
®

2022 TOP TRENDS
iN EXECUTiVE SEARCH TECHNOLOGY

WHiTE PAPER

www.cluen.com


®www.cluen.com  |  ©  The Cluen Corporation.  All rights reserved. 

WHAT ARE EXPERT EXECUTiVE SEARCH PROFESSiONALS
DOiNG TO GET AHEAD OF THE COMPETiTiON?

SEPTEMBER 2022

INTRODUCTiON

What tech tools are your peers using? How 
are they able to win more business, research 
and develop candidates, collect and lever-
age data, and accelerate the whole process? 
In this white paper, you will uncover the 
upcoming technology trends in the execu-
tive search space based on Cluen’s 2022 
industry surveys. 

The executive search industry is adapting to 
the changing market. At the start of the 
pandemic, many search professionals had to 
adjust their tactics with virtually no notice. 
With more �rms adopting a remote or 
hybrid work environment, it has become 
increasingly important to streamline 
processes and leverage new technologies to 
succeed in the ‘new normal’. 

Technology goes beyond simple time 
savings, to nurture important relationships, 
track historical data, and win new business. 
Automating key administrative steps in the 
search process allows for long-term achieve-
ment of these key business goals. 

Cluen’s research brings a deep understand-
ing of the latest industry trends and enables 
us to better innovate for the future. Don’t 
try to force every new trend into your 
process – if you can take away just one or 
two ideas from our research that can be 
incorporated into your work�ow, then we’ve 
succeeded. 
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PROCESS AUTOMATiON1

INCREASE PRODUCTiViTY TO
REDUCE COSTS AND CYCLE TiME

Top systems like Cluen’s Encore Max, with 
proper con�guration to your exact 
processes minimize time wasted and allow 
for automation of data entry, client report-
ing, email outreach and more so you can 
win and close more searches e�ectively. 

I can do more searches 
and do them
in less time

Many search teams are deploying automation 
of their process using technology. Any manual 
process that is repeated across the team and 
over time is a good target for review.

Even if a rules-based automation will not be 
100% perfect, the trade-o� of saved minutes 
and hours of e�ort (which may also have 
human error anyway) is worth carefully consid-
ering. It is especially compelling for those tasks 
that are simply not getting done today, due to 
lack of available time. 

As you read on, you will uncover the solutions 
to considerably cut time.
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What email blasting tools
does your firm use?
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Cluen is the pioneering developer of executive 
search-speci�c email campaigns speci�cally 
designed for personalized text and one-click 
feedback to search statuses.

Cluen’s solution, Encore Max, introduced a 
Blast tool with direct candidate and referral 
source status interactivity. ‘Email Blast’ inte-
grates with your Microsoft or Google mailbox 
to track blast statistics natively – with real-time 
insight to which contacts are interacting with 
your messages at any moment.

This in turn enables your team to better 
connect with those who are most likely to be 
receptive at the right time. Add newly found 
contacts to existing messaging campaigns and 
create sequences of templates to send to 
those of the applicable status.

By setting automation rules and pre-set 
templates, you can create branded, fully 
customized client status report templates in 
one click – or rely on rules-based automa-
tion for real-time web reporting portal(s) 
with zero clicks. 

Syncbench is a
game changer Harness the power of Arti�cial Intelligence 

(AI) rules-based data collection to do the 
heavy lifting for you. Through data inte-
grations with your other key tools (email, 
calendar, document storage, web 
research, etc.) the investment in creating 
the technical linkage pays o� quickly.

By automatically connecting the dots 
between data from tools like LinkedIn 
with your team’s email communications, 
search execution e�orts, and documents 
all in one hub, you leverage more insight 
with less e�ort. 

HERE ARE 3 AUTOMATiON TECHNiQUES
WE ARE SEEiNG EVOLVE RAPiDLY

None 
Constant Contact 

MailChimp 
Other HubSpot 

SendGrid by Twilio 

SendinBlue 

Pardot by Salesforce 

Keap 

Braze 

Encore

Sourcewhale 

VerticalResponse 

Packetizer 

EncoreMax
Windows MailMerge 

Encore Syncbench

Built into my executive 
search database 

EMAiL MARKETiNG

DATA ENTRY

STATUS REPORTiNG
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SELF-SERViCE DATA COLLECTiON

Have you ever had a unique set of questions 
you’d love to ask as either an initial screen-
ing or to develop more depth on candidates’ 
pro�les to provide your client?

Cluen’s new data collection ‘Survey’ tool 
allows users to send out unique question set 
links, channeling results directly into the 
database without costly collection and data 
entry.

Trends are showing the growing need for 
D&I strategies in all situations, and Cluen has 
led e�orts to support search teams around 
the world in their data work around diversity 
and inclusion, enabling its customers to lead 
by example. 

Collecting hard-to-�nd data quickly and 
easily has also been a trend. Everyone has 
the names and data found on LinkedIn, 
but the next level is valuable proprietary 
knowledge.

Cluen has a new partnership integration 
that allows you to quickly augment the 
base information with contact detail that is 
harder to attain, allowing for engagement 
on further ‘human intelligence’ through 
the interactive survey tools. 

Collecting Diversity and Inclusion data 
from candidates and contacts presents 
multiple challenges. Historically, when it 
came to DEI data, you would have to 
either directly ask the person, guess, or 
use other ways that present multiple 
challenges. Cluen sees this as an opportu-
nity to create more transparency between 
candidates and clients for collection of 
data in a simple consensual way. 

For DEI, you can position this in a way to 
allow them to o�er their own Ethnicity/-
Gender information, to ensure you collect 
the speci�c data you are looking for, 
without making any mistakes. With our 
state-of-the-art data security, you can also 
be con�dent the information will only be 
shared between you and your chosen 
recipient(s). 

2

Encore is so helpful,
I now experience more
joy in recruiting

SEAMLESS ENTRiES

DiVERSiTY

Click to learn more about Survey

www.survey.com
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BUSiNESS DEVELOPMENT

• View a pipeline of potential new business 

• Forecast revenues, by consultant, practice or
    whole team 

• Support your internal business development
    reporting and team meetings 

• Focus on the most important prospects 

Over 30% of respondents are not managing 
their new Business Development (BD) 
relationships in their executive search data-
base.

Without an integrated system, all of the hard 
work of relationship building during the 
execution of your searches is not able to be 
leveraged when developing new leads, 
nurturing key relationships and pitching new 
business.  

Building and nurturing relationships takes 
interpersonal skills and insights from all of the 
information gleaned throughout the process 
of executing searches. Having that data for 
reference at your �ngertips is critical in �nding 
and winning new deals.

Mastering an integrated Business Develop-
ment tool, like Encore’s “BD System”, allows for 
measurement of progress and forecasting the 
future. 
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By far the most thoughtfully 
designed system suited to 
executive search firms

Where do you manage your
new business development?

Click to learn more about BD

ENCORE’S BD OVERViEW SCREEN
PROViDES A CLEAN DASHBOARD
THAT ALLOWS YOU TO:

30%

70%

Other: Excel,
HubSpot,
Salesforce, etc.

In my executive 
search database
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TRENDiNG TECHNOLOGY TOOLS

SeekOut 

LinkedIn Recruiter 

Google/Boolean Search
ZoomInfo 

RocketReach 

Boardex 

Hiretual 
ContactOut 

Other 

CapitalIQ 

Entelo 
Lusha 

Nymeria 

None 
Crunchbase 

Pitchbook 

Interseller 

None

DiSC

LinkedIn

Hogan Predictive Index

Interviews

LinkedInRecruiter
Survey Monkey PI

MBTI

SHL

4

Proprietary experience

Whether operating fully remotely or from a 
hybrid environment of their speci�cation, 
survey �ndings showed that the many of 
companies leveraged typical IT tools, but did 
not implement any new technology speci�cally 
to help its executive search professionals win 
more searches. 

Search professionals are using diverse tools to 
conduct assessments of candidates, including 
those for speci�c skill sets.

It is almost no surprise that the overwhelming 
personal preference is to work from home. But 
what technology have �rms implemented in 
this new day and age to help search profes-
sionals increase productivity?

More than half of the survey respondents said
their number of complete searches stayed
about the same since working either remotely
or from a hybrid schedule. 21% said they
completed at least 25% more searches. 3%
said they completed at least 50% searches and
16% doubled their productivity.

THIRD PARTY RESEARCHCANDIDATE ASSESSMENT
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STREAMLiNE YOUR iNTERNAL 
AND EXTERNAL PROCESS

Our survey revealed more people moving to 
SharePoint than OneDrive. SharePoint is a 
better tool for sharing documents with 
members of your team, whereas OneDrive 
seems to be slightly better suited for individ-
uals. Both are still secure and protected ways 
to store �les, but in a team environment such 
as a boutique executive search �rm, Share-
Point is certainly the better choice and it 
seems most �rms are agreeing.  

Teams seems to be surpassing Zoom as the 
internal communication tool of choice not 
only in Executive Search, but for many types 
of businesses.

Mostly since in remote environments, 
having an internal chat feature is important, 
and the UI on Teams seems to be more 
intuitive. Both are strong tools for video 
conferencing.  

5

Zoom
GoogleMeet 

Outlook 

Slack

In Person 

GChat 

Chime Teams Sharepoint

OneDrive

GoToMeeting 
Other

Skype 

Blue Jeans 

JoinMe 
WhatsApp  

Webex 

RingCentral 

None 

CallSwitch 
LinkedIn InMail 

Gmail 

Client’s Preference 

Email LinkedIn 

Google Voice 

Phone 

COMMUNICATIONDOCUMENT STORAGE

Google Drive

DropBox

Box

Shared Drive

Internal database

TeamsFiling cabinet

Local server
iCloud

Jungle Disk Cyber 
Fortress

DriveHQ

Quip

Resumate

WorkDocs

Encore Max
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CONCLUSION

NOT A CLIENT?
Email our Sales team directly

Sales@cluen.com 

ALREADY A CLIENT?
Schedule more training

MoreTraining@cluen.com 

For a quick response
Support@cluen.com 

LET’S CONNECT!

Now that you’ve gotten familiar with the insightful 
industry trends, we hope you will feel con�dent 
implementing at least one new idea to move your 
business forward. By identifying the technology 
and tools innovators like yourself are implement-
ing in their process, you can rest assured you have 
positioned yourself and your �rm ahead of the 
curve. 

The need to stay on top of the most recent tech-
nology amidst a rapidly-changing market 
becomes more crucial as new trends emerge in 
the space for executive search. Now, you can 
ensure that you are employing the best resources 
and the most useful tools to get ahead of your 
peers. Search �rms that leverage technology to 
move faster will win the battle for the future. 

WWW.CLUEN.COM

For more information, you can
schedule a demo at 
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