
we can build systems around your bank's strengths.

we can exponentially grow the depth of your brand and 
culture in the markets where your bank is growing.

we can make your Bank a talent magnet for the next 
decade.

805.440.4542 | www.wardanddean.com | www.linkedin.com/in/jondward



About Jon Ward, 
CEO of Ward & Dean

There is a unique opportunity for 

community and regional banks in the 

current market turbulence.

Most Big Banks have pulled up-market, 

leaving their lower Middle Market 

clients with fewer resources and less 

support.

70+% of  seasoned Commercial Bankers 

contacted this year are open to moving 

to a strong community/regional bank in 

order to better serve their customers, 

as well as have more control over their 

own careers.

IN-HOUSE TALENT 
ACQUISITION 
CONTRACTED SERVICES 

INTERVIEW 
BEST PRACTICES 

INTERNAL 
RECRUITER 
TRAINING 

COMPENSATION 

ANALYSIS 
PROCESS 
OPTIMIZATION 

BUT STANDARD 
IN-HOUSE RECRUITING 
EFFORTS WILL NOT 
SWAY THEM.  

#1 ranked 
commercial banking headhunter  

in california (Google 3/26)

#1 RANKED COMMERCIAL BANKING 
HEADHUNTER IN CALIFORNIA 

93% CANDIDATE RETENTION  
AT THREE YEAR MARK 

78% OF PLACED CANDIDATES 
RECOGNIZED FOR PERFORMANCE W/I THREE YEARS 

72% OF CAREER PLACEMENTS 
HAVE BEEN WOMEN AND PEOPLE OF COLOR 

25 YEARS EXECUTIVE 
SEARCH THOUGHT LEADERSHIP 



Enabling 
Better Hires

• Build out a robust 
internal referral system 
that increases retention 
300+% while reducing 
recruiting fees by 66%

• Train your Hiring 
Managers on interviewing 
best practices

• Compensation analysis 
per role and market

• Standardized process 
that enables you to scale 
while maintaining high 
standards and 
consistency

• Implementation of
"concierge service" 
throughout interview 
process, onboarding, and 
first 90 days 

Training Better
Recruiters

Empowering Your 
"Talent Magnet"

• How to hire effective 
recruiters that your 
Managers trust

• Train your recruiters to 
understand the needs of 
each Hiring Manager

• Train your recruiters to 
effectively engage the 
market

• Teach your recruiters 
how to think like a profit-
center candidate

• Teach your recruiters 
how to best represent 
your brand and culture in 
the market 

• Optimized, talent-centric
interview process

• Training on how to write
compelling job postings
that increase inbound
traffic for staff-level roles

• Evangelizing your brand
directly to
top-performers in
markets that you target
for growth

• Assist Market Managers
on expanding their
personal professional
networks to grow passive
talent benches

• Notification of elite
talent that is privately
open to new
opportunities



In the mid-2000's, I was recruited to be 
the Director of Talent Acquisition for a 
pre-acquisition tech company called 

LEVEL that scaled 600+% under my 
leadership. I co-reported to the CEO 

and COO, and I enabled this small 
company to compete for talent and 

win against much larger competitors. 
This directly facilitated their 

acquisition by Rosetta, a global agency.

And here is what your peers say about working with me....


