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Nichols offer an alternative to 
a world where the recruitment 
industry is set in stone. 
We offer global expertise that 
mirrors how modern business 
actually operates. We offer inventive 
approaches to access the entire talent 
pool. We offer innovations that adapt 
to the pace of change and help with 
succession planning. We offer clarity 
of vision, swift movement, and a sixth 
sense for what’s right. We also offer 
fee structures that better reflect the 
work we do. Fast, agile, bright and 
alive to needs: if you want to end the 
stone age, the time has come.

Even before you reach the end of 
this sentence your world will have 
changed: strategies reinvented, 
barriers crossed, new markets 
opened. Business has developed 
beyond recognition. Companies 
think and operate without 
boundaries. Teams are international, 
but things move faster. Everything is 
built around flexibility and change.

Except recruitment. Incredibly, 
companies still haven’t found a way 
to plan ahead when it comes to 
finding people. Vital posts are still 
filled in a panic at the last minute. 
Businesses rarely tap in to the full 
pool of talent. And recruitment fees? 
They too are stuck in the stone age.
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“Needs differ from 
market to market. 
it’s important to 
understand and 
answer that if we’re 
to succeed.”
Gabriele Ghinelli
VP HR Global CMO
Patheon

RECRUITMENT
                 WITHOUT

        FRONTIERS
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“In the emerging 
markets, the rate 
of change is breath-
taking. Nothing ever 
stands still.”
Gianna Venturi, Director, 
Corporate Strategy 
Kimberly-Clark

WINNING 

        THE WAR
FOR TALENT

One size fits all, the blanket 
approach, armies of people trained 
to think and react in only one way… 
this will win you very few battles, 
and certainly not the war. It helps if 
you’re a specialist. We’re specialists 
in three key ways.

Firstly, 30 years’ experience 
specialising in consumer goods and 
healthcare has given us a highly 
sensitive feel for what we do. We 
have honed skills in our sector and 
developed an acute sixth sense for 
what’s right. We recognise a profile 
when we see one, and we’re strong 
on cultural fit. Talent needs to be 
internationally mobile, communicate 

across cultures, and able to think 
globally.  

Secondly we are structured like 
our clients. We’ve moved with the 
times. The key individuals with 
whom we deal have geographical 
remits covering many markets. 
We’re fleet of foot, flexible, up to 
date and knowledgeable in a way 
that means we can move with them 
around the globe. And quickly.  
No rebriefing, no new relationships 
to build, no risk, no complications. 

Last, but certainly not least, we’re 
also specialists in international 
emerging markets, where a 
vast amount of action of global 
importance is taking place and 
where companies are switching 
their investment strategies. These 
markets are the most challenging, 
with genuine talent very hard to 
find, but we know where and how  
to look, channelling our energy 
in the right places and often 
astounding our clients, many of who 
believed they had exhausted all 
possibilities using local agencies. 

All of which adds up to a special 
combination of knowledge, under-
standing and flexibility. In the war 
for talent, this makes us something 
of a force to be reckoned with. 



Nichols offer an industry-changing 
alternative to these fossilized 
practices. An innovation that is 
organic, alive and demonstrably 
effective. It’s called Map & Track.  

Map & Track does the groundwork 
long in advance. It provides a pool 
of talent ‘on tap’ by developing 
and actively managing relationships 
and preparing the ground for future 
vacancies long before they occur, 
ensuring greater choice, greater 
cultural fit, accurate decisions and 
no down time. It complements 
internal succession planning and 
long-term strategy, and is a way 
of ensuring you have fresh talent 
unfurling right where you need it 
and when.  

Understand this if you can: 
companies plan, test and develop 
their products years in advance. This 
is managed strategically, properly 
and with heavy investment. But the 
people pipeline? A vacancy occurs 
and a brief is given to a recruiter to 
fill it in quick time. No long-term 
planning, no strategy, often knee-
jerk decisions. Why is it so last 
minute and poorly managed? A 
CEO would struggle to defend this 
approach if asked to explain it to 
shareholders and investors. 

“Innovation is essen-
tial. If you don’t 
take the initiative 
someone else will.”
Akos Tatar, Head of Vision 
Care, Nordics Bausch+Lomb

NEW TALENT

BUSINESS
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Whether it’s through Map & Track 
or an individual appointment, if you 
want to find the very best people, 
first you must understand their 
mentality. Here, the recruitment 
industry has it all wrong. If only the 
best people spent their days on 
networking sites, talking to agencies 
or looking at adverts. But they 
don’t. The best people are out there 
being the best. They are not in full 
view. Mostly they are busy, happy, 
and love their jobs. They need to be 
found, coached and tempted. That’s 
what we excel at.

There’s more to it than that, though. 
It’s about our ethos, values and 
mindset as individuals and as a 
company. It has to do with drive and 
thoroughness, with putting in more 
resources, more planning, and more 
research per assignment… and not 
stopping until we’ve got it right. 
More focus too: on what candidates 
really want and how they are going 
to truly fulfil their career ambitions. 
Our ‘right first time’ approach also 
means we’re challenging and honest 
in our advice to you. In recruitment, 
the thought really does count. 

“We’re all ears. 
We listen. We’re in 
touch with what is 
important to people, 
something which 
varies between 
national borders. ”
Lesley Feinberg
VP International HR 
Beckman Coulter



Something bigger is at stake with 
every new vacancy: the long-term 
vision for your employer brand and 
its importance in generating and 
maintaining a supply of talent. How 
well people are treated is vital: 
these days there are no secrets 
and there is nowhere to hide. Get 
it wrong and the world knows. 
Even so, this is an area of weakness 
for traditional executive search 
companies, who are often blind 
to the long-term implications and 
possibilities of employer branding, 
or don’t see it as their responsibility. 
All too often agencies and 
companies alike treat candidates 
with indifference.

We have the ability to see how 
our clients are seen, and make it 

our responsibility to ensure this is 
managed well. We take great care in 
fostering our clients’ reputations in 
the marketplace because we know 
that in the long run it will make it 
easier to bring higher-quality people 
to them. Our research consultants 
have experience, maturity and are 
sensitive and respectful in the nature 
of their approach. Our reputation 
with candidates is proof that we do 
it well: we know for a fact that some 
of our candidates have become 
clients based on their experience 
with us.

We’re proud of where this leads us: 
to long-term mutually beneficial 
relationships, many of which have 
lasted 30 years. Our clients know a 
good thing when they see it. 

“Brand building 
will be essential for 
companies looking 
for strong local 
talent.”
Samira Mairaj, Head of 
Talent Management & OD, 
Novartis OTC Europe
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Cost is more important than ever. 
So why then has this not been 
addressed? Who says that we 
have to charge a set percentage 
of a senior executive’s salary, when 
in fact it may be an easier and 
less time-consuming role to fill 
than a lower-paid job? Where’s 
the incentive then for putting in 
the hard yards elsewhere? We’re 
interested in doing good business 
the right way, not hiding behind 
practices that date back to the 
50s. For us, nothing is set in stone. 
We innovate. So take a look at, for 

example, our reverse fee structure. 
There’s no good reason that a 
higher paid job has to command 
a higher fee: with this innovation 
the larger the salary, the lower the 
percentage fee. It’s just fairer that 
way. Look at how we go about 
pricing Map & Track – there’s 
nothing like it in the industry, but it’s 
capable of delivering extraordinary 
value for money. Whether it’s how 
we search, the methods by which 
we approach people, or anything 
new or out of the ordinary our 
clients request, we’re in favour of 
innovation and challenging the 
status quo in order to get it done. 
The world is moving on apace. 
Recruitment practices should too.

“Amongst all 
the strengths 
and possibilities 
in the emerging 
markets one of the 
most significant 
opportunities lies 
in the recruitment 
process.”
Bryce Dyer, HR Director 
Pacific Heinz
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“Nichols is a great 
partner for us; they 
fully understand our 
company and culture.  

They have a ‘high 
touch’ approach 
to the candidates 
that transmits a 
great image of the 
company.  

They have come with 
innovative ideas on 
how to help us in 
tough talent markets 
such as Eastern 
Europe and Russia.”

“I have worked with 
Roger on high level 
positions and each 
time he has made me 
feel like I am his only 
client.  

The professionalism 
and follow-through 
of the team is 
exceptional.  

I truly value their 
customer focus and 
I know that I can 
count on Nichols to 
bring high quality 
candidates to our 
organisation.”

“We have involved 
Nichols in senior 
level recruitment 
processes across our 
very diverse region. 

Every time we have 
been delighted 
with the results; to 
the extent that we 
have tried to find 
additional positions 
in the company for 
two or three of the 
final shortlisted 
candidates because 
of the calibre of 
talent found.  

The team at Nichols 
are exceptionally 
professional, 
proactive, and 
subject matter 
experts. They give 
us personal, tailored 
service that is the 
best I have seen 
in the recruitment 
industry!  

Nichols is a true 
business partner 
for our growing, 
complex region 
and business.”

“Nichols are a highly 
collaborative  search 
partner, and truly 
international in how 
they work. That’s 
great for me as I have 
an international role 
and need a strong 
point of contact 
whether I am in 
Russia, Spain or China. 
Gavin has shown 
strong understanding 
of our business 
strategy and has 
delivered consistent 
results across 
different functions 
and geographies.  
The quality of 
shortlists are 
fantastic. We’ve had 
good choice and also 
made multiple hires 
from a single search! 
Talking of talent 
pipelines, their Map 
& Track approach to 
talent acquisition is 
of great interest to 
us. Nichols continue 
to innovate and 
have the flexibility 
to partner with our 
dynamically evolving 
business.”

Miguel Premoli, VP HR 
SW Europe PepsiCo

Helen Maye, Chief HR 
Officer, Smith & Nephew

Gianna Venturi
Director, Corporate Strategy 
Kimberly-Clark

Lesley Feinberg
VP International HR 
Beckman Coulter

DON’T HEAR IT FROM US

HEAR IT FROM THEM
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If you would like to know more about what 
we can offer your business, please contact:

Roger Nichols
roger@nicholsconsultancy.com
M: +44(0)7831 867744
T:  +44(0)1628 810 717

Gavin McCartney
gavin@nicholsconsultancy.com
M: +44(0)7770 334927
T:  +44(0)1628 810 717

www.nicholsconsultancy.com
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All of these aspects of modern 
recruitment are important in their 
own right, but together they add up 
to make a compelling case. 

Don’t be confined by boundaries 
when you can transcend them; don’t 
be flustered when you can be calm; 
don’t choose backwards when you 
can move forwards. 

The great thing here is that nothing 
is set in stone… unless you let it be 
that way. 



 YOU CANNOT MOVE WITH THE TIMES 
IF YOUR OWN POSITION IS FIXED.

YOU CANNOT TAKE OPPORTUNITIES 
IF YOU DO NOT SEE THEM.

YOU CANNOT FIGHT A WAR FOR TALENT  
IF YOU DON’T BREAK THE MOULD.

AKE NOTE.
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