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Hello

Following our calls last week, we have a good few ideas of the structure for the 2021 group calls,

& Alm - Share information as effective as possible.
* Duration - Each call to be 45 /60 minutes maximum,
* Frequency - Calls held every 2 weeks,

Structure of calls:

WhatsApp and Social
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Media groups
Regular business
communications are
shared amongst offices

* Monthly country focus: First call of the month te feature a 3 minute overview from one country on their market = the effice will g ro u ps Via W h atsAp p

be asked in advance to present.

* Current clients: In a round table discussion, each on the call office will be asked to share an update on clients being developing.
These are listed in the chat during each call. The data is extracted and added to the excel shoet, shared with all the active
participants an the other calls that week. We add to this excel sheet week on week, Email me where you would like to add
information to the client as the more details shared the better - fees [ retainer / contingency / how the client was obtained etc.
Where there is a client of interest listed by another office, please averlap with the office currently working with this client to

and Social Media.

discuss an introduction / current status as a co-ordinated approach is mere professional
* Successes with clients: Each office to share an update on placements made / successes.

* Sharing opportunities: Detail where you need help with reles,

¢ What is working well / market trends [ learning apportunities: Open sharing of any tips / market trends / good reactions from

the market

Credibility — Case
Study from Clients
Access to a library of
case studies from
offices across
different disciplines.

Case Study: Medical Devices Industry Client — Eastern Europe
Outline:

This client was facing significant issues with their recruitment strategy due to a severe
shortage of staff with the key skills needed by the business. Candidates needed a minimum
4 -5 years of experience as Medical Devices professionals (product manager, technical
managers, IS0 13482 Certified Medical Devices auditors and medical reviewers with
background as surgeons in orthopedy). Rare skills indeed.




Crossed Shared Business — Client database
Fee Sharing guidelines

Contingency lead referral Retainer Lead Referral

Referring Consultant Delivery Consultant Referring Consultant Delivery Consultant

30% 70% 30% 70%

Candidate Request Candidate Referral

Consultant Requesting  Consultant Providing Consultant Promoting Delivery Consultant
Candidate Candidate Candidate

50% 50% 25% 75%
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