Executive Staffing:

When director leaves, capable interim director can keep morale high and the hospital moving forward

By Karen Branz  

Traci Hoiting, RN, MS, CNL associate chief nursing officer for the University of California San Francisco Hospital (UCSF), needed an interim manager for a busy, 45-bed cardiac telemetry unit, to fill in during a maternity leave. To recruit a qualified candidate, the UCSF recommended that she work with the Nielsen Healthcare Group (NHG),

“UCSF had worked with Nielsen in the past and had positive results,” she said. “Initially, we had one candidate referred by NHG whom we felt was strong and a good fit for UCSF. Unfortunately, we delayed in making the decision, because we had a former employee who was interested in possibly coming back to work for us temporarily.”

When that didn’t work out, Hoiting called NHG to see if she could still hire the first candidate. “Understandably, NHG had released that candidate for another position when we thought we were going the other direction. But they were incredibly gracious about it and quickly presented other qualified candidates,” Hoiting explained.
“We see our role as being a matchmaker,” said Craig Venneman, vice president of NHG. “We search our database and find the best candidates, then we check to see if the candidates are interested in the position. We present the candidates to the client with references, confirmed degrees, verified licensure and more and they choose whom they want to interview.”

Hoiting quickly reviewed the second set of resumes and did phone interviews and found a very good candidate. “She was able to come to work in time to overlap with the manager who was going on maternity leave, which was very helpful.”

Hoiting said that she feels that they absolutely got their money’s worth in the interim candidate that they hired. “She has done a great job, really got involved with the unit and has had terrific follow-through. Morale on the unit has been good, and she has worked well with the assistant manager, who was new in that role,” Hoiting said.

The Nielsen Healthcare Group has a unique fee system. Hospitals pay them a finder’s fee when the candidate arrives on site and begins work. The fee is equal to 8.33% of the candidate’s annualized salary. No other fees are paid unless the hospital hires the candidate on a regular / permanent basis or the candidate stays more than six months. In that case, the hospital pays Nielsen a second, final fee of 8.33%. Members of the Pacific Health Association receive a 12% discount.
The unique fee system was designed to keep the fees predictable for the client. Unlike ongoing fee arrangements, said Venneman, the client knows that, no matter how long the candidate is there, the hospital will pay no more than 16.66% of the annualized salary. “The fees have remained the same since Bruce Nielsen started the business in 1991,” he said.
Hoiting has been so satisfied with the candidate that she plans to extend the contract after the manager returns from maternity leave. “The permanent manager will be taking on some broader responsibility, and keeping the interim manager on in that same area will give our permanent employee a chance to get used to her new duties,” she added.

Jack Powers, director of human resources at the 206-bed Central Washington Hospital, has worked with Nielsen for the past ten years. “I’ve probably used their services at least a half a dozen times in the last two or three years,” he said.

“For me, all business dealings come down to developing relationships, to being able to trust your business partner. That’s why I keep using NHG,” he added. “They always come through with the caliber of individual we need.”

Powers said that they had one interim employee recruited through NHG who stayed more than a year. “We originally contracted with her to provide interim leadership in the surgery department. Almost immediately, she was able to establish credibility and respect with the physicians and the staff. She was so well liked and integrated so well with our culture that, when the OR assignment was completed, we moved her to a couple of other areas to help,” he said.

“In most cases, the interim executive staff provided by Nielsen has been able to hit the floor running and start the positive changes we’re seeking. Typically the candidates they refer are professionals with valuable skills and experience. That’s the advantage we’re buying with NHG,” Powers explained. 

Powers said that he also uses the interim director to help recruit and screen applicants for the permanent position. “We rely on them for their assessment of the candidates’ qualifications and for their recommendations.”

Powers said that NHG’s rates were very competitive, and that the ability to fill a leadership position quickly – without loss of momentum or decrease in staff morale – “is priceless.”
To learn more about the Nielsen Healthcare Group, contact Bruce Nielsen or Craig Venneman at 800/581-8901 or nhcg@primary.net. Or visit them on the web at www.nielsenhealthcare.com.
