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Methodology
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Seven days after the United States declared the COVID-19 
crisis a national emergency, Thrive built an executive search 
dashboard to track the pandemic’s impact on the executive 
recruiting industry. We sourced this data from a subset of 
leading executive search firms, in-house executive search 
teams, and VC/PE talent partners. 

With this data, Thrive has kept close tabs on industry key 

performance indicators (KPIs) in order to provide real-time 

data to leaders in executive search that focus on: opened, 

held, canceled, and completed searches.

At the same time, Thrive launched its executive search 

leadership community and peer roundtable series.  

During roundtable discussions, participants discussed 

their challenges, asked tough questions, and shared 

insights and advice with their peers (and in some cases, 

their competitors).

During its inception, we expected just a few close 

customers to sign up for the peer community. Instead, 

we ended up hosting two roundtable sessions per week 

for multiple weeks to satisfy the demand and keep 

conversations intimate. This qualitative, on-the-ground 

insight rounds out the data collected in our executive 

search dashboards. Thrive and anyone that benefits from this 

report owe these executive search leaders sincere gratitude.

 

The following report analyzes executive searches across 

various industries and functions. The data presented will 

focus on how Q2 2020 performed within the following 

four KPIs: opened, held, canceled, and completed 

executive searches. These metrics mirror the executive 

search life cycle—from opened searches at the top of  

the funnel, to completed searches at the bottom—and 

can be adapted to both external and in-house executive 

recruiting functions.

Our goal has always been to provide executive search 

professionals with the tools they need to have visibility 

and control over their search functions. During these 

unprecedented times, our commitment remains—so as 

long as there is a hunger for the data and demand for  

a platform to meet amongst peers, Thrive will continue  

to provide.

About the Report

Reed Flesher 
CO-FOUNDER, PRESIDENT, AND  
HEAD OF PRODUCT AT THRIVE
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Executive Summary

Like most businesses, executive search took a huge hit at the end of March when 

COVID-19 was declared a pandemic and social distancing restrictions were 

ordered. That devastation continued throughout Q2 while businesses worked hard 

to navigate challenges they hadn’t faced before.

Executive candidates were wary of changing careers and possibly relocating their 

family amid a global crisis. Hiring teams and decision-makers were hesitant to fill 

roles with strictly virtual interviews.

That said, while we certainly aren’t back to “normal,” the end of Q2 shed a 

glimmer of hope for executive search.

READ ON for Thrive’s full analysis of Q2 results for the executive search industry.

BOTTOM FUNNEL LAG:

Completed searches still lag behind, 

down 27% YoY in June.

Q2 PERFORMANCE:

Opened searches fell 22% and 

completed searches dropped 29% 

YoY. View page 11 for function and 

industry performance.

THE FIRST WAVE:

Canceled searches increased by 

766% and held searches increased 

340% the week of March 23. Opened 

searches decreased by 48% the same 

week. Two weeks later, completed 

searches dropped 55%.

SEARCH CYCLE ACCELERATES:

Searches completed in Q2 closed 5% 

faster than 2019. View page 24 for 

function and industry performance.

TOP FUNNEL REBOUND:

In April and May, opened searches 

fell 40% and 35% YoY, respectively. 

By June, opened searches improved 

13% YoY. View page 17 for function 

and industry performance.

Key Takeaways
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COVID-19 Impact:  
The First Wave

C H A P T E R  1

A national emergency was declared in the U.S. on March 13, 
and 10 states issued stay-at-home orders over the following 
10 days. Not surprisingly, it was the week of March 23 that 
COVID-19 had its biggest impact on the executive search 
industry to date.
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The brunt of the COVID-19 crisis took its toll on the executive 
search industry the week of March 23. As companies  
scrambled through crisis mode, many made quick decisions  
to pause spending, including executive hiring.

The number of searches canceled increased 

by a staggering 766% in the last week of 

March. That dramatic spike was coupled with 

a 340% increase in searches put on hold, 

as more and more businesses put their hiring 

plans on pause. 

It was also during the week of March 23 

that opened searches decreased by 48%, 

raising concerns around near-term cash flow 

expectations for many firms.

Based on leading indicators—canceled, held, 

and opened searches—it’s fair to say that the 

first wave of COVID-19 on executive search 

peaked in the final week of March. The effect 

that the crisis had on completed searches 

was not as immediately apparent, though it 

seems to have followed the same path after 

a two-week delay. Over the week of April 13, 

Thrive search data showed a 55% decrease 

in completed searches compared to the 

trailing 12-month average.

There’s no doubt that executive search 

fared far better in May than earlier on in the 

COVID-19 crisis. However, uncertainty around 

weekly performance left us feeling cautiously 

optimistic throughout the quarter.
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In May, opened searches saw an average weekly change of 40% 

in either direction—a significant increase in volatility. Completed 

searches weren’t as unpredictable, with an average weekly change  

of just 14% in either direction.

By the end of June, volatility remained. Opened searches moved +/- 

17% and completed searches varied +/- 24% on a weekly basis. 

On the positive side, mood swings in opened searches seem to be 

leveling off. It’s possible the increase in weekly volatility for completed 

searches was due to the ebbs and flows of opened searches the 

months prior. 

“ Over the past 30 years the health of the 

executive search industry tends to correlate 

with the health of the stock market.  Hiring, 

in any industry, mirrors overall business 

sentiment,” suggests Ken Vancini, CEO of 

Innova International and former co-founder of 

ZRG Partners. “If a sector is hot [or not] in Q3 

and Q4, executive search demand will likely 

follow.”

STO C K  M A R K E T  T R E N D S  M I R R O R 
E X E C  S E A R C H  P E R F O R M A N C E

For an industry dependent on the financial viability of 

businesses all over the world, it’s not surprising that stock 

market trends mirrored the patterns above—a drastic dip 

in late March, followed by a slow and volatile rebound 

back towards pre-COVID levels.
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Q2 Executive Search 
Performance

C H A P T E R  2

As a whole, Q2 performance across executive search was 
down. Not all industries and functions were affected equally, 
and for some, a rebound may be imminent.
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From April through June, opened searches 
fell 22% year-over-year, while completed 
searches decreased 29%. 

Q2 2020 vs. Q2 2019
OPENED SEARCHESKPIs

C ANCELED SEARCHES

HELD SEARCHES

COMPLETED SEARCHES

-22.36%

-4.91%

+26.95%

Opened Searches 
Down 22%

Completed Searches 
Down 29%

-28.57%

Considering the drastic circumstances, these numbers do not leave us 
feeling defeated. The bulk of devastation occurred early on in the quarter, 
and we observed promising signs throughout June.



Executive Search Quarterly Report | Q2 2020

While activity overall was down in Q2,  
not all functions and industries were  
affected equally.

Q 2  P E R F O R M A N C E  B Y  F U N C T I O N

High Performers: Outperformed quarterly a 
verage for opened and completed searches:

•  Board, Investment Professionals,  

COO/Operations

Mid Performers: Slightly outperformed  
quarterly average for one category, but  
slightly underperformed in the other:

•  Engineering/R&D, CFO/Finance, Product

Outliers: Significantly underperformed in  
opened searches, but outperformed in  
completed searches:

• Services, Marketing

Low Performers: Underperformed vs. quarterly 
average for opened and completed searches:

•  HR, Sales/Business Development,  

CIO/IT, CEO/President/GM

Function Performance:  
Opened and Completed Searches

FUNC TION OPENED COMPLETED

Services -46% -8%

HR -44% -31%

Marketing -37% -15%

CEO/President/GM -35% -39%

Sales/Business Dev. -34% -43%

CIO/IT -33% -56%

Product -25% -22%

Engineering/R&D -24% -15%

CFO/Finance -15% -31%

Other -13% -33%

COO/Operations    0%    0%

Investment Prof.  54%    6%

Board  75%  13%

Avg. -22% -29%

Opened and Completed Searches: YoY by FunctionHigh Performer

Mid Performer

Low Performer
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The unique nature of the economic fallout 
from COVID-19 called for greater need in 
some leadership roles, and less so in others. 
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It’s not surprising that while many companies went into 

budget-crunching mode and undertook restructuring 

measures, opened searches for board, operations, and 

finance roles fell around average or above. HR, sales, IT, 

and CEO roles fell below average YoY in both opened and 

completed searches.

For services and marketing roles, less searches 

were opened (-46% and -37% YoY, respectively) but 

completed searches outperformed the Q2 average by 

+113% and +64%, respectively. Since completed search 

volume relies on the quantity of opened searches, these 

outliers left us pondering the results.

In general, the variation between function performance in 

opened and completed searches shows that certain roles 

have persisted. Companies continue hiring for roles they 

deem critical, and we’re inclined to label the mid- and  

high-performers as pandemic-resilient. 

“In a time like this, marketing and services 
roles are less essential. A company wouldn’t 
need to hire these functions unless they were 
already planning to,” suspects Vancini. “These 
are roles that were likely already budgeted for 
and companies might be more willing to hire 
them remotely.”

“
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Opened and Completed Searches: YoY by Industry

Just as performance varied across function, data 
indicates varying results for industries, as well. 

Q 2  P E R F O R M A N C E  B Y  I N D U S T R Y

INDUSTRY OPENED COMPLETED

Travel/Hospitality -65% -50%

Other -46% -37%

Telecommunications -28% -23%

Technology -22% -25%

Business Services -17% -28%

Healthcare/Life Sciences -14% -27%

Retail    0% -48%

Financial Services    3%   -6%

Entertainment  15% -36%

Avg. -22% -29%

High Performers: Outperformed quarterly a 
verage for opened and completed searches:

•  Financial Services, Healthcare and  
Life Sciences, Business Services

Mid Performers: Slightly outperformed 
quarterly average for one category, but slightly 
underperformed in the other:

•  Technology, Telecommunications

Outliers: Significantly underperformed in  
opened searches, but outperformed in 
completed searches:

• Entertainment, Retail

Low Performers: Underperformed vs. quarterly 
average for opened and completed searches:

•  Travel/Hospitality

Industry Performance:  
Opened and Completed Searches

High Performer

Mid Performer

Low Performer
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Speaking to business performance 
in general, some industries haven’t 
skipped a beat, as social distancing 
is yielding record returns. 

Others, like travel and hospitality that rely on in-person 

consumer actions, haven’t been so lucky and are 

struggling daily to stay afloat.

We’d expect to see parallels between business 

performance and executive hiring. So which industries 

soared and which sunk this quarter?

PG 15
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Opened and completed searches for financial services, healthcare 

and life sciences, and business services outperformed the quarterly 

average—which in our current environment certainly makes sense. 

Technology and telecommunications landed in the middle, with  

opened searches being on the lower-performing end of the spectrum 

and completed searches on the higher end.

Opened roles in entertainment and retail industries performed 

+15% and +0% YoY, respectively. While more searches were  

opened, completed searches fell below average for Q2. It’s possible 

these outliers even out in early Q3 as we’ve seen completed  

searches lag behind.

“ I’m encouraging all of our franchise owners, 
particularly those with super specific industry 
focus, to think about adjacent industries they 
can tap into,” said FPC National President 
Jeff Herzog. “They need to cautiously pivot 
without doing a full 180 in order to diversify 
their business.”

“

During roundtable discussions in April, leaders in executive search 

reported exploring adjacent industries if their usual industry focus  

had been more negatively impacted. 

For executive search firms, a pivot is possible as long as they don’t 

completely change lanes, as many roundtable participants warned.  

For in-house executive search teams, a similar sentiment can be 

applied to higher performing regions of the business overall. 

In either case, diverting recruiter resources to industries and functions 

that are performing well may be a wise game plan until your typical 

business rebounds. 
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Top Funnel Shows  
a Rebound

C H A P T E R  3

Just as opened search trends revealed the first signs of 
devastation for executive search, they’ll also be the first to 
show us a sign of a recovery. The YoY delta improved each 
month throughout Q2, leading us to believe a rebound may 
have already started to occur.
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In April, Thrive search data 
showed a significant dip in 
opened searches—a key metric 
typically tied to one-third of  
retained search fees—falling 
40% compared to 2019. 

This is an especially promising sign because the summer months are 

typically slower for executive search overall. Of course, not all functions 

and industries performed the same.

The YoY delta began to shrink in May (-35% YoY); by June, opened 

searches soared 13% above 2019 performance. 

“The top of the funnel is definitely filling up for us,” reports Joe 

Riggione, co-CEO and founder of True Search. “Most activity in May 

was pent up demand from the initial impact of the crisis. June, and 

now into July, has seen a huge uptick in net new business.”
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Q 2  T O P  F U N N E L  B Y  F U N C T I O N

High Performers: Outperformed average  
all quarter

•  Board, Investment Professionals

Mid Performers: Outperformed  
average for 2 months of the quarter

○•  Product, Engineering/R&D,  
COO/Operations, CFO/Finance

Low Performers: Less than average  
at least 2 months in the quarter

•  HR, CEO/President/GM, CIO/IT, Marketing, 
Sales/Business Development, Services

Function Performance:  
Opened Searches in Q2

APRIL MAY JUNE

Board   10%  -8% 250%

Investment Prof. 129%   0%   67%

Engineering/R&D -11% -53%   13%

CEO/President/GM -51% -16%  -29%

CFO/Finance -46% -11%   32%

COO/Operations -36%  13%   20%

Product -63% -14%   36%

Marketing -68% -25%  -20%

Other -33% -43%   64%

CIO/IT -70% -71%   31%

Sales/Business Dev. -34% -45%  -15%

Services -57% -75%   40%

HR -43% -46%  -43%

Avg. -40% -35%   +13%

Opened Searches May through June YoY by Function
Investment professionals not only outperformed 

the quarterly average, but saw equal or more 

opened searches each month in Q2 compared 

to 2019. Board roles in May were down 

8% YoY, but still outperformed the quarterly 

average every month.

Low performers fell below the quarterly 

average at least 2 months of the quarter. 

Most low performers faced rough months in 

April and May, but saw an uptick in June. In 

fact, CIO/IT and services roles exceeded the 

number of opened searches in June 2019 by 

31% and 40%, respectively.

Above Quarterly Average Below Quarterly Average
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Based on opened search metrics, the data 
shows some industries are also moving  
towards a recovery.

Q 2  T O P  F U N N E L  B Y  I N D U S T R Y

Opened searches in retail were hardly impacted, 

falling just 7% YoY in May, and by June 

improved 14% YoY. This is likely, in part, due to 

low performance for opened retail searches in Q2 

2019 (27% less than the 2019 average).

Not surprisingly, opened searches in travel 

and hospitality fell 100% YoY in April, but by 

June were down just 22%—landing right at the 

quarterly average for 2020.

“ The hotel and restaurant industry 

are extremely resilient,” says 

David Mansbach, managing 

director at AETHOS Consulting 

Group. “Consultants and executive 

recruiters that are committed 

to serving as ‘thought partners’ 

to their clients over the next 6-9 

months will re-emerge and be  

part of an industry that is never 

going away.”

All low performers, including travel and hospitality, 

improved MoM throughout all of Q2. Opened 

searches are key to monitoring a real rebound, and 

the end of Q2 revealed we are definitely headed in 

the right direction.

APRIL MAY JUNE

Retail     -7%    0%   14%

Entertainment    83% -50%   50%

Financial Services   -18% -46% 134%

Technology  - 35% -14%  -16%

Healthcare/Life Sciences   -41% -39%   63%

Other   -65% -48%   -21%

Business Services   -35% -23%    19%

Telecommunications   -43% -30%     -10%

Travel/Hospitality -100% -75%   -22%

Avg. -40% -35% +13%

Opened Searches May through June YoY by Industry

Above Quarterly Average Below Quarterly Average

High Performers: Outperformed  
average all quarter

•  Retail

Mid Performers: Outperformed average  
for 2 months of the quarter

•  Entertainment, Financial Services, Technology

Low Performers: Less than average  
at least 2 months in the quarter

•  Business Services, Healthcare and Life  
Sciences, Telecommunications,  
Travel/Hospitality

Function Performance:  
Opened Searches in Q2
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Bottom Funnel  
Lags Behind

C H A P T E R  4

Completed searches are improving, but the YoY delta is 
not shrinking at the same rate as opened searches. Since 
completed search metrics lag behind other leading indicators, 
it’s possible we will see more average performance in the 
coming months.
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Held and Canceled  
Searches are Leading  
Indicators for Completed 
Search Performance

We’d like to see completed searches follow 
opened searches with similar improvement, 
but we aren’t there just yet.

While completed searches improved MoM 

from April through June, the YoY delta has  

not been closing at the same pace we 

observed with opened searches. There  

are three main factors that are affecting 

completed search metrics and might explain 

the sluggish recovery.

First, at the onset of the COVID-19 crisis, 

held and canceled searches skyrocketed. The 

number of searches canceled increased by 

766% and held searches increased 340% 

in the last week of March.

Completed searches were impacted the 

following month, dropping 26% MoM in 

April. As held and canceled searches leveled 

off later in the quarter, completed searches 

started slowly trending back up.

As held and canceled searches skyrocketed from 

February to March, completed searches saw the 

negative impact soon after in April. Similarly, as 

canceled and held trended back down to pre-COVID 

levels, completed searches saw an uptick. 

These leading indicators will be important to 

keep close tabs on as we watch for a rebound in 

completed searches.
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Second, in April there were 40% fewer searches opened compared to 

March. With a lower volume of new searches being opened, as well as 

the influx of pre-COVID searches being put on hold or canceled, there 

were simply fewer searches to complete.

And lastly, even for searches that have remained active, client and 

candidate hesitancy to move forward lingered.

“A few clients didn’t put anything on hold, but got 

all the way to the finish line and froze. They just 

can’t get comfortable with completing the search,” 

says Jim Poe, Co-founder of Radius Partners.

Fortunately, opened searches increased significantly since the setback 

in April, held and canceled searches are leveling out, and social distance 

restrictions are easing across the world. This could be a recipe for an 

uptick in completed searches in the coming months.

https://thrivetrm.com/
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Search Cycle  
Acceleration

C H A P T E R  5

The COVID-19 crisis gave way to both unique challenges 
and unique opportunities for executive search professionals. 
While face-to-face interviews remain unlikely in many 
regions, more efficient search management processes  
might be picking up the slack.
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Data and roundtable discussions 
indicate that many searches  
that remained active throughout 
Q2 were, for the most part,  
critical roles. 
Still, social distancing remains a challenge for both executive search 

firms and in-house teams when it comes to normal interview processes.

On the flip side, anecdotal evidence from our roundtable sessions 

suggest that for companies willing to move forward with virtual 

interviews, the search process seems to be moving faster. Logistically, 

executive recruiters have reported an easier time getting a hold of 

candidates, and virtual interviews have been less challenging to 

coordinate compared to in-person interviews.

Accelerated search cycles during a global pandemic certainly raise 

a few questions. While we’d love to assume more efficient search 

management cycles are at play, there could be another explanation.

“We’ve seen searches that were active pre-COVID get put on hold, 

but were easy to pick back up when the client was ready,” Riggione 

reports. “In many of these cases, we already had quality candidates in 

the pipeline and in-person interviews completed.” 

On a similar note, keep in mind that this data only captures searches 

that were successfully completed in Q2. So for all of the searches that 

were canceled throughout the quarter, they may have been less critical 

and, had they continued, could have possibly slowed the average 

search cycle.

And the data agrees — 
searches completed in Q2 
closed 5% faster than the 
same time period in 2019. 
These results varied by 
function and industry  
quite a bit.

PG 25
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Q 2  S E A R C H  C Y C L E S  B Y  F U N C T I O N

Compared to Q2 in 2019, finance, services, 

and investment professionals roles completed 

at a much faster rate this year, leading us to 

believe they’ve been essential roles throughout 

the current economic downturn. Product, 

marketing, and HR roles didn’t fare nearly as 

well—taking 28%, 22%, and 13% longer 

than 2019, respectively.

High Performers: Outperformed quarterly  
average by at least 100%

•  CFO/Finance, Services, Investment Professionals

Mid Performers: Outperformed quarterly 
average by 0-99%

•  Engineering/R&D, CEO/President/GM, Sales/
Business Development, Board, CIO/IT

Low Performers: Underperformed compared  
to quarterly average 

•  COO/Operations, Product, Marketing, HR

Function Performance:  
Search Cycles

PG 26
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Q 2  S E A R C H  C Y C L E S  B Y  I N D U S T R Y

Time to close also affected industries in a 

surprising way. Travel and hospitality, though 

devastated across the board for other KPIs, 

completed searches 38% faster than in 

Q2 2019. For some companies in this space, 

a quicker search cycle may have been a 

crisis-mode reaction to quickly secure critical 

leadership to navigate through this downturn. 

Entertainment, business services, and retail 

industries saw 6%, 8%, and 9% longer 

search cycles, respectively. It’s possible that 

many of these slower searches were opened 

before the onset of COVID-19. After the crisis 

hit, search cycles were delayed as these 

industries focused on revenue opportunities 

and/or business restructuring.

High Performers: Outperformed quarterly  
average by at least 100%

•  Travel/Hospitality, Technology

Mid Performers: Outperformed quarterly 
average by 0-99%

•  Telecommunications, Financial Services

Low Performers: Underperformed compared to 
quarterly average 

•  Healthcare and Life Sciences, Entertainment, 
Retail, Business Services

Industry Performance:  
Search Cycles
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What’s In Store for 
Executive Search?

C H A P T E R  6

Thrive is eagerly awaiting a full rebound for the executive 
search industry, and it could be near. In the meantime,  
here are a few things your team can do to prepare for  
the recovery. 
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Executive search was really put 
to the test in Q2. April and May 
felt lingering devastation from 
the initial COVID-19 impact at 
the end of March. 

In May, Thrive predicted that similar MoM growth in opened searches 

through June would land us around average performance. To our 

pleasant surprise, opened searches far exceeded those projections 

and actually outperformed YoY.  

Still, volatility in opened and completed searches remain, so cautious 

optimism should continue guiding key decision-making until data 

indicates a more steady rebound.

Here’s what Thrive would want 
to see to claim a recovery.

In 2020, Thrive’s data shows the average search cycle—from 
opened to completed—is 20 weeks. With that timeline in mind, 
opened searches will need to sit at or above the weekly average 
for 20 weeks in order for completed searches to catch up.

At the end of Q2, the 20-week trailing average for opened 
searches fell 25.24% below all of 2020. However, the end of 
June showed weekly opened searches up 4% compared to all 
of 2020.

In short, the pipeline of average weekly opened searches 
recovered to above normal levels at the end of June. If this level 
of opened searches per week can be sustained at current levels, 
we could see a full and sustained rebound in the number of 
completed searches as early as November.
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Though we’re hopeful for  
continued improvement in  
activity, the summer months  
are usually a quieter time for  
executive search. 

With seasonality at play and the economic impact from COVID-19 still 

prevalent, executive search teams should use any downtime to prepare 

for the recovery. Those that come out on top will make the most of this 

time and use data to guide strategic changes to their business.

Executive search firms can set up their own dashboards to keep close 

tabs on leading indicators. In-house executive recruiting teams should 

remain aligned with their company’s COVID-19 strategy to forecast 

hiring needs. Regularly monitoring KPIs will allow you to make sure 

your team has adequate resources when a rebound occurs (which  

for some has already started).

For our high-touch industry, it is imperative to utilize search management 

software specifically tailored to executive search. If your current system 

isn’t making your job more efficient and effective, you should consider 

exploring alternatives while your team has more bandwidth. When your  

search activity picks back up to normal, you’ll want a system that works 

hard for you—not the other way around.

Appropriate resources also include your team’s search management  

software. According to a Thrive survey conducted in partnership with 

Hunt Scanlon, 49.3% of respondents reported using spreadsheets or 

ATS/CRM software to manage their executive search business. Just 

40.7% reported using executive search software, specifically. 

In the same survey, the three largest weaknesses of respondents’ 

search management system were: data and analysis capabilities, 

collaboration with clients, and usability. 

Make the Most of Downtime

Creatively go after new opportunities: Uplevel existing 

talent, work on succession planning, explore less impacted 

functions and adjacent industries.

Invest time to improve search processes: Start with the 

fundamentals: white-glove recruiting with candidates and 

lockstep collaboration with hiring teams.

Embrace greater bandwidth: No one is thrilled by the hiring 

slowdown caused by COVID-19, but it does present a unique 

opportunity to reflect on what can and should be improved. 

Proactively pipeline the booming talent pool: A talent pool 

unlike any we’ve seen in our lifetime has been brewing and 

will soon be ripe for the picking. 

Add elasticity to your resources: With this built-in flexibility, 

firms can call on low-risk resources as demand increases.

Based on feedback from our roundtable discussions, here are some other 
tactical tips for your team to make the most of any downtime:
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If you’re ready to up-level your 
search management software 
with functionality built specifically 
for executive search, reach out  
to our team to schedule a demo  
of Thrive. 

One of our talent relationship management experts will provide a 
comprehensive walkthrough of Thrive with your team’s specific 
circumstances in mind.

Thrive will be sharing quarterly analyses of our executive search 
data beyond this economic downturn to provide the industry  
with actionable insights. We will also continue hosting monthly 
roundtable discussions for leaders in executive search. If  
you’re interested in learning more about participating in these 
collaborative sessions with your peers, add yourself to our  
interest list below.

http://resources.thrivetrm.com/schedule-a-demo-q2-report
http://resources.thrivetrm.com/exec-search-peer-roundtables
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