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QU1ESTIO!S

WITH DANIEL HRON

In an increasingly global economy,
companies are casting their nets
wider for the right executives,
aften with the help of consultants.
Recruiters are finding their roles
change as small to mid-size
companies begin to enlist their
services to éxpand their businesses.
Daniel Hron, country manager
Jor Pedersen & Partners in the
Czech Republic, talks to The
Prague Post abowt working in and
adapting to the growing Central
and East Ewropean region in this
time and about significant changes
in companies’ recruitment of top
talent,

@ How has globalization affected
your company’s strategy?

Our consultants are not explicitly
bound to their respective regions,
S0 WE CAN USe OUr expertise
wherever it's needed. Everyone

is attached to an office; some
consultants are regional consultants
and some are more localized,

but that isn’t a restriction. I'm
localized in the Czech and Slovak
markets because of my previous
positions, but many of my clients
are Canadian-based firms because
of my heritage. Out of our 85
consultants, there are probably
145 nationalities. Nearly all the
consultants have dual nationality
and | would say two or three have
even more. [ think that's what
sets us apart from our competitors
— that we’re international while
maintaining consistent standards
and consulting.
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Hron says that mapping the market is similar to being a reporter.

a finance guy. Now, they re using
executive search or strategy con-

sulting if they want to change the
focus to their long-term outlooks.

@ If you were approached by a
local company, would you begin
vour search locally or abroad?
That depends, Let's say a local

e

ous career or interests. It's natural
for me to focus on industry because
of my background in pharmaceu-
ticals because I know a lot of peo-
ple in that sector, Consultants are
usually hired as generalists, but
after a few years they focus on cer-
tain areas that become important
because they've developed relation-
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times out of 10 "1 need a new
finance manager.” Bul we're
looking at why they need a finance
manager. First you find out what
happened to the old one and then
you consider what the client
wanis this person to accomplish.
The stage of growth the company
is going through is key (o
understanding how you're going
to meet those needs. They might
be expanding the manufacturing
division by 50 percent, which
requires a different sort of finance
manager than one in a company
that is not experiencing growth,

@ Are business chambers and
organizations a go-to source for
candidates?

I'll be honest — we already know
most of the people who are mem-
bers, but sure, it helps. The whole
idea of this business is working on
a professional level and gaining
trust. If you're only selling a ser-
vice, you're only going to get cer-
tain types of clients, It's the peo-
ple who trust you, who know you
long-term, who you are going

to develop a long-term relation-
ship with. And you do that at these
forums — not simply to scout for
new clients, but first making rela-
tionships that could lead to possi-
ble clients and deing what's good
for the business community,
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at companies that have been in

a similar situation. I also talk o
sourges in the market — friends or
colleagues who may have a good
understanding of that business and
may know people. A lot of it is,

[ suppose, similar to the job of a
reporter. Trying to find out who

is the best person for the position
and why.

@ Have vou ever realized a can-
didate was the wrong fit in hind-
sight?

You can't worry about that. It’s
about being confident in this pro-
fession. You understand that peo-
ple make mistakes, but any mis-
take I make is first and foremost
going to affect my client and possi-
bly his long-term business outlook.
This is something every consul-
tant takes seriously by really look-
ing at his candidate and asking, “Is
this candidate suitable right now?
Is he the one that’s going to be
successful at that company?” And
you keep asking voursell that ques-
tion throughout the process. I have
raised the flag at the last minute
and told a client, “Look, we have
bad references on this person, It's
up 1o you if you want (o continue,
but I wouldn't recommend it,” and
we had to restart. It's about being
honest, open and a partner to your
client, Are mistakes made? Sure,
this isn’t something vou can calcu-
late with a computer. This is about
people.

@ Is the local pool of qualified
candidates growing?

I would say it is growing
drastically. English-language skills
are no longer a factor as it was in
the early 2000s. All candidates
speak English, which is almost a
requirement, especially if you're
waorking for a foreign company.
People dre becoming more and
more educated — MBAs are very
common now, A lot more people
are involved at the managerial
level as a generalist rather than
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