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INTRODUCTION





Richfield Associates develops creative and productive approaches to a client’s executive recruiting needs, utilizing experience from a broad range of industries and functional areas.  The objective is to complete an assignment as timely as possible, without sacrificing the available universe of qualified candidates.


Long-term relationships are extremely important to our clients and our firm.  We attempt to understand all relevant aspects of our client’s business and culture, in order to present individuals who consistently meet strategic     objectives and fit the style and personality of the organization.  As a result, we can exercise more decisive judgment regarding the match between a      prospective candidate and an employer.


Richfield Associates adheres to the highest standards of ethical conduct and integrity with our Clients, the individuals we pursue, the process we follow, and the information we avail ourselves to.  Consequently, we attract a better quality candidate and more “inside” intelligence not generally available to the public.  We regard all information concerning a Client’s business as strictly confidential.




















We support all laws regarding the equal rights


 of any prospect or candidate


 under consideration for a position.
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OUR COMMITMENT





It is our goal to establish and maintain long-term relationships with a select group of companies who can benefit from our expertise.  Richfield Associates is committed to complete satisfaction of client requirements.  To fulfill this objective, we honor the following:





Adherence to the highest professional standards of integrity in       delivering our services.


Continuous pursuit of quality in our process and the candidates we present.


Exhaustive original industry and candidate research.


Utilization of advanced information & technology throughout an      engagement.


Fee system that is performance-driven.


Client & Candidate confidentiality.


Frequent communication (weekly) to solicit Client input and share progress information.


Limitation of search load, allowing for dedication of increased         resources.


Limitation of clients in given industries to avoid “hands-off”            restrictions. 
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SEARCH METHODOLOGY


The following information details our standard search process, which can be modified to accommodate a Client’s specific needs, preferences, or circumstances.





Understanding the Client


A successful search results from a “partnership” which begins with a complete understanding of the Client, their products and/or services, culture, and industry.  To achieve this partnership, we arrange for extensive discussions with client management and other key individuals involved with the hiring process.  Reviewing business plans, product literature, information documenting past performance, and even “touring a facility”, allows us to effectively represent our firm as an extension of the Client.








Understanding Selection Criteria


These meetings with Client management are also critical in providing specific details regarding the position in question.  Going beyond information contained in a regular job description, we assist our Clients in determining and ranking the qualifications of the preferred individual based on the significant expectations the Client places on the position.  Our experience has shown that the investment of time and shared information, at the beginning of a search, increases the odds of quickly recommending the best possible candidates, and decreases the amount of time and resources a client exhausts to achieve results.








Agree to Finalized Position Specifications


Upon acceptance of our proposal, we work closely with a Client to draft a detailed profile of the position.  This document demonstrates our understanding of the Client’s need and serves as the cornerstone in directing our efforts on behalf of the Client.  This profile is also used as a marketing tool to acquaint potential candidates, or referral sources, with the opportunity.








Original Research:  (Target Industries, Companies, and Network Contacts)


With a thorough understanding of the Client’s environment, and the above    position profile completed, we initiate our research process to further identify target companies, comprehensive industry information and significant networking contacts, often authorities in their field.  In addition to our own in-depth reference materials, an extensive proprietary database, access to technical libraries and on-line resources, we can acquire additional information resources that dramatically improve and expedite our identification process.
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SEARCH METHODOLOGY (cont’d)





Candidate Identification


The above effort allows us to identify individuals who are contributing to the success of organizations in the same and related industries to our Client.  They, and other identified referral sources, will become the target audience for our recruiting campaign.








Opportunity Presentations


Identified candidates are contacted, by letter and/or telephone, to determine their potential fit and interest in the Client’s opportunity.  Those who initially appear to possess critical qualifications are asked to submit a resume or background summary for additional consideration.  We share with them the Position Profile and encourage candidates to review Client’s website.








Candidate Qualification


Following a review of submitted credentials, extensive telephone conversations, and any other available information; we develop a short list of approximately 3-5 qualified candidates to be pursued further.  We arrange personal meetings between Richfield Associates and these individuals to discuss the opportunity in greater detail and further determine qualifications, interest level, and fit.








Candidate Selection & Presentations


Based on our assessments of these meetings, we verify the credentials of the most suitable individuals and present those candidates, along with our written recommendations, to the Client.  We also review the search process, communicate progress, and determine the next steps to be taken.








Initial Client Interviews


After the Client has reviewed our presentations, we arrange initial client inter-views with those suitable candidates the Client elects to see.  Prior to those meetings, we thoroughly brief the candidates on the immediate challenges, future plans, and the selected team involved with interviewing and decision-making.  We also provide candidates with as much information as can be shared, including current published documents like annual reports, company history, product literature, press releases, etc.  This information continues to promote the opportunity to those who are often not seeking an immediate change of employment when we first contact them.  Following these interviews, we conduct a thorough debriefing with the Client and each candidate.
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SEARCH METHODOLOGY (cont’d)





Subsequent Interviews


At this point, the Client may select one or more preferred candidates, who will return for further consideration and discussions.  We continue to arrange all subsequent client interviews, with the goal of narrowing the selection process to a single preferred candidate.  As the process begins to intensify and focus, we maintain regular contact with “active” candidates, and the Client, to monitor levels of interest and other issues that may begin to surface.








Reference Checking


Once the Client selects finalist candidates, we conduct extensive reference checking with former superiors, associates, peers, subordinates, industry contacts, or any other appropriate sources as necessary.  Where possible, we also seek references that are, or have been, close to the candidate in their current position, without jeopardizing an individual’s confidentiality or employment status.  We communicate a written summary of these findings to the Client.








Presentation of Offer


We assist a Client in the determination and structuring of a total compensation package.  If a Client prefers to optimize the negotiation process, we can present the Client’s offer to the candidate and seek to resolve differences.








Successful Candidate Resignation & Follow-up


Once a candidate accepts a Client’s offer, we counsel this person through an appropriate resignation procedure and deal with counter-offer issues as needed.  Following resignation, we maintain contact with an individual until they report for work with the client, to insure a smooth transition.








Other Follow-up


With the search completed and the position filled, we contact all other finalist candidates to inform them of the Client’s decision and to thank them for their interest in the opportunity.  We have found it helpful to continue a dialogue, over the next year and beyond, with the Client and successful candidate to be aware of accomplishments and to head off issues if they develop.  Our primary interest is to insure a long-term association that is mutually satisfying and rewarding.





STANDARD SEARCH SCHEDULE





Weeks 1 and 2	 Meeting with client to discuss position(s) and company


			 Agree to Selection Criteria


			 Research process begins (and maintained throughout search)


			 Candidates identified within target companies/industries





Weeks 2 and 3	 Marketing presentations by phone and written correspondence


			 Arrival of input resulting from Richfield Assoc. networking





Weeks 4 to 8	 Candidate qualification by phone after receiving credentials


			 Status discussion with Client after approximately 25 contacts


			 Candidate interviews with Richfield Assoc. (If requested)


			 Initial interviews arranged with the Client





Weeks 8 to 12	 Target period for search completion (including reference 


			  checking, offer negotiation, resignation, and successful 


			  start date)





The above represents a typical search engagement and will be contingent on close interface with the client and the client’s availability for scheduling candidate interviews with all involved parties.
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FEES & GUARANTEE ARRANGEMENTS





Richfield Associates is retained by client companies, for a professional fee, to conduct searches for significant managers and executives on behalf of the client.  For this service, our professional fee is twenty five percent (25%) of the first year’s Base Salary compensation.


Our professional fee is divided and payable in two installments.  The first installment (retainer) which represents one third (1/3) of the anticipated total fee amount is due at the inception of the search, when the search Agreement is signed.  This retainer initiates our original research process and allows for the identification and contact of prospective candidates.  The final installment, adjusted for actual compensation, is billed to the client after the successful candidate starts to work for the client. 


All clients reserve the right to cancel a search at any time.  Should a client cancel a search for any reason, no additional fees will be incurred beyond the initial retainer.  In all engagements, the final installment will only be considered earned when a candidate accepts a client’s offer and starts to work for the client. Search-related expenses, incurred to the date of cancellation, will also be the client’s responsibility.


Guarantee Arrangements


In the event the employment of a candidate placed by Richfield Associates, is terminated for any reason, or voluntarily leaves the company in the first six months of employment, we will repeat the search at the client’s request with no additional search fees required. 














