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Reitman Security Search is a leader in executive recruitment and consulting, supporting the
electronic security/critical building systems space for over 20 years.  Our clients include the
industry's most sought-after employers; public and private software solutions providers, 
electronic security technology manufacturers,systems integrators, specifiers/consultants and
distributors. Here are some examples of our practice.

See Current Engagements and Placements below!

Be sure to follow our Linkedin company page for up-to-the-minute
updates on our latest searches, announcements and trends impacting

our industry 

 
Change Management Is A Mindset

Catalyzing change in human systems is an art, not a science. Step-by-step methodologies
look good on paper, but rarely, if ever drive long-term sustainable change. Here are a
few things we've learned over the years about making change happen.
 
It Starts and Ends with Leaders:

Most change management processes bypass the most important lever for change-
leadership behaviors. It is daunting to "speak truth to power" as they say, but it is also
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essential. The leadership signals sent often undermine the carefully crafted words on
posters and in organizational communications.
 
For example, in one organization the leader was espousing the need to "be innovative
and push the boundaries!" But in a strategic plan review, he was observed shutting down
new ideas repeatedly.
 
"We've tried that and it didn't work..."
"You'll never get that through legal..."
 
As long as the leader's day-to-day messaging reflects the risk-aversion of the past, the
organization has no chance at becoming an innovator. One way in which he could stay
true to his intentions is to declare them publicly: "Even I struggle to stay open to new
possibilities. If you catch me shutting things down, especially before the idea is fully
fleshed out, I invite you to call me on it in the moment." A little vulnerability from
leaders goes a long way.
 
Employees Who Are Engaged from The Start Stay Engaged:

An extremely persistent tendency is to get a group of smart, senior people in a room to
figure out the answer, and then to "roll it out" to the rest of the organization wrapped in a
pretty package. Or to engage a consulting firm to figure it out fast and then orchestrate a
change management process.
 
In our experience, employees see right through these change campaigns. They also have
a lot more wisdom than you think. Leading a thoughtful engagement effort from the
start and asking the team really good questions will lead to a more informed answer as
well as ongoing buy-in. Starting the change management from the beginning through a
highly participative process makes rolling it out infinitely easier and more successful.
 
 
Change Takes Time and Patience:

The reason that employees are so inclined to believe "this too shall pass" is that
organizations have a short-term orientation and very little patience. Most leaders get
bored with the transformation message long before it has actually been received and
internalized by the team. Believing "I already told them so therefore they know" is a
mindset that we have disproven countless times.
 
If you are starting a major change effort in a large and complex organization, it's helpful
to assume that it will take at least 18 months to get real traction and probably 36 months
to fully realize the end goal. Once the team realizes that you mean it, they'll start doing
the hard work of figuring out what it means for their day-to-day work.
 
The majority of change efforts require more than a checklist and a project plan to create
a different outcome. Leaders need to consider a holistic approach that encompasses both
human and organizational factors and that lasts long enough for sustainable change to
take hold. By paying appropriate attention to these commonly held mindsets, you can
design a systemic change effort that has a higher likelihood of success than traditional
process-based approaches.
 
Source: Forbes.com, Shani Harmon and Renee Cullinan



Recent Placements and Current Engagements 

 
Regional Sales Manager- VMS/Critical Incident Software- Southeastern US

Regional Sales Manager- Enterprise Access Control Software- Toronto/Ontario Region

Federal Accounts/FICAM Sales Director- Enterprise Access Control

Senior Product Manager- Video Surveillance

Regional Sales Manager- Access Control- Southeast (Atlanta)

Federal Sales- Mobile Software/BYOD- Washington D.C. - COMPLETED

Account Manager, Enterprise Software (Existing Accounts)- Metro D.C.

Regional Sales Manager- Access Control- North Texas Region (Dallas)

Regional Sales Manager- Enterprise Access Control Software- Mid-Atlantic Region

VP Channel Sales- Enterprise Solutions - COMPLETED

Enterprise/Major Projects/System Integration Sales- Metro NYC

Vertical Market Sales- Retail Solutions

Regional Sales Manager- Enterprise Access Control Software- Pacific Northwest -
COMPLETED

Vertical Market Sales- Banking/Financial Services

Field Sales Engineer- Western US- Enterprise Access Control- COMPLETED

Vertical Market Regional Sales- Access Control-Higher Education/Campus

End User Business Development- Network Video Solutions- New England Territory -
COMPLETED

Product Manager- Enterprise Access Control/Identity Management/Cloud Solutions

Chief Revenue Officer/Sr. VP Sales- Private Equity- COMPLETED

Manager of Sales Engineering: Access and Identity Management Software-
VA/DC-COMPLETED

General Manager- Systems Integration/Life Safety Solutions- Boston

Regional Sales Manager- Cloud-Based Access Control: Midwest- COMPLETED

Regional Sales- Connected/IoT offerings- Intelligent Building Software- NYC

Director of Sales Engineering- Access & Video Platform- COMPLETED
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Kevin Spagone, Director:  Kevin@reitmanpersonnel.com
Direct Line: (203) 643-6898

  
  

Peter Aloi, Executive Search Consultant:  Peter@reitmanpersonnel.com
Direct Line: (203) 643-6897

Brandon Foster, Candidate Development Specialist:  Brandon@reitmanpersonnel.com
Direct Line: (203) 643-6894
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