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In 2015, TalenTrust was named to the prestigious Inc. 5000 list, based on 300 percent revenue growth over the past three years. The team at TalenTrust understands the challenges of leading organizations through rapid growth, and is pleased to serve many on the Inc. 5000 list, including these current and former clients:





•DevelopIntelligence





•E2 Optics





•Equian





•Gibson Athletic





•Homewatch Caregivers





•LINX





•National Corporate Housing





•OpenSymmetry





•SAFEbuilt




 


Inc. 5000 Companies Praise TalenTrust


“We were impressed with the meticulous, methodical process and tools TalenTrust used, and the results they could demonstrate.”





– Mike McCurdie, CEO,


SAFEbuilt





“The firm’s collaborative and agile approach made TalenTrust a key strategic partner, yielding very strong results. Thanks to their efforts, we have hired several key people in sales, management and consulting, which is absolutely critical to obtain our aggressive growth goals.”





– Ray Wolf, President,


OpenSymmetry





“We tasked TalenTrust with recruiting candidates who have the attitude and aptitude to take on future management roles within our growing organization but who were also willing to start learning our business in entry-level roles to gain the technical skills needed to excel. TalenTrust listened to our needs and helped us hire over thirty excellent full-time employees.”





– Erik Isernhagen, President,


LINX




 


Praise for Solve the People Puzzle


“An exemplary business book. It’s packed with personal examples, research, and practical advice on one of the toughest challenge organizations face: finding, growing, and keeping excellent people.”





– Kim Jordan, Co-Founder,


New Belgium Brewing Company





“Every company wants to attract and keep the people it needs to be successful, but many don’t know how. This is a big problem for entrepreneurial companies in rapid growth. One or two bad hires can derail a company and be very costly in terms of lost time, momentum, and money. This book tackles all aspects of the recruitment process and has become required reading for all the CEOs I work with.”





– Dr. Jana Matthews, Founding Team Member,


Center for Entrepreneurial Leadership at the Kauffman Foundation,


Director of the Centre for Business Growth


at the University of South Australia





“Great Work. I applaud the pragmatic straight talk! If you want to be a senior executive, or if you are a senior executive and want to be successful, read this book and put its principles to work. The content is critical to the future of your people and your organization.”





– Major General Joseph August “Bud” Ahearn,


U.S. Air Force Retired





“If you want to grow your business, you need this book. It’s great perspective for any business leader who strives to stay ahead of the curve.”





– Joe Assell, President and CEO,


GolfTEC





“A timely look at proven ways to recruit, engage, and retain top talent. A critical perspective for decision-makers in high-growth companies and those impacted by their decisions.”





– David Mead, President,


The Mead Consulting Group





“I admire the way Kathleen Quinn Votaw emphasizes hiring for attitude first and skill second. If retaining top talent is part of your growth strategy—and it should be—then read this book.”





–Tim Wolters, Founder and CEO,


RoundPegg





“This book provides a comprehensive assessment of proven leadership lessons. Various examples help illustrate how to continuously improve as a person, a leader, and an organization.”


– Ralph W. Christie, Jr., Chairman of the Board,


Merrick & Company
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For me, it is all about family.


You are my life and my compass, and every one


of you has a special place in my heart.





This book is dedicated to you, who have contributed most to


the person I’ve become. Because you believe in me, I know I


can do anything I set my mind to—even write a book!





With love and appreciation to:





–my husband, Andy, and my son, John


–my parents, John and Kay Quinn


–my brothers and sisters and their spouses: John and


Ellen Quinn, Maureen and Peter Tarca, Eileen and


Joe Brown, and Kevin and Nancy Quinn


–my nieces and nephews: Matthew Quinn, Dan Quinn,


Conor Quinn, Pat Quinn, Meaghan Quinn, Kevin Tarca,


Casey Tarca, Elise Brown, Sean Brown, Brendan Quinn,


Elizabeth Quinn, Kelly Quinn, and Timmy Quinn


–my in-laws: Joye Dickens, Marilyn Votaw, and Laura Platt





Truly, I am blessed.




 


Foreword


I’ve been referring companies to Kathleen and TalenTrust for years because her approach is totally different and it works. I’m sure you’ll find her book thought provoking and a call to action.





I spend countless hours inspiring audiences to take action in the areas of sales and sales management. Based on thirty-plus years of business experience, including several stints as CEO of high-growth companies, I am passionate about the time, effort, and strategies companies need to invest into attracting and retaining clients.





I am also sold on this key concept which Kathleen employs both in her business and in this book: if you want A-players on your team, your company must spend as much time and effort attracting and retaining talented employees as it does on finding and keeping clients. Both investments lead to increased profit.





Kathleen shares my passion and energy for serving high-growth companies, and her focus is on solving the people puzzle.





Congratulations on opening this book. You understand that in order to succeed in today’s hyper-competitive business environment, you need to make people much more than an afterthought. Read on!





Jack Daly – JackDaly.net
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Preface


“Great vision without great people is irrelevant. If I were running a company today, I would have one priority above all others: to acquire as many of the best people as I could. The single biggest constraint on the success of organizations is the ability to get and to hang on to enough of the right people.”





—Jim Collins, Good to Great





I’ve penned this book—and you’ve opened it—because there isn’t an easy solution to the people puzzle. I also wrote it because I love the excitement of helping companies find and keep the talent they need to grow, and grow, and grow—and after fifteen years I have much to share on the subject. I get great satisfaction from reversing “recruitment fatigue,” “Girl Friday” mind-sets, and other limitations that keep companies from meeting their growth potential. This is a very personal book based on my years of experience working with CEOs who understand that traditional staffing methods don’t work for today’s companies. It’s directed to C-level executives of high-growth companies who are continuous learners and want to understand how to attract and retain the talent they need to achieve their wildest dreams.





My firm, TalenTrust, serves companies with revenues of $10–$500 million. We help them to develop and implement a predictable process and system for attracting and retaining employees, much like most companies already have in place for client attraction and retention. We find that there is often a big gap between the reality of the recruitment process and the expectations of people who are hiring new employees. Most hiring managers assume recruitment is an easy business practice. In reality, it is not. It is very much like a sales process.





We are a professional services firm focused on attraction, engagement, and retention of a company’s most valuable assets—its people. We advise client companies on how to manage high growth from a people perspective. At the same time, we know it from experience, as we are ourselves a high-growth company. Many of those we serve are on the Inc. 5000 for high-growth companies, and we proudly join them on that list, based on our three-year revenue growth of 300 percent.





Finding people who love the rapid growth and chaos inherent in expanding companies is a special service of ours at TalenTrust. We know these companies need people who will look at something that did not exist before and create it. Perhaps they will help create in-demand products or services or they will solidify processes that improve performance. This takes a unique personality. Some people just want a job that is rote, where the same thing has been done year-over-year, month-over-month. That is not the situation in high-growth companies. We understand that these companies are evolving and require inventive and flexible employees.





From Then to Now





My own work ethic and my inspiration to start TalenTrust are defined by my family upbringing. I am the youngest of five children from an Irish Catholic family. My father emigrated from County Mayo, Ireland, arriving in the United States at the age of twenty-four with a sixth-grade education and $20 in his pocket. His first job was with Travelers Insurance Company, starting as a printing apprentice and eventually rising to lead the entire printing department. This rise from virtually nothing is what is so amazing about the man and something I continue to admire.





My father might have been successful in life, but he did not make a lot of money. Like my four siblings, I paid for at least half of my college costs. In 1985, during my sophomore year at Emmanuel College, I walked into the Kelly Services staffing agency office in Hartford, Connecticut, and they hired me on the spot. After graduation, I was moved to their Farmington, Connecticut, office, where I met a mentor, Eileen Candels, a wonderful woman who is still at Kelly Services and remains a friend.





Ever since that initial interview, I have chosen to be in the recruitment industry. In addition to Kelly Services, I have worked for Olsten Corporation and other organizations small and large that have helped me on my way. I have run East and West Coast branches for multi-billion-dollar companies. Through it all, I have absolutely loved helping companies achieve their growth objectives by getting the right people on board.





My father’s strength and commitment are traits I’ve tried to model throughout my personal and professional life. To get very personal, I am a thyroid cancer survivor. When I had my son more than fifteen years ago, I was diagnosed with cancer. This life-changing diagnosis meant that I had to reframe everything, all while bringing a newborn into this world.





From a professional standpoint, I have also had a variety of challenges. I could put a lot of sugarcoating around it, but essentially the company I worked for at the time of my cancer diagnosis fired me. This tough and unfair experience ensured that I created an entirely different kind of company, and for that I am thankful. Imagine, a new baby, cancer, and the loss of a job—all in one swoop. Yet the experience made me grow in strength and compassion.





I have never been open about my firing, until writing this book. We know how painful it is to admit, but over the course of our careers, many of us have been fired. Like Lee Iacocca, we need to use those experiences to affirm our strength and overcome the shame. You may remember that Iacocca was fired from the Ford Motor Company, only to later rebuild Chrysler when it was losing millions of dollars due to recalls, saving thousands of jobs in the process. Every person and company has challenges of one kind or another. It is important to study those challenges and evaluate how we overcome them.





All of these early experiences led to my founding of TalenTrust in 2003. From its inception, TalenTrust has been intentionally disruptive within the stagnant and outdated recruiting industry. Our goals are to make the industry better for all involved and solve business issues sustainably. As examples, we guarantee our work, and we reward our team on client satisfaction instead of basing commissions on the salary of placements, as is the typical standard within the industry. As a result, we have set ourselves up for a very difficult, two-stage sales process, as have many innovative companies. First, we must educate prospective client companies that there is another way, something different from what they have long been led to believe is available in the recruitment field, something more valuable. Only then can we move to stage two and explain our actual services and processes and begin building a relationship.





Things change rapidly in entrepreneurial, high-growth companies, almost on a ninety-day cycle. We love this environment of chaos and constant challenge, and because we are a high-growth company ourselves, we are usually well aligned with our clients. We practice what we preach.





The year the global economy bottomed out, 2009, was brutal for us. It was a time of panic and workforce reductions. I found strength by relying on my own professional network. I used the time to talk to CEOs about what they wanted to experience when working with a recruitment firm.





Sharing My Perspective





After numerous conversations with CEOs during those difficult years and three decades of experience in the recruiting industry, I feel I’ve learned more than a few things worth sharing. First, you have to know why you are doing what you do, a question few people ask themselves. Second, leaders must value and trust their employees, which is much easier to do when you hire people whose personal values and goals align with those of your company.





To find out what else I have learned about the people puzzle, I invite you to read the rest of this book. It’s an executive’s guide to attracting, retaining, and engaging the best. And it is meant for you.




 


Introduction


What is one of the biggest challenges facing American CEOs? According to the Vistage Small Business CEO survey, the answer is hiring the right people to drive growth. Among surveyed CEOs, more than half reported unfilled positions, 46 percent had trouble finding qualified people, and 24 percent had trouble finding candidates with a good cultural fit for their company. Locating, hiring, training, and retaining staff is an important issue for CEOs, with 35 percent citing this issue as their most important. 1 A tightening labor market and rising wages have amplified the importance of this issue. What’s the most critical finding from the survey? CEOs said unfilled positions seriously limited the growth of their business.





What Keeps You Up at Night?





We know from talking with leaders and from research that CEOs are worried about talent, and they should be. What part of talent management is keeping you up at night? According to Vistage, 55 percent of CEOs report having unfilled positions, some for as long as two years.2 Most of them realize that they need to be searching for candidates on a constant basis and should have a pipeline of potential employees ready to step up or over at any point in time. But most don’t.





If this describes you, how much is this costing your company in revenue, in customer retention, in lost functionality, and in happy and engaged employees? If your company has unfilled positions, chances are you are producing less revenue than projected. Chances are you have fewer customers too.





I can almost guarantee that if you have unfilled positions, you are going to lose happy and engaged employees because you are stressing them out. There is just too much work for them to do. It’s a chronic issue. If companies are not focusing on building a pipeline around candidates and we continue to have 55 percent of CEOs worrying about unfilled positions, then we are in an upside-down business position.





You must make finding and keeping great people one of your top priorities.





In discussions with CEOs of middle-market companies (those with revenues between $10 and $500 million), I heard the same fatigue of the recruiting industry, which many consider a necessary evil. Their needs were not being met; they wanted long-term solutions for attracting and retaining the best and brightest talent, not the transaction-based hiring typical of the $122 billion recruitment industry.





These conversations opened up opportunity for TalenTrust and led me to refocus and create our unique business model. Our model involves a highly predictable process that results in finding, engaging, and retaining the right people to drive growth. Our client relationships typically last two to three years; once processes are in place, we step back, providing advice and support as needed.





Creating Camelot





Hiring the right person can change that person’s life as well as your company. People change jobs comparatively often these days but do not necessarily find their career or calling. When this does happen, you have created Camelot. You have people who are fully engaged in the mission of the company, and those people will grow exponentially because they are personally invested in your company’s welfare.





It is no longer a job for these people. It becomes a conviction. It becomes a goal. It becomes a mission, with everyone moving in the same direction toward the same objectives. High-growth companies need people whose passion matches that of the company. It is not likely that everyone in the company will be a perfect match, but if your core team is not a match, you will never succeed.





An experience I will never forget is our work with a Boulder company in the process of being sold. We brought in sales and engineering people to get the company in shape before the major transformation. Until we brought him in, one gentleman had believed he could never get another job. He asked me point blank, “Do you think they’ll hire me? I’m fifty-five years old.” My response? “Well, you’ve got the credentials. Why wouldn’t they hire you?”
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