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Case Study

Security Careers Ltd.




Introduction

Security Careers Ltd. was founded by Owen O’Connor in early 2008. Owen is a well known figure in IT
security circles in Ireland and is the Chapter President for the Information Systems Security Information (ISSA).
As a result of his poor experiences of recruiting IT security personnel through traditional employment
agencies, he identified the opportunity for a specialist agency that could provide IT security personnel to

industry on a contingent and full-time basis. Owen’s goal was to target the
Irish market initially and then expand to the UK and US markets.

Owen approached Two Spires to assist him:-
1. Validate the market potential of such a service
2. Create an effective value proposition for potential clients

3. Create and build a brand for Security Careers Ltd.

Validating Market Potential

Validating market potential required a combination of several activities:-

9 Interviews with a range of potential clients to gauge their
experiences in dealing with recruitment agencies in the past and
any other methods they used to recruit such specialised personnel.

 Explore how much they would pay for such services.

9 Interviews with security specialists who had used agencies in the
past to find positions

9 Areview of the competitors in the market ranging from broad based
local recruitment agencies to similar specialist agencies in the UK,
US and EU market places. This provided an understanding of the go-
to-market approach of these agencies as well as and opportunity to
evaluate the strength of their value propositions. It also gave an
indication of the size of the opportunity from a revenue and a
margin perspective.

9 An evaluation to identify trends in the Irish and International
market to broadly indicate the likely future demand for such
specialised personnel and any potential regulatory changes (e.g.
Data Protection Legislation) that would act as accelerators or
inhibitors to the demand.

These activities quickly revealed that there was certainly an increasing
demand for such personnel and that such a service was not available in
Ireland at present. Also, companies and recruits who had been through
traditional recruitment agencies had universally bad experiences with
agencies providing wrongly profiled candidates and job opportunities
and offering little or no support to recruiters or candidates after the
initial interviews.

At a Glance

Objective: Security Careers Ltd., a
start-up, niche recruitment agency
required validation of market potential,
assessment of target customer needs,
creation of a sound value proposition
and development of a brand presence.

Action: Two Spires conducted a
market validation based on interviews
with target customers of their
experiences in recruiting staff from
agencies in addition to a more
traditional desk-based competitive and
market sizing/customer segmentation
analysis. Two Spires was able to identify
the customer needs that Security
Careers needed to build into its value
proposition and sales presentations.

Additionally, with this information, Two
Spires were able to quickly provide
brand identity, collateral and messaging
that reflected the key needs of the
target audience : “knowledge” and
“trust”

Result: security Careers Ltd. launched
successfully in summer 2008. It has
secured several major clients and has
over 100 security personnel on its
books. It is currently exploring
expansion into the US market

www.securitycareers.ie




Creating an Effective Value Proposition

The customer need analysis identified that the key requirements of target segments were:-
9 Candidates correctly profiled for the roles
9 Rapid response times
On-going support for both recruiter and candidate once in role.
9 Trust and guidance in role definition and candidate search

Based on these requirements, Owen was able to tailor his value proposition for his target customers to
highlight his organisation’s ability to understand the needs of such a complex role and identify only candidates
who could meet those challenges and thereby reducing the effective recruiting time:-

filf you are an organisation recruiting for a security role then you understand the

challenges of finding suitably qualified personnel for such a key position. At Security
Careers we work with you to understand your specific requirements, perform a thorough
search and present only the most qualified candidates 0

In addition, by creating a separate value proposition for candidates he was able to ensure that he would
attract the highest calibre of security personnel to his agency:-

fiOur goal is to support security professionals
throughout their careers, helping to assess

S E ' U R Y progress, guiding their development and

advising on career advanceme  nt. 0

Two Spires was then able to integrate these value
propositions into a clear and concise presentation and
to coach agency sales staff on how to relate it to the needs of their target customers.

Creating and Building the Security Careers Brand.

Working closely with Owen’s team, Two Spires was able to use the customer needs information to create the
brand elements and image that would resonate with target clients. The brand was conceived as an agency that
understood the complexity of IT security and the unique requirements of potential customers. The key brand
attributes were “knowledge” and “trust” i.e. trust us to understand your requirements and provide you quickly
with the right candidates. This concept informed the designs of the logo, the copy and the website.

It was also clear that Owen’s expertise had to be clear to the target customer community and before the
launch of the agency, Two Spires conducted a short PR outreach campaign that ensured that Owen would get
significant coverage in national press and radio as an IT security guru. This resulted in over ten major stories in
a four week period in the Irish Times, Sunday Business Post and Irish Independent among others.

Conclusion

Having launched in the summer of 2008,.Security Careers continues to grow from strength to strength. It has
secured several major clients and now has over one hundred security specialists on its books. Owen is now
planning to supply IT security personnel to US markets.



About Two Spires Consulting

Two Spires Consulting specialises in helping our clients identify and win new customers. We also focus on
increasing the value of their relationships with existing customers. Our commitment is to ensure our clients
succeed and in providing ongoing support and guidance.

Mike Hughes Biography

Mike Hughes has over fifteen years experience in bringing products and services successfully to market. Using

a process of market needs evaluation, customer validation and a focused strategic planning; Mike ensures that
the value of new products and services is tuned to meetthe actual needs ofarget customers He uses a strict
project management approach with clear metrics to evaluate the progress and ensure success.

Mike has worked for a broad range of companies from multi-nationals such as Microsoft, Gateway Computers
Ltd. and Icon Clinical to local Irish start-ups such as Security Careers Ltd. Mike specialises in bringing individual
organisations together for mutual benefit —he has negotiated complex and multi-
lateral deals with Microsoft, HP, BT and WorldCom. On several occasions he has also
successfully chaired multi-organisational committees consisting of rival companies

- - (e.g. eircom, BT Ireland, 02, 3, Vodafone) to a common mutually beneficial goal
£=> (www.makeitsecure.org).
‘ &\’ //m While employed at Microsoft, Mike spent five years understanding how to

successfully match the needs of enterprise level customers, retailers and partner
organisations to Microsoft’s products and services. During this time he learned how to
help customers articulate their needs and relate them to profitable solutions.

During his career, Mike has also managed teams of frontline sales staff and worked with them in designing
sales pitches that resonate with customers. Mike was also responsible for implementing an in-house customer
experience studio that was designed to elicit customers’ needs, show them a vision of their potential future
and then provide them with the simple steps required to achieve it. This initiative alone was responsible for
Microsoft Ireland over-achieving its technology adoption targets by over 20% among its enterprise customers.

At Gateway computers, Mike was responsible for the product research, design and implementation of several
multi-million euro projects including Gateway.net ISP and WAP email service and the innovative “software for
life” consumer apps portal. These projects were successfully profitable as a result of careful customer needs
analysis and customer centric product delivery.

Mike, was a founding director of Two Spires Consulting in 2007. Since then he has worked with a range of
public sector, NGO and commercial organisations to help them understand and meet the needs of their target
“customer” segments.
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