĂƋƵĞƐƟŽŶŽĨŚŽǁƌĞƐƉĞĐƞƵů
you behave, that you keep that absolute
ĐŽŶĮĚĞŶƟĂůůǇĂŶĚŽŶůǇƵƐĞŝŶĨŽƌŵĂƟŽŶĨŽƌƚŚĞ
ďĞŶĞĮƚ ŽĨ ǇŽƵƌ ĐůŝĞŶƚ͘͟ ,Ğ ƐĂǇƐ͕ ͞/Ŷ ƚŚĞ ůŽŶŐ
ƚĞƌŵ͕ǇŽƵŚĂǀĞƚŚĞƉŽƐƐŝďŝůŝƚǇŽĨŝŶŇƵĞŶĐŝŶŐƚŚĞ
ƐƚƌĂƚĞŐŝĐŽƌŝĞŶƚĂƟŽŶŽĨƚŚĞĐůŝĞŶƚĂŶĚŚĞůƉŝŶŐ
them improve in the broadest sense: improve
personally, improve as a company, improve in
ƚĞƌŵƐŽĨƚĂůĞŶƚŵĂŶĂŐĞŵĞŶƚ͕ĂŶĚĮŶĂůůǇŚĞůƉ
them shape the culture to the next dimension.”
Kruse describes an advisor who, even outside
of an engagement, may come back to her with
ŝŵƉŽƌƚĂŶƚ ŵĂƌŬĞƚ ŝŶĨŽƌŵĂƟŽŶ͘ ΗdŚĞƌĞ ŝƐ ƌĞĂů
ǀĂůƵĞŝŶŚĂǀŝŶŐĂŶĂĚǀŝƐŽƌƐŚĂƌĞďĞƐƚƉƌĂĐƟĐĞƐ
Žƌ ƚƌĞŶĚƐ͕ ƉĂƌƟĐƵůĂƌůǇ ǁŚĞŶ ƚŚĞǇ ƐŚĂƌĞ ŚŽǁ
other companies or candidates are handling
ƚŚĞƐĞƚƌĞŶĚƐ͘Η
She adds, “that creates a value in my
ƌĞůĂƟŽŶƐŚŝƉ ǁŝƚŚ ƚŚĞŵ͕ ĂŶĚ Ă ƌĞĐŽŐŶŝƟŽŶ ďǇ
the advisor of literally how to be a great partner
ĨŽƌŵĞ͕ďĞǇŽŶĚƚŚĞƚƌĂŶƐĂĐƟŽŶĂůǀĂůƵĞŽĨĚŽŝŶŐ
ĂŐŽŽĚũŽďĮůůŝŶŐĂũŽď͘͟

&Žƌ ^ǌĂŬŽǁƐŬŝ͕ ͞dŚĞ ƌĞůĂƟŽŶƐŚŝƉ ŝƐ ŶŽƚ
Ă ƋƵĞƐƟŽŶ ŽĨ ǁŚĂƚ / ĐĂŶ ƚĞůů ƚŚĞŵ͕ Žƌ ĞǀĞŶ
ǁŚŝĐŚƐŽůƵƟŽŶƚŽŽīĞƌƚŚĞŝƌďƵƐŝŶĞƐƐŽƌƚŚĞŝƌ
ĐůŝĞŶƚƐ͘ EŽ͕ ŝƚ͛Ɛ Ă ůŝƩůĞ ďŝƚ ŵŽƌĞͶ/ ĐĂŶ ŚĞůƉ
ĐůŝĞŶƚƐďĞĐŽŵĞďĞƩĞƌŝŶďƵƐŝŶĞƐƐ͕ĂŶĚĂůƐŽŝŶ
their lives. I have some leaders who I serve,
ĂŶĚƚŚĞǇĐĂůůŵĞŝŶĂƚƌƵƐƞƵůǁĂǇĂŶĚĚŝƐĐƵƐƐ
ĚŝīĞƌĞŶƚ ƚŽƉŝĐƐ ǁŝƚŚ ŵĞͶŝƚ͛Ɛ ŶŽƚ ĂůǁĂǇƐ
ƐƚƌĂƚĞŐŝĐ͕ŽƉĞƌĂƟŽŶƐŵĂŶĂŐĞŵĞŶƚŽƌĐŽŵƉĂŶǇ
ĚĞǀĞůŽƉŵĞŶƚ ŵĂƩĞƌƐ͕ ƐŽŵĞƟŵĞƐ ŝƚ͛Ɛ Ă ƚƌƵůǇ
ƉĞƌƐŽŶĂůŵĂƩĞƌ͘͟
^ŽŵĞ ƌĞůĂƟŽŶƐŚŝƉƐ ĂƌĞ ĨŽƌŐĞĚ ƵŶĚĞƌ
pressure. To Cabrera, “You become a trusted
advisor when you face a lot of challenges
together with your client. The challenge
could be the death of a CEO very young with
ŶŽ ƐƵĐĐĞƐƐŝŽŶ ƉůĂŶ͕ ĐŽƵůĚ ďĞ Ă ĚŝƐƌƵƉƟǀĞ
ƚĞĐŚŶŽůŽŐǇ ƚŚĂƚ͛Ɛ ĞīĞĐƟŶŐ ƚŚĞ ďƵƐŝŶĞƐƐ͘ dŚĞ
challenge could be to replace a CFO in the
middle of an IPO program. Competencies are
only developed by facing a challenge, and when
you face a challenge together, you develop
competencies together—and then, he or she
client knows that you know how to face that
ƐŝƚƵĂƟŽŶ͕ďĞĐĂƵƐĞǇŽƵǁĞƌĞƚŚĞƌĞǁŝƚŚƚŚĞŵ͘͟
Cabrera adds, “We must be careful with the
ǁŽƌĚΖĞǆƉĞƌŝĞŶĐĞ͕ΖďĞĐĂƵƐĞƐŽŵĞƟŵĞƐŝƚ͛ƐŶŽƚ
a success, it’s a failure. But you face it together.
You learn with a failure.”
A challenge that seasoned consultants
understand is the need to take risks. Von
Seldenek explains, “I have had to disagree—
not just for the sake of disagreeing, but that’s
where you add value. If you see something
that isn’t being handled in the right way, or the
ƌŝŐŚƚƋƵĞƐƟŽŶƐĂƌĞŶ͛ƚďĞŝŶŐĂƐŬĞĚ͕ǇŽƵŚĂǀĞƚŽ
speak up,” she says. “You’ve got to be willing
to lose it all.”
Von Seldenek speaks of the courage of
ĐŽŶǀŝĐƟŽŶƐ ͞ĂŶĚ ŝĨ ǇŽƵ ƚŚŝŶŬ ǁŚĂƚ ǇŽƵ͛ƌĞ
hearing from your client is not the right way
to go, you need to tell them.” She says, “That’s
ǁŚĂƚǇŽƵ͛ƌĞŐĞƫŶŐƉĂŝĚƚŽĚŽ͘͟
Pearson also advises on what not to do.
“The biggest mistake anyone can make is to go
ŝŶƚŽĂŵĞĞƟŶŐĂŶĚƐĂǇ͚ǁŚĂƚŬĞĞƉƐǇŽƵƵƉĂƚ

night.’ It’s an absolutely dumb and irrelevant
ƋƵĞƐƟŽŶ͘ zŽƵ ƐŚŽƵůĚ ŚĂǀĞ ĮŐƵƌĞĚ ƚŚĂƚ
ŽƵƚ ůŽŶŐ ďĞĨŽƌĞ ǇŽƵ ŐŽ ŝŶƚŽ ƚŚĞ ŵĞĞƟŶŐ͘͟
,Ğ ƐĂǇƐ͕ ͞zŽƵ ŶĞĞĚ ƚŽ ƐƉĞŶĚ Ă ůŽƚ ŽĨ ƟŵĞ
understanding the client. There’s a wealth of
ƉƵďůŝĐŝŶĨŽƌŵĂƟŽŶĂǀĂŝůĂďůĞ͕ƐŽǇŽƵŶĞĞĚƚŽ
ĮŶĚŽƵƚĞǀĞƌǇƚŚŝŶŐƚŚĞƌĞŝƐƚŽŬŶŽǁĂďŽƵƚ
that company: its challenges, the problems
they’ve had, the growth they’ve gone
ƚŚƌŽƵŐŚ͕ƚŚĞƉƌĞǀŝŽƵƐĞǆĞĐƵƟǀĞƐǁŚŽŚĂǀĞ
ůĞŌĂŶĚƵŶĚĞƌǁŚĂƚĐŝƌĐƵŵƐƚĂŶĐĞƐ͘^ŽǁŚĞŶ
ǇŽƵŐŽŝŶƚŽƚŚĞŵĞĞƟŶŐ͕ǇŽƵŚĂǀĞĂƉƌĞƩǇ
good idea of what keeps them up at night.
What you want to talk about is what are the
ŽƉƉŽƌƚƵŶŝƟĞƐ ŐŽŝŶŐ ĨŽƌǁĂƌĚ͕ ĂŶĚ ŚŽǁ ǇŽƵ
can help.”
,ƵŵĂŶ ƌĞůĂƟŽŶƐŚŝƉƐ ĂƌĞ ƵŶƉƌĞĚŝĐƚĂďůĞ͕
even in business, and even if a consultant does
everything right. “I think a good consultant
ǁŝůůƵŶĚŽƵďƚĞĚůǇĚĞǀĞůŽƉƚŚĞƐĞƌĞůĂƟŽŶƐŚŝƉƐ
ŽǀĞƌƟŵĞ͕͟ƐĂǇƐƌƵŵŵŽŶĚͲ,ĂǇ͘͞/͛ǀĞďĞĞŶ
fortunate in my career to have a good
ŶƵŵďĞƌ ŽĨ ƚƌƵƐƚĞĚ ĂĚǀŝƐŽƌ ƌĞůĂƟŽŶƐŚŝƉƐ
ǁŝƚŚĚŝīĞƌĞŶƚƉĞŽƉůĞ͕ĂŶĚǁĞ͛ǀĞďĞĞŶĂďůĞ
to relate. But that’s not always the case.
Chemistry is really important. It’s not just
knowledge and substance, the client may
just not like the sound of my voice.”

that, I didn’t really think about.” Szakowski
elected to be open to an advisor.
For Jain, being open to advisors is a
deliberate choice, as well. “Our business is
based in India, but we’re working outside
India so for us, these advisors are an
extension of our team. I think now the
ƌĞůĂƟŽŶƐŚŝƉƐ ŚĂǀĞ ĚĞǀĞůŽƉĞĚ ƚŽ ƚŚĞ ĞǆƚĞŶƚ
that there comes a point when we don’t
ĞǀĞŶ ĚŝīĞƌĞŶƟĂƚĞ ďĞƚǁĞĞŶ ŽƵƌ ƚĞĂŵ ĂŶĚ
the advisors.” Jain adds “and our explicit
ŽďũĞĐƟǀĞŝƐƚŽĞŶƐƵƌĞƚŚĂƚǁĞĚĞǀĞůŽƉƐƵĐŚ
ƌĞůĂƟŽŶƐŚŝƉƐ͘͟
Ǉ ĐŚŽŽƐŝŶŐ ƚŽ ŝŶǀĞƐƚ ƟŵĞ ĂŶĚ ƚƌƵƐƚ ŝŶ
their advisors, both Szakowski and Jain have
ŐĂŝŶĞĚƚĂŶŐŝďůĞďĞŶĞĮƚƐ͘͞/ƚ͛ƐǀĞƌǇĚŝĸĐƵůƚƚŽ
ŚĂǀĞĂƚƌƵƐƚĞĚƌĞůĂƟŽŶƐŚŝƉŝĨǁĞĚŽŶ͛ƚƐŚŽǁ
trust,” Jain explains. “If we don’t show long-

When Do You Know?

How to Have a Trusted
Advisor
Clients who have relied on trusted advisors
ŶŽƚĞƚŚĞƉƌĂĐƟĐĂůďĞŶĞĮƚƐŽĨƚŚĞƌĞůĂƟŽŶƐŚŝƉ͕
and the role their own behaviors played in
ĞŶĂďůŝŶŐƐƵĐŚƌĞůĂƟŽŶƐŚŝƉƐƚŽĞǀŽůǀĞ͘
When
Christoph
Szakowski
was
ĐŽŶƚĞŵƉůĂƟŶŐ Ă ĐĂƌĞĞƌ ĐŚĂŶŐĞ͕ ŚŝƐ ƚƌƵƐƚĞĚ
advisor helped him look beyond work.
“I had a rather fast progression in my
management career, from junior manager
ƚŽ ŐĞŶĞƌĂů ŵĂŶĂŐĞƌ ŝŶ ƚŚĞ ŝŶƚĞƌŶĂƟŽŶĂů
ůŽŐŝƐƟĐƐ ŝŶĚƵƐƚƌǇ͕ ĂŶĚ / ǁĂƐ ƋƵŝƚĞ ƐĂƟƐĮĞĚ͘
ƵƚŝƚǁĂƐŶŽƚĞǀĞƌǇƚŚŝŶŐ͕ĂŶĚ/ǁĂƐƐƚĂƌƟŶŐ
ƚŽƚŚŝŶŬĂďŽƵƚŚŽǁƚŽĐŚĂŶŐĞĂŶĚƉƌŝŽƌŝƟǌĞ
my personal life versus my professional life. I
needed advice.”
tŝƚŚŽƵƚĂŶĞǆŝƐƟŶŐĂĚǀŝƐŽƌǇƌĞůĂƟŽŶƐŚŝƉ͕
^ǌĂŬŽǁƐŬŝĐŚŽƐĞƚŽƐĞĞŬŽŶĞǁŝƚŚĂƐƉĞĐŝĮĐ
ƐŬŝůů ƐĞƚ͘ ͞/ ǁĂƐ ƌĞĂůůǇ ůƵĐŬǇ Ăƚ ƚŚĂƚ ƟŵĞ͘ /
realized I needed to ask for advice. I didn’t
ǁĂŶƚ ƚŽ ĂƐŬ ƐŽŵĞďŽĚǇ ŝŶ ƚŚĞ ůŽŐŝƐƟĐƐ
industry, I didn’t want to ask a coach, I
ǁĂŶƚĞĚƚŽĮŶĚƐŽŵĞŽŶĞǁŚŽĐŽƵůĚĐŽŵďŝŶĞ
psychology with business knowledge
ĂŶĚ Ă ďƌŽĂĚĞƌ ƉĞƌƐƉĞĐƟǀĞ͘͟  dŚŝƐ ĂĚǀŝƐŽƌ
broadened my horizons, and suggested I
consider the structure of my life, my longƚĞƌŵ ŐŽĂůƐ͕ ĂŶĚ ĚŽŝŶŐ ƐŽŵĞƚŚŝŶŐ ĚŝīĞƌĞŶƚ
and new. All those things, which before

externally. It’s high-risk for the company. The
ƉŽůŝƟĐĂů ĞŶǀŝƌŽŶŵĞŶƚ ŽĨ ƉŽƚĞŶƟĂůůǇ ŚĂǀŝŶŐ
something communicated that would be
damaging to either individuals or the brand
– that’s why people are so hesitant.” Kruse
adds, “But it’s a chicken and the egg kind of
thing. If you don’t build the rapport and you
don’t have the experience with people over
ƟŵĞ͕ǇŽƵŶĞǀĞƌŐĞƚƚŽƚŚĂƚƚƌƵƐƚůĞǀĞů͘͟
ƵƩĞƌƐĂǇƐǁŚĂƚ^ǌĂŬŽǁƐŬŝĂŶĚ:ĂŝŶŬŶŽǁ
from experience. “Open-minded clients
understand that it is in their enlightened
ƐĞůĨͲŝŶƚĞƌĞƐƚ ƚŽ ďƵŝůĚ ƚŚĞƐĞ ƌĞůĂƟŽŶƐŚŝƉƐ
with their advisors. The advisor can add
more value in the context of a long-term
ƌĞůĂƟŽŶƐŚŝƉ͕ ĂŶĚ ƚŚĞ ƚƌƵƐƚ ƚŚĂƚ ĚĞǀĞůŽƉƐ
ĞůŝŵŝŶĂƚĞƐ ŵƵĐŚ ŽĨ ƚŚĞ ĨƌŝĐƟŽŶ ŽĨ ǁŽƌŬŝŶŐ
with outside providers. They also gain deep
personal understanding and support.”

term interest in working with advisors, it will
ŶŽƚĚĞǀĞůŽƉŝŶƚŽĂƚƌƵƐƚĞĚƌĞůĂƟŽŶƐŚŝƉ͘͟
ĐĐŽƌĚŝŶŐ ƚŽ ƵƩĞƌ͕ ďŽƚŚ ƚŚĞ ĐůŝĞŶƚ ĂŶĚ
the consultant play a role in developing the
ĚĞĞƉĞƌ͕ƚƌƵƐƚĞĚĂĚǀŝƐŽƌƌĞůĂƟŽŶƐŚŝƉ͕͞ďƵƚŝƚ͛Ɛ
ƵƉ ƚŽ ƚŚĞ ĐŽŶƐƵůƚĂŶƚ ƚŽ ƚĂŬĞ ƚŚĞ ŝŶŝƟĂƟǀĞ͘͟
ƵƩĞƌĂĐŬŶŽǁůĞĚŐĞƐ͕͞^ŽŵĞƟŵĞƐƚŚĞĐůŝĞŶƚ
is hard to break through to, but you’ve got to
ĂĚĚǀĂůƵĞŝŶƚŚĞƌĞůĂƟŽŶƐŚŝƉ͕ĂŶĚďƵŝůĚƐŽŵĞ
personal and professional rapport before
you can begin earning the right to becoming
a true partner and trusted advisor.”
Asked about the client’s role in developing
ĂƚƌƵƐƚĞĚƌĞůĂƟŽŶƐŚŝƉ͕<ƌƵƐĞƐĂǇƐ͞ĂƐĂĐůŝĞŶƚ
you hope that the consultant brings that
to the table. But some of it is how you, the
client, thinks about those partnerships in
ƚŚĞĮƌƐƚƉůĂĐĞ͘/ĨǇŽƵƐƚĂƌƚŽīƚŚŝŶŬŝŶŐŝƚ͛ƐĂ
partnership, then you have to provide access
ĂŶĚ ŝŶĨŽƌŵĂƟŽŶ͕ ĂŶĚ ŵŽƐƚ ĐŽŵƉĂŶŝĞƐ ĂƌĞ
ƉƌĞƩǇƉƌŽƚĞĐƟǀĞŽĨƚŚĂƚ͕ĐĞƌƚĂŝŶůǇŝŶ,Z͘͟
Why are some clients reluctant to provide
ƚŚĂƚĂĐĐĞƐƐŽƵƚƐŝĚĞŽĨĂƚƌƵƐƚĞĚƌĞůĂƟŽŶƐŚŝƉ͍
Kruse says, “People have been burned,
ƐŽ ǇŽƵ ŚĂǀĞ ƚŽ ŚĂǀĞ Ă ƉƌĞƩǇ ƚƌƵƐƟŶŐ
ƌĞůĂƟŽŶƐŚŝƉ ƚŽ ĚŝƐĐůŽƐĞ ǇŽƵƌ ĚŝƌƚǇ ůĂƵŶĚƌǇ
to somebody who talks to a lot of people

Consultants and clients recognize that the
ĞǀŽůƵƟŽŶĨƌŽŵĐŽŶƐƵůƚĂŶƚƚŽƚƌƵƐƚĞĚĂĚǀŝƐŽƌ
ŝƐďŽƚŚĞǆĐĞƉƟŽŶĂůĂŶĚŝŶĨƌĞƋƵĞŶƚ͕ĂŶĚƚŚĞǇ
know it when they see it.
Drummond-Hay recognizes “another
ůĞǀĞů͟ŝŶƚŚĞƉƌŽĨĞƐƐŝŽŶĂůƌĞůĂƟŽŶƐŚŝƉ͘tŚĞŶ
achieved, he says “there’s a dimension in
which you are advising the client above and
beyond the thing they’re working on: their
career, their dealings with management or
ƚŚĞ ŽĂƌĚ͖ ďĞŝŶŐ ŝŶ Ă ƉŽƐŝƟŽŶ ǁŚĞƌĞ ƚŚĞ
client can open up about things that are
personally important to them. From the
client’s point of view, having that kind of
ƌĞůĂƟŽŶƐŚŝƉŝƐƚƌĞŵĞŶĚŽƵƐůǇǀĂůƵĂďůĞ͘͟
Von Seldenek recalls talking to a CEO
not long ago who founded a Fortune 500
company. She says, “He had engaged me to
ŚĞůƉĮŶĚƐŽŵĞďŽĚǇĨŽƌŚŝƐďŽĂƌĚĂŶĚŝƚǁĂƐ
ĂƚƌŝĐŬǇƐŝƚƵĂƟŽŶ͘/ĐŽƵůĚƚĞůůŚĞǁĂƐƐŚĂƌŝŶŐ
with me just bits and pieces, and he was
ǁĂƚĐŚŝŶŐŵĞĂŶĚƌĞĂĚŝŶŐŚŽǁ/ǁĂƐƌĞĂĐƟŶŐ͘
ƐŚĞĐŽŶƟŶƵĞĚŽŶ͕ŚĞǁĂƐĚĞĐŝĚŝŶŐŝŶŚŝƐ
mind how much he could he tell me. In the
end he was forthcoming and really shared
what I needed to know: the culture and
ƚŚĞ ĚǇŶĂŵŝĐƐ͘ dŚĞŶ ǁŚĞŶ ŚĞ ƐŚŝŌĞĚ͕ ĂŶĚ
started talking about personal things from
ŚŝƐƉĞƌƐƉĞĐƟǀĞ͕/ƌĞĂůŝǌĞĚǁĞŚĂĚĐƌŽƐƐĞĚĂ
line. A good line.”
While not a search consultant, Jain recalls
Ă ĐŽŶƚƌĂĐƚ ŶĞŐŽƟĂƟŽŶ ŝŶ ǁŚŝĐŚ ŚĞ ǁĂƐ
ĂĚǀŝƐĞĚ ďǇ Ă ůŽĐĂů ůĂǁ Įƌŵ ƚŽ ͞ƚƌƵƐƚ ƚŚĞ
counter party and go by verbal assurance.”
tŝƚŚƚƌĞƉŝĚĂƟŽŶ͕ŚĞĨŽůůŽǁĞĚƚŚĞĂĚǀŝĐĞŽĨ
ƚŚĞ ůĂǁ Įƌŵ ĂŶĚ ͞ďĞĐĂƵƐĞ ǁĞ ǁĞŶƚ ǁŝƚŚ
the advice of our lawyer we were able to
control the price, and it became a very
ǆĞĐƵƟǀĞdĂůĞŶƚͲϭϱ

A

client was looking for a senior
ƌĞŐŝŽŶĂůŚĞĂĚŝŶƐŝĂWĂĐŝĮĐ͘dŚŝƐ
was a senior, complex, corporate
ůĞĂĚĞƌƐŚŝƉ ƉŽƐŝƟŽŶ ŽǀĞƌƐĞĞŝŶŐ ĨŽƵƌ
ƐŝŐŶŝĮĐĂŶƚ ďƵƐŝŶĞƐƐ ůŝŶĞƐ͘ dŚĞǇ ƚŚŽƵŐŚƚ
they needed a highly experienced line
ĞǆĞĐƵƟǀĞ ǁŚŽ ŚĂĚ ƐƵĐĐĞƐƐĨƵůůǇ ƌƵŶ Ă
USD$1b++ business.
Following a detailed analysis of prior
ŝŶƚĞƌŶĂůĞǆĞĐƵƟǀĞƐǁŚŽĨĂŝůĞĚŝŶƚŚŝƐƌŽůĞ͕
ǁĞƉƌŽƉŽƐĞĚĂ͚ĚĂƌŬŚŽƌƐĞ͛ĐĂŶĚŝĚĂƚĞǁŚŽ
ǁĂƐĐůĞĂƌůǇŽīͲƐƉĞĐďƵƚďƌŽƵŐŚƚĂĚĚŝƟŽŶĂů
ƐƚƌĂƚĞŐŝĐĐĂƉĂďŝůŝƟĞƐĂŶĚŝŶŇƵĞŶĐŝŶŐƐŬŝůůƐ
ƚŽ ƚŚĞ ƌŽůĞ͘ dŚĞ ĐůŝĞŶƚ ;ĨƌŽŵ ƚŚĞ K ĚŽǁŶͿ ǁĂƐ ĮǆĂƚĞĚ ŽŶ
candidates who had large scale P&L experience. However, given
ƚŚĞƌĞůĂƟŽŶƐŚŝƉǁĞŚĂĚĚĞǀĞůŽƉĞĚǁŝƚŚƚŚĞĐůŝĞŶƚĂŶĚƚŚĞĨĂĐƚ
that we had undertaken a detailed stakeholder analysis on why

ŝŵƉŽƌƚĂŶƚ ƌĞůĂƟŽŶƐŚŝƉ͕ ĂŶĚ ǁĞ ƵƐĞ ƚŚĞŵ
ĨŽƌ Ăůů ŽƵƌ ƉƌŽũĞĐƚƐ ǁŝƚŚŽƵƚ ĂŶǇ ƋƵĞƐƟŽŶƐ
ĂƐŬĞĚ͘͟,ĞƐĂǇƐ͕͞KǀĞƌƟŵĞǁĞďĞĐĂŵĞǀĞƌǇ
ĐŽŵĨŽƌƚĂďůĞ ǁŝƚŚ ƚŚĞ Įƌŵ͕ ǁĞ ĂůůŽǁ ƚŚĞŵ
ƚŽ ŶĞŐŽƟĂƚĞ ŽƵƌ ĐŽŶƚƌĂĐƚƐ͕ ĂŶĚ ƚƌƵƐƚ ƚŚĞŵ
ĐŽŵƉůĞƚĞůǇƚŽĐŽŶƟŶƵĞŽƵƌƐƚĂŶĚĂƌĚ͘͟
Jain remembers that his company had to
ĞĂƌŶƚŚĞƚƌƵƐƚŽĨƚŚĞĮƌŵ͕ĂƐǁĞůů͘͞dŚĞƌĞǁĂƐ
some apprehension on the part of the law
Įƌŵ͕ďĞĐĂƵƐĞǁĞǁĞƌĞĐŽŵŝŶŐĨƌŽŵŽƵƚƐŝĚĞ
'ĞƌŵĂŶǇ͘tŽƵůĚǁĞƉĂǇƚŚĞŝƌƌĂƚĞƐ͍tŽƵůĚ
ǁĞ ƉĂǇ ŽŶ ƟŵĞ͍ KǀĞƌ ƟŵĞ ƚŚĞǇ ďĞĐĂŵĞ
ĐŽŵĨŽƌƚĂďůĞǁŝƚŚƵƐ͕͟ŚĞƐĂǇƐ͘͞/ƚ͛ƐĚŝĸĐƵůƚƚŽ
say what leads to 'trusted advisor,' but I think
ŝƚƐ ĞǆƉĞƌŝĞŶĐĞ ĨƌŽŵ ďŽƚŚ ƉĂƌƟĞƐ ǁŝƚŚ ĞĂĐŚ
other.”
When Szakowski started as a consultant
ĂŶĚ ŝŶƚĞƌŝŵ ŵĂŶĂŐĞƌ͕ ŽīĞƌŝŶŐ ďŽƵƟƋƵĞ
ƐŽůƵƟŽŶƐ ƚŽ ƚŚĞ ůŽŐŝƐƟĐƐ ŝŶĚƵƐƚƌǇ͕ ŚĞ ŬŶĞǁ
that becoming a trusted advisor “required
ŵŽƌĞ ƐŬŝůůƐ ĂŶĚ ĂŶŽƚŚĞƌ ĂƫƚƵĚĞͶĂŶĚ ŝƚ ŝƐ
hard.” Eventually, “a few clients became so
deeply involved that they call me to ask my
advice. I started to ask about goals, about
personal issues, and as there was trust they
ƐƚĂƌƚĞĚ ƚŽ ĂƌƟĐƵůĂƚĞ ĚŝīĞƌĞŶƚ ŝƐƐƵĞƐ ĂŶĚ
ĚŝīĞƌĞŶƚĐŚĂůůĞŶŐĞƐ͘ŶĚ/ƌĞĂůŝǌĞĚ/ĐŽƵůĚďĞ
a trusted advisor while I managed one thing:
/ĐůŽƐĞĚŵǇƐĞůĨƚŽƚŚŝŶŬŝŶŐ͕͚/ĂŵĂƐŽůƵƟŽŶ
provider.’ I need to be a partner—an eye-toeye discussion on the same level.” He says, “If
I can help to change people’s mindsets, they
ŵŝŐŚƚďĞĂďůĞƚŽĚƌŝǀĞƚƌĂŶƐĨŽƌŵĂƟŽŶŝŶƚŚĞŝƌ
companies.”

Stakes and Rewards
KƌŐĂŶŝǌĂƟŽŶĂů ůĞĂĚĞƌƐŚŝƉ ŝƐ ĨƌĂƵŐŚƚ ǁŝƚŚ
risk for advisors and for clients: the risk of

ϭϲͲǆĞĐƵƟǀĞdĂůĞŶƚ

previous internal candidates had failed, the
ĐůŝĞŶƚǁĂƐƉƌĞƉĂƌĞĚƚŽ͚ƐƵƐƉĞŶĚ͛ƚŚĞŝƌďĞůŝĞĨ
on the ideal candidate and entertain one to
ƚǁŽůĂƚĞƌĂů͕ĐƌĞĂƟǀĞŝĚĞĂƐ͘
The successful candidate was very
ĚŝīĞƌĞŶƚ ƚŽ ƚŚĞ ŽƌŝŐŝŶĂů ƐƉĞĐŝĮĐĂƟŽŶ͘ dŚĞ
candidate had limited P&L experience but
had an outstanding track-record of senior
ůĞǀĞů ƐƚƌĂƚĞŐŝĐ ŝŶŇƵĞŶĐŝŶŐ ĂŶĚ ĐŽŵƉůĞǆŝƚǇ
management. The trusted advisor
ƌĞůĂƟŽŶƐŚŝƉ ƉƌŽǀŝĚĞĚ ƵƐ ƚŚĞ ƉĞƌŵŝƐƐŝŽŶ
to explore candidates that would not
otherwise have been considered.
^ƚĞǀĞDƵůůŝŶũĞƌ͕ZĞŐŝŽŶĂůůĞĂĚĞƌĂƚ,ĞŝĚƌŝĐŬΘ^ƚƌƵŐŐůĞƐ͕
ƐŝĂWĂĐŝĮĐĂŶĚƚŚĞDŝĚĚůĞĂƐƚ͕
sŝĐĞŚĂŝƌ͕^ŽĂƌĚŽĨŝƌĞĐƚŽƌƐ͘

a bad placement, the risk of a bad decision
that hurts the client, the share price and the
employees. And the rewards are high, as
ǁĞůů͗ƚŚĞĐŚĂůůĞŶŐĞƐ͕ƚŚĞŽƉƉŽƌƚƵŶŝƟĞƐ͕ĂŶĚ
ƚŚĞƌĞůĂƟŽŶƐŚŝƉƐ͘
“The stakes are high for clients,”
ƌƵŵŵŽŶĚͲ,ĂǇ ƐĂǇƐ͘ ͞ZĞĐƌƵŝƟŶŐ ŝƐ Ă ǀĞƌǇ
ŚŝŐŚͲƌŝƐŬ ƉƌŽĐĞƐƐ ĨŽƌ ĞǆĞĐƵƟǀĞƐ͘ DĂŬŝŶŐ
the wrong choice, failing to make an
appointment, those things can be very
damaging to someone’s career. Our job is to
reduce the risks that the company faces and
the individual client faces, then we’re on the
way to becoming that trusted advisor.”
Consultants welcome the privilege of
helping clients set strategy, solve problems,
build their businesses and shape their
ĐĂƌĞĞƌƐ͘dŚĞĚŽǁŶƐŝĚĞ͍͞zŽƵĐĂŶŶŽƚŐŽŽŶĂ
roadshow telling people you have been the
trusted advisor of this or that CEO—those
people don’t like it,” Ackermann says. “This
ŝƐ ǁŚǇ ŝƚ͛Ɛ ƌĂƚŚĞƌ ůŝŬĞ ĐŽŶƐƵůƟŶŐ ƵŶĚĞƌ ƚŚĞ
ƌĂĚĂƌ͘ dŚĂƚ ŚĂƉƉĞŶƐ ƋƵŝƚĞ ŽŌĞŶ ŝŶ ĞǀĞŶŝŶŐ
dinners, talks, where you sit with them for
a couple of hours and nobody knows what
you’re talking about. There are no minutes.”
sŽŶ ^ĞůĚĞŶĞŬ ŝƐ ƐƟůů ǁŽƌŬŝŶŐ ǁŝƚŚ
her Fortune 500 client. She says, “Our
ƌĞůĂƟŽŶƐŚŝƉŚĂƐŐƌŽǁŶĂŶĚ/͛ŵĚŽŝŶŐĂůŽƚŽĨ
work for him, now. And the thing about my
industry, what really makes it all worthwhile
ŝƐǁŚĞŶǇŽƵĐĂŶŚĂǀĞĂƌĞůĂƟŽŶƐŚŝƉǁŝƚŚĂ
client who has been so incredibly successful
that he doesn’t take many people into
ŚŝƐ ĐŽŶĮĚĞŶĐĞ͕ ďƵƚ ŚĂƐ ĚĞĐŝĚĞĚ ƚŚĞƌĞ͛Ɛ
something you can do to help him make
some very important decisions.”
&ŽƌtĂůŽĐŚŝŬ͕͞>ŝŬĞĂŶǇƌĞůĂƟŽŶƐŚŝƉǁŽƌƚŚ

its salt, this requires caring and taking the
ƟŵĞƚŽŶƵƌƚƵƌĞŝƚ͘KŶĂǀĞƌǇďĂƐŝĐůĞǀĞů͕ƚŚŝƐ
is knowing what´s going on in the client´s
ďƵƐŝŶĞƐƐĂŶĚŵĂƌŬĞƚ͕ĂŶĚŚŽǁƐŚĞŝƐĂīĞĐƚĞĚ
ďǇ ŝƚ͘ /ƚ ĂůƐŽ ŵĞĂŶƐ ŽīĞƌŝŶŐ ŝŶƐŝŐŚƚƐ ĂŶĚ
ŵĂƌŬĞƚŝŶĨŽƌŵĂƟŽŶŽŶĂƌĞŐƵůĂƌďĂƐŝƐ͘͟&Žƌ
example, she says “Recently I introduced two
ĐůŝĞŶƚƐƚŽĞĂĐŚŽƚŚĞƌďĞĐĂƵƐĞ/ŝĚĞŶƟĮĞĚƚŚĂƚ
they may have common business interests.”
There is a clear business interest in earning
ƚŚĞĚŝƐƟŶĐƟŽŶŽĨ͞ƚƌƵƐƚĞĚĂĚǀŝƐŽƌ͘͟WĞĂƌƐŽŶ
explains “We are not a name brand, so we
don’t get a call when somebody is thinking
ĂďŽƵƚĚŽŝŶŐƚŚĞŝƌĮƌƐƚĞǆĞĐƵƟǀĞƐĞĂƌĐŚĞǀĞƌ͘
dƌƵƐƚĞĚ ƌĞůĂƟŽŶƐŚŝƉƐ ĂƌĞ ŝŵƉŽƌƚĂŶƚ ƚŽ ƵƐ͕
because when somebody does call, 75% of
ƚŚĞ ƟŵĞ ƚŚĞ ďƵƐŝŶĞƐƐ ĐŽŵĞƐ ĨƌŽŵ ĞŝƚŚĞƌ
ŽŶĞŽĨƚǁŽƐŽƵƌĐĞƐ͗ĞǆŝƐƟŶŐĐůŝĞŶƚƐƚŚĂƚŚĂǀĞ
referred business, or sources that we’ve used
ŝŶƚŚĞĞǆĞĐƵƟǀĞƐĞĂƌĐŚƉƌŽĐĞƐƐǁŚŽŶŽƟĐĞĚ͕
and remembered how we conducted
ourselves in the process.”
ƵƐŝŶĞƐƐ ĂĚǀŝƐŝŶŐ ŝƐ ĂďŽƵƚ ƉƌŽĚƵĐƟǀĞ͕
ŵĞĂŶŝŶŐĨƵů ƌĞůĂƟŽŶƐŚŝƉƐ͘ ƵƩĞƌ ŽīĞƌƐ
ƐŽŵĞƉĞƌƐƉĞĐƟǀĞ͘͞tĞŵĂǇŚĂǀĞŚƵŶĚƌĞĚƐ͕
ĞǀĞŶ ƚŚŽƵƐĂŶĚ ŽĨ >ŝŶŬĞĚ/Ŷ ĐŽŶŶĞĐƟŽŶƐ͕
but actually in our careers and in our lives
it comes down to a handful of people with
ǁŚŽŵ ǁĞ ŚĂǀĞ ĚĞĞƉ͕ ƚƌƵƐƚĞĚ ƌĞůĂƟŽŶƐŚŝƉƐ
ŝŶ ďƵƐŝŶĞƐƐ ĂŶĚ ŝŶ ůŝĨĞ͘ dŚŽƐĞ ƌĞůĂƟŽŶƐŚŝƉƐ͕
the people with whom you develop your
career, tend to stay with you and become the
building blocks of your life. There’s nothing
more rewarding.”
͞tŚǇ ĂƌĞ ǁĞ ŝŶ ƚŚŝƐ ďƵƐŝŶĞƐƐ͍͟ ƵƩĞƌ
ĂƐŬƐ͘͞ĞĐĂƵƐĞŝŶƚŚĞĞŶĚ͕ƌĞůĂƟŽŶƐŚŝƉƐĂƌĞ
core to the human experience and what
gives meaning to our lives.”
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The GDPR
and AESC:
The implications
for firms, clients
and candidates of
executive search
and leadership
consulting.
The individuals quoted in the following
ĂƌƟĐůĞĂƌĞĨƌŽŵĞŝƚŚĞƌ^͕^
ŵĞŵďĞƌĮƌŵƐŽƌƉĂƌƚŶĞƌŽƌŐĂŶŝǌĂƟŽŶƐ͘
Their comments do not necessarily
ƌĞƉƌĞƐĞŶƚŽĸĐŝĂůǀŝĞǁƐŽĨƚŚĞŝƌ
ƌĞƐƉĞĐƟǀĞĮƌŵƐŽƌ^͘dŚĞƐƚĂƚĞŵĞŶƚƐ
ŝŶƚŚĞĨŽůůŽǁŝŶŐĂƌƟĐůĞĂƌĞŶĞŝƚŚĞƌůĞŐĂů
advice nor professional counsel.

;ϭͿdŚĞƉƌŽƚĞĐƟŽŶŽĨŶĂƚƵƌĂů
ƉĞƌƐŽŶƐŝŶƌĞůĂƟŽŶƚŽƚŚĞ
ƉƌŽĐĞƐƐŝŶŐŽĨƉĞƌƐŽŶĂůĚĂƚĂŝƐĂ
ĨƵŶĚĂŵĞŶƚĂůƌŝŐŚƚ͘ƌƟĐůĞϴ;ϭͿ
ŽĨƚŚĞŚĂƌƚĞƌŽĨ&ƵŶĚĂŵĞŶƚĂů
ZŝŐŚƚƐŽĨƚŚĞƵƌŽƉĞĂŶhŶŝŽŶ
;ƚŚĞ͚ŚĂƌƚĞƌ͛ͿĂŶĚƌƟĐůĞϭϲ;ϭͿ
ŽĨƚŚĞdƌĞĂƚǇŽŶƚŚĞ&ƵŶĐƟŽŶŝŶŐ
ŽĨƚŚĞƵƌŽƉĞĂŶhŶŝŽŶ;d&hͿ
ƉƌŽǀŝĚĞƚŚĂƚĞǀĞƌǇŽŶĞŚĂƐ
ƚŚĞƌŝŐŚƚƚŽƚŚĞƉƌŽƚĞĐƟŽŶŽĨ
ƉĞƌƐŽŶĂůĚĂƚĂĐŽŶĐĞƌŶŝŶŐŚŝŵ
ŽƌŚĞƌ͘
Z'h>d/KE;hͿϮϬϭϲͬϲϳϵK&
THE EUROPEAN PARLIAMENT
AND OF THE COUNCIL of 27
April 2016

ϭϴͲǆĞĐƵƟǀĞdĂůĞŶƚ

I

n a sweeping overhaul that has worldǁŝĚĞ ŝŵƉůŝĐĂƟŽŶƐ͕ ƚŚĞ ũŽŝŶƚ ƵƌŽƉĞĂŶ
Union, European Commission General
ĂƚĂWƌŽƚĞĐƟŽŶZĞŐƵůĂƟŽŶ;'WZͿŝŵƉŽƐĞƐ
ŶĞǁ ŽďůŝŐĂƟŽŶƐ ŽŶ ƚŚĞ ĐŽŵƉĂŶŝĞƐ ƚŚĂƚ
collect and store individuals’ personal data,
gives individuals expanded control over
ƚŚĞŝƌƉĞƌƐŽŶĂůŝŶĨŽƌŵĂƟŽŶ͕ĂŶĚĚƌĂŵĂƟĐĂůůǇ
raises the stakes of not complying with data
ƉƌŽƚĞĐƟŽŶůĂǁ͘
Years in the making, the GDPR will start
being enforced on May 25, 2018. Executive
search and leadership consulting firms
and their clients are preparing now to be
ready.
Karen Greenbaum, AESC President and
CEO, emphasizes that data privacy and
ĚĂƚĂ ƐĞĐƵƌŝƚǇ ŚĂǀĞ ĂůǁĂǇƐ ďĞĞŶ ĐƌŝƟĐĂů ƚŽ
earning and keeping the trust of clients.
“As a profession, we have a long history of
ĐŽŶĮĚĞŶƟĂůŝƚǇĂŶĚƚƌƵƐƚ͘tĞĚĞĂůǁŝƚŚƚŽƉ
ĞǆĞĐƵƟǀĞĐĂŶĚŝĚĂƚĞƐĂŶĚĐůŝĞŶƚƐůŽŽŬŝŶŐƚŽ
ĮůůƚŚĞŝƌŵŽƐƚŝŵƉŽƌƚĂŶƚĞǆĞĐƵƟǀĞƉŽƐŝƟŽŶƐ͘

Members of AESC have led the way for
ŵĂŶǇǇĞĂƌƐŝŶƚĞƌŵƐŽĨďĞƐƚƉƌĂĐƟĐĞƐǁŚĞŶ
it comes to data privacy and data security,
'WZ ĚĞĮŶŝƚĞůǇ ĂĚĚƐ ŵŽƌĞ ƌĞŐƵůĂƟŽŶ
to this commitment of data privacy and
security and we are helping to ensure that
our members are ready for May 25 of next
year.”
DĂƩŚĞǁ ,ĞƌŵĂŶ͕ ^ 'WZ dĂƐŬ
Force member and Associate General
Counsel at Russell Reynolds describes the
'WZ͛Ɛ ŝŵƉĂĐƚ ŽŶ ƚŚĞ ĞǆĞĐƵƟǀĞ ƐĞĂƌĐŚ
ĂŶĚ ůĞĂĚĞƌƐŚŝƉ ĐŽŶƐƵůƟŶŐ ŝŶĚƵƐƚƌǇ͘ ͞ǀĞƌǇ
ĂƐƉĞĐƚŽĨŽƵƌďƵƐŝŶĞƐƐŝƐĂīĞĐƚĞĚ͕ĂƐĞǀĞƌǇ
aspect deals with processing the personal
data of individuals,” he says. “Whether
ƚŚĂƚ͛Ɛ ĞǆĞĐƵƟǀĞ ƐĞĂƌĐŚĞƐ͕ ǁŚĞƚŚĞƌ ƚŚĂƚ͛Ɛ
mappings, whether that’s assessments,
each of those lines of business requires
the processing of somebody’s personal
ŝŶĨŽƌŵĂƟŽŶ͘͟
,ĞĂĚĚƐ͕͞KƵƌůŝĨĞďůŽŽĚŝƐƚŚĞŝŶĨŽƌŵĂƟŽŶ
that we have about people, and the GDPR is

designed to regulate the processing of that
ŝŶĨŽƌŵĂƟŽŶ͘͟
David Peters, Group Finance Director,
Odgers Berndtson emphasizes that “despite
ƚŚĞ ŶĞǁ ůĞŐŝƐůĂƟŽŶ͕ ŚĂŶĚůĞĚ ĐŽƌƌĞĐƚůǇ͕
ĞǆĞĐƵƟǀĞƐĞĂƌĐŚĂŶĚůĞĂĚĞƌƐŚŝƉĮƌŵƐƐŚŽƵůĚ
ŶŽƚ ďĞ ĨƌŝŐŚƚĞŶĞĚ ďǇ ƚŚĞ ŶĞǁ ůĞŐŝƐůĂƟŽŶ͘
/ŶĚĞĞĚ͕ ŝƚ ǁŝůů ŚĞůƉ ĮƌŵƐ ƚŽ ĚĞŵŽŶƐƚƌĂƚĞ
that candidates and clients can trust search
ĮƌŵƐǁŝƚŚƚŚĞŝƌƉĞƌƐŽŶĂůĚĂƚĂ͘͟

What Has Changed
The GDPR is, in large
ƉĂƌƚ͕ ĂŶ ĞǀŽůƵƟŽŶ ŽĨ ƚŚĞ
ϭϵϵϱ ĂƚĂ WƌŽƚĞĐƟŽŶ
ŝƌĞĐƟǀĞ ƵƉŽŶ ǁŚŝĐŚ ŵŽƐƚ
ŽĨƵƌŽƉĞ͛ƐŶĂƟŽŶĂůůĂǁƐŽŶ
ĚĂƚĂƉƌŽƚĞĐƟŽŶĂƌĞďĂƐĞĚ͘ŵŽŶŐƚŚĞŵŽƐƚ
ŶŽƚĂďůĞĐŚĂŶŐĞƐĂƌĞƚŚĞƉĞŶĂůƟĞƐĨŽƌŶŽŶͲ
ĐŽŵƉůŝĂŶĐĞ͕ƚŚĞƌĞĂĐŚŽĨƚŚĞƌĞŐƵůĂƟŽŶ͕ƚŚĞ
expanded rights for individual data subjects,
the requirement for consent, and added
ƌĞƐƉŽŶƐŝďŝůŝƟĞƐĨŽƌƌĞƉŽƌƟŶŐƉƌŽďůĞŵƐĂŶĚ
ĚŽĐƵŵĞŶƟŶŐĐŽŵƉůŝĂŶĐĞ͘
WĞŶĂůƟĞƐ͗ hŶĚĞƌ ƚŚĞ ŶĞǁ ůĞŐŝƐůĂƟŽŶ͕
ŵĂǆŝŵƵŵ ĮŶĞƐ ĨŽƌ Ă ĚĂƚĂ ƉƌŽƚĞĐƟŽŶ
ǀŝŽůĂƟŽŶĐĂŶƌĞĂĐŚƚŚĞŐƌĞĂƚĞƌŽĨΦϮϬŵŝůůŝŽŶ
or 4% of global turnover. Tim Hickman, who
was recently promoted to partner at White
& Case LLP, advises AESC on the impact of
ƚŚĞ 'ĞŶĞƌĂů ĂƚĂ WƌŽƚĞĐƟŽŶ ZĞŐƵůĂƟŽŶ
;'WZͿŽŶƚŚĞĞǆĞĐƵƟǀĞƐĞĂƌĐŚƉƌŽĨĞƐƐŝŽŶ͘
͞zŽƵ͛ƌĞ ŐŽŝŶŐ ĨƌŽŵ Ă ƐŝƚƵĂƟŽŶ ǁŚĞƌĞ ƚŚĞ
ĮŶĞƐ ĂƌĞ ƚŽŽ ƐŵĂůů ƚŽ ŚĂǀĞ ǀĞƌǇ ŵƵĐŚ
ŝŵƉĂĐƚ͕ŐŝǀĞŶƚŚĂƚƚŚĞƌŝƐŬŽĨŝŶĐƵƌƌŝŶŐĂĮŶĞ
ǁĂƐƋƵŝƚĞůŽǁ͕ƚŽĂƐŝƚƵĂƟŽŶǁŚĞƌĞƚŚĞƌŝƐŬ
ŽĨŝŶĐƵƌƌŝŶŐĂĮŶĞŽŶůǇŐŽĞƐƵƉŵŽĚĞƌĂƚĞůǇ
ďƵƚƚŚĞĐŽŶƐĞƋƵĞŶĐĞŽĨƚŚĂƚĮŶĞŝŶĐƌĞĂƐĞƐ
astronomically.”
dĞƌƌŝƚŽƌŝĂůƐĐŽƉĞ͗ The reach of the GDPR
ŚĂƐƐŝŐŶŝĮĐĂŶƚůǇĞǆƉĂŶĚĞĚ͕ĂƐǁĞůů͘dŚĞŶĞǁ
law applies to any business that directly
ŽīĞƌƐ ŐŽŽĚƐ Žƌ ƐĞƌǀŝĐĞƐ ƚŽ h ƌĞƐŝĚĞŶƚƐ͕
regardless of where the business is located,
and even if it has no physical presence
in the EU. Hickman describes “a fairly
aggressive extraterritorial land grab by the
EU, basically saying even if you are outside
the EU, if you want to do business in the EU
with consumers you must play by Europe’s
rules.”
/ŶĚŝǀŝĚƵĂůƌŝŐŚƚƐ͗dŚĞŶĞǁƌĞŐƵůĂƟŽŶĂůƐŽ
ĐŽĚŝĮĞƐƚŚĞƌŝŐŚƚƐŽĨŝŶĚŝǀŝĚƵĂůƐǁŝƚŚƌĞŐĂƌĚ
to their personal data, including among
ŽƚŚĞƌƐ ƚŚĞ ƌŝŐŚƚ ŽĨ ĂĐĐĞƐƐ ƚŽ ŝŶĨŽƌŵĂƟŽŶ

collected about them, the right to correct
ƚŚĞŝƌ ŝŶĨŽƌŵĂƟŽŶ͕ ƚŚĞ ƌŝŐŚƚ ƚŽ ŶŽƟĮĐĂƟŽŶ͕
ƚŚĞƌŝŐŚƚƚŽďĞĨŽƌŐŽƩĞŶ͘
ƵƚŽŵĂƚĞĚĚĞĐŝƐŝŽŶͲŵĂŬŝŶŐ is a challenge
in the search context, as well. Under the
ƌĞŐƵůĂƟŽŶ͕ĚĂƚĂƐƵďũĞĐƚƐŚĂǀĞƚŚĞƌŝŐŚƚŶŽƚ
to be subject to a decision based solely on
automated processing. Bryan Ackermann
ŝƐ ŚŝĞĨ /ŶĨŽƌŵĂƟŽŶ KĸĐĞƌ Ăƚ <ŽƌŶ &ĞƌƌǇ͘
,Ğ ƐĂǇƐ͕ ͞ůů ƚŚĞ ƐĞĂƌĐŚ ĮƌŵƐ ĂƌĞ ƚƌǇŝŶŐ ƚŽ
leverage more technology and machine
learning into our search process, to improve
ĐůŝĞŶƚ ŵĂƚĐŚ ĂŶĚ ƌĞĚƵĐĞ ƚŚĞ ƟŵĞ ƚŽ ĮůůͶ
that’s an area where we have a watchful eye
on the pieces of GDPR that speak directly
to not using personal data exclusively for
the purpose of automated decision-making
around employment.” He emphasizes, “That
is prohibited, so we are ensuring that the
human element is always at play, and that
we are not leveraging technology only in our
ƐĞĂƌĐŚĮůƚĞƌƐ͘͟
Greenbaum adds, “In our profession,
there is both an art and a science to the
work we do. We take great pride in the years
of experience we bring to each assignment,
as trusted advisors. Yes, technology has

Η^ĞĂƌĐŚĮƌŵƐĂƌĞƚƌǇŝŶŐƚŽ
ůĞǀĞƌĂŐĞŵŽƌĞƚĞĐŚŶŽůŽŐǇĂŶĚ
ŵĂĐŚŝŶĞůĞĂƌŶŝŶŐŝŶƚŽŽƵƌ
ƐĞĂƌĐŚƉƌŽĐĞƐƐ͕ƚŽŝŵƉƌŽǀĞ
ĐůŝĞŶƚŵĂƚĐŚĂŶĚƌĞĚƵĐĞƚŚĞ
ƟŵĞƚŽĮůů͘Η
— Bryan Ackermann,
CIO, Korn Ferry

ǆĞĐƵƟǀĞdĂůĞŶƚͲϭϵ

ΗKƵƌůŝĨĞďůŽŽĚŝƐƚŚĞ
ŝŶĨŽƌŵĂƟŽŶƚŚĂƚǁĞŚĂǀĞ
ĂďŽƵƚƉĞŽƉůĞ͕ĂŶĚƚŚĞ'WZ
ŝƐĚĞƐŝŐŶĞĚƚŽƌĞŐƵůĂƚĞƚŚĞ
ƉƌŽĐĞƐƐŝŶŐŽĨƚŚĂƚŝŶĨŽƌŵĂƟŽŶ͘Η
ͶDĂƩŚĞǁ,ĞƌŵĂŶ͕
Associate General Counsel,
Russell Reynolds Associates

ΗĞƐƉŝƚĞƚŚĞŶĞǁůĞŐŝƐůĂƟŽŶ͕
ŚĂŶĚůĞĚĐŽƌƌĞĐƚůǇ͕ĞǆĞĐƵƟǀĞ
ƐĞĂƌĐŚĂŶĚůĞĂĚĞƌƐŚŝƉĮƌŵƐ
ƐŚŽƵůĚŶŽƚďĞĨƌŝŐŚƚĞŶĞĚďǇƚŚĞ
ŶĞǁůĞŐŝƐůĂƟŽŶ͘/ŶĚĞĞĚ͕ŝƚǁŝůů
ŚĞůƉĮƌŵƐƚŽĚĞŵŽŶƐƚƌĂƚĞƚŚĂƚ
ĐĂŶĚŝĚĂƚĞƐĂŶĚĐůŝĞŶƚƐĐĂŶƚƌƵƐƚ
ƐĞĂƌĐŚĮƌŵƐǁŝƚŚƚŚĞŝƌƉĞƌƐŽŶĂů
ĚĂƚĂ͘Η
— David Peters,
Group Finance Director,
Odgers Berndtson

ϮϬͲǆĞĐƵƟǀĞdĂůĞŶƚ

enhanced much of what we do…and will
ĐŽŶƟŶƵĞƚŽĚŽƐŽ͘ƵƚŝƚĚŽĞƐŶŽƚƌĞƉůĂĐĞŽƵƌ
industry, market and candidate assessment
ĞǆƉĞƌƟƐĞ͘͟
>ĞŐŝƟŵĂƚĞ ŝŶƚĞƌĞƐƚ ǀĞƌƐƵƐ ŽŶƐĞŶƚ͗
Firms require a legal basis for processing
data, and, for our profession, this can be
ŚĂǀŝŶŐ Ă ůĞŐŝƟŵĂƚĞ ďƵƐŝŶĞƐƐ ŝŶƚĞƌĞƐƚ Žƌ
obtaining consent. Hickman explains, “It
ŝƐ ĞǆƉĞĐƚĞĚ ƚŚĂƚ ůĞŐŝƟŵĂƚĞ ŝŶƚĞƌĞƐƚƐ ǁŝůů
ĐŽǀĞƌŵĂŶǇŽĨƚŚĞƉƌŽĐĞƐƐŝŶŐĂĐƟǀŝƟĞƐƚŚĂƚ
ĞǆĞĐƵƟǀĞƐĞĂƌĐŚĮƌŵƐƵŶĚĞƌƚĂŬĞ͘,ŽǁĞǀĞƌ͕
ĐŽŶƐĞŶƚ ŵĂǇ ďĞ ƌĞƋƵŝƌĞĚ ǁŚĞŶ ƐĞŶƐŝƟǀĞ
ŝŶĨŽƌŵĂƟŽŶŝƐƉƌŽĐĞƐƐĞĚ͘͟
Under GDPR, lawful consent has become
ƐŝŐŶŝĮĐĂŶƚůǇ ŚĂƌĚĞƌ ƚŽ ŽďƚĂŝŶ͘ ŽŶƐĞŶƚ
ŵƵƐƚ ďĞ ͞ĨƌĞĞůǇ ŐŝǀĞŶ͕ ƐƉĞĐŝĮĐ͕ ŝŶĨŽƌŵĞĚ
ĂŶĚĂŶƵŶĂŵďŝŐƵŽƵƐŝŶĚŝĐĂƟŽŶŽĨƚŚĞĚĂƚĂ
subject’s wishes by which he or she, by a
ƐƚĂƚĞŵĞŶƚ Žƌ ďǇ Ă ĐůĞĂƌ ĂĸƌŵĂƟǀĞ ĂĐƟŽŶ͕
ƐŝŐŶŝĮĞƐ ĂŐƌĞĞŵĞŶƚ ƚŽ ƚŚĞ ƉƌŽĐĞƐƐŝŶŐ ŽĨ
ƉĞƌƐŽŶĂůĚĂƚĂƌĞůĂƟŶŐƚŽŚŝŵŽƌŚĞƌ͘͟
Greenbaum says, “There may be
ƟŵĞƐ ǁŚĞŶ ŽďƚĂŝŶŝŶŐ ĐŽŶƐĞŶƚ ďĞĐŽŵĞƐ
important. For example, consent is
ŽŌĞŶ ƌĞĐĞŝǀĞĚ ďĞĨŽƌĞ ƉƌŽĐĞĞĚŝŶŐ ǁŝƚŚ
ƉƐǇĐŚŽŵĞƚƌŝĐ ƚĞƐƟŶŐ Žƌ ďĂĐŬŐƌŽƵŶĚ
ĐŚĞĐŬŝŶŐ͘dŚŝƐŝƐĂůƌĞĂĚǇĂďĞƐƚƉƌĂĐƟĐĞĂŶĚ
is even more important under GDPR.”
Indeed, a lot has changed under the
ŶĞǁƌĞŐƵůĂƟŽŶƐ͘͞ǀĞƌǇŽŶĞŝƐŵŽƌĞĂƚƌŝƐŬ͗
ƚŚĞ ĮŶĞƐ ĂƌĞ ŚŝŐŚĞƌ͕ ƚŚĞƌĞ ƉƌŽŵŝƐĞƐ ƚŽ ďĞ
more even enforcement, so everyone is a
ůŝƩůĞŵŽƌĞĂƚƌŝƐŬƚŚĂŶƚŚĞǇǁĞƌĞǇĞƐƚĞƌĚĂǇ
because the stakes are higher now,” says
Heath Brewer, AESC GDPR Task Force
member and General Counsel at Spencer
Stuart.
ƌĞǁĞƌƐĂǇƐ͕͞tĞƵƐĞĂƌĞůĂƟǀĞůǇĐŽŵƉĂĐƚ
set of data. It tends to be the personal

ŝŶĨŽƌŵĂƟŽŶ ŽĨ ƉĞŽƉůĞ ǁŚŽ ĂƌĞ ďƵƐŝŶĞƐƐͲ
ƐĂǀǀǇ͖ƉĞŽƉůĞǁŚŽĂƌĞƐŽƉŚŝƐƟĐĂƚĞĚƵƐĞƌƐŽĨ
our service who know what we’re doing in
the market, versus a shadowy tech company
ƐĞůůŝŶŐƉĞƌƐŽŶĂůĚĂƚĂƚŽĂĚǀĞƌƟƐĞƌƐ͘͟

The Role of AESC
Transparency and confidentiality
are cornerstones of the AESC
ŽĚĞŽĨWƌŽĨĞƐƐŝŽŶĂůWƌĂĐƟĐĞ͕
ĂŶĚƚŚĞŶĞǁ'WZƌĞŐƵůĂƟŽŶƐ
align with the standards of the
ĞǆĞĐƵƟǀĞ ƐĞĂƌĐŚ ĂŶĚ ůĞĂĚĞƌƐŚŝƉ ĐŽŶƐƵůƟŶŐ
profession. AESC is working with European
regulators to develop data privacy and security
ŐƵŝĚĞůŝŶĞƐ ĨŽƌ ƚŚĞ ďĞŶĞĮƚ ŽĨ ^ ŵĞŵďĞƌ
ĮƌŵƐ͘ ^ ŽīĞƌƐ ŝƚƐ ŵĞŵďĞƌƐ ƚƌĂŝŶŝŶŐ͕
ĞĚƵĐĂƟŽŶ ĂŶĚ ŽƉƉŽƌƚƵŶŝƟĞƐ ĨŽƌ ƉĞĞƌͲƚŽͲƉĞĞƌ
ĚŝƐĐƵƐƐŝŽŶƐ͕ĂŶĚŝƐĂĐƟǀĞůǇǁŽƌŬŝŶŐǁŝƚŚůĞŐĂů
ĮƌŵtŚŝƚĞΘĂƐĞƚŽŝŶƚĞƌƉƌĞƚƚŚĞƌĞŐƵůĂƟŽŶ
on behalf of the profession.
Greenbaum says, “As ƚŚĞ ĂƐƐŽĐŝĂƟŽŶ ĨŽƌ
ŽƵƌ ƉƌŽĨĞƐƐŝŽŶ ǁŽƌůĚǁŝĚĞ͕ ƌĞƉƌĞƐĞŶƟŶŐ
ŽŶůǇ ƚŚĞ ǀĞƌǇ ďĞƐƚ ĮƌŵƐ͕ ǁĞ ŬŶŽǁ ŚŽǁ
important it is for us to ensure that our
ŵĞŵďĞƌƐĂƌĞĂǁĂƌĞŽĨƚŚĞƌĞŐƵůĂƟŽŶƐƚŚĂƚ
ŝŵƉĂĐƚ ƚŚĞ ĐƌŝƟĐĂů ǁŽƌŬ ƚŚĂƚ ǁĞ ĚŽ ǁŝƚŚ
ĐůŝĞŶƚƐ ĂŶĚ ƚŽƉ ĞǆĞĐƵƟǀĞƐ͘  ŽŵƉůŝĂŶĐĞ
ŝƐ ĐƌŝƟĐĂů ĂŶĚ ŽŌĞŶƟŵĞƐ ŝƚ ŝƐ ŽŶůǇ Ă
“minimum standard” to the care that our
members take in the work that they do.”
According to Hickman, “There’s no legal
ŽďůŝŐĂƟŽŶ ĨŽƌ ^ ƚŽ ŚĞůƉ ŝƚƐ ŵĞŵďĞƌƐ
be compliant, but there are obvious
ĂƩƌĂĐƟŽŶƐƚŽŝƚ͘KŶĞŽĨƚŚŽƐĞŝƐƚŽĞŶƐƵƌĞ
ƚŚĂƚŵĞŵďĞƌĮƌŵƐŝŶƚŚĞĞǆĞĐƵƟǀĞƐĞĂƌĐŚ
and leadership space are aligned in terms
of their approach to GDPR compliance,
ĂŶĚĞƐƚĂďůŝƐŚŝŶŐŝŶĚƵƐƚƌǇďĞƐƚƉƌĂĐƟĐĞ͕͟ŚĞ
says.

Roles and Processes and Why
They Matter
The new rules are already
ǁĞŝŐŚŝŶŐ ŽŶ ĞǆĞĐƵƟǀĞ
search and leadership
ĐŽŶƐƵůƟŶŐ ĮƌŵƐ ĂŶĚ ƚŚĞŝƌ
clients. “I probably have
ŽŶĞĐŽŶǀĞƌƐĂƟŽŶĂĚĂǇǁŝƚŚĂĐůŝĞŶƚĂďŽƵƚ
ĚĂƚĂ ƉƌŽƚĞĐƟŽŶ͕ ƌĞǁĞƌ ƐĂǇƐ͘ ͞dŚĞ ŵŽƐƚ
ƐŽƉŚŝƐƟĐĂƚĞĚ ĂƌĞ ĂůƌĞĂĚǇ ƐĞŶĚŝŶŐ ƵƐ ŝŶͲ
ĚĞƉƚŚ ƋƵĞƐƟŽŶŶĂŝƌĞƐ ĂŶĚ ƉƵƫŶŐ ƵƐ ŝŶ
ƚŽƵĐŚǁŝƚŚƚŚĞŝƌĚĂƚĂƉƌŽƚĞĐƟŽŶƉĞŽƉůĞ͘/Ŷ
other cases, many clients are feeling their
ǁĂǇ ƚŚƌŽƵŐŚ ƚŚŝƐ Ăƚ ƚŚĞ ƐĂŵĞ ƟŵĞ ĂƐ ƚŚĞ
industry, so that in some cases it’s a dialogue
with clients. They want to know what we’re
doing, we want to know what they’re doing,
ĂŶĚǁĞ͛ƌĞĞĚƵĐĂƟŶŐĞĂĐŚŽƚŚĞƌĂŶĚŵĂŬŝŶŐ
decisions together about how we are going
to tackle this new regulatory landscape.”
And it is a new landscape.
KhEd/>dz is greatly expanded: in
terms of accountability, the GDPR sets out
ĚĞƚĂŝůĞĚ ĞǆƉĞĐƚĂƟŽŶƐ ŽĨ ĞǀĞƌǇ ĞŶƟƚǇ ƚŚĂƚ
handles personal data within the chain of
ƉŽƐƐĞƐƐŝŽŶ͘ dŚĞ ůĞŐŝƐůĂƟŽŶ ĐůŽƐĞƐ ƐŽŵĞ
ůŽŽƉŚŽůĞƐǁŚŝůĞŝƚĚĞĮŶĞƐĂŶĚďƌŽĂĚĞŶƐƚŚĞ
ƌĞƐƉŽŶƐŝďŝůŝƚǇĨŽƌĚĂƚĂƉƌŽƚĞĐƟŽŶ͘
Brewer explains, “There are two sides
ŽĨ ƚŚĞ ĐŽŝŶ ŝŶ ƚŚĞ ƌĞŐƵůĂƟŽŶ͗ ƚŚĞƌĞ ŝƐ Ă
data controller and a data processor. If you
are a data controller, you are seen as the
manager of the data: you dictate who has
access to it, you can make decisions about
who can delete it, what happens to it. You
ƌĞŐƵůĂƚĞ the use of the data. If you are a
ĚĂƚĂ ƉƌŽĐĞƐƐŽƌ͕ ǇŽƵ ĂƌĞ ƚĂŬŝŶŐ ŝŶĨŽƌŵĂƟŽŶ
from the data controller and following the
rules which have been set out between the
ƚǁŽŽƌŐĂŶŝǌĂƟŽŶƐ͘͟

By expanding responsibility and liability,
GDPR holds both data controllers and
data processors to a higher standard
of accountability, and also holds data
controllers liable for the compliance
behavior of their processors.
“GDPR says that we now, as data
controllers, are responsible for the behavior
and the compliance of any data processors,
ƚŚĞƐĞƚŚŝƌĚƉĂƌƟĞƐƚŚĂƚŚĞůƉƵƐĚĞůŝǀĞƌƚŚĞ
product or service,” Ackermann explains.
“That ranges from infrastructure providers
ƚŽ ƐŽŌǁĂƌĞ ƉƌŽǀŝĚĞƌƐ͕ ƚŽ ǀĂƌŝĂďůĞ ůĂďŽƌͶ
contract consultants, contract recruiters
who may help us deliver a product or
service. That’s a huge change,” he says.
“Now, not only are they in scope, now the
controller—the owner of the decision on
how a person’s data is handled—has to
stand up for the performance of any third
party vendors.”
ŶĚ ŝŶ ƚŚĞ ǁŽƌůĚ ŽĨ ĞǆĞĐƵƟǀĞ ƐĞĂƌĐŚ
ĂŶĚ ůĞĂĚĞƌƐŚŝƉ ĐŽŶƐƵůƟŶŐ͕ ŝƚ͛Ɛ ĞǀĞŶ ŵŽƌĞ
complicated. “I have had a lot of discussions
with clients about who is the controller of
candidate data,” Brewer says. “The data
controller can direct the processor to
delete data. That means if a ĐůŝĞŶƚ was the
controller, they could require us to delete
ŽƵƌ candidate data, and that doesn’t make
sense for our business. This is a real, live
point that we chat with clients about all the
ƟŵĞ͘͟dŚĞŝĚĞĂůƌĞůĂƟŽŶƐŚŝƉŵĂǇďĞƚŚĂƚŽĨ
joint controller.
Greenbaum adds, “We need to be sure our
members understand their important role
as data controllers and that they are wellprepared to ensure that clients understand
this as well. We maintain candidate
ĚĂƚĂďĂƐĞƐ ĂŶĚ ŚĂǀĞ Ă ůĞŐŝƟŵĂƚĞ ďƵƐŝŶĞƐƐ

ΗŽŶƐĞŶƚŝƐŽŌĞŶƌĞĐĞŝǀĞĚ
ďĞĨŽƌĞƉƌŽĐĞĞĚŝŶŐǁŝƚŚ
ƉƐǇĐŚŽŵĞƚƌŝĐƚĞƐƟŶŐŽƌ
ďĂĐŬŐƌŽƵŶĚĐŚĞĐŬŝŶŐ͘
dŚŝƐŝƐĂůƌĞĂĚǇĂďĞƐƚ
ƉƌĂĐƟĐĞĂŶĚŝƐĞǀĞŶŵŽƌĞ
ŝŵƉŽƌƚĂŶƚƵŶĚĞƌ'WZ͘Η
— Karen Greenbaum,
President and CEO, AESC

ǆĞĐƵƟǀĞdĂůĞŶƚͲϮϭ

ΗǀĞƌǇŽŶĞŝƐŵŽƌĞĂƚƌŝƐŬ͗ƚŚĞ
ĮŶĞƐĂƌĞŚŝŐŚĞƌ͕ƚŚĞƌĞƉƌŽŵŝƐĞƐ
ƚŽďĞĞǀĞŶŵŽƌĞĞŶĨŽƌĐĞŵĞŶƚ͕
ƐŽĞǀĞƌǇŽŶĞŝƐĂůŝƩůĞŵŽƌĞĂƚ
ƌŝƐŬƚŚĂŶƚŚĞǇǁĞƌĞǇĞƐƚĞƌĚĂǇ
ďĞĐĂƵƐĞƚŚĞƐƚĂŬĞƐĂƌĞŚŝŐŚĞƌ
ŶŽǁ͘Η
— Heath Brewer,
General Counsel, Spencer Stuart

ϮϮͲǆĞĐƵƟǀĞdĂůĞŶƚ

ƌĞĂƐŽŶĨŽƌĚŽŝŶŐƐŽ͘dŚŝƐůĞŐŝƟŵĂƚĞŝŶƚĞƌĞƐƚ
ŝƐ͕ ŝŶ ĨĂĐƚ͕ ŶŽƚ ĂƵƚŽŵĂƟĐĂůůǇ ƚƌĂŶƐĨĞƌƌĞĚ ƚŽ
the client. They need to understand their
ŽǁŶ ƌĞƐƉŽŶƐŝďŝůŝƟĞƐ ĨŽƌ ĚĂƚĂ ƉƌŝǀĂĐǇ ĂŶĚ
security.”
ZŽůĞƐ ĂŶĚ ƌĞƐƉŽŶƐŝďŝůŝƟĞƐ ƵŶĚĞƌ 'WZ
ǁŝůů ďĞĐŽŵĞ ĨĂŵŝůŝĂƌ ĐŽŶǀĞƌƐĂƟŽŶƐ͕ ǁŝƚŚ
ĮƌŵƐ ĂŶĚ ĐůŝĞŶƚƐ ƐƟůů ĮŐƵƌŝŶŐ ŽƵƚ ŚŽǁ ƚŚŝƐ
ǁŝůůǁŽƌŬĂƐƚŚĞƌĞŐƵůĂƟŽŶďĞĐŽŵĞƐůĂǁ͘
>t&h> WZK^/E' of personal data
is dependent on establishing legal bases:
ĞŝƚŚĞƌĐŽŶƐĞŶƚŽƌůĞŐŝƟŵĂƚĞŝŶƚĞƌĞƐƚƐ͘
Hickman explains, “Firms require legal
bases on which to process data. Consent is
ŽŶĞůĞŐĂůďĂƐŝƐ͘>ĞŐŝƟŵĂƚĞďƵƐŝŶĞƐƐŝŶƚĞƌĞƐƚ
is another, which works by balancing the
ůĞŐŝƟŵĂƚĞ ŝŶƚĞƌĞƐƚƐ ŽĨ Ă ďƵƐŝŶĞƐƐ ĂŐĂŝŶƐƚ
those of the individual. It is expected that
ůĞŐŝƟŵĂƚĞ ŝŶƚĞƌĞƐƚƐ ǁŝůů ĐŽǀĞƌ ŵĂŶǇ ŽĨ ƚŚĞ
ƉƌŽĐĞƐƐŝŶŐ ĂĐƟǀŝƟĞƐ ƚŚĂƚ ĞǆĞĐƵƟǀĞ ƐĞĂƌĐŚ
ĮƌŵƐ ƵŶĚĞƌƚĂŬĞ͘ ,ŽǁĞǀĞƌ͕ ĐŽŶƐĞŶƚ ŵĂǇ
ďĞ ƌĞƋƵŝƌĞĚ ǁŚĞŶ ƐĞŶƐŝƟǀĞ ŝŶĨŽƌŵĂƟŽŶ ŝƐ
processed.”
Greenbaum emphasizes, “For our
ƉƌŽĨĞƐƐŝŽŶ͕ ǁĞ ŚĂǀĞ Ă ůĞŐŝƟŵĂƚĞ ďƵƐŝŶĞƐƐ
interest for maintaining candidate and
ƉŽƚĞŶƟĂůĐĂŶĚŝĚĂƚĞĚĂƚĂ͘/ƚŝƐĐŽƌĞƚŽǁŚĂƚ
ǁĞ ĚŽ ĂŶĚ ǁĞ ƚĂŬĞ ŽƵƌ ƌĞƐƉŽŶƐŝďŝůŝƟĞƐ
ĂƌŽƵŶĚ ĚĂƚĂ ƐĞĐƵƌŝƚǇ ĂŶĚ ĐŽŶĮĚĞŶƟĂůŝƚǇ
seriously. We want to be sure our members
ŬŶŽǁ ƚŚĞŝƌ ƌĞƐƉŽŶƐŝďŝůŝƟĞƐ ŝŶ ƚĞƌŵƐ ŽĨ
ƉƌŽǀŝĚŝŶŐĂƉƉƌŽƉƌŝĂƚĞŶŽƟĐĞƌĞŐĂƌĚŝŶŐƚŚĞŝƌ
maintenance and processing of personal
data.
According to “Unlocking the EU General
ĂƚĂ WƌŽƚĞĐƟŽŶ ZĞŐƵůĂƟŽŶ͗  ƉƌĂĐƟĐĂů
ŚĂŶĚďŽŽŬŽŶƚŚĞh͛ƐŶĞǁĚĂƚĂƉƌŽƚĞĐƟŽŶ
ůĂǁ͟ ƉƵďůŝƐŚĞĚ ďǇ ůĂǁ Įƌŵ tŚŝƚĞ Θ
ĂƐĞ >>W͕ ͞WƌŽĐĞƐƐŝŶŐ ŝƐ ƉĞƌŵŝƩĞĚ ŝĨ ŝƚ ŝƐ

ŶĞĐĞƐƐĂƌǇ ĨŽƌ ƚŚĞ ƉƵƌƉŽƐĞƐ ŽĨ ůĞŐŝƟŵĂƚĞ
interests pursued by the controller (or by a
third party), except where the controller’s
interests are overridden by the interests,
fundamental rights or freedoms of the
ĂīĞĐƚĞĚ ĚĂƚĂ ƐƵďũĞĐƚƐ ǁŚŝĐŚ ƌĞƋƵŝƌĞ
ƉƌŽƚĞĐƟŽŶ͕ ƉĂƌƟĐƵůĂƌůǇ ǁŚĞƌĞ ƚŚĞ ĚĂƚĂ
subject is a child.”
dŚĞĂƌƟĐůĞ͛ƐĂƵƚŚŽƌƐƐƵŐŐĞƐƚƚŚĂƚŝŶŽƌĚĞƌ
ƚŽƉƌĞƉĂƌĞĨŽƌ'WZ͕ŽƌŐĂŶŝǌĂƟŽŶƐƐŚŽƵůĚ͕
͞ǁŚĞƌĞ Ă ůĞŐŝƟŵĂƚĞ ŝŶƚĞƌĞƐƚ ŝƐ ƚŚĞ ďĂƐŝƐ
for processing, maintain records of the
ŽƌŐĂŶŝƐĂƟŽŶ͛ƐĂƐƐĞƐƐŵĞŶƚŽĨƚŚĂƚůĞŐŝƟŵĂƚĞ
ŝŶƚĞƌĞƐƚ͕ ƚŽ ƐŚŽǁ ƚŚĂƚ ƚŚĞ ŽƌŐĂŶŝƐĂƟŽŶ
properly considered the rights of data
subjects.”
Ɛ ĞǆƉůĂŝŶĞĚ ĞĂƌůŝĞƌ ŝŶ ƚŚŝƐ ĂƌƟĐůĞ͕ ƚŚĞ
'WZ ŚĂƐ ƌĞĚĞĮŶĞĚ ǁŚĂƚ ĐŽŶƐƟƚƵƚĞƐ
ĐŽŶƐĞŶƚ͘ hŶĚĞƌ ƚŚĞ ƌĞŐƵůĂƟŽŶ͕ ĐŽŶƐĞŶƚ
ŵƵƐƚ ďĞ ͞ĨƌĞĞůǇ ŐŝǀĞŶ͕ ƐƉĞĐŝĮĐ͕ ŝŶĨŽƌŵĞĚ͕
and unambiguous.” The law mandates “a
ƐƚĂƚĞŵĞŶƚ Žƌ Ă ĐůĞĂƌ ĂĸƌŵĂƟǀĞ ĂĐƟŽŶ͟
and “explicit” consent for the processing of
ƉĂƌƟĐƵůĂƌůǇ ƐĞŶƐŝƟǀĞ ŝŶĨŽƌŵĂƟŽŶ͕ ĚĞĮŶĞĚ
ĂƐ ƌĂĐĞ͕ ƐĞǆƵĂů ŽƌŝĞŶƚĂƟŽŶ͕ ŚĞĂůƚŚ͕ ĂŶĚ
other data.
d WZKdd/KE z ^/'E E
z &h>d͕ ĚŝƌĞĐƚƐ ŽƌŐĂŶŝǌĂƟŽŶƐ ƚŽ
ĚĞŵŽŶƐƚƌĂƚĞ ƚŚĂƚ ĚĂƚĂ ƉƌŽƚĞĐƟŽŶ ŝƐ ďƵŝůƚ
into the design of new goods and services,
Ăƚ ƚŚĞ ĞĂƌůŝĞƐƚ ƐƚĂŐĞƐ͘ /Ŷ ĂĚĚŝƟŽŶ͕ ƚŚĞ
provision requires that the strictest privacy
ƐĞƫŶŐƐ ĂƌĞ ĂƉƉůŝĞĚ ƚŽ ĂŶ ŝŶĚŝǀŝĚƵĂů͛Ɛ
ƉĞƌƐŽŶĂů ŝŶĨŽƌŵĂƟŽŶ ĂƵƚŽŵĂƟĐĂůůǇ͗ by
ĚĞĨĂƵůƚ, rather than as a result of further
ĂĐƟŽŶͬƐĞůĞĐƟŽŶ ďǇ ƚŚĞ ĚĂƚĂ ƐƵďũĞĐƚ͘ dŚĞ
rule also instructs processors to only hold
ĂŶ ŝŶĚŝǀŝĚƵĂů͛Ɛ ƉĞƌƐŽŶĂů ŝŶĨŽƌŵĂƟŽŶ ĨŽƌ ĂƐ
long as necessary.

“Certainly as we are all trying to innovate
ĂŶĚ ĚŝīĞƌĞŶƟĂƚĞ ŽƵƌƐĞůǀĞƐ ĨƌŽŵ ŽƵƌ
ĐŽŵƉĞƟƟŽŶ ǁĞ ĂƌĞ ĚŽŝŶŐ ƚŚŝŶŐƐ ĚŝīĞƌĞŶƚůǇ͕
and we have to imbed the discussion
around data privacy much earlier in the life
cycle,” Ackermann said. “And not just from a
ƚĞĐŚŶŽůŽŐǇ ƉĞƌƐƉĞĐƟǀĞ͕ ďƵƚ ĨƌŽŵ ƚŚĞ ĂĐƚƵĂů
lifecycle of product development. That is
ƌĞĂůůǇ ĚŝīĞƌĞŶƚ͕ ĂŶĚ Ă ǀĞƌǇ ĚŝĸĐƵůƚ ƚŚŝŶŐ ƚŽ
do; I have to imbed that in the business.”
ĐŬĞƌŵĂŶŶĂƐŬƐĂĐŚĂůůĞŶŐŝŶŐƋƵĞƐƟŽŶ͗͞,Žǁ
ĚŽǇŽƵďĂůĂŶĐĞŝŶŶŽǀĂƟŽŶĂŶĚƉƌŽƚĞĐƟŶŐƚŚĞ
ƉƌŝǀĂĐǇƌŝŐŚƚƐŽĨƚŚĞŝŶĚŝǀŝĚƵĂů͍͟
KhDEd/E' KDW>/E is likely
ďĞĐŽŵŝŶŐ Ă ƉĂƌƟĐƵůĂƌůǇ ĐŚĂůůĞŶŐŝŶŐ
ƌĞƋƵŝƌĞŵĞŶƚ ƵŶĚĞƌ ƚŚĞ 'WZ͕ ƐŝŐŶŝĮĐĂŶƚůǇ
ŝŶĐƌĞĂƐŝŶŐ ƚŚĞ ĂĚŵŝŶŝƐƚƌĂƟǀĞ ƌĞƐƉŽŶƐŝďŝůŝƟĞƐ
of data controllers and processors. The
ƌĞŐƵůĂƟŽŶ ĚŝƌĞĐƚƐ ŽƌŐĂŶŝǌĂƟŽŶƐ ƚŽ ŝŶƚĞŐƌĂƚĞ
ĚĂƚĂ ƉƌŽƚĞĐƟŽŶ ƐĂĨĞŐƵĂƌĚƐ ŝŶƚŽ ƚŚĞŝƌ
processes and maintain robust records of
ƚŚĞŝƌĚĂƚĂƉƌŽĐĞƐƐŝŶŐĂĐƟǀŝƟĞƐ͘
According to Andy Warren, CFO and Chief
/ŶĨŽƌŵĂƟŽŶ ^ĞĐƵƌŝƚǇ KĸĐĞƌ Ăƚ ƐŽŌǁĂƌĞ
provider Invenias, “it’s not just that you
comply, but that you demonstrate ŚŽǁ
you comply. So the importance of having
ǁƌŝƩĞŶƉŽůŝĐŝĞƐĂŶĚƉƌŽĐĞƐƐĞƐĂŶĚƌĞĐŽƌĚŝŶŐ
everything you do becomes paramount.”
He adds, “GDPR talks about having data
ƉƌŽƚĞĐƟŽŶĂƚƚŚĞŚĞĂƌƚŽĨĞǀĞƌǇƚŚŝŶŐƚŚĂƚǇŽƵ
do—it’s one of the opening statements in the
ůĞŐŝƐůĂƟŽŶ͘dŚĂƚŝƐĂƐŚŝŌĨŽƌĐŽŵƉĂŶŝĞƐŝŶƚŚĞ
way they look at their business.”
The law demands much more than a
robust data privacy and security policy.
Herman says, “We have to be sure that we
ĐĂŶĚŽĐƵŵĞŶƚƚŚĂƚǁĞ͛ǀĞƉƌŽǀŝĚĞĚƐƵĸĐŝĞŶƚ
ŶŽƟĐĞŽƌŽďƚĂŝŶĞĚĐŽŶƐĞŶƚ͕ƚŚĂƚǁĞŚĂǀĞĂŶ

independent legal basis for processing every
piece of personal data that we have. We need
to be able to ĚŽĐƵŵĞŶƚ the types of data that
we have in our possession and demonstrate
an independent legal basis for processing
each individual subject to the GDPR.”
The demands of the law may require
ŽƌŐĂŶŝǌĂƟŽŶƐ ƚŚĂƚ ǁŽƌŬ ǁŝƚŚ ŝŶĚŝǀŝĚƵĂůƐ͛
ƉĞƌƐŽŶĂů ŝŶĨŽƌŵĂƟŽŶ ƚŽ ƵŶĚĞƌŐŽ Ă
ƚƌĂŶƐĨŽƌŵĂƟŽŶƚŚƌŽƵŐŚŽƵƚƚŚĞŽƌŐĂŶŝǌĂƟŽŶ͕
ĂīĞĐƟŶŐ ƉŽůŝĐŝĞƐ ĂŶĚ ƉƌŽĐĞƐƐĞƐ͕ ĂŶĚ
ƉĞƌŚĂƉƐĞǀĞŶƌĞƐŚĂƉŝŶŐŚŽǁŽƌŐĂŶŝǌĂƟŽŶƐ
ĐŽŶĚƵĐƚƚŚĞŝƌĚĂǇͲƚŽͲĚĂǇŽƉĞƌĂƟŽŶƐ͘
David Grundy is CEO and co-founder of
ĞǆĞĐƵƟǀĞƐĞĂƌĐŚƐŽŌǁĂƌĞƉƌŽǀŝĚĞƌ/ŶǀĞŶŝĂƐ͘
“Once you get into the real detail,” he
says, “you can lose some of the essence of
ǁŚĂƚƚŚĞůĞŐŝƐůĂƟŽŶŝƐŝŶƚĞŶĚŝŶŐƚŽƉƌŽǀŝĚĞ
ĨŽƌ͘ dŚĞ ůĞŐŝƐůĂƟŽŶ ŝƐ ƚŚĞƌĞ ƚŽ ƉƌŽƚĞĐƚ ƚŚĞ
ĐŝƟǌĞŶ͕ ŝƚ͛Ɛ ŶŽƚ ƚŚĞƌĞ ƚŽ ƉƌŽƚĞĐƚ ƚŚĞ ĚĂƚĂ͘
ŶĚŽŶĐĞǇŽƵŐĞƚŝŶƚŽĂŶĞǆĞĐƵƟǀĞƐĞĂƌĐŚ
ĂƐƐŝŐŶŵĞŶƚ͕ Ăůů ŽĨ ƚŚĞ ƉĂƌƟĞƐͶƚŚĞ Įƌŵ
and the client—are going to want to take
a look at one another and say: do we all
ƵŶĚĞƌƐƚĂŶĚ ƚŚĞ ŝŵƉŽƌƚĂŶĐĞ ŽĨ ƉƌŽƚĞĐƟŶŐ
ĂŶĚ ƌĞƐƉĞĐƟŶŐ ƚŚĞ ŝŶĚŝǀŝĚƵĂů ƚŚĂƚ͛Ɛ ďĞŝŶŐ
ĚŝƐĐƵƐƐĞĚŚĞƌĞ͍͟
ƌĞĂĐŚ ƌĞƉŽƌƟŶŐ͗ According to the UK’s
/ŶĨŽƌŵĂƟŽŶ ŽŵŵŝƐƐŝŽŶĞƌ͛Ɛ KĸĐĞ͕ ͞dŚĞ
'WZǁŝůůŝŶƚƌŽĚƵĐĞĂĚƵƚǇŽŶĂůůŽƌŐĂŶŝǌĂƟŽŶƐ
to report certain types of data breach to the
relevant supervisory authority, and in some
ĐĂƐĞƐƚŽƚŚĞŝŶĚŝǀŝĚƵĂůƐĂīĞĐƚĞĚ͘͟ǀĞŶǁŚĂƚ
ĂƉƉĞĂƌƐƚŽďĞĂƌĞůĂƟǀĞůǇŵŝŶŽƌďƌĞĂĐŚŵĂǇ
ďĞƌĞƉŽƌƚĂďůĞ͖ŝƚĚĞƉĞŶĚƐŽŶƚŚĞŝŶĨŽƌŵĂƟŽŶ͕
and whether the breach put anyone at risk.
“GDPR imposes this 72 hour deadline
ĨƌŽŵƚŚĞƉŽŝŶƚĂƚǁŚŝĐŚĂŶŽƌŐĂŶŝǌĂƟŽŶĮƌƐƚ
becomes aware of a breach to the point at

ΗdŚĞƌĞΖƐŶŽůĞŐĂůŽďůŝŐĂƟŽŶĨŽƌ
^ƚŽŚĞůƉŝƚƐŵĞŵďĞƌƐďĞ
ĐŽŵƉůŝĂŶƚ͕ďƵƚƚŚĞƌĞĂƌĞ
ŽďǀŝŽƵƐĂƩƌĂĐƟŽŶƐƚŽŝƚ͘KŶĞŽĨ
ƚŚŽƐĞŝƐƚŽĞŶƐƵƌĞƚŚĂƚ
^ŵĞŵďĞƌĮƌŵƐŝŶƚŚĞ
ĞǆĞĐƵƟǀĞƐĞĂƌĐŚĂŶĚůĞĂĚĞƌƐŚŝƉ
ƐƉĂĐĞĂƌĞĂůŝŐŶĞĚŝŶƚĞƌŵƐŽĨ
ƚŚĞŝƌĂƉƉƌŽĂĐŚƚŽ'WZ
ĐŽŵƉůŝĂŶĐĞ͕ĂŶĚĞƐƚĂďůŝƐŚŝŶŐ
ŝŶĚƵƐƚƌǇďĞƐƚƉƌĂĐƟĐĞ͘Η
— Tim Hickman,
Partner, White & Case

ǆĞĐƵƟǀĞdĂůĞŶƚͲϮϯ

Η'WZǁĂƐŶŽƚĐƌĞĂƚĞĚ
ƐƉĞĐŝĮĐĂůůǇĨŽƌŽƵƌƉƌŽĨĞƐƐŝŽŶʹ
ŶŽƚĂƚĂůů͘ƵƚǁĞĂƚ^ƐĞĞŝƚ
ĂƐŽƵƌƌĞƐƉŽŶƐŝďŝůŝƚǇƚŽŝŶƚĞƌƉƌĞƚ
ƚŚĞƐĞƌƵůĞƐĂŶĚŚŽǁƚŚĞǇĂƉƉůǇ
ƚŽŽƵƌƉƌŽĨĞƐƐŝŽŶĂŶĚƚŚĞŶ
ĞĚƵĐĂƚĞŽƵƌŵĞŵďĞƌƐ͘tĞǁĂŶƚ
ƚŽďĞƐƵƌĞ^ŵĞŵďĞƌƐʹƚŚĞ
ŚŝŐŚĞƐƚƋƵĂůŝƚǇĮƌŵƐŝŶƚŚĞ
ǁŽƌůĚʹĂƌĞƉƌĞƉĂƌĞĚĨŽƌ'WZ
ĂŶĚƌĞŵĂŝŶĐŽŵŵŝƩĞĚƚŽĚĂƚĂ
ƉƌŝǀĂĐǇĂŶĚĚĂƚĂƐĞĐƵƌŝƚǇ͘Η
— Karen Greenbaum,
President and CEO, AESC

ǁŚŝĐŚ ƚŚĞ ŽƌŐĂŶŝǌĂƟŽŶ ŚĂƐ ƚŽ ƌĞƉŽƌƚ ƚŚĞ
ďƌĞĂĐŚ ƚŽ ƚŚĞ ĚĂƚĂ ƉƌŽƚĞĐƟŽŶ ĂƵƚŚŽƌŝƚǇ͕͟
Hickman explains.
͞/ŶƚŚĞĮƌƐƚϳϮŚŽƵƌƐŽĨĂŶǇĚĂƚĂďƌĞĂĐŚǇŽƵ
ŬŶŽǁŶŽƚŚŝŶŐ͘dŚĞĚŝĸĐƵůƚǇŝƐ͕ŝƚ͛ƐŐŽŝŶŐƚŽďĞ
ǀĞƌǇ ŚĂƌĚ ƚŽ ŬĞĞƉ Ă ůŝĚ ŽŶ ĂŶǇ ŝŶǀĞƐƟŐĂƟŽŶ
once you’ve made a formal report to a
regulator, because the regulator owes you
ŶŽ ĚƵƚǇ ŽĨ ĐŽŶĮĚĞŶƟĂůŝƚǇ͘͟ ,Ğ ĂĚĚƐ͕ ͞^Ž
^ŵĞŵďĞƌĮƌŵƐŶĞĞĚƚŽŐĞƚƵƐĞĚƚŽƚŚĞ
idea that every now and then they are going
ƚŽ ŚĂǀĞ ƚŽ ĮůĞ ƐŽŵĞ ĨĂŝƌůǇ ƵŶĐŽŵĨŽƌƚĂďůĞ
ƉĂƉĞƌǁŽƌŬŽŶǀĞƌǇƐŚŽƌƚŶŽƟĐĞ͘͟

The Implications for Firms,
Clients, and Candidates
&Žƌ ĞǆĞĐƵƟǀĞ ƐĞĂƌĐŚ
ĂŶĚ ůĞĂĚĞƌƐŚŝƉ ĐŽŶƐƵůƟŶŐ
ĮƌŵƐ, the commitment to
ĐŽŶĮĚĞŶƟĂůŝƚǇ ĂŶĚ ƌĞƐƉĞĐƚ
for an individual’s private
ŝŶĨŽƌŵĂƟŽŶ ĂƌĞ ĂůƌĞĂĚǇ ĐŽƌĞ ǀĂůƵĞƐ ŽĨ ƚŚĞ
ƉƌŽĨĞƐƐŝŽŶ͘ 'WZ ĚƌĂŵĂƟĐĂůůǇ ĞǆƉĂŶĚƐ ƚŚĞ
ĂƉƉůŝĐĂƟŽŶŽĨƚŚŽƐĞǀĂůƵĞƐ͕ĂŶĚǁŝůůƚƌĂŶƐĨŽƌŵ
ŚŽǁ ŵĂŶǇ ĮƌŵƐ ĂƉƉƌŽĂĐŚ ĚĂƚĂ ƐĞĐƵƌŝƚǇ ĂŶĚ
data privacy.
Peter Lagomarsino is a partner in the
ŐůŽďĂů ĚƵĞ ĚŝůŝŐĞŶĐĞ Įƌŵ DŝŶƚǌ 'ƌŽƵƉ >>͘
“We’re moving into a more serious climate
for following the basic tenets of responsible
ďĂĐŬŐƌŽƵŶĚ ƐĐƌĞĞŶŝŶŐ͕ ŝŶĐůƵĚŝŶŐ ŐĞƫŶŐ ƚŚĞ
ĂƉƉƌŽƉƌŝĂƚĞĐĂŶĚŝĚĂƚĞĐŽŶƐĞŶƚ͕ŽŶůǇƌĞƉŽƌƟŶŐ
ŝŶĨŽƌŵĂƟŽŶ ƚŚĂƚ ŝƐ ĂĐĐƵƌĂƚĞ͕ ƵƉ ƚŽ ĚĂƚĞ ĂŶĚ
relevant to the assignment at hand, handling
ĚĂƚĂŝŶĂƐĞĐƵƌĞŵĂŶŶĞƌ͕ĂŶĚĚĞůĞƟŶŐĚĂƚĂĂƚ
ƚŚĞƌĞƋƵŝƌĞĚƟŵĞ͘͟,ĞƐĂǇƐ͕͞^ĞĂƌĐŚĮƌŵƐĂŶĚ
their clients should insist that their background
screening providers meet these standards,
whether those providers conduct full bore
background checks or something limited such
as verifying degrees.”
According to Ackermann, clients aren’t
ǁĂŝƟŶŐ ĨŽƌ DĂǇ Ϯϱ ƚŽ ĞŶƐƵƌĞ ƚŚĞŝƌ ǀĞŶĚŽƌƐ
ĂƌĞ ĨŽůůŽǁŝŶŐ ƚŚĞ ƌƵůĞƐ͘ ͞dŚĞ ĮƌƐƚ ƋƵĞƐƟŽŶ
ĐůŝĞŶƚƐĂƐŬŝƐΖǁŚĞƌĞŝƐǇŽƵƌĚĂƚĂƐƚŽƌĞĚ͍ΖǀĞŶ
ƚŚŽƵŐŚĂƐŝŶŐůĞůŽĐĂƟŽŶŝƐŶŽƚĐĂůůĞĚŽƵƚŝŶƚŚĞ
'WZ͕ƚŚĞƌĞŐƵůĂƟŽŶŚĂƐƐƚƌŝĐƚƌƵůĞƐĂďŽƵƚĚĂƚĂ
transfer. Ackermann says, “If the answer is 'in
the EU,' the rest of the discussion is much more
ƐƚƌĂŝŐŚƞŽƌǁĂƌĚ͘ƵƚŝĨƚŚĞĂŶƐǁĞƌŝƐΖŝŶƚŚĞh^͕Ζ
they take out the rulebook and say 'let’s start
with page 1.' Where the client has new and
ƚŽƵŐŚĞƌ ŽďůŝŐĂƟŽŶƐ ƚŚĞǇ ŚĂǀĞ ƚŽ ĂĚŚĞƌĞ ƚŽ͕
ƚŚĂƚŵĂŬĞƐŽƵƌĐŽŶǀĞƌƐĂƟŽŶƐŵŽƌĞĚŝĸĐƵůƚ͘͟
Ackerman and others describe what may
ďĞ ƚŚĞ ŶĞǁ ƌĞĂůŝƚǇ ĨŽƌ ĞǆĞĐƵƟǀĞ ƐĞĂƌĐŚ ĂŶĚ
ůĞĂĚĞƌƐŚŝƉ ĐŽŶƐƵůƟŶŐ ĮƌŵƐ͘ ,ŝĐŬŵĂŶ ĂĚĚƐ͕
“You see it in the business to business world,
ĐůŝĞŶƚƐĂƐŬŝŶŐ͕͚ŚŽǁĂƌĞǇŽƵŐŽŝŶŐƚŽŬĞĞƉŵǇ
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ĚĂƚĂƉƌŽƚĞĐƚĞĚ͍͕͛ĂŶĚĨŽƌ^ŵĞŵďĞƌĮƌŵƐ
ƚŚĂƚƋƵĞƐƟŽŶǁŝůůĐŽŵĞĨƌŽŵďŽƚŚƚŚĞŝƌĐůŝĞŶƚƐ
and from the candidates. It adds pressure to
get compliant.”
DĂŶǇ ĐůŝĞŶƚƐ already recognize the
ŝŵƉůŝĐĂƟŽŶƐ ŽĨ 'WZ ĂŶĚ ƚŚĞŝƌ ŽǁŶ
ƌĞƐƉŽŶƐŝďŝůŝƟĞƐ ĂŶĚ ůŝĂďŝůŝƟĞƐ͘ ŶĚ ƚŚĞ ŝƐƐƵĞ
ŝƐŵŽƌĞƚŚĂŶƐƚĞĞƉĮŶĞƐ͘,ĞƌŵĂŶƐĂǇƐ͕͞tŚǇ
ĚŽĞƐ ƚŚŝƐ ŵĂƩĞƌ ƚŽ ĐůŝĞŶƚƐ͍ /ƚ ŵĂƩĞƌƐ ŝŶ ƚŚĞ
ƐĂŵĞ ǁĂǇ ĂŶǇ ŽƚŚĞƌ ƌĞŐƵůĂƟŽŶ ŵĂƩĞƌƐ͘ dŚĞ
failure to comply creates material risk for their
ŽƌŐĂŶŝǌĂƟŽŶ ďŽƚŚ ůĞŐĂůůǇ ĂŶĚ ƌĞƉƵƚĂƟŽŶĂůůǇ͘
Think about the stock price impact of Target
or Home Depot’s or Equifax’s data breaches.
/ŵĂŐŝŶĞƚŚĞůŽƐƐŽĨƚƌƵƐƚĂŶĚĐŽŶĮĚĞŶĐĞƚŚĂƚ
ŵĂǇ ŽĐĐƵƌ ǁŝƚŚ ĂŶ ŽƌŐĂŶŝǌĂƟŽŶ ďĞĐĂƵƐĞ
ƚŚĞǇ ƐĞůĞĐƚĞĚ Ă ǀĞŶĚŽƌ ǁŚŽ ůĂĐŬĞĚ ƐƵĸĐŝĞŶƚ
standards.”
&Ğǁ ďƵƐŝŶĞƐƐĞƐ ĂŶǇǁŚĞƌĞ ĐĂŶ ĂīŽƌĚ ƚŽ
ĐƵƚ ƚŚĞŝƌ ďƵƐŝŶĞƐƐĞƐ Žī ĨƌŽŵ ƚŚĞ ĐŽŶƟŶĞŶƚ
ŽĨ ƵƌŽƉĞ͘ &ƌŽŵ ŚŝƐ ƉĞƌƐƉĞĐƟǀĞ ŝŶ EĞǁ
York, Herman says, “Unless you want to stay
ƌĞƐƚƌŝĐƚĞĚ ĞŶƟƌĞůǇ ŝŶ ƚŚĞ hŶŝƚĞĚ ^ƚĂƚĞƐ͕ ǇŽƵ
need to have a data privacy program in place
and know what you’re going to do to be in
compliance with the GDPR and other relevant
ĚĂƚĂ ƉƌŽƚĞĐƟŽŶ ƌĞƋƵŝƌĞŵĞŶƚƐ ĂƌŽƵŶĚ ƚŚĞ
world.”
ŶĚǇ ^ŚĂƉŝƌŽ͕ ĐŽͲĨŽƵŶĚĞƌ Ăƚ ƐŽŌǁĂƌĞ
ƉƌŽǀŝĚĞƌ dŚĞ ůƵĞŶ ŽƌƉŽƌĂƟŽŶ ƐĂǇƐ ͞dŚŝƐ ŝƐ
one thing that should be a priority for every size
hiring authority. In terms of the recruitment
ĐŽŶƚĞǆƚ͕ƉĂǇĂƩĞŶƟŽŶƚŽŝƚƚŽĚĂǇ͕ĂŶĚƉƌŝŽƌŝƟǌĞ
it before it becomes a problem.” He adds, “The
ďŽƩŽŵůŝŶĞŝƐ͕ĨŽůůŽǁƚŚĞůĂǁ͘͟
ĂŶĚŝĚĂƚĞƐ͕ ĂƐ ĚĂƚĂ ƐƵďũĞĐƚƐ, have the
most to gain from the GDPR. Brewer looks at
ĚĂƚĂ ƉƌŽƚĞĐƟŽŶ ĨƌŽŵ ƚŚŝƐ ƉĞƌƐƉĞĐƟǀĞ͗ ͞ƚŽ Ă
client, it means I’m not going to be sued by a
ĐůŝĞŶƚ͕ĂŶĚŵǇŽƌŐĂŶŝǌĂƟŽŶŝƐŶŽƚŐŽŝŶŐƚŽďĞ
embarrassed in the market. But the candidate
wants to know their data is safe, and not just
ƐĞŶƐŝƟǀĞ ŝŶĨŽƌŵĂƟŽŶ ĨƌŽŵ Ă ůĞŐĂů ĚĞĮŶŝƟŽŶ͕
ďƵƚŝŶĨŽƌŵĂƟŽŶƚŚĂƚŝƐƐŝŐŶŝĮĐĂŶƚƚŽƚŚĞŵ, that
if not treated properly could threaten their
ůŝǀĞůŝŚŽŽĚ͘͟,ĞǁĂƌŶƐ͕͞/ĨƚŚĞŝƌĞŵƉůŽǇĞƌĮŶĚƐ
ŽƵƚƚŚĞǇĂƌĞƚĂůŬŝŶŐƚŽĂƐĞĂƌĐŚĮƌŵ͕ƚŚĂƚĐŽƵůĚ
be a job-ending event.”
ƫƚƵĚĞƐ ĂďŽƵƚ ĂŶ ŝŶĚŝǀŝĚƵĂů͛Ɛ ƉĞƌƐŽŶĂů
ŝŶĨŽƌŵĂƟŽŶĂƌĞĞǀŽůǀŝŶŐ͕ĂŶĚƚŚĂƚŝƐƌĞŇĞĐƚĞĚ
both in the business of data and in the
ƉƌŽƚĞĐƟŽŶ ĂīŽƌĚĞĚ ďǇ ƚŚĞ 'WZ͘ Ɛ ŵŽƌĞ
individuals understand their rights, they may
begin to exercise them.
According to Warren, “Candidates are
increasingly understanding how their data
becomes a valuable commodity, so whilst
people have got used to the world of social
media where they put and share lots online,

people are also saying well, actually, I only
want to share my professional career data with
people that I trust.”
&ƌŽŵƌĞǁĞƌ͛ƐƉĞƌƐƉĞĐƟǀĞ͕͞dŚĞĐĂŶĚŝĚĂƚĞƐ
are the controllers of their own data here, and
ŝŶŵĂŶǇǁĂǇƐƚŚĞƌĞŐƵůĂƟŽŶĂŶĚĂůůƚŚĞƐƚĞƉƐ
the industry has to take are all based around
ĐĂŶĚŝĚĂƚĞƐ ĂŶĚ ƉƌŽƚĞĐƟŶŐ ĐĂŶĚŝĚĂƚĞ ĚĂƚĂ͘͟
He believes “it’s of the utmost importance to
signal to candidates that the industry and each
^ ŵĞŵďĞƌ Įƌŵ ĂƌĞ ƚĂŬŝŶŐ ĂƉƉƌŽƉƌŝĂƚĞ
steps to protect their data.”

The Worst-Case Scenarios
,ŝĐŬŵĂŶ ŽīĞƌƐ ƚŚŝƐ
sobering thought. “Think
about the consequences
a data breach could have
in terms of candidates, for
example if it becomes public knowledge
that the CEO of a publicly listed company
was busily interviewing with three or four
other companies.” He says, “that has a
ƉŽƚĞŶƟĂůůǇŚƵŐĞŝŵƉĂĐƚŽŶƐƚŽĐŬƉƌŝĐĞƐĂŶĚ
ǀĞƌǇƐĞƌŝŽƵƐƌĂŵŝĮĐĂƟŽŶƐĨŽƌƚŚĞĐĂƌĞĞƌŽĨ
that candidate.”
The risks of a data breach or the
ŵŝƐŚĂŶĚůŝŶŐ ŽĨ ƉĞƌƐŽŶĂů ŝŶĨŽƌŵĂƟŽŶ ŚĂǀĞ
ĂůǁĂǇƐďĞĞŶƐŝŐŶŝĮĐĂŶƚĨŽƌŝŶĚŝǀŝĚƵĂůƐ͘EŽǁ͕
the stakes have been raised for the collectors
ĂŶĚƉƌŽĐĞƐƐŽƌƐŽĨƚŚĂƚŝŶĨŽƌŵĂƟŽŶ͘
“It’s important for any business to comply
with the law,” Shapiro says. “It may not have
been taken as seriously in prior versions of
ĚĂƚĂ ƉƌŝǀĂĐǇ ůĂǁ͕ ďƵƚ ƚŚŝƐ ůĂǁ ŝƐ ĐƌĂŌĞĚ ƚŽ

ŚĂǀĞ Ă ŵƵĐŚ ŵŽƌĞ ŵŽĚĞƌŶ ŝŶƚĞƌƉƌĞƚĂƟŽŶ
of data privacy rights ĂŶĚ have much more
tangible
consequences—consequences
ƚŚĂƚƉĞŽƉůĞĂƌĞƌĞĂůůǇƉĂǇŝŶŐĂƩĞŶƟŽŶƚŽ͘͟
tŚŝůĞƚŚĞŵĂǆŝŵƵŵĮŶĞƐŐƌĂďŚĞĂĚůŝŶĞƐ͕
ƚŚĞƌĞĂƌĞďƵƐŝŶĞƐƐĚŝƐƌƵƉƟŽŶĐŽŶƐĞƋƵĞŶĐĞƐ
ƚŚĂƚ ƐŚŽƵůĚ ĂůƐŽ ŚŽůĚ ƚŚĞ ĂƩĞŶƟŽŶ ŽĨ
ŽƌŐĂŶŝǌĂƟŽŶĂů ůĞĂĚĞƌƐ͘ ĐĐŽƌĚŝŶŐ ƚŽ
Hickman, for example, the GDPR gives each
h ĚĂƚĂ ƉƌŽƚĞĐƟŽŶ ĂƵƚŚŽƌŝƚǇ ƚŚĞ ƉŽǁĞƌ
ƚŽ ƌĞƋƵŝƌĞ ŵĞŵďĞƌ ĮƌŵƐ ƚŽ ƐƚŽƉ ǁŚĂƚ
they are doing with personal data, if the
authority suspects that those data are being
processed outside of the rules.
͞dŚĞ ĂƵƚŚŽƌŝƚǇ ĐĂŶ ƐĂǇ ͚ǁĞ ƚŚŝŶŬ ƚŚĞ
way you are using candidate data is illegal,
and you are to stop it now, and you cannot
ƐƚĂƌƚ ĂŐĂŝŶ ƵŶƟů ǁĞ ĂƌĞ ƐĂƟƐĮĞĚ ƚŚĂƚ ǇŽƵ
are now in compliance with the GDPR.’”
Hickman explains “you can see how that has
ƚŚĞ ƉŽƚĞŶƟĂů ƚŽ ƐĞƌŝŽƵƐůǇ ĂĚǀĞƌƐĞůǇ ĂīĞĐƚ
ďƵƐŝŶĞƐƐŽƉĞƌĂƟŽŶƐ͘͟
For Ackermann, “The risk around
compliance has several elements. First,
there’s nothing like a 4% of global
ƌĞǀĞŶƵĞĮŶĞƚŽŐĞƚǇŽƵƌŽĂƌĚ͛ƐĂƩĞŶƟŽŶ͘
The second element is our clients’
ŝŶƚĞƌƉƌĞƚĂƟŽŶ͘ /ƚ ĚŽĞƐŶ͛ƚ ŵĂƩĞƌ͕ ŝŶ ƐŽŵĞ
ǁĂǇƐ͕ ŽƵƌ ƉĞƌƐƉĞĐƟǀĞ ŽŶ ůĞƩĞƌ ŽĨ ƚŚĞ ůĂǁ
compliance with GDPR… At the end of the
day, the client is making a value judgment
of how much we value the privacy of their
employees and personnel, and they’re
using now, far in advance of the law being
on the books, a much stronger determinant
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of whether they want to do business with us.”
/Ɛ ĨƵůů ĐŽŵƉůŝĂŶĐĞ ĞǀĞŶ ƉŽƐƐŝďůĞ͍ ,ŝĐŬŵĂŶ
thinks not. “I would suggest it’s next to
impossible to achieve 100% compliance with
ƚŚŝƐ ůĞŐŝƐůĂƟŽŶ͕ ďĞĐĂƵƐĞ ĞǀĞŶ ŝĨ ǇŽƵ ŚĂǀĞ ƚŚĞ
ƉŽůŝĐŝĞƐ͕ ƉƌŽĐĞĚƵƌĞƐ ĂŶĚ ƉƌĂĐƟĐĞƐ ŝŶ ƉůĂĐĞ͕
you never know for certain that all of your
employees are doing everything they are
supposed to do. Even the most compliant
ŽƌŐĂŶŝǌĂƟŽŶĐĂŶƐƵīĞƌĂĚĂƚĂďƌĞĂĐŚ͕ĐĂŶƐƟůů
ƵŶůĂǁĨƵůůǇƉƌŽĐĞƐƐĚĂƚĂ͕ĐĂŶƐƟůůĮŶĚŽƵƚƚŚĂƚ
an employee somewhere was negligent and
transferred data out of the EU and they have to
go and report this to a regulator.”
ZĞŐĂƌĚůĞƐƐ ŽĨ ƚŚĞ ĚŝĸĐƵůƚǇ ŽĨ ĨƵůů ĐŽŵƉůŝĂŶĐĞ͕
ŵĂŶǇŽƌŐĂŶŝǌĂƟŽŶƐĂƌĞƚĂŬŝŶŐƚŚĞƌĞŐƵůĂƟŽŶƋƵŝƚĞ
ƐĞƌŝŽƵƐůǇ͘ƵƚĂƌĞƚŚĞǇƚĂŬŝŶŐŝƚƐĞƌŝŽƵƐůǇĞŶŽƵŐŚ͍
According to Karen Greenbaum, “Our
members around the world want to be sure
they understand how GDPR impacts them—
their internal processes, the way they manage
candidate data, and the way they interact
with people in Europe—whether candidates,
referees, sources and, of course, clients.
'WZ ǁĂƐ ŶŽƚ ĐƌĞĂƚĞĚ ƐƉĞĐŝĮĐĂůůǇ ĨŽƌ ŽƵƌ
profession—not at all. But we at AESC see it
as our responsibility to interpret these rules
and how they apply to our profession and then
educate our members. We want to be sure
^ ŵĞŵďĞƌƐͶƚŚĞ ŚŝŐŚĞƐƚ ƋƵĂůŝƚǇ ĮƌŵƐ ŝŶ
the world – are prepared for GDPR and remain
ĐŽŵŵŝƩĞĚƚŽĚĂƚĂƉƌŝǀĂĐǇĂŶĚĚĂƚĂƐĞĐƵƌŝƚǇ͘͟

The Best-Case Scenario
The long-term impact of
'WZŵĂǇǁĞůůďĞƐŝŐŶŝĮĐĂŶƚůǇ
improved
systems
that
ďĞŶĞĮƚ ďŽƚŚ ŝŶĚŝǀŝĚƵĂůƐ ĂŶĚ
ŽƌŐĂŶŝǌĂƟŽŶƐ͘
Grundy put the responsibility for compliance
ŝŶƚŽ ƉĞƌƐƉĞĐƟǀĞ͘ ͞dŚŝƐ ŝƐ ŶŽƚ ƐŽŵĞƚŚŝŶŐ ƚŚĂƚ
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you can say is a systems problem, and our
systems provider will solve it. This is about
leadership, it’s about culture, it’s about
training and it’s about embedding data
ƉƌŽƚĞĐƟŽŶĂŶĚĚŝƌĞĐƚůǇůŝŶŬŝŶŐŝƚƚŽƚŚĞǀĂůƵĞƐ
ŽĨǇŽƵƌŽƌŐĂŶŝǌĂƟŽŶ͘͟
Recalling the principles behind the
ůĞŐŝƐůĂƟŽŶ͕'ƌƵŶĚǇĂĚĚƐ͞ǁĞĚŽůŝǀĞŝŶĂǁŽƌůĚ
ǁŚĞƌĞƚŚĞĚĂƚĂƉƌŽƚĞĐƟŽŶĂŶĚƚŚĞĚĂƚĂƌŝŐŚƚƐ
of the individual is an increasingly important
and visible issue. This is something that can be
used to build a stronger and more professional
ďƵƐŝŶĞƐƐ ĂŶĚ ďƵŝůĚ Ă ďĞƩĞƌ ƌĞůĂƟŽŶƐŚŝƉ ǁŝƚŚ
candidates.”
Shapiro has heard the arguments that people
forfeit their privacy rights through engagement
on social media, but argues “it’s one thing if
ǇŽƵ ƉƵƚ ǇŽƵƌ ŝŶĨŽƌŵĂƟŽŶ ŽƵƚ ƚŚĞƌĞ ŽŶ ƐŽĐŝĂů
media, but that that doesn’t give everybody in
the world the right to collect that data. A lot of
ŵĞƌŝĐĂŶƐĂƌĞƐƚĂƌƟŶŐƚŽŐĞƚŝƚǁŝƚŚƚŚĞƌĞĐĞŶƚ
Equifax hack. I don’t remember giving Equifax
ĐŽŶƐĞŶƚƚŽĐƌĞĂƚĞĂĮůĞŽŶŵĞ͘/ƚǁŽƵůĚŚĂǀĞ
ďĞĞŶŐƌĞĂƚƚŽŬŶŽǁƚŚĂƚƚŚĞǇŚĂĚĂĮůĞŽŶŵĞ͕
and that I had certain rights.”
GDPR establishes transparency as a right of
the individual. Herman says, “Now, individuals
will know what data we have, what categories
of data we might have and what we might do
with it, and who to contact if they don’t want
us to have the data and how to get us to stop
processing. There’s quite a lot of value in the
underpinnings of the rule.”
Individuals having rights doesn’t necessarily
mean that they will exercise those rights.
However, Brewer observes that “the countries
ƚŚĂƚ ŚĂǀĞ ƚŚĞ ƐƚƌŝĐƚĞƐƚ ĚĂƚĂ ƉƌŽƚĞĐƟŽŶ
ůĞŐŝƐůĂƟŽŶ͕ ƚŚĞǇ ƚĞŶĚ ƚŽ ďĞ ƚŚĞ ƉůĂĐĞƐ ǁŚĞƌĞ
ǇŽƵƐĞĞƚŚĞŵŽƐƚĂĐƟǀĞĐĂŶĚŝĚĂƚĞƐŝŶƚĞƌŵƐŽĨ
ƚŚĞŝƌĚĂƚĂƉƌŽƚĞĐƟŽŶ͘͟,ĞĞǆƉůĂŝŶƐ͕͞dŚĞƐĞĂƌĞ
the countries such as Germany where people

are aware of their rights and don’t hesitate
ƚŽĂƐŬƚŚĞƋƵĞƐƟŽŶƐ͚ǁŚĂƚĂƌĞǇŽƵĚŽŝŶŐǁŝƚŚ
ŵǇ ĚĂƚĂ͕ ŚŽǁ ĂƌĞ ǇŽƵ ƉƌŽƚĞĐƟŶŐ ŝƚ͕ ǁŚĞƌĞ ŝƐ
ŝƚ ŐŽŝŶŐ ĂŶĚ ŚŽǁ ŝƐ ŝƚ ŐŽŝŶŐ ƚŽ ďĞ ĂĐĐĞƐƐĞĚ͍͛
/ĚŽƚŚŝŶŬĂƐƚŚĞƌĞŐƵůĂƟŽŶďĞĐŽŵĞƐůĂǁĂŶĚ
becomes accepted, more people will start
ĂƐŬŝŶŐƚŚŽƐĞƋƵĞƐƟŽŶƐ͘͟
“If we do it right,” Ackermann says, “it gives
ƵƐ ĂŶ ŽƉƉŽƌƚƵŶŝƚǇ ƚŽ ĞŶŐĂŐĞ ŝŶ Ă ĚŝīĞƌĞŶƚ
ĐŽŶǀĞƌƐĂƟŽŶ ǁŝƚŚ ŽƵƌ ĐůŝĞŶƚƐ ƚŚĂƚ ƐƚĂƌƚƐ
with having earned the trust they place in us
ĂƌŽƵŶĚ ƚƌĞĂƟŶŐ ƚŚĞŝƌ ĞŵƉůŽǇĞĞ ĚĂƚĂ ĂŶĚ ŽƵƌ
candidate data with the respect that the law
ƌĞƋƵŝƌĞƐ ŽĨ ƵƐ͘ dŚĂƚ ĐŽƵůĚ ĚŝīĞƌĞŶƟĂƚĞ ƵƐ͘ /Ĩ
the client doesn’t trust us to handle their data
properly, we have nothing to fall back on – we
deal almost 100% in data. We believe that a
robust program can be good.”

It’s Just the Beginning
͞dŚŝƐ ŝƐ ŶŽƚ Ă ƚŽƚĂůůǇ ǁƌŝƩĞŶ
story—this is act 2 of a 3 act
play,” Ackermann says. “It’s not
in place yet, and won’t be for
several months. We have our
ĮƌƐƚĐůŝĞŶƚƐƐĂǇŝŶŐƚŚĞǇǁŝůůĚĞĐŝĚĞǁŚĞƚŚĞƌƚŽ
do business with us based on our compliance
ůĞǀĞů͘^ŽŽƵƌĐůŝĞŶƚƐĂƌĞŐĞƫŶŐĂŚĞĂĚŽĨŝƚ͘͟
ƌĞ ĐůŝĞŶƚƐ ĂŶĚ ĮƌŵƐ ĂůŝŐŶĞĚ͍ ĐŬĞƌŵĂŶŶ
ĂĚĚƐ͕ ͞ůŝĞŶƚƐ ĂƌĞ ŝŶƚĞƌƉƌĞƟŶŐ ŝƚ ŝŶ ƚŚĞŝƌ ŽǁŶ
ǁĂǇͶŝƚ͛ƐĂĨĂŝƌůǇĐŽŵƉůĞǆƉŝĞĐĞŽĨůĞŐŝƐůĂƟŽŶͶ
well in advance of the law actually being on
ƚŚĞ ďŽŽŬƐ͘ /ƚ ŝƐ ŐŽŝŶŐ ƚŽ ĐŽŶƟŶƵĞ ƚŽ ĞǀŽůǀĞ
ĚƌĂŵĂƟĐĂůůǇ ĂƐ ǁĞ ŐĞƚ ŽƵƌ ĮƌƐƚ ĐĂƐĞ ůĂǁ ŝŶ
ƉůĂĐĞ ĂŶĚ ŽƵƌ ĮƌƐƚ ĞŶĨŽƌĐĞŵĞŶƚ ĂĐƟǀŝƟĞƐ ďǇ
ƚŚĞǀĂƌŝŽƵƐĚĂƚĂƉƌŽĐĞƐƐŝŶŐĂƵƚŚŽƌŝƟĞƐ͘͟
^ ŵĞŵďĞƌ ĮƌŵƐ ĂŶĚ ƚŚĞŝƌ ĐůŝĞŶƚƐ ǁŝůů
ŶĞĞĚ ƚŽ ǁŽƌŬ ĐŽůůĂďŽƌĂƟǀĞůǇ ƚŽ ĚĞĂů ǁŝƚŚ ƚŚĞ
complex issues related to data privacy and data
security. Open discussion and clarity about
ƌŽůĞƐǁŝůůďĞĞƐƐĞŶƟĂů͘

So many questions do not have answers
from the lawmakers themselves. Hickman
sees the law and compliance as ongoing
processes. “More or less every case that
ends up before the court of justice can shift
the landscape in terms of some fundamental
issue or other, and in relation to codes of
conduct under the GDPR there are still
fundamental questions, and we are waiting
for the regulators to provide clarity.” In the
meantime, AESC member firms should use
the resources available to interpret the law
and work toward compliance.
Different industries and organizations are
at different stages of preparedness. “Not
everybody has the benefit of AESC and
solution providers promoting education,”
Shapiro says. “It’s evolving. Even if the law
goes into effect and seems relatively stable
in terms of what it does and how people
interpret it, it may be different in the courts
in six months, or a year, or several years.
Constant vigilance is required to really get it
right.”
Brewer, too, is confident that the law
around data protection will continue to
evolve. “I don’t think it’s ever going to come
to a rest – data protection is iterative, and as
the technology changes the regulators try to
keep up, and everyone gets swept up in that,
including our industry.” He acknowledges,
“Yes, there’s a deadline, and it’s a very big
change, but there will be further regulation,
there will be more opinions and there’s a
body that will continue to give guidance and
clarify as time goes on.” He adds, “In my
view, the goalposts are always moving, and
we’re always trying to stay at least one step
ahead of the regulations.”
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The Other Side
of
Next
Gen:
Implications and Opportunities in the
Context of an Aging Workforce
͞dŚĞ ǁŽƌůĚ ŝƐ ĂďŽƵƚ ƚŽ ĞǆƉĞƌŝĞŶĐĞ ƐŽŵĞƚŚŝŶŐ ŶŽƚ ƐĞĞŶ ƐŝŶĐĞ ƚŚĞ ůĂĐŬ ĞĂƚŚ ŝŶ ƚŚĞ ϭϰƚŚ
ĐĞŶƚƵƌǇͶůŽƚƐŽĨĐŽƵŶƚƌŝĞƐǁŝƚŚƐŚƌŝŶŬŝŶŐƉŽƉƵůĂƟŽŶƐ͘ůƌĞĂĚǇ͕ƚŚĞƌĞĂƌĞĂƌŽƵŶĚϮϱĐŽƵŶƚƌŝĞƐǁŝƚŚ
ĨĂůůŝŶŐŚĞĂĚĐŽƵŶƚƐ͖ďǇƚŚĞůĂƐƚƋƵĂƌƚĞƌŽĨƚŚŝƐĐĞŶƚƵƌǇ͕ƉƌŽũĞĐƟŽŶƐďǇƚŚĞhŶŝƚĞĚEĂƟŽŶƐƐƵŐŐĞƐƚƐ
ƚŚĞƌĞŵĂǇďĞŵŽƌĞƚŚĂŶϭϬϬ͘͟
&ƌŽŵ͞sĂŶŝƐŚŝŶŐtŽƌŬĞƌƐΗ͕dŚĞĐŽŶŽŵŝƐƚ, July 23, 2016

I

n a recent research report from The
Conference Board, dƵƌŶŝŶŐ ^ŝůǀĞƌ
/ŶƚŽ 'ŽůĚ͗ dĂƉƉŝŶŐ ŝŶƚŽ ƚŚĞ DĂƚƵƌĞ
tŽƌŬĨŽƌĐĞ ƚŽ ůŽƐĞ ƵƌŽƉĞ͛Ɛ tŝĚĞŶŝŶŐ
dĂůĞŶƚ 'ĂƉƐ, authors Marion Devine
and Ilaria Maselli examine the impact of
ƐŚŝŌŝŶŐ ĚĞŵŽŐƌĂƉŚŝĐƐ ŽŶ ƚŚĞ ůĂďŽƌ ƐƵƉƉůǇ
in Europe, and explore how policy makers
and employers can adapt. While the report
is focused on the European labor market,
ƚŚĞ ĮŶĚŝŶŐƐ ŚĂǀĞ ŝŵƉůŝĐĂƟŽŶƐ ĨŽƌ ŽƚŚĞƌ
economies.

Economic growth, in simple
terms
Ilaria Maselli has been studying labor
markets for a decade. “The simple

ϮϴͲǆĞĐƵƟǀĞdĂůĞŶƚ

understanding about economic growth
is that you can grow by adding more
people, more hours, or more capital,”
she explains. “This is what countries do
in the early stages of development.”
At the later stages of development
when an economy “can no longer add
many more hours, much more capital,
or more people into the labor market,”
Maselli says, “then you need to grow
by productivity: you need to grow by
adding ideas, by making your processes
more efficient.” And this, she says, is
very difficult. “This is the challenge,
in general, of all advanced economies:
economic growth in the future has to
come from productivity.”

Slowing Population Growth
and an Aging Workforce
͞DŽƌĞ ĂŶĚ ŵŽƌĞ ĐŽƵŶƚƌŝĞƐ ŶŽǁ ŚĂǀĞ
ĨĞƌƟůŝƚǇƌĂƚĞƐďĞůŽǁƚŚĞůĞǀĞůƌĞƋƵŝƌĞĚĨŽƌ
ƚŚĞƌĞƉůĂĐĞŵĞŶƚŽĨƐƵĐĐĞƐƐŝǀĞŐĞŶĞƌĂƟŽŶƐ
;ƌŽƵŐŚůǇϮ͘ϭďŝƌƚŚƐƉĞƌǁŽŵĂŶͿ͕ĂŶĚƐŽŵĞ
ŚĂǀĞ ďĞĞŶ ŝŶ ƚŚŝƐ ƐŝƚƵĂƟŽŶ ĨŽƌ ƐĞǀĞƌĂů
ĚĞĐĂĚĞƐ͘͟
tŽƌůĚWŽƉƵůĂƟŽŶ
WƌŽƐƉĞĐƚƐ͗dŚĞϮϬϭϳZĞǀŝƐŝŽŶ
>ŽǁĨĞƌƟůŝƚǇŝƐŶŽǁĂŐůŽďĂůƉŚĞŶŽŵĞŶŽŶ͘
ĞŵŽŐƌĂƉŚĞƌƐ ƐĂǇ ƚŚĞ ĨĞƌƟůŝƚǇ ƌĂƚĞ ŶĞĞĚƐ
to reach 2.1 children per woman just to
ƌĞƉůĂĐĞƉĞŽƉůĞĚǇŝŶŐĂŶĚŬĞĞƉƉŽƉƵůĂƟŽŶƐ
constant. According to 2015 data from the
UN, nearly half the world lives in countries
ǁŝƚŚďĞůŽǁͲƌĞƉůĂĐĞŵĞŶƚůĞǀĞůĨĞƌƟůŝƚǇƌĂƚĞƐ͘
dŚŝƐ ŵĞĂŶƐ ƚŚĂƚ ƉŽƉƵůĂƟŽŶ ĂŐĞŝŶŐ ǁŝůů
ĐŽŶƟŶƵĞĂƚĂĨĂƐƚƉĂĐĞ͘
͞WŽƉƵůĂƟŽŶĂŐŝŶŐŝƐĂŐůŽďĂůĐŚĂůůĞŶŐĞ͕͟
Maselli says. “All the mature economies
have an aging problem, and some emerging
markets have an aging problem, too. There
ĂƌĞƐŽŵĞĐŽƵŶƚƌŝĞƐǁŚĞƌĞƚŚŝƐŝƐƉĂƌƟĐƵůĂƌůǇ
advanced. Germany and Japan, for example.
At some point, all countries will get there.”
DĐ<ŝŶƐĞǇ'ůŽďĂů/ŶƐƟƚƵƚĞ͛Ɛ:ĂŶƵĂƌǇ͕ϮϬϭϱ
report 'ůŽďĂůŐƌŽǁƚŚ͗ĂŶƉƌŽĚƵĐƟǀŝƚǇƐĂǀĞ
ƚŚĞĚĂǇŝŶĂŶĂŐŝŶŐǁŽƌůĚ͍is focused on the
G19 and Nigeria, and shows “employment
ƉƌŽƐƉĞĐƚƐ ǀĂƌǇ ƐŝŐŶŝĮĐĂŶƚůǇ͘ dŚĞ ŶƵŵďĞƌ
of employees has already peaked and
started to decline in Germany, Italy, Japan,
and Russia; their labor pools could shrink
by up to one-third by 2064. In most other

countries, employment is likely to peak
within 50 years. In China and South Korea,
the peak is expected as early as 2024.”
/Ŷ ƵƌŽƉĞ͕ ͞ƚŚĞ ƉŽƉƵůĂƟŽŶ ŽĨ ƚŚŽƐĞ ŽĨ
working age (15-64) reached its peak in 2015
at 333 million people. Every year this number
is projected to shrink by almost a million,”
according to The Conference Board report.

The Impact of a Shrinking,
Aging Workforce
͞tŝƚŚŽƵƚĂŶĂĐĐĞůĞƌĂƟŽŶŝŶƉƌŽĚƵĐƟǀŝƚǇ
ŐƌŽǁƚŚ͕ƚŚĞƌĂƚĞŽĨŐůŽďĂů'WŐƌŽǁƚŚŝƐ
ƐĞƚ ƚŽ ĚĞĐůŝŶĞ ďǇ ϰϬй͕ ĨƌŽŵ ϯ͘ϲй Ă ǇĞĂƌ
ďĞƚǁĞĞŶϭϵϲϰĂŶĚϮϬϭϮƚŽŽŶůǇϮ͘ϭйŽǀĞƌ
ƚŚĞŶĞǆƚϱϬǇĞĂƌƐ͘/ƚǁŽƵůĚƚĂŬĞϴϬйĨĂƐƚĞƌ
ƉƌŽĚƵĐƟǀŝƚǇ ŐƌŽǁƚŚ ƚŽ ĨƵůůǇ ĐŽŵƉĞŶƐĂƚĞ
ĨŽƌƚŚĞƉƌŽũĞĐƚĞĚĚĞĐůŝŶĞ͘͟
Harvard Business Review, “The
WƌŽĚƵĐƟǀŝƚǇŚĂůůĞŶŐĞŽĨĂŶŐŝŶŐ'ůŽďĂů
tŽƌŬĨŽƌĐĞ͟January 20, 2015
ƵƌŝŶŐ ƚŚĞ ƚǁĞŶƟĞƚŚ ĐĞŶƚƵƌǇ͕ DĂƐĞůůŝ
ĞǆƉůĂŝŶƐ͕ ͞ůĂďŽƌ ƉƌŽĚƵĐƟǀŝƚǇ ŝŶĐƌĞĂƐĞĚ ĚƵĞ
ƚŽ ŝŶŶŽǀĂƟŽŶ͘ ŌĞƌ ƚŚĂƚ͕ ŝƚ ďĞĐĂŵĞ ƋƵŝƚĞ
ŇĂƚ͕ ĚĞƐƉŝƚĞ Ăůů ƚŚĞ ŝŶŶŽǀĂƟŽŶƐ ŽĨ ƚŚĞ ůĂƐƚ
ĚĞĐĂĚĞ͘ĞƐƉŝƚĞĂůůƚŚĞĞǆƉĞĐƚĂƟŽŶƐǁĞŚĂǀĞ
ŽĨƚŚĞĚŝŐŝƚĂůƚƌĂŶƐĨŽƌŵĂƟŽŶ͕ǁĞŽŶůǇƐƚĂƌƚ
ƚŽ ŽďƐĞƌǀĞ ŶŽǁ ƟŵŝĚ ƐŝŐŶƐ ŽĨ Ă ƉŽƐƐŝďůĞ
reverse.”
Which makes even more important the
ĞīŽƌƚ ƚŽ ŝŶĐƌĞĂƐĞ ůĂďŽƌ ƉĂƌƟĐŝƉĂƟŽŶ͕ the
ƉĞƌĐĞŶƚĂŐĞ ŽĨ ƚŚĞ ƉŽƉƵůĂƟŽŶ ƚŚĂƚ ŝƐ ĂĐƟǀĞ
in the labor market—either employed or
willing to work.
“If we don’t have enough people, and if

ƉĞŽƉůĞĚŽŶ͛ƚďĞĐŽŵĞŵŽƌĞƉƌŽĚƵĐƟǀĞ͕ŽƵƌ
economy will just shrink,” Maselli says, with
ƵƌŐĞŶĐǇ͘ DĂŶǇ ĞĐŽŶŽŵŝƐƚƐ ĂƩƌŝďƵƚĞ ƵƉ ƚŽ
a third of economic growth to more people
joining the workforce each year than leaving
it.
According to the World Bank, the world
ůĂďŽƌ ƉĂƌƟĐŝƉĂƟŽŶ ƌĂƚĞ ŚĂƐ ĚĞĐůŝŶĞĚ ĨƌŽŵ
66.5% in 1990 to 62.8% in 2016. This drop
ŝŶ ůĂďŽƌ ĨŽƌĐĞ ƉĂƌƟĐŝƉĂƟŽŶ ƌĂƚĞƐ ĐŽŶĐĞƌŶƐ
economists because it depresses economic
growth, increases the burden on social
support programs, and reduces the tax base.
tŽƌŬŝŶŐ ĂŐĞ ƉŽƉƵůĂƟŽŶƐ ŝŶ ĂĚǀĂŶĐĞĚ
ĞĐŽŶŽŵŝĞƐ͕ ƉĂƌƟĐƵůĂƌůǇ ŝŶ ƵƌŽƉĞ͕ ĂƌĞ
in decline, but the size of the working
ĂŐĞ ƉŽƉƵůĂƟŽŶ ŵĂǇ ďĞ ůĞƐƐ ŝŵƉŽƌƚĂŶƚ ŝŶ
the medium-term than that labor pool’s
ƉĂƌƟĐŝƉĂƟŽŶ ƌĂƚĞ͘ ĐĐŽƌĚŝŶŐ ƚŽ ƚŚĞ d
report, “on average, 72.5 people in the EU
are working for every 100 in the working-age
ƉŽƉƵůĂƟŽŶ͕ĂƉĞƌĐĞŶƚĂŐĞƚŚĂƚǀĂƌŝĞƐǁŝĚĞůǇ
by country and by demographic subgroup.
On average, just over half of those 55-64
years old are working.”
In Europe and perhaps other regions, the
ĐŽŵďŝŶĞĚ ůĂďŽƌ ƐŚŽƌƚĂŐĞ ĂŶĚ ƌĞůĂƟǀĞ ƐŝǌĞ
ŽĨ ƚŚĞ ϱϱн ŽůĚĞƌ ǁŽƌŬĞƌ ƉŽƉƵůĂƟŽŶ ŵĂǇ
present an opportunity.

Retaining and Reclaiming
Mature Workers
According to The Conference Board
dƵƌŶŝŶŐ ^ŝůǀĞƌ /ŶƚŽ 'ŽůĚ report, “It appears
there is much scope for improvement in the
ƌĞƚĞŶƟŽŶ ĂŶĚ ĚĞƉůŽǇŵĞŶƚ ŽĨ ϱϱн ǁŽƌŬĞƌƐ͘
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The sobering reality is that despite the importance
of this growing cohort, many mature workers are
ƐƟůů ďĞŝŶŐ ůŽƐƚ ƚŽ ƚŚĞ ƵƌŽƉĞĂŶ ǁŽƌŬĨŽƌĐĞ Žƌ ŶŽƚ
ĞŵƉůŽǇĞĚĂƚƚŚĞŝƌĨƵůůƉŽƚĞŶƟĂůĚƵĞƚŽƐŬŝůůƐŐĂƉƐŽƌ
ĂŐĞĚŝƐĐƌŝŵŝŶĂƟŽŶ͘͟
Maselli observes that though mature workers
ŚĂǀĞ Ă ƐŝŐŶŝĮĐĂŶƚ ƌŽůĞ ŝŶ ƌĂŝƐŝŶŐ ƉƌŽĚƵĐƟǀŝƚǇ͕
much of the research and media focus has
ďĞĞŶŽŶƚŚĞǇŽƵŶŐĞƌŐĞŶĞƌĂƟŽŶƐ͘͞tŚĂƚ/ŽŌĞŶ
ĨŽƵŶĚĨƵŶŶǇŝƐƚŚĂƚƚŚĞŚƵŵĂŶĐĂƉŝƚĂůƉƌĂĐƟĐĞ
tends to focus on Millenials. But if you look at
ƐƚĂƟƐƟĐƐǇŽƵĐĂŶƐĞĞƚŚĂƚƚŚĞŐƌŽƵƉŽĨϱϱнŝƐĂ
much bigger part of the labor market in nearly
all European countries. So that’s what we should
be talking about. That’s what we should make
strategies around.”
Barriers to building strategies around the
ŵĂƚƵƌĞ ǁŽƌŬĨŽƌĐĞ ŝŶĐůƵĚĞ ƚŚĞ ƉĞƌĐĞƉƟŽŶ ƚŚĂƚ
mature workers’ skills are obsolete, they need
ƚŽŵŽǀĞĂƐŝĚĞĨŽƌƚŚĞŶĞǆƚŐĞŶĞƌĂƟŽŶ͕ŽƌƚŚĞǇ
ĂƌĞƉĂƐƚďĞŝŶŐŵĞĂŶŝŶŐĨƵůůǇƉƌŽĚƵĐƟǀĞ͘
ĐĐŽƌĚŝŶŐƚŽƚŚĞtŽƌůĚ,ĞĂůƚŚKƌŐĂŶŝǌĂƟŽŶ͕
“There is no physiologic reason that many
ŽůĚĞƌ ƉĞŽƉůĞ ĐĂŶŶŽƚ ƉĂƌƟĐŝƉĂƚĞ ŝŶ ƚŚĞ ĨŽƌŵĂů
ǁŽƌŬĨŽƌĐĞ͕ ďƵƚ ƚŚĞ ĞǆƉĞĐƚĂƟŽŶ ƚŚĂƚ ƉĞŽƉůĞ
will cease working when they reach a certain
age has gained credence over the past century.
Rising incomes, along with public and private
ƉĞŶƐŝŽŶƐǇƐƚĞŵƐ͕ŚĂǀĞĂůůŽǁĞĚƉĞŽƉůĞƚŽƌĞƟƌĞ
based on their age rather than any healthrelated problem.”
European governments have been working
ƚŽ ƉŽƐƚƉŽŶĞ ŽůĚĞƌ ǁŽƌŬĞƌƐ͛ ƌĞƟƌĞŵĞŶƚ ǁŝƚŚ
Ă ŵĞĂƐƵƌĞ ŽĨ ƐƵĐĐĞƐƐ͕ ďƵƚ ŐĞƫŶŐ ŵĂƚƵƌĞ
workers to remain in or return to the workforce
also requires the commitment of employers.
According to The Conference Board’s research,
“employers appear to be slow to change their
ƉƌĂĐƟĐĞƐ͕ ĂŶĚ ƚŽŽ ŵĂŶǇ ƚĂůĞŶƚĞĚ ŵĂƚƵƌĞ

ϯϬͲǆĞĐƵƟǀĞdĂůĞŶƚ

ǁŽƌŬĞƌƐĂƌĞĞǆŝƟŶŐƚŚĞǁŽƌŬƉůĂĐĞƉƌĞŵĂƚƵƌĞůǇ͘
Even when they stay, their competences are
ŽŌĞŶŶŽƚĨƵůůǇůĞǀĞƌĂŐĞĚ͘͟
“It’s really a missed opportunity, because
people want to remain engaged,” Maselli says.
Maselli observes that the needs and wants
of millenials and mature workers aren’t that
ĚŝīĞƌĞŶƚ͘͞tŚĂƚŵǇĐŽůůĞĂŐƵĞŶŽƟĐĞĚǁŚŝůĞƐŚĞ
was working on a report on millenials, is that
if you look closer and if you abstract from the
ŚǇƉĞ͕ǁŚĂƚǇŽƵĚŝƐĐŽǀĞƌŝƐƉĞŽƉůĞĨƌŽŵĚŝīĞƌĞŶƚ
ŐĞŶĞƌĂƟŽŶƐƌĞĂůůǇĚŽŶ͛ƚǁĂŶƚĚŝīĞƌĞŶƚƚŚŝŶŐƐ͘͟
dŚŽƐĞ ƚŚŝŶŐƐ ŝŶĐůƵĚĞ ŇĞǆŝďŝůŝƚǇ͕ ƚƌĂŝŶŝŶŐ ĂŶĚ
professional development, and a feeling of
purpose.

Mature workers and
productivity
ŐŝŶŐ ĞǆƉĞƌƚƐ ŝĚĞŶƟĨǇ ƚŚĞ ŵĂĐƌŽĞĐŽŶŽŵŝĐ
ŝŵƉĂĐƚŽĨĂŶĂŐŝŶŐƉŽƉƵůĂƟŽŶŝŶďŽƚŚĂŚŝŐŚĞƌ
ŽůĚͲĂŐĞ ĚĞƉĞŶĚĞŶĐǇ ƌĂƟŽͶĂ ĚĞĐƌĞĂƐŝŶŐ
workforce has less capacity to cover the needs
ŽĨ ƚŚŽƐĞ ǁŚŽ ŚĂǀĞ ĂůƌĞĂĚǇ ƌĞƟƌĞĚͶĂŶĚ Ă
ŚŝŐŚĞƌ ĐŽŶĐĞŶƚƌĂƟŽŶ ŽĨ ŽůĚĞƌ ǁŽƌŬĞƌƐ͕ ǁŚŝĐŚ
ŵĂǇƚƌĂŶƐůĂƚĞŝŶƚŽůŽǁĞƌƉƌŽĚƵĐƟǀŝƚǇ͘
Workers with jobs that require physical
ĞǆĞƌƟŽŶƐĞĞŵůŝŬĞůǇƚŽďĞĐŽŵĞůĞƐƐƉƌŽĚƵĐƟǀĞ
as they age, but some roles are age-neutral, and
ŵĂƚƵƌĞ ǁŽƌŬĞƌƐ ǁŝƚŚ ŽĐĐƵƉĂƟŽŶƐ ƚŚĂƚ ƌĞƋƵŝƌĞ
ŵŽƌĞ ĞĚƵĐĂƟŽŶ ĂŶĚ ĞǆƉĞƌŝĞŶĐĞ ŵĂǇ ĂĐƚƵĂůůǇ
ďĞĐŽŵĞŵŽƌĞƉƌŽĚƵĐƟǀĞǁŝƚŚĂŐĞ͘
Research from the Munich Center for
ĐŽŶŽŵŝĐƐĂŶĚŐŝŶŐ͕͞WƌŽĚƵĐƟǀŝƚǇĂŶĚĂŐĞ͗
Evidence from work teams at the assembly
line,” bears this out.
The 2007 study allowed researchers to
ĞƐƟŵĂƚĞ ͞ƌĂƚŚĞƌ ƉƌĞĐŝƐĞ ĂŐĞͲƉƌŽĚƵĐƟǀŝƚǇ
ƉƌŽĮůĞƐ Ăƚ ƚŚĞ ŝŶĚŝǀŝĚƵĂů ůĞǀĞů ĂŶĚ Ăƚ ƚŚĞ ůĞǀĞů
ŽĨ Ă ǁŽƌŬ ƚĞĂŵ͘ dŚĞƐĞ ƉƌŽĮůĞƐ ĚŽ ŶŽƚ ƐŚŽǁ Ă

decline in the relevant age range between 25
and 65 years of age. On the individual workers’
ůĞǀĞů͕ŽƵƌĂǀĞƌĂŐĞƉƌŽĚƵĐƟǀŝƚǇŵĞĂƐƵƌĞĂĐƚƵĂůůǇ
increases monotonically up to age 65.”
The researchers also conclude that even in a
role that requires physical strength, “its decline
ǁŝƚŚĂŐĞŝƐĐŽŵƉĞŶƐĂƚĞĚďǇĐŚĂƌĂĐƚĞƌŝƐƟĐƐƚŚĂƚ
appear to increase with age and are hard to
measure directly, such as experience and the
ability to operate well in a team when tense
ƐŝƚƵĂƟŽŶƐŽĐĐƵƌ͕ƚǇƉŝĐĂůůǇǁŚĞŶƚŚŝŶŐƐŐŽǁƌŽŶŐ
ĂŶĚƚŚĞƌĞŝƐůŝƩůĞƟŵĞƚŽĮǆƚŚĞŵ͘͟
In many cases, mature workers possess
ǀĂůƵĂďůĞŝŶƐƟƚƵƟŽŶĂůŬŶŽǁůĞĚŐĞƚŚĂƚĐŽŵƉĂŶŝĞƐ
ǁŽƵůĚ ŶŽƚ ǁĂŶƚ ƚŽ ůŽƐĞ͘ /Ŷ ĂĚĚŝƟŽŶ͕ ŵĂƚƵƌĞ
workers in advanced economies are much more
ůŝŬĞůǇ ƚŽ ďĞ ĞĚƵĐĂƚĞĚ͕ ďĞƩĞƌ ƐƵŝƟŶŐ ƚŚĞŵ ĨŽƌ
higher-skilled work. They may be ideally suited
ƚŽ ŚĞůƉ Įůů ƚŚĞ ƚĂůĞŶƚ ƐŚŽƌƚĂŐĞ ŝŶ ƵƌŽƉĞ ĂŶĚ
elsewhere.

Is technology the answer?
For certain geographies, the answer to
talent shortage is technology. “Japan is more
ŝŶƚĞƌĞƐƟŶŐďĞĐĂƵƐĞƚŚĞƌĞŝƐĂůŵŽƐƚŶŽŵŝŐƌĂƟŽŶ
into Japan. They don’t want to solve the aging
ƉƌŽďůĞŵ ďǇ ŝŵƉŽƌƟŶŐ ǁŽƌŬĞƌƐ ĨƌŽŵ ŽƚŚĞƌ
countries,” Maselli says. “So this means for
ƚŚĞŵŝƚ͛ƐĞǀĞŶŵŽƌĞĚŝĸĐƵůƚƚŽŬĞĞƉƚŚĞůĂďŽƌ
force constant. I think they are the ones who are
ƉƵƐŚŝŶŐƌŽďŽƟĐƐĂƐŵƵĐŚĂƐƉŽƐƐŝďůĞ͕ďƵƚ/ĚŽŶ͛ƚ
see, even in Japan, the evidence that this will
solve the problem.”
KŌĞŶ ǁŚĞŶ DĂƐĞůůŝ ĂŶĚ ŚĞƌ ĐŽůůĞĂŐƵĞƐ ŐŝǀĞ
talks about retaining and leveraging the mature
workforce, someone brings up technology.
“Whenever we go out to talk about this, always
somebody raises their hand and says “yes,
but do we really have to do this, because our
understanding is that robots will replace all of us
ĂƚƐŽŵĞƟŵĞ͘͟dŚĞƌĞĂƌĞƚĞĐŚŶŽůŽŐŝĐĂůďĂƌƌŝĞƌƐ
that we are not going to be able to overcome
in the near-future, and the problem with labor
supply—we have to do something ŶŽǁ.” She
ĂĚĚƐ͞ƚŚŝƐ͚ĨƵƚƵƌĞ’ might come quite late.”

The solution?
͞ƵƐŝŶĞƐƐŵƵƐƚƉůĂǇĂĐƌŝƟĐĂůƌŽůĞ͗ĂŐŐƌĞƐƐŝǀĞůǇ
ƵƉŐƌĂĚŝŶŐ ĐĂƉŝƚĂů ĂŶĚ ƚĞĐŚŶŽůŽŐǇ͕ ƚĂŬŝŶŐ ƌŝƐŬƐ
ďǇŝŶǀĞƐƟŶŐŝŶZΘĂŶĚƵŶƉƌŽǀĞŶƚĞĐŚŶŽůŽŐŝĞƐ
Žƌ ƉƌŽĐĞƐƐĞƐ͕ ĂŶĚ ŵŝƟŐĂƟŶŐ ƚŚĞ ůĂďŽƌ ƉŽŽů͛Ɛ
ĞƌŽƐŝŽŶ ďǇ ƉƌŽǀŝĚŝŶŐ Ă ŵŽƌĞ ŇĞǆŝďůĞ ǁŽƌŬ
ĞŶǀŝƌŽŶŵĞŶƚ ĨŽƌ ǁŽŵĞŶ ĂŶĚ ŽůĚĞƌ ǁŽƌŬĞƌƐ͕
ĂƐ ǁĞůů ĂƐ ƚƌĂŝŶŝŶŐ ĂŶĚ ŵĞŶƚŽƌƐŚŝƉ ĨŽƌ ǇŽƵŶŐ
ƉĞŽƉůĞ͘͟
DĐ<ŝŶƐĞǇ'ůŽďĂů/ŶŝƟĂƚǀĞ͞ĂŶůŽŶŐͲƚĞƌŵ
ŐůŽďĂůŐƌŽǁƚŚďĞƐĂǀĞĚ͍͟:ĂŶƵĂƌǇϮϬϭϱ

ƚŽ ŬĞĞƉ ŵĂƚƵƌĞ ǁŽƌŬĞƌƐ ŝŶ ƚŚĞ ĂĐƟǀĞ ůĂďŽƌ
market. “I think Europe is leading, because
ŚĞƌĞŝŶƵƌŽƉĞǁĞƉƵƐŚĞĚƚŚĞƌĞƟƌĞŵĞŶƚĂŐĞ͕
and we really convinced people to stay in the
labor market.” She says, however, “the driver
ĨŽƌ ƉƵƐŚŝŶŐ ƌĞƟƌĞŵĞŶƚ ĂŐĞ ŝƐ ŵŽƐƚůǇ ƉƵďůŝĐ
policy. The other part of the story should be
that ĐŽŵƉĂŶŝĞƐ ŬĞĞƉ ƉĞŽƉůĞ ƉƌŽĚƵĐƟǀĞ ŝŶ ƚŚĞ
late stage of their career.”
dŚĞ ƐŽůƵƟŽŶ͕ ĂĐĐŽƌĚŝŶŐ ƚŽ ƚŚĞ ƌĞƉŽƌƚ͕ ŵĂǇ
be strategic workforce planning that includes
tailored work arrangements, healthy, agefriendly work environments, and engaging
workplaces.
“When we started talking to people in this
age bracket,” Maselli says, “we realized they
were just parked, doing something useful but
ŶŽƚ ƚŽ ƚŚĞ ŵĂǆŝŵƵŵ ŽĨ ƚŚĞŝƌ ƉŽƚĞŶƟĂů͘ dŚĞǇ
ǁĞƌĞǁŝƚŚŽƵƚŽƉƉŽƌƚƵŶŝƟĞƐƚŽƚƌĂŝŶƐŽŵĞŽŶĞŝŶ
their skills, to give advice, to take some training.
dŚĞǇǁĞƌĞũƵƐƚƉƵƚŝŶĂĐŽƌŶĞƌǁĂŝƟŶŐĨŽƌƚŚĞŝƌ
ƌĞƟƌĞŵĞŶƚ͕͟ ƐŚĞ ƐĂǇƐ͘ ͞Ƶƚ ƚŚĞŝƌ ǁŝƐŚ ǁĂƐ ƚŽ
ƌĞŵĂŝŶƉƌŽĚƵĐƟǀĞ͘͟
dŚĞďƵƐŝŶĞƐƐĐĂƐĞĨŽƌƌĞƚĂŝŶŝŶŐĂŶĚƌĞĐƌƵŝƟŶŐ
ŵĂƚƵƌĞ ǁŽƌŬĞƌƐ ĂŶĚ ŝŶǀĞƐƟŶŐ ŝŶ ƚŚĞŝƌ
ƉƌŽĚƵĐƟǀŝƚǇǁŝůůƵůƟŵĂƚĞůǇďĞĐŽŵĞĂƐŽƵƌĐĞŽĨ
ĐŽŵƉĞƟƟǀĞĂĚǀĂŶƚĂŐĞ͘

The world-view
ZĞƐĞĂƌĐŚĞƌƐ ĐŽŶƟŶƵĞ ƚŽ ĞǆĂŵŝŶĞ ŐůŽďĂů
demographic and labor market trends and
how markets can sustain the global economy.
ĐĐŽƌĚŝŶŐƚŽDĐ<ŝŶƐĞǇ͕ĂŵŽŶŐƚŚĞĂĐƟǀŝƟĞƐƚŚĂƚ
would contribute to fueling long-term growth is
ƚŽ ͞ƉƵƚ ŝŶ ƉůĂĐĞ ƌĞŐƵůĂƟŽŶ ĂŶĚ ƐŽĐŝĂů ƐƵƉƉŽƌƚ
ƚŽ ďŽŽƐƚ ůĂďŽƌͲŵĂƌŬĞƚ ƉĂƌƟĐŝƉĂƟŽŶ ĂŵŽŶŐ
women, young people, and older people; and
ŝŵƉƌŽǀĞĞĚƵĐĂƟŽŶĂŶĚŵĂƚĐŚŝŶŐƐŬŝůůƐƚŽũŽďƐ͕
ĂŶĚŵĂŬĞůĂďŽƌŵĂƌŬĞƚƐŵŽƌĞŇĞǆŝďůĞ͘͟
Maselli’s latest research focuses on Europe,
ďƵƚ ƐŚĞ ŚĂƐ Ă ŐůŽďĂů ƉĞƌƐƉĞĐƟǀĞ͘ ͞ ůŽƚ ŽĨ
the world’s GDP is produced by and bought
by people in advanced economies, and all
advanced economies are actually seeing this
issue of aging. So the share of economies
that is involved is big enough to have major
consequences on the world economy.”
͞KƵƌ ƌĞƐĞĂƌĐŚ ƐƵŐŐĞƐƚƐ ƚŚĂƚ ĐŽŵƉĂŶŝĞƐ
ƵƌŐĞŶƚůǇŶĞĞĚƚŽĐŽŶƐŝĚĞƌŚŽǁďĞƐƚƚŽŵĂŶĂŐĞ
ĂŶ ĂŐŝŶŐ ǁŽƌŬĨŽƌĐĞͶďĞĐĂƵƐĞ ƚŚĞ ĐŚĂůůĞŶŐĞ
ŝƐ ŚĞƌĞ ĂŶĚ ŶŽǁ ĂŶĚ ŶŽƚ ƐŽŵĞƟŵĞ ĚŽǁŶ ƚŚĞ
ƌŽĂĚ͘͟
From The Conference Board
dƵƌŶŝŶŐ^ŝůǀĞƌ/ŶƚŽ'ŽůĚ


Maselli recognizes the strides made in Europe
ǆĞĐƵƟǀĞdĂůĞŶƚͲϯϭ
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ƌŽŵDĂǇϮϬϭϴ͕ĂůůŽƌŐĂŶŝǌĂƟŽŶƐƚŚĂƚ
handle the data of EU residents will be
required to comply with a single set
ŽĨƌƵůĞƐ͕ƌĞŐĂƌĚůĞƐƐŽĨǁŚĞƌĞƚŚĞŽƌŐĂŶŝǌĂƟŽŶ
is located. Compliance with the GDPR
represents an opportunity to transform how
ǇŽƵƌĮƌŵŵĂŶĂŐĞƐƉĞƌƐŽŶĂůĚĂƚĂ͘ĞůŽǁŝƐ
a checklist of how you can prepare for, and
ƵůƟŵĂƚĞůǇďĞŶĞĮƚĨƌŽŵƚŚĞ'WZ͘

integrity, availability and resilience of
processing systems and services.
And you’ll have to make sure that
your internal policies and processes are
recorded, communicated and followed,
and that somebody in your company has
overall responsibility for this.

Create a GDPR File
Create a hard copy or
ĞůĞĐƚƌŽŶŝĐĐĞŶƚƌĂů'WZĮůĞĂŶĚ
use this as the Repository for all your GDPR
compliance, as well as to drive and apply
dŚĞ'ĞŶĞƌĂůĂƚĂWƌŽƚĞĐƟŽŶZĞŐƵůĂƟŽŶ compliance and policy decisions. You can
(GDPR) demands that you have the record Documents, Templates, Statements,
ĂƉƉƌŽƉƌŝĂƚĞ ƚĞĐŚŶŝĐĂů ĂŶĚ ŽƌŐĂŶŝǌĂƟŽŶĂů Privacy Impact Assessments (PIAs), Policies
measures for processing and controlling and Processes in the GDPR Record. You can
personal data in your company. This also record any special cases of Consent
means that, at the very least, you will Withdrawal, Data Subject Access Requests
need to review your current set up and (DSARs) and Data Breaches.
/Ŷ ĂĚĚŝƟŽŶ͕ ǇŽƵ ĐĂŶ ƚƌĂĐŬ ǇŽƵƌ ƐƚĂī
procedures and it’s likely you will have to
training and awareness programmes.
build or rebuild some from scratch.
You need to make sure your data is
organized, understand what it is and know
where and how it is stored. You’ll need
Assess and record the
to consider the security of the data, both
Data Streams you are
ƉŚǇƐŝĐĂůĂŶĚĞůĞĐƚƌŽŶŝĐ͕ĂŶĚĂŶǇĞŶĐƌǇƉƟŽŶ
processing
ŽƌŝŶƚƌƵƐŝŽŶƉƌĞǀĞŶƟŽŶŵĞĂƐƵƌĞƐ͘/ĨǇŽƵ͛ƌĞ
dŚŝŶŬĂďŽƵƚƚŚĞĚŝīĞƌĞŶƚĚĂƚĂƐƚƌĞĂŵƐǇŽƵ
ƵƐŝŶŐĂƉƌŽĐĞƐƐŽƌ͕ǇŽƵŵƵƐƚƐĂƟƐĨǇǇŽƵƌƐĞůĨ are processing:
that their processes and environment are
x Candidates are the most obvious ƐƵĸĐŝĞŶƚƚŽƉƌŽƚĞĐƚǇŽƵƌĚĂƚĂƚŽŽ͘
Split between placement, coaching,
Overall, you’ll need to show that you’ve
consultancy, references etc.
ĂƐƐĞƐƐĞĚ ƚŚĞ ŽŶŐŽŝŶŐ ĐŽŶĮĚĞŶƟĂůŝƚǇ͕
x ůŝĞŶƚĐŽŶƚĂĐƚĚĂƚĂͲ&ŽƌĐŽŵƉůĞƟŶŐ

Review and update
your Technical &
Organizational measures

ϯϮͲǆĞĐƵƟǀĞdĂůĞŶƚ

ĞǆŝƐƟŶŐĂƐƐŝŐŶŵĞŶƚƐĂŶĚĨŽƌŵĂƌŬĞƟŶŐ
and sales
x Employee data - You will need to
process the personal data of your own
ƐƚĂīƵŶĚĞƌƚŚĞŝƌŵƉůŽǇŵĞŶƚŽŶƚƌĂĐƚƐ
• ĂĐŚŽĨƚŚĞƐĞƌĞƋƵŝƌĞƐĚŝīĞƌĞŶƚ
approaches and processes: Purpose will
vary (even within each category)
x >ĂǁĨƵůďĂƐŝƐǁŝůůĚŝīĞƌ;>ĞŐŝƟŵĂƚĞ
Interest, Consent, Contract)

Determine and record
the Purpose of the
processing
Consider and record the purposes of
your processing; Specify what you are
using it for; Make it explicit; Ensure each
ƉƵƌƉŽƐĞ ŝƐ ůĞŐŝƟŵĂƚĞ͖ ŽŶƐŝĚĞƌ ŚŽǁ ǇŽƵ
can restrict data being used or processed
in other ways.

Consider and undertake
Privacy Impact
Assessments
Privacy Impact Assessments (PIAs)
ĐĂŶ ďĞ ƵƐĞĚ ƚŽ ŝĚĞŶƟĨǇ ĂŶĚ ƌĞĚƵĐĞ ƚŚĞ
privacy risks of your projects. They can
reduce the risks of harm through misuse of
ƉĞƌƐŽŶĂůŝŶĨŽƌŵĂƟŽŶĂŶĚŚĞůƉǇŽƵĚĞƐŝŐŶ
ŵŽƌĞĞĸĐŝĞŶƚĂŶĚĞīĞĐƟǀĞƉƌŽĐĞƐƐĞƐĨŽƌ
handling data.
There are many online templates for

PIAs and these should be downloaded
and used as a guide. Do this as part of
ǇŽƵƌ 'WZ ƉƌĞƉĂƌĂƟŽŶ ĂŶĚ ƐĂǀĞ ƚŚĞ
ĐŽŵƉůĞƚĞĚW/ƐŝŶǇŽƵ'WZĮůĞ͘
W/Ɛ ĂƌĞ ŐŽŽĚ ƉƌĂĐƟĐĞ ĂŶĚ ƉƌŽǀŝĚĞ
Ă ĐůĞĂƌ ŝŶĚŝĐĂƟŽŶ ŽĨ WƌŝǀĂĐǇ ďǇ ĞƐŝŐŶ͕
which is a key GDPR principle.

Decide and record the
lawful basis on which
you will process data
dŚĞƌĞ ĂƌĞ ƚŚƌĞĞ ŵĂŝŶ ŽƉƟŽŶƐ ĨŽƌ ƚŚĞ
lawful basis that you must have in order
to process data. These are Consent,
>ĞŐŝƟŵĂƚĞ /ŶƚĞƌĞƐƚ Žƌ ŽŶƚƌĂĐƚƵĂů
Necessity. You only need to choose one
and there is no hierarchy, but certain
ƐŝƚƵĂƟŽŶƐ ŵĂǇ ůĞŶĚ ƚŚĞŵƐĞůǀĞƐ ƚŽ ŽŶĞ
basis over the others.
GDPR Consent must be freely given,
ƐƉĞĐŝĮĐ͕ ŝŶĨŽƌŵĞĚ ĂŶĚ ƵŶĂŵďŝŐƵŽƵƐ͖ ŝƚ
must be explicit in certain cases and can
be withdrawn. It’s aligned with other
ZŝŐŚƚƐ ;ƚŽ ďĞ ĨŽƌŐŽƩĞŶ͖ ƚŽ ŚĂǀĞ ĂĐĐĞƐƐ͖
to be informed) and may be required
by certain Search Firm clients either by
Company or Assignment.
>ĞŐŝƟŵĂƚĞ/ŶƚĞƌĞƐƚŝƐĂǀĂůŝĚĂůƚĞƌŶĂƟǀĞ
to Consent as a lawful basis for processing
(although not for special categories of
data). It won’t be valid if it harms the
rights, interests or freedoms of the
individual. You should explain and record
ǇŽƵƌůĞŐŝƟŵĂƚĞŝŶƚĞƌĞƐƚŝŶǇŽƵƌ'WZĮůĞ͘
Contractual Necessity will generally be
used for Employment contracts and may
be applied for client agreements and
candidate agreements where you have
them.

Use a risk-based
approach to decide
what you are going to do
about informing data subjects
dŚĞ>ĞŐŝƐůĂƟŽŶƐĂǇƐǇŽƵƐŚŽƵůĚŝŶĨŽƌŵ
ĚĂƚĂ ƐƵďũĞĐƚƐ ǁŝƚŚŝŶ Ă ƌĞĂƐŽŶĂďůĞ ƟŵĞ
frame (a month is suggested by the
/ŶĨŽƌŵĂƟŽŶ ŽŵŵŝƐƐŝŽŶĞƌ͛Ɛ KĸĐĞ) and
ƚŚĂƚǇŽƵŵƵƐƚĚŽŝƚĂƚƚŚĞƟŵĞŽĨĐŽŶƚĂĐƚ
if you are obtaining data from the data
subject. And informing a candidate of
the data you hold when you speak to
them makes absolute sense. You’ll have
ƚŽ ůĞƚ ƚŚĞ ĐĂŶĚŝĚĂƚĞ ŬŶŽǁ ƚŚĞ ŝĚĞŶƟƚǇ
ŽĨ ƚŚĞ ĐŽŶƚƌŽůůĞƌ ;ǇŽƵƌ ĮƌŵͿ͖ ƌĞĂƐŽŶƐ ĨŽƌ
processing their data; and other relevant
ŝŶĨŽƌŵĂƟŽŶŶĞĐĞƐƐĂƌǇƚŽĞŶƐƵƌĞĨĂŝƌĂŶĚ

transparent processing.
/Ĩ ǇŽƵ ĂƌĞ ŝŶǀĞƐƟŐĂƚĞĚ͕ ŵŽƐƚ ůŝŬĞůǇ
for another reason such as a complaint
or a data breach, any failure to inform
candidates could be an exposure and the
impact will depend on the extent that
your non-compliance could have (or has)
ŝŵƉĂĐƚĞĚ ƚŚĞ ŝŶĚŝǀŝĚƵĂů͖ ĂŶǇ ĮŶĞƐ ǁŝůů
ƚĂŬĞƚŚŝƐŝŶƚŽĐŽŶƐŝĚĞƌĂƟŽŶ͘
Whilst informing candidates is a
ƐŝŐŶŝĮĐĂŶƚ ŽƉĞƌĂƟŽŶ͕ Ă ĚŝĂůŽŐƵĞ ĂŶĚ
ĐŽŵŵƵŶŝĐĂƟŽŶǁŝƚŚĐĂŶĚŝĚĂƚĞƐƚŽĐŚĞĐŬ
and verify their data is not a bad thing for
ǇŽƵƌĮƌŵ͛ƐĐƌĞĚŝďŝůŝƚǇĂŶĚƋƵĂůŝƚǇ͘/ƚŵĂǇ
be that a phased contact process, rather
than a big bang approach, would work
best for you to move to compliance.

Understand how you
will handle requests for
deletion and right of
access
A data subject has the right ask for their
ĚĂƚĂ ƚŽ ďĞ ĚĞůĞƚĞĚ Ăƚ ĂŶǇ ƟŵĞ͘  zŽƵ͛ůů
have to respond to this promptly, but it’s
worth having a process to understand
the circumstances leading up to such an
ĞǀĞŶƚƚŽƉƌĞǀĞŶƚŝƚŚĂƉƉĞŶŝŶŐƚŽŽŽŌĞŶ͘
A candidate can make a Data Subject
Access Request (DASR), which is a
ƌĞƋƵĞƐƚ ďŽƚŚ ĨŽƌ ĐŽŶĮƌŵĂƟŽŶ ƚŚĂƚ
their data is being processed and for
access to their personal data (usually
in the form of an electronic report).
Such a report would have to contain all
the relevant personal data held with
ŵŝŶŝŵĂů ĞǆĐĞƉƟŽŶƐ͕ ŝŶĐůƵĚŝŶŐ ƉƵƌƉŽƐĞƐ͖
ĐĂƚĞŐŽƌŝĞƐ ĂŶĚ ƌĞƚĞŶƟŽŶ ƉĞƌŝŽĚƐ ĨŽƌ
their data; data sources; recipients or
categories of recipients; any automated
ĚĞĐŝƐŝŽŶ ŵĂŬŝŶŐ ĂŶĚ ƉƌŽĮůŝŶŐ ƚŚĂƚ ŚĂƐ
been applied; and details of cross border
transfers.
zŽƵŵƵƐƚŐĂƚŚĞƌĂůůƚŚĞŝŶĨŽƌŵĂƟŽŶĂŶĚ
data held on the individual and provide
a report within one month at no charge.
And this will bring home the fact that you
shouldn’t be holding any data that you
would feel uncomfortable about the data
subject seeing.

Determine who is going
to be responsible in your
company and whether
you need a DPO
You won’t necessarily require a Data
WƌŽƚĞĐƟŽŶ KĸĐĞƌ ;WKͿ ĚĞƉĞŶĚŝŶŐ

ŽŶ ƚŚĞ ƐŝǌĞ ŽĨ ǇŽƵƌ Įƌŵ ĂŶĚ ǁŚĂƚ ǇŽƵ
are doing with the data. However, you
will need to nominate someone to take
overall responsibility in your company
and their details should be recorded in
ǇŽƵƌ'WZĮůĞ͘
You should also ensure that there is
ĨƵůůƚƌĂŝŶŝŶŐĂŶĚĂǁĂƌĞŶĞƐƐĨŽƌǇŽƵƌƐƚĂī
and that anyone who is handling personal
ĚĂƚĂ ŚĂƐ ƐƵĸĐŝĞŶƚ ŬŶŽǁůĞĚŐĞ ŽĨ 'WZ
and what to do about the requirements.

The Invenias solution
At Invenias, we know how much our customers rely on us to ensure data protecƟŽŶŝƐĂƚƚŚĞŚĞĂƌƚŽĨƚŚĞĚĞƐŝŐŶ͕ďƵŝůĚĂŶĚ
ŽƉĞƌĂƟŽŶ ŽĨ ŽƵƌ ƉůĂƞŽƌŵ͘ dŚĞ /ŶǀĞŶŝĂƐ
'WZ DŽĚƵůĞ ŽīĞƌƐ ĚĞĚŝĐĂƚĞĚ ĨĞĂƚƵƌĞƐ
ĂŶĚ ĨƵŶĐƟŽŶĂůŝƚǇ ĂůůŽǁŝŶŐ ǇŽƵ ƚŽ ĞĂƐŝůǇ
manage your data privacy with minimum
ĚŝƐƌƵƉƟŽŶƚŽǇŽƵƌďƵƐŝŶĞƐƐ͘&ŽƌĂĚĚŝƟŽŶĂů
ŝŶĨŽƌŵĂƟŽŶĂŶĚƌĞƐŽƵƌĐĞƐƌĞůĂƟŶŐƚŽƚŚĞ
GDPR, visit ŝŶǀĞŶŝĂƐ͘ĐŽŵͬŐĚƉƌ or email
gdpr@invenias.com.
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A proud partner of the

Add
to your candidate care toolkit
ůƵĞ^ƚĞƉƐ ƐƵƉƉŽƌƚƐ ^ ŵĞŵďĞƌƐ ŝŶ ĚĞůŝǀĞƌŝŶŐ ƉƌĞŵŝĞƌ ĐĂŶĚŝĚĂƚĞ ĐĂƌĞ ďǇ ŚĞůƉŝŶŐ ďƵƐǇ ĞǆĞĐƵƟǀĞƐ ŵĂŶĂŐĞ
their careers, track their goals, and stay visible to the right recruiters. And because BlueSteps is owned and
ŽƉĞƌĂƚĞĚďǇ^͕ǇŽƵĐĂŶďĞƐƵƌĞƚŚĂƚĐĂŶĚŝĚĂƚĞƐĂƌĞƚƌĞĂƚĞĚǁŝƚŚƚŚĞƐĂŵĞůĞǀĞůŽĨĂƩĞŶƟŽŶƚŚĂƚƚŚĞǇǁŽƵůĚ
receive from you.

How BlueSteps works for you and your candidates:

Candidate
Sourcing
ĂŶĚŝĚĂƚĞƐĐĂŶĮůůŽƵƚ
ĂĨƵůůĐĂƌĞĞƌƉƌŽĮůĞŽŶ
BlueSteps. Whenever
you are ready to do
your next search, you
ĐĂŶƐĞĞƚŚĞŝƌƉƌŽĮůĞ͕
along with over 100,000
other candidates, in the
BlueSteps database.

Network

Career Guidance

Get exposure to a
pipeline of thousands
ŽĨǆĞĐƵƟǀĞD
students and alumni
by serving as a panelist
for a BlueSteps Global
Business School Alliance
event or an online
webinar.

Our career advisors
work with candidates
individually to improve
their career documents,
interview skills,
personal brand and
more. We also provide
resources such as
webinars and targeted
career guides.

ƚůƵĞ^ƚĞƉƐ͕ǁĞƌĞĐŽŵŵĞŶĚŽƵƌhůƟŵĂƚĞǆĞĐƵƟǀĞĂƌĞĞƌ
'ƵŝĚĞƚŽĂƐƐŝƐƚĐĂŶĚŝĚĂƚĞƐŐŽŝŶŐƚŚƌŽƵŐŚƚŚĞĞǆĞĐƵƟǀĞ
ƐĞĂƌĐŚƉƌŽĐĞƐƐĨŽƌƚŚĞĮƌƐƚƟŵĞ͘ĂŶĚŝĚĂƚĞƐĐĂŶĚŽǁŶůŽĂĚĂ
copy at www.BlueSteps.com.

AESC
Connection
tĞŝŶƚĞŐƌĂƚĞĞǆĞĐƵƟǀĞ
search into all aspects
of BlueSteps, so our
candidates enter into
the search with a deep
understanding of the
process and how to
present themselves as a
strong candidate.

Ɛ ƐŝĂΖƐ ŽŶůǇ ƌĞƚĂŝŶĞĚ ΗƌĞĐƌƵŝƚ ƚŽ ƌĞĐƌƵŝƚΗ
business, our mission at Reccelerate is to take this
niche market to new levels of professionalism.
tĞĂŝŵƚŽďĞĂƐƚƌĂƚĞŐŝĐƉĂƌƚŶĞƌƚŽƐĞĂƌĐŚĮƌŵƐ
and corporates; understanding their business,
ĂŶĂůǇǌŝŶŐ ĂŶĚ ƉƌŽŵŽƟŶŐ ƚŚĞŝƌ ƐƚƌĞŶŐƚŚƐ ĂŶĚ
ĂƩƌĂĐƟŶŐƚŚĞƌŝŐŚƚƚĂůĞŶƚ͘
Our strategy is to do more with fewer clients,
especially those who are experiencing rapid
growth or have a need to enter new markets. We
can also support global search businesses where
ĐŽŶĮĚĞŶƟĂů͕ ƐĞŶŝŽƌ ůĞǀĞů ĐŚĂŶŐĞ ŵĂŶĂŐĞŵĞŶƚ
in Asia is needed. Our core management team

ŝŶ ƐŝĂ ŚĂƐ ŵŽƌĞ ƚŚĂŶ ϰϬ ǇĞĂƌƐ ŽĨ ĞǆĞĐƵƟǀĞ
search experience, working with start-ups
ĂŶĚ ĞƐƚĂďůŝƐŚĞĚ ƐĞĂƌĐŚ ĮƌŵƐ ŝŶ ƚŚĞ h<͕ :ĂƉĂŶ͕
Singapore, Hong Kong and India before deciding
to help the search industry itself, seeing the
sector as poorly served and fragmented.
tĞ ŚĂǀĞ ĚĞůŝǀĞƌĞĚ ŽŶ ŵƵůƟƉůĞ ƐĞŶŝŽƌ ůĞǀĞů
ƉŽƐŝƟŽŶƐ ĂĐƌŽƐƐ ƐŝĂ͕ ĂŶĚ ŽƵƌ ĐůŝĞŶƚ ƌŽƐƚĞƌ
includes a household name in global retained
ƐĞĂƌĐŚ͕ ĂƐ ǁĞůů ĂƐ ŶƵŵĞƌŽƵƐ ďŽƵƟƋƵĞƐ ĂŶĚ
new market entrants. Ancillary services include
market mapping, M&A advice and partner
ŝŶƚƌŽĚƵĐƟŽŶƐ͘

To learn more about Reccelerate, please visit www.reccelerate.com or
contact Wan Pang directly at pang@reccelerate.com.hk.

&ŽƌƌĞŐŝƐƚƌĂƟŽŶŝŶƋƵŝƌŝĞƐ
ŽƌŵŽƌĞŝŶĨŽƌŵĂƟŽŶ͕
please contact Clare Mahon
at cmahon@aesc.org.

The knowledge.
The network.
The global EMBA.

TRIUM provides businesses access to a high-caliber talent pool of
global business leaders situated in over 90 countries. Our senior
executives are industry innovators, with a depth of knowledge and
expertise that is truly transformative.
TRIUM is a unique learning experience from three of the world’s elite
business schools: NYU Stern School of Business, the London School
of Economics and Political Science and HEC Paris.
TRIUM’s senior leaders are well equipped to help your business
navigate the challenges of today’s global marketplace.
See what TRIUM can do for you.
Visit triumemba.org
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