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From the President
Are You Utilizing “The Pinnacle Society” Brand In Your Personal Marketing Efforts?
Brian Wright CPC Executive Leadership Solutions

I understand if you answered the question above with “not really”! However, allow 
me to encourage you to get over the humble attitude and brag just a little about this 
accomplishment. You deserve it, because you are a member of the most select group of 
high achieving executive search consultants in the nation. I’ll share some ideas with you 
later in the article. What brought this to mind is a call I received, this past week, from a 
leading trainer within our industry.  She (now you know it wasn’t Danny Cahill since he 
is friends with and mentored many within of our membership) was putting the finishing 
touches on a speech she was about to give at a regional conference. She called me to verify 
some facts about what it takes to be a member of “The Pinnacle Society” and asked me if 
it was safe to say that being a member in Pinnacle was indicative that a recruiter was in 
the top 5% of all recruiters nationwide. My response is that I believed it was safe to say 

within the top 2%. 

Let’s face the facts. Recruiters embellish their production numbers. Ask anyone that owns a recruiting firm. When 
you interview a tenured recruiter inevitably the subject of past production comes up. My experience is that once I 
hire that tenured recruiter their production is never as high as what they told me it would be. This is despite the fact 
that these same recruiters tell me that my training the tools we provide them while working for my firm are better 
than what they ever had at their past firms. Maybe, I am missing something other owners have figured out.  I’ve 
owned recruiting firm(s) since 2003 and have never had someone achieve Pinnacle status. Whatever the reason the 
bottom line is; very few people within our industry produce $400K in cash in placement fees or more per year. 

So, you deserve to let your clients and potential clients know that if they use your recruiting services they will 
be dealing with one of the best recruiters in the nation! Personally, I add the Pinnacle Society to my signature 
picker for email correspondence, I have it on my business card, and it is noted on every marketing bulletin, flyer 
or mass email we send out. Recently, I even started sending out the link to the video about The Pinnacle Society 
that was produced for our new website.  Granted the presenter is not the prettiest face of Pinnacle (ha-ha) but the 
content which was developed by the Marketing & Branding committee is solid. Below are some of the sound bites or 
statement used in that video which I believe sum up who we are:

• “The Pinnacle Society, and we are a consortium of 75 of the highest volume recruiters in North America”
• “Three key characteristics of a Pinnacle Society member you’ll want to know about:  

Experience, Expertise and Excellence” 
• “Pinnacle Society members have demonstrated tenure and sticking power (Experience) in an industry often 

characterized by high turnover”
• “Expertise in how to attract and acquire the talent to help your business thrive, so you can make quality hires quickly”
• “Pinnacle Society members are often quoted as major news and industry publications because they are known to be 

expertise in industry trends; they are trusted advisors to companies and candidates wanting a scan of what’s going on 
in their marketplace”

continued on page 2



• “Pinnacle Society member has a track record of demonstrated excellence. A verified 
track record”

• “So, that’s what you’ll find here at the Pinnacle Society. Experience, Expertise and 
Excellence”

Humble is good! However, like us southern boys like to say; “It ain’t braggen when 
it is the fact”.  Let your client’s know what the executive search industry already 
knows………..their is a reason we call our society “Pinnacle”. p
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Pinnacle Practices

The Pinnacle Society was es-
tablished to honor high volume 
producers in the personnel con-
tingency and retainer placement 
employment services industries. 
It provides an educational forum 
through which members share in-
formation and ideas.

CLOSE, CLOSE, CLOSE
By Lina Savage, CPC

Closing is a process, not an event! We tend to view the function 
of “closing” as an end result. However, the close starts at the 
beginning!  Stating the close at the beginning means gaining 
information that will help you understand “how” to set up the 
close.

I. CLOSING THE CANDIDATE
We must first remember that to be great closers we must first be great qualifiers! 
Understand what has real value to your candidate that would cause him/her to 
make a change (Example: recognition, stability, environment, etc.) When presenting 
a job order, stress the motivating factors to your candidate. Use this closing tool to 
help the candidate make decisions. Since we are “selling” only those items that 
have great value to the candidate, he/she never feels closed.

Remember that closing starts from the beginning—from the recruiting call to the inter-
view, and so on. When you are “closing the interview, let the candidate know what to 
expect from here on out:

• You will not send them on 1500 interviews, etc. This does not mean you will not 
review many different job orders to secure one appointment time for them. You are 
doing the screening for them the candidates, as well as for your client companies. 
This saves them time and energy.
• Does the candidate have reasonable job expectations and salary requirements? 
You need to get their minimum salary requirement, not the maximum. This will 
give you both more to work with. We all know how “conservative” companies 
usually are with their offers. We would all like to get $10,000 raises, it’s just not 
realistic. We need to use our consulting skills here. Let them know you are the 
expert when it comes to knowing what the job market offers! Not them or their 
relatives. 

• You need an immediate call from them after each interview with in-depth feed
back. (Tell them to “walk you through the interview”) This is important for us to 
know so we can use their feedback to “close our clients.”

• Let them know that it’s okay to decline a job opportunity, but to tell you why. 
You need them to be open and honest. We are a team and need to work together. 
We have other candidates that would die for the job. They are not the only one 
being considered. (A little “take-away close.”)

continued on page 5
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The Benefits of Pinnacle Relationships
By Gwen Hix, CPC  

As a long-time member of the Pinnacle Society there are benefits besides the training and the 
time spent at conferences. 

Part of what I love about being a Pinnacle member is having friendships with people all 
over the nation who I can call on personally if I happen to be in their city or state; but I also 
like knowing trusted professionals to whom I can refer with confidence a client who may 
have a need outside of my discipline or geographic location.  I very much appreciate having 
“moles” in every market who I can call on for timely market information in their different 
locations; information that I can, in turn, provide to any of my clients who might have an 
office in or be moving to one of those locations. In short, it helps me to add value and it just 
proves to me that, as an organization, we are truly greater than the sum of our parts.

The best part of Pinnacle for me, however, is having close friends who “speak my language” and understand both the 
highs and the lows of the recruiting business. Friends who are all very different with different lifestyles and hobbies and 
approaches to their work,  yet who all have a common thread that ties us together. p

Pinnacle Practices
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Pinnacle Practices
Rabbits vs. Turtles
By Robin Bland CPC ( Reprint from Fordyce) 

We have all heard of the fable of the Tortoise and the Hare aka the rabbit 
and the turtle and this fable offers recruiters two competing approaches on 
how to win races. I can’t  imagine that many of us identify with the turtle.  
Rabbits are fast, cute and even sexy.  Think the Easter Bunny, the Playboy 
Bunny and even the warlord rabbits from the book “Watership Down”. It’s 
hard to come up with a lot of turtles who are all that fearless or successful. 
The Teenage Mutant Ninja’s and the nerdy turtle who has a case of OCD 
and obsesses about the number of licks it takes to get to the center of a 
tootsie pop aren’t exactly winners.  Truth is that the turtle’s greatest claim to 
fame is he beat out or rather was given a win by a rabbit who had a strong 
case of hubris.

But we all know the rabbit loses the race because of distractions and under 
estimating the abilities of the slow moving turtle.  All of us realize without 
question that the rabbit is much more talented and if he really wanted to; 

could win race after race against any turtle, mutant or not. While the fable is supposed to be teaching a life lesson, I am 
somewhat miffed that the turtle wins. 

After all isn’t the best person or imaginary animal with the most skills and abilities supposed to win every single time?  
Or at the very least have an asterisk by the loss to denote that the best person wasn’t really trying or was having a bad 
day so it really doesn’t count? This old fable has some real time advice for recruiters in an age when speed is expected 
and most of us are channeling our inner rabbit.  But the turtle did actually win the race; asterisk or not. How is it that a 
slow moving creature can possibly win over a fast moving one? More aptly you might ask or have asked “how in the 
world did that recruiter who charges less, makes fewer calls and really seems uninformed about their niche make place-
ments and worse how did they beat me on a search ?” 

Recruiters are avid racers; racing to get to the top talent their clients need; after all money is time. We have all learned that 
we are racing against internal candidates, referred candidates, other recruiters, the economy, the candidates interest wan-
ing, hiring freezes and slew of items that range from the weather to layoffs. So like our rabbit friend it makes sense to run 
as fast as we can to the finish line and take those short cuts when needed. Of course we would never stop to take a nap or 
snack during the race; but upon closer inspection that is exactly what we do.  The Rabbit Recruiter confident like the rab-
bit in the fable assumes that the race is already won. This may come in the form of an immediate submission of a candi-
date that is exactly what the client asked for and sometimes more impor-
tantly what the Rabbit Recruiter thinks the client needs.  Rabbit Recruiter 
may assume an exclusive or that a relationship will keep him ahead of the 
other sources that the client may have. Mostly because Rabbit Recruiter is 
down the path full speed ahead and forgot to ask questions about exclu-
sives or other recruiters. 

But as Rabbit is running down the search road; he spies a new company 
that is hiring and like a lovely organic orange carrot he must have it; 
never mind that he has a perfectly great search right now. As he turns 
another corner he finds himself mesmerized by Linkedin, Facebook and 
other social network sites and finds himself reading page upon page of 
useful information on how to be a focused recruiter.

Turtle Recruiter on the other hand is working slow and steady making 
sure that all possible candidates and sources have been explored on the 
search.   Rabbit Recruiter’s candidate backs out or an interview doesn’t go 
well; so in Rabbit fashion Rabbit speeds up and in a frenzy of activity 



• Remember—never put them too high on a pedestal! Anyone can get a “big head” with too much praise. This 
creates a Frankenstein whom you will never control, never mind close!

• Do not tell the candidates the high end of the salary when they are on the low end! How will you close a 
candidate at 30k when they have 40k on their mind? They only want to hear what they want to hear. Who wouldn’t 
want more money? After all, you told them the company would pay 40k!

• Use the “take-away close” when all else fails. We all want things that are just out of reach!

• Recognize that we may be wrong. It’s okay to take a risk. Let the candidate know that life is a risk! What’s new? 
How will you ever know? Change can be scary, but it’s also a growing and learning experience too, that’s invaluable, 
anyway you look at it.

II. CLOSING THE COMPANY
Again, remember: To be great closers, we must be great qualifiers!

• Is the job order a “chicken wrapper? Is it able to be filled?

• Make sure the company has reasonable job expectations 
and a matching salary and compensation package.

• You cannot close a job order you cannot fill.

• Is the employer working with you?

• Does he/she give you the time of day?

• Does he/she have the authority to hire and approve the fee?

Take a complete job order (use a form if you need to) this practically starts the closing process itself.

1. Find out the hiring process
 - How many interviews?
 - With whom? Etc.

2. Urgency to hire
 - How long has the position been open? 
 - Why is it open? Etc.

3. Competition
 - Are they listed with other services?
 - Do they have an ad in the paper?
 - Are they considering anyone right now?
 - What’s been missing?

continued on page 10
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4. Get the interview times at the end of the job order
 
 - Let them know you will do the in-depth screening and 
  will hand pick the top 4-5 candidates for them to see.
 
 - While you are doing this you are instilling a sense of 
  urgency.
 
 - Let the employer know you will screen through all of your 
  candidates and send them only the “cream of the crop.”
 
 - They only need to interview to see if it’s a personality fit.

CLOSE, CLOSE, CLOSE continued from page 2
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AFTER THEY INTERVIEW, WILL THEY BE PREPARED TO MAKE AN OFFER?

BAM!  You have to start the closing process from the beginning with the employer as well. In the world of recruiting, be-
ing sure is often more important than being right. It’s a matter of technique. In one word—decisiveness.  In this constantly 
changing job market, candidates and hiring authorities change their minds constantly. Every match isn’t right, although 
you never really know which one is. It’s better to have control and know what you are dealing with!

• Do not set up additional candidates until you have sufficiently closed on the first/first group. Get the client in a 
decision mode—not a shopping mode.

• Ask to whom they want to make an offer to? Do not beat around the bush. Selling is transference of feeling. 
Straight questions get straight answers!

• Tell the employer it’s okay to feel apprehensive. What’s the worst that can happen? A decline. What’s best? An 
acceptance! (A four/five figure for you!)If you are going to be decisive, you better know how to press a hiring 
authority for an answer. 

Many people do their best under pressure. You can use reasonable deadlines to create a sense of urgency if you can realis-
tically tie the deadlines to a competitive need. If you want something from others, be clear about what it is and tell them. 
Even an angry “no” can save you days of a recruiting run-around! p

CLOSE, CLOSE, CLOSE continued from page 5



begins working the search again. Whereas, Turtle Recruiter has 
stayed steady on the course and has multiple candidates for consid-
eration and unlike Rabbit who has gone onto other searches assum-
ing this one was in the bag.  Turtle has taken twice as long to call 
potential candidates that Rabbit would have called if he wasn’t so 
sure the race was won.  But call them he did and Turtle makes the 
placement even though Rabbit is much more talented. 

We have all learned from day one; work your plan. But there are 
Turtle planners and Rabbit planners. Rabbit is clear about what 
needs to be accomplished and creates a strategy of who should be called and may even write down some notes. But once 
on the search path he can’t be slowed down by reading those notes; he will just start to run because in his mind he has 
placed this search multiple times and it couldn’t be that difficult. Turtle on the other hand has created a list of individuals 
to call with each potential candidate listed with contact information and diligently makes those calls never straying from 
his path. Rabbit may try to start a list but the need for speed will take over and off he will go. Imagine both Rabbit and 
Turtle want to go to Europe so they write it on their bucket list. Rabbit writes in big letters GO TO EUROPE!!!! The excla-
mation points signify that he really, really wants this. Turtle however starts off with get new passport, call travel agent, 
order brochures and so forth. You get the point. 

Rabbit Recruiter is ready to start running the minute that a potential client says I am hiring; while Turtle Recruiter is 
slow and steady making sure that fee agreements have all the kinks worked out, asks a long list of questions (think about 
the nerdy turtle who asks how many licks it takes to get to the center of that tootsie pop) same methodology for Turtle 
Recruiter. Rabbit will have to double back and deal with “kinks” and thus losing all distance he was so far ahead on the 
search path. 

Now by this time Rabbit Recruiter must look like a really ditzy bunny who is easily distracted and probably never wins.  
Turtle Recruiter is more thorough and steady and makes less mistakes. But Rabbit Recruiter generally wins over Turtle 
who plods along and makes sure that a very specific process is followed and never veers off the search road. Short cuts 
are not even an option. While Turtle Recruiter may complete his search with a beautiful planner and consistent movement 
forward he is slow and it is only because Rabbit Recruiter makes mistakes that he is even a contender. 

Most successful recruiters are the Rabbits in the fable. Their abilities and reputations are unquestioned and anyone would 
bet on the Rabbit. However, like the poor Rabbit in the fable we lose because we “took a nap” when it came to staying 
focused on the details or taking a search for granted. The Rabbit is an intense runner who can speed up when he needs to 
while the Turtle is consistent in his approach. To be successful we need to utilize both the speed of the rabbit and the focus 
of the turtle. 

Our daily habits can offer some insight into whether we are dominant in our turtle or rabbit gene. I asked a panel of Pin-
nacle members to write down a list of 15 tasks that they did in their recruiting process each day.  Each member chose the 
tasks and they included everything from planning to checking LinkedIn to see who had viewed their profiles. They did 
this for 30 days and if they did not do something on the list they crossed it off and now they had one less item on the list 
for the next day. The results revealed that some of our Pinnacle Members are doing things consistently every day in their 
practice. One person only removed 2 items in 30 days. Another whom I will peg as a true Rabbit Recruiter had only 2 
tasks that he could say he did consistently every day in his practice. Admittedly, he gets distracted too much. 

These were the extremes but most of the selected Pinnacle Members had either 3-5 tasks that they did consistently every 
day in their practice. The others fell in 10-15 range of tasks that they did consistently every day in their practices. Try this 
for yourself and see if you are racing off whenever you see a pretty orange carrot or if you stick to consistent methodology 
in your recruiting process. Now don’t get me started on frogs! p
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Pinnacle Outreach 
Experience
By Greg Westenberg, CPC 

Last Fall at the Dove Mountain, 
AZ Pinnacle Conference, Rob 
Bowerman had extended the 
opportunity to Pinnacle Mem-
bers to join him and his wife 
in a local community outreach.  
Most of us are aware of world 
hunger and other nationalized 
humanitarian projects but we 
often forget the needs that are 
within our own State or even 

within just a few cities across from our current residence.  
Living within only 30 minutes of the city of Detroit, one 
can observe the disparity between million dollar homes 
and abject poverty.  

In lieu of grabbing a few extra rays under the sun at the 
alluring Ritz Carlton, Rob and his wife organized an op-
portunity for our members to invest our time and money 
into a local charity center.   It was a well-organized event 
as each individual worked at a specific station by strategi-
cally placing a food item in bags that would later be sent 
to needy families in the local area.

What a privilege it was to give back to others knowing the 
significant impact it had in helping individuals and fami-
lies who were truly in need of life’s basic essentials.  It was 
surprising yet heartwarming to see the genuine apprecia-
tion and emotion of the Outreach’s leader, who had come 
to tears in response to the investment of just the few hours 
and several hundred dollars donated by our generous 
Pinnacle members.   To think that this was the equivalent 
of an evening weekend out with our spouse or friends and 
yet we completely take it for granted. 

You can never underestimate the difference one person 
can make and you certainly cannot underestimate The 
Pinnacle Society members.  I confident that your con-
tribution in blessing others will leave you more blessed 
yourself. I encourage all members to participate in the 
next outreach and make an even bigger impact.  I’m com-
pletely confident that your contribution in blessing others 

will leave you more 
blessed yourself. p
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Most of us don’t know 
what it’s like to wonder 
where tomorrow’s food 
– let alone our next meal – 
will come from.  However, 
for some of our low-income 
friends and neighbors, 
this is reality.  Angie and 
I felt honored to be a part 
of the inaugural Pinnacle 
Outreach service project in 
AZ, where we simply filled 
bags with food for families 
who are less fortunate. 

Our Pinnacle group 
worked together 
like a well- oiled 
machine, and we 
each left with good 
feelings from our 
camaraderie with 
one another and 
knowing that we’ve 
contributed, albeit 
in a small way.  For 
me, it impacts the 
way that I look at 
the world outside 
my front door.  I had 

no idea there was such a 
great need in our immedi-
ate area, our own local 
communities.  Humbled 
and changed – never again 
will I see a need and not try 
to fill it.  It really is more 
blessed to give than it is to 
receive.  I promise you – it 
really is. p

Andrew Beccue 
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See you Later at Lake Tahoe 
Lake Tahoe  – October, 2014
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Who We Are

The Pinnacle Society is the nation’s 
premier consortium of top recruiters 
within the direct placement and search 
industry. For more than 20 years, the 
Pinnacle Society has provided the na-
tion’s top recruiters a forum in which 
to exchange the business principles and 
placement techniques that led them to 
achieve, and allows them to maintain 
their success.

At The Summit
The Pinnacle Society 
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Upcoming Events
Are you ready for a real challenge?  Have you read or 
heard about the Tough Mudders?  
The Outreach committee had decided to add a athletic 
challenge to the agenda for those that really like to sweat 
raising funds for an organization we choose to focus 
on.  We decided to take a look at the Wounded Warrior 
Project!
Please read the below and let me know if you would 
have interest in this "fundraising challenge for the 
Wounded Warrior Project. To date, Tough Mudder 
participants have raised over $5 million to support 
thousands of warriors returning from the battlefield.  
Every dollar is well spent.  They provide combat stress 
recovery programs, adaptive sports programs, benefits 
counseling and employment services…and these are 
only a few examples of the programs offered to our in-
jured veterans! These programs and services aid in brave 
Americans’ transition from service-connected injury to 
civilian life.
Tough Mudder events are hardcore obstacle courses de-
signed to test your all around strength, stamina, mental 
grit and camaraderie. With the most innovative courses, 
over one million inspiring participants worldwide to 
date, and more than $5 million raised for the Wounded 
Warrior Project, Tough Mudder is the premier adventure 
challenge series in the world. But Tough Mudder is more 
than an event; it’s a way of thinking. By running a Tough 
Mudder challenge, you’ll unlock a true sense of accom-
plishment, have a great time and discover a camaraderie 
with your fellow participants that’s experienced all too 
rarely these days. 

We are proposing the Houston Tough Mudder on No-
vember 1st and 2nd, 2014, located in Baytown.  Right 
timing on month and also gives up plenty of time to 
train for those ready for the challenge!
Let me know if you have interest in this event.  If you 
have an interest, we will connect with you about the 
details.  Please email Veronica Ramirez at 
vramirez@josephchris.com  We would love to register 
before Jan 30th to get the early discount, get our Pin-
nacle Team organized and committed.  We also can share 
training ideas! 
Link to What is a tough Mudder http://toughmudder.
com/about/
Link to the Houston and the Cost information 
http://toughmudder.com/events/houston-2014/

You know you’ve been recruiting too long 
when…

Your 4 year old daughter is playing on an old 
computer keyboard, with a fake phone next to 
her ear…she is pretending to type and talk on 
the phone….”  Yep, uh huh, I can do that”….

You say, Carly….it’s time for dinner!  She, without missing a 
beat, holds up her finger to say “one minute” and then puts 
her finger on her lips to indicate “ssshhhh”

Danny Sarch 


