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Boutique Consulting Firm - Director of Consultant Services
My client is a professional services firm that works with Global Fortune 100 and 500 clients in a variety of industries. From strategy through execution, they help their clients solve their most critical business challenges. Their long-term success involves their innovative approach to consulting that promotes problem-solving while facilitating professional partnership between their clients and highly experienced independent consultants.  To date, they have 14,000 experts successfully completing more than 3,000 projects for over 500 businesses.

Since their inception in 1988, my client’s business has grown substantially over the years. Its continued success and growth relies on the highly talented individuals who make up their team. Team members are critical to accomplishing the firm’s longer terms goals and the company provides many opportunities for each member’s professional and personal development. They care for employees, and demonstrate this care through mentorship, training, and by encouraging a balanced approach to work. Although they work with dedication and enthusiasm during the day, they encourage each and every employee to pursue work and life passions equally.

My client is seeking a first-class Director of Consultant Services. S/he will be responsible for delivering a wide variety of consultants with targeted expertise to their premier clients in a variety of industry focus. Based in their San Francisco headquarters, this position involves strategic involvement in wide variety of Fortune 100 and Fortune 500 organizations. This person will report directly into the VP/GM business unit leader.
Job Responsibilities
The Director of Consultant Services leads the Consultant Services Team. This team is responsible for sourcing, pre-screening, and interviewing qualified professionals with the ultimate goal of developing and maintaining a diversified pool of consultants available for engagement opportunities. The team maintains a close day-to-day partnership with Business Development Managers, sharing goals and objectives to grow key client accounts, working to resolve complex situations and customize delivery to meet client expectations. The Director of Consultant Services has Team Leadership and Client Engagement responsibilities.
Specific Team Leadership responsibilities include: 

· Client Satisfaction Focus - support/empower team by maintaining a client satisfaction focus and managing the matching of consultants to client engagements by sourcing within the company’s consultant network and/or using outside sourcing methods to support maintaining a 70% fill rate and providing a consultant/s solution within five days of client need being identified

· Talent Development  -  consultant bench talent development as well as proactive and needs-based fulfillment of all consultant development requirements 

· Accountability ownership of quality and timeliness of consultant talent/results delivered to client/field

· Communications - clear daily communication with internal/external clients ensuring effective execution of fulfillment process

· Lead regular team meetings regarding current engagement status and sales development discussions.

· Strategy Development for Consultant Services Team to meet client and field needs as well as consistently reliable execution on strategies and tactics including:

· Bench requirement projections

· Capacity and Resource Planning

· Talent gap analysis and plan development to bridge gaps

· Risk mitigation plans

· Profitability/Revenue production; meet or exceed annual plans

· Represent the firm in appropriate professional and community organizations.

· Build strong relationships with constituency groups, including all company business units, consultants and clients

Specific Client Engagement Services responsibilities include: 

· Conduct in-depth behavioral interviews to assess consultant skill sets and competencies; ensure proper due diligence is completed on candidates (including ensuring consultant references are obtained and documented).  This central function will rely heavily on the Director of Consultant Service’s ability to vet consultants.  The Director of Consultant Services must discern not only what the consultant did and identify their expertise, but determine why the consultant will be able to meet the deliverables and exceed Client expectations, and then clearly articulate why the consultant is a value add to the engagement. 

· Negotiate rates and engagement parameters with both consultants and clients, promoting the consultant’s Intellectual Capital. This requires the finesse to persuade the consultant on the value of our processes, sell them on the benefits of being an employee and influencing them on the merits of a particular engagement. 

· Travel.  In order to meet the needs and schedules of clients, some local travel to clients may be needed, as will flexibility for phone calls in the early morning or early evening as needed to meet client needs and schedules. Evening and weekend work will sometimes be required to also meet client deadlines or to ensure progress is continually made on all searches during particularly busy times.

· Prepare consultants for client interviews using the company’s best practices; coordinate new starts to close the process and manage engagement extensions. 

· Partner with the Business Development Manager (BDM) in pre-selling consultant talent early in client sales process.

· Provide leadership in key account plan development/production goal attainment.
Develop and maintain a recruiting strategy based on current business requirements that continually builds and replenishes a qualified candidate pool via internet postings, searches, networking/referrals, and special recruitment activities. 

· Manage the firm’s consultant network by initiating regular communication with consultants to build loyalty and ensure consultant expectations are met. 

Qualifications
To perform this job successfully, an individual must be able to perform each essential duty satisfactorily. The requirements listed below represent the minimum level of knowledge, skill and ability necessary. Reasonable accommodations may be made to enable individuals with disabilities to perform the essential functions.

· Demonstrated success delivering results through sound leadership capability – seven to ten years of recent account management experience with a mix of professional services, executive search, recruiting and consulting combined with private industry experience. Deep experience in leadership development may be substituted

· Demonstrated experience with full cycle recruiting for middle management to executive level talent across entire spectrum of business functions 

· Broad knowledge of business and the individual functional areas of marketing, human resources, information technology, operations, finance and top management  

· Experience in working with a strong sales team to close business and identify sales opportunities; experience in high-touch roles with high levels of customer interaction

· Extremely strong communication skills, both written and verbal, and the ability to demonstrate professionalism, finesse and sound judgment in all interactions 

· Exceptional interpersonal skills and ability to partner effectively.  Demonstrated project management and team participation skills

· Detail oriented with a strong ability to multitask within a fast-paced culture

· Solid computer literacy including MS Office; familiarity with contact management 

· Undergraduate degree required, preferably in business or related field  
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