
 

 

General Manager – Major Austrian Publisher  
 
Background 
Our client was a media publisher with headquarters in Austria running a newspaper publishing, printing and 
associated company. The newspaper was the oldest pillar and published 28 regional editions. Special editions 
covering key topics were published several times a year. The company ran by business principles and values 
relying  on exceptional cooperation amongst owners, management and employees. 
 
The Need 
Our client, and their long-time General Manager (GM)/Editor-in-Chief had mutually decided to dissolve their 
relationship. Therefore, our client was looking for a new top executive to lead the company alongside a 
secondary GM. The replacement position of Editor-in-Chief was already assigned to the former Deputy. The GM 
role operated as a speaker of the management board and had main responsibilities for the following areas: 
strategy, sales, distribution, marketing, and personnel. They needed someone with strong knowledge of the 
Austrian media environment, experience in media, sales, marketing or similar areas of management consulting. 
Leadership and negotiation skills, entrepreneurial thinking and a team-oriented style with superior 
communication skills were named as required competencies of the potential candidate. As the separation from 
the previous GM occurred unexpectedly, it was imperative that a new GM was found quickly. 
 
Our Search Process 
Our team was quickly able to identify ten relevant and qualified candidates within four weeks of project launch 
due to the Managing Partners’ in-depth knowledge of the industry and was directly contacted by that partner. 
After interviews with each candidate, six candidates were shortlisted to present to the client. Within the second 
round, three candidates had further conversations with the Supervisory Board, followed by two candidates 
advancing to the final round, after which the final candidate was chosen.  The offer letter was signed within 
eight weeks from start of assignment. 
 
Our NGS Global Value-Add 
• Thorough and comprehensive knowledge, understanding, and challenges of the sector in which the 

company competed.  
• NGS Global’s market knowledge allowed us to execute the search quickly pleasing the client. 
• Having equity-owner partners who do the work themselves, in-depth understanding and knowledge of what 

the true issues are, and then the credibility in the industry to articulate them to the right candidate was 
important. This is a critical differentiator in the NGS Global model, as junior associates who typically make 
candidate outreach within bulge bracket firms, often lack an understanding of how to engage the interest of 
passive candidates.  
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