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Interesting Articles: 

 
Qatar residents may feel pinch 

as inflation soars.  Despite be-

ing one of the world's richest na-

tions - with a GDP per capita of 

more than USD 102,000 as per 

the Economist Intelligence Unit's 

latest estimates - Qatar is 

plagued by rising inflationary 

pressures that could threaten the 

standard of living of its popula-

tion...Read More 

Bahrain year in review 2013. 

Focus in 2013 remained on 

maintaining growth and the con-

tinuing process of further diver-

sification of the economy - 

something Bahrain has a head-

start on over many of its 

neighbours. However, ongoing 

security concerns have overshad-

owed performance in some sec-

tors...Read More 

Neuroethics, a New Frontier in 

the Humanities. Chemists and 

biologists know full well that the 

most active reactions and the 

most radical developments in-

variably occur at the frontier 

where two hitherto separate 

fields suddenly brush up against 

each other. Ideas emerge accord-

ing to the same law, as it is often 

on the fringes of two disciplines 

that fundamentally novel propo-

sitions arise...Read More 

 

Assignments Handled: 

 

Business Development Man-

ager- KSA - HVAC 

 

Finance Manager - Oil and 

Gas 

 

Customer Service Manager 

- FMCG/Home Appliances 

 

Mechanical Engineer 

- Manufacturing 
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Dear All, 

 

Welcome to our 16th monthly newsletter and HAPPY NEW YEAR! 

This month, we will be giving you an insight of what our researchers really do 

when they search candidates that will fit the role and profile of an opening.  

If we told you that, for the last 7 years, we have had to make 145 calls to fill an 

opening and 317 calls if it is in Saudi Arabia, would you be surprised? 

Next month, we will share a concrete example of one of our most challenging 

search that we have completed so far.   

Best Regards and Season’s Greetings, 

 

Zoran Marinkovic 

Managing Partner - Blue Marin Management Consultancies 
 

 

We are very far from the cliché that we have candidates in our database, we give a 

couple of calls and send the resumes to the client and it is done; you get your fee…

easy, isn’t it? 

We actually make a little bit more than a couple of calls as 

advised in the introduction above. After making 145 calls, 

we receive an average of 46 resumes to screen and we 

interview 14 candidates which gives us a rejection rate of 

70% even though most of the candidates come from ex-

actly the same industry, even same activity (a competitor). 

Indeed, the personality, the attitude, the approach, the 

communication and the motivation of the candidates 

must be assessed in a few minutes in order to decide 

whether they move forward in our 13 steps process or 

they won’t make it. This first screening is usually made 

over the phone. 

The next main step is the interviewing stage where we meet face-to-face all the can-

didates (whenever is possible) or we use webcams to interview them. This allows us to 

check all the information given in their resumes and ensure they really do what they 

say. Face-to-face interview allows us to feel the candidates with regards to their soft 

skills and to imagine if this profile (hard and soft skills) can work in our clients’ envi-

ronment, culture and employees. 

After the interviews, we send confidential assessment 

reports of the candidates we consider are the best to fit 

the role and our clients’ organization after which our cli-

ents decide who they would like to interview. The average 

of number of profiles shortlisted by the client is 5. 

We always propose our clients to attend the interviews of 

the shortlisted candidates as we feel we know them very 

well after a dozen of interactions with our firm. 

When our client chooses one of several candidates, we support them in making the 

decision and in the negotiation with the selected candidate so we maximize the 

chance that the offer sent to the selected candidate is accepted by the latter. Once the 

candidate signed the offer, we closely follow the selected candidate in their resigna-

tion process to ensure they really join our clients’ organization. Once the hired indi-

vidual starts their new role, we follow their integration in the first 6 months to ensure 

everybody is at the same page. 

As a conclusion, it requires a lot of man/hour, a lot of 

expenses for telephone calls and all the other adminis-

trative costs. This is why we always ask our client to 

support us and not to use our own cash flow only to 

search for candidates on our clients’ behalf.  

 

  

 

Our executive search practice is based on a national and international consulting net-

work supported by in-depth research into the dynamics of the client’s business, mar-

kets, competition, and environment. We identify sectors, companies, and sources 

within the target industries or functions to fulfill the client’s needs. We also maintain 

contacts with attorneys, accountants, industry analysts and professional associations, 

and consultants connected with the target industries. 

  

These research activities are handled by our industry-experienced staff members who 

are committed to quality and confidentially. 

Click Here to download our E-brochure 

 

 

 

Behind the Scene of our Searches to fill an Open Position 

Meet Blue Marin Management Consultancies 
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