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INSIGHT DIRECTOR
Search Details:

We were contacted by an individual we had met some
years before, a Managing Director of a research and
consultancy business. 

They were experiencing growth across the board and
needed to look outside their existing network, as
although they had generated some individuals who
were interested in the role, they felt they needed to
look at a wider reach. 

Historically they had appointed skills from across  the
research space so felt they had were really quite
strong on that front but a new larger project coupled
with client demands meant they were stretched and 
 needed to consider some additional senior hires. 

The business were also aware of the growing demand
in the market for skills and capabilities around insight
and analytics.  With many of the larger players having
multiple unfilled vacancies, they wanted a partner
who would be able to take their story to market and
attract individuals they may not have previously 
 considered. 
  
                                                          Cont'd

With a real passion for creating and
delivering value
Demonstrable expertise in customer
experience measurement, helping
brands to identify and prioritise
improvements to the customer
experience
A natural leader, someone who is
capable of creating a vision of success 
Strong background in CX measurement
and insight delivery
Able to build successful client
relationships leveraging excellent
consultancy skills 
An ability to promote, describe, and
handle the delivery and interpretation of
a wide range of data analytics 

Client: Established Research and Insight
CX Consultancy 
Role: Insight Director 
Salary: £flexible dep on candidate

Requirements:
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INSIGHT DIRECTOR
Search Details continued...

Everyone is talking about data and turning raw data and analytics into meaningful insight into business
actions which deliver better results around customer satisfaction and NPS is key for this company and their
clients.  Whereas many in the market might do more research, or more analytics, this organisation help their
clients solve problems, creating opportunities and building better brands. 

They felt that it would add value for them to not only see individuals from a consulting background but also
those with client-side experience and used to leading larger projects and programmes of change to bring a
different perspective and voice. 

Whilst delivering excellent research was key, the ability to translate research insights into better commercial
outcomes for their clients, would allow them to continue with their unique track record in applying
consultancy thinking.  

Approach:

Once the budget had been secured and confirmed, we went to market considering profiles of individuals
who were already at Director level, as well as Head of level individuals within the right size organisations. 
 We developed a research approach that would target both consulting firms and client side talent who may
also have had exposure to consulting previously or were interested in a change of approach. 

We carried out two weeks of initial research and gathered a long list of just over 130 prospects from across
the UK, we then began our outreach, contacting all those identified to have exploratory conversations about
next steps and aspirations. 
                                                                                                                                                                  Cont'd 
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INSIGHT DIRECTOR
Approach continued...

It was clear that this market was hot and that potential prospects had recently moved, or were getting
multiple approaches, which is why a personal, tailored approach was required with a non pushy but
consultative and collaborative approach, with many potential prospects advising us that they would not
normally take a call, or show interest so this worked well. 

We were able to shortlist six individuals, although two of these went slightly beyond the clients 'ideal'
remuneration package, however we always feel it is important to show what is available and point out the
benefits, opportunities and challenges across the individuals so the client could make an educated and fully
informed approach. 

Result:

The four candidates within the ideal remuneration were chosen to move forward to interview and two were
fast tracked as especially of interest.  One individual quickly became the front runner and as they were
already being offered elsewhere, we worked quickly to keep both parties informed and give clear honest
feedback to both so that we were only moving forward if it was the right role for both parties.  After some
consideration the offer was made and the candidate accepted the role.  They have since worked their
notice and started with the business and are thoroughly enjoying the role.  
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