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2018… A Strategic Look Ahead
It may seem like a strange title for a November newsletter, but the timing could not be better. November
starts the roller coaster of holidays, vacations, and company shut downs ending abruptly in the first week
in January. There really are only a few weeks left in the year to start thinking strategically about 2018.
What are Your Goals for the New Year?

2018… A Strategic Look Ahead
What are Your Goals for 2018?
•

Are you looking to expand your current portfolio into new markets? Do you need an industry expert with
strong contacts in a new vertical? Or maybe expand your company expertise into the BRIC countries?

•

Are you making a new acquisition in 2018? Do you need to quickly build and onboard a technical
salesforce? Or maybe find a PR expert to strategically align the integration?

•

Are you starting to think about building bench strength and future leaders for your organization?
Where do you add them to your organizational chart? How do you attract them to your company?

•

Are you looking to expand your online presence? Do you have in-house expertise to build an eCommerce
platform or handle the SEO optimization? How does your new site strategically align to your overall
company brand and employment brand?

•

Do you need to turn your business around? What is the new structure or even more important the new
culture? Are there key leaders that may need to be identified? Others who need to be replaced?

•

Are you planning to implement a new sales processes? Have you thought about building a center of
excellence for your company? What organizations to do you benchmark?

•

Do you have a major industry expert retiring this year? When does his or her replacement need to start
to allow some overlap and mentoring? What does the future of that role look like? Could it be top-graded?

As you begin to look at your 2018 goals, start to think about those strategic game changers that need to
be identified and hired. The process can be just as important, consider timing, any shifts in culture, and
onboarding during these conversations. These key positions could mean the difference between success
or misstep.

Please let me know if you would be open to an introductory conversation. I specialize in
placing top sales and marketing talent from the strategic Business Development Manager
to the Vice President of Marketing. I have a deep knowledge of the commercial space
and a solid network of industry contacts. I would love the chance to talk to you about
your organization and strategic roadmap for 2018.

Recently Completed 2017 Sales & Marketing Searches
•

Marketing Director, MD

•

Key Account Manager, Midwest

•

VP Sales, NC

•

SVP of Marketing, East Coast

•

SVP Sales and Marketing, NC

•

Sales Representatives, TN, MI, Chicago

•

Director of Public Relations, East Coast

•

Communications Manager, SC

•

Midwest Regional Sales Manager, Midwest

•

Marketing Manager, MD

•

Account Manager, CO
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Sara Kosmer
Practice Area Director, Sales & Marketing
864.271.8874 l sara@pin-pointsolutions.com
Sara Kosmer is the Practice Area Director for Sales & Marketing at PinPoint Solutions. She started her
career in Recruiting nearly 10 years ago. After a year or two in Contingency, Sara moved to our retained
division, Westport Intl, and founded our company’s internal research department. Sara spent several years
managing the department and sourcing candidates for executive level openings across the organization.
Today, Sara has moved back to PinPoint Solutions, bringing with her a search approach to contingency.
Sara holds her bachelors degree from the University of Dayton.
Steve Farrell
Executive Recruiter, Sales & Marketing
Steve has been an Executive Recruiter since 2008. He graduated from Rochester College in Michigan in 2003,
after coming over from the United Kingdom as a student athlete in 1999. Steve brings a wealth of experience
in the aerospace field, having just completed a long-term recruiting partnership with Rockwell Collins (B/E Aerospace). Rockwell Collins is a multi-billion dollar tier one supplier of aviation avionics and interiors. Steve filled
many positions in Engineering, Human Resources, Finance, and Operational Management. His passion is in the
commercial space, focusing on sales and marketing roles. While recruiting for B/E, Steve developed a broad
network in peripheral industries including automotive, industrial, medical device, etc.

