
 
 
ceocfointerviews.com 
All rights reserved!  
Issue: March 3, 2014 
The Most Powerful Name in Corporate News 

 

Full-Service Professional Staffing in the Washington DC Area 
 

HireStrategy is a full-service professional staffing firm providing contract, direct hire 
and executive search solutions for employers in the Washington DC area. Our 
diverse client base represents a wide range of industries, including technology and 
media, financial services, professional services, federal services, education and non-
profit organizations. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Villella what is the overall approach at HireStrategy? 
Mr. Villella: We use a consultative approach to providing staffing services in two 
forms: direct hire placement with our clients and consulting services to our clients in 
a variety of areas. 
 
CEOCFO: What are the particular areas of focus for you? 
Mr. Villella: The areas we cover are technology, finance and accounting, human 
resources and administrative, sales and marketing. 
 
CEOCFO: Do you work with a particular type of company? 
Mr. Villella: We work across a pretty broad spectrum. We have over 200 customers, 
and those clients range in size from enterprise level, Fortune 500, to emerging 
growth, small entrepreneurial firms. I would say that most of our activity and 

business is in the middle market – firms that have growth and employment needs around the areas that we service, but do 
not have complete infrastructures to support them. They have to outsource and leverage some relationships; this is where 
we can help them. 
 
CEOCFO: What do you see in the employment market today? 
Mr. Villella: The employment market has been very interesting. The labor economy has been recovering incrementally for 
four years, from the deep recession of 2009. While we provide focus around professional employment, those areas are 
improving year over year at a slow but positive rate. What I see looking forward is a continuation of the same. There has 
been a little more acceleration in our contract staffing services, and over the last few years, there has been improvement, 
although very slow, in the direct hire area. What I see in terms of the next few years is a little bit more confidence. Our 
customers and clients are telling us that confidence is improving, and this will result in more direct hires as well as 
continued utilization of contract staffing resources. 
 
CEOCFO: You have a focus in the DC Metro area. Although the government is always staffed, have the private 
businesses felt the overall downturn? 
Mr. Villella: Although the government area was improving during the downturn, industries such as financial services, real 
estate, corporate development, professional services, and health care were negatively impacted. One of the best-kept 
secrets about the Washington D.C. area is that although the government remains the number one employer, there has 
been significant growth in the commercial sector. As a result, it is truly the commercial employers in our area that are 
powering the economic recovery. 
 
CEOCFO: What do you understand about putting together employers and employees that other perhaps do not? 
Mr. Villella: I think the key to our success has been the development of relationships with our clients and with our 
candidates. It is more than just looking at specific technical requirements. We are looking at cultural matches where a 
candidate is going to thrive in the culture of a specific client, and where the client is going to appreciate and see long-term 
potential with our candidates. This has proved to be a difference maker in our direct hire and consulting work. 
 
CEOCFO: Would you tell us a little bit more about the consulting area at Hire Strategy? 
Mr. Villella: We are providing interim, temporary employment to resources that possess skills that our clients are looking 
to bring in, typically on an interim business, and sometimes with an idea that they may convert the employee in time to a 
direct hire. This is an area that tends to grow most when there are either projects, gaps for employees who may be out 
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temporarily, such as maternity leave, and also in times where the economy is good and improving, but not on completely 
solid foundation. It is easier for a client to bring in interim or consulting resources because they are not making a long-
term commitment. They get their needs filled in terms of employee resources, but they do not have to make a commitment 
beyond several months in many cases. Because of the unevenness in the economy, this area has really thrived over the 
last several years. 
 
CEOCFO: Do you find that temporary consulting employment will continue to thrive and people will find that it is 
a better solution than permanent hiring or are there still drawbacks that make permanent hiring better? 
Mr. Villella: What I do see is that employees and employers are much more accustomed to this form of hiring. As a result, 
I do believe it will continue to grow as a percentage of employment in our economy. Having said that, I also see that 
confidence is starting to come back in certain industries. Those industries, while still hiring on a consulting basis, are 
starting to pick up the pace of hiring directly. If the economy heals as I anticipate over these next few years, I think that 
both areas will grow – direct hire and consulting. 
 
CEOCFO: HireStrategy is in a very competitive industry. How do you reach potential clients? 
Mr. Villella: HireStrategy uses a network of relationships to reach and serve our clients. We have high retention rates and 
continually add new employees whom build their client and candidate networks to serve them throughout their careers. 
This allows us to build an annuity in relationships providing a constant flow of new candidates and employers that use our 
services. Additionally, we use market motion detection in identifying companies that are growing to identify prospects and 
then leverage our relationships to secure them as clients. 

 
CEOCFO: Are there newer technologies you are able to take advantage of when you are evaluating clients, 
looking at placements, or putting people together? Where does that technology come in and where does the 
intuition and expertise take over? 
Mr. Villella: It is a combination of the two. I have always felt that our business model was based on leveraging the best 
that technology has to offer coupled with that high-touch human intervention. For example, we leverage our Internet 
presence and our content marketing presence with newsletters and original articles. We also use other technology such 
as LinkedIn and search engine optimization to bring more opportunity to the organization. However, in the end, converting 
that into real business tends to be with high-touch methods such as communication by phone, ultimately resulting in in-
person meetings. 
 
CEOCFO: When you are speaking with a potential candidate, is there an aha moment when they realize that 
HireStrategy should be representing that and you are going to work with them in a way that might be a little more 
satisfactory? 
Mr. Villella: Typically, this occurs when they see that the level of individuals representing them is different than the 
average recruiter in the market place. For example, on the technology side, most of our recruiters have experience in 
technology and they understand it. As a result, they are able to speak the language of their candidates and of our clients. 
In addition, what we found is that our requirement to meet in person with our customers and our candidates is different 
than most, and appreciated in the end by both our clients and our candidates. 
 
CEOCFO: What do you look for in your employees so that they do present the attitude, corporate culture and 
persona that you want for Hire Strategy? 
Mr. Villella: We use the same methodology to find candidates for our clients to locate internal hires. We have over 90 
internal employees – recruiters, account managers, business developers and operations resources – in our own 
company, as well as the nearly 350contractors or consultants that we have ongoing at our client site. For these internal 
resources, we also, look for a strong cultural fit, a level of sophistication, and a background that is complimentary to the 
types of people that these resources, whether recruiters or account managers, will be working with on a daily basis. There 
is an alignment, from the front desk, to the middle of the sales floor, to the recruitment staff, and to the executive offices of 
our identity, our approach, and where we are going as a business. I think that really helps differentiate us in the market. 
 
CEOCFO: What surprised you as the business has grown and developed? 
Mr. Villella: One of the key advantages I have always felt that we had as a business is, in addition to having a process, a 
methodology, and a financial formula that works; we have also managed our brand and our culture. What surprised me 

“What we do that is different is we apply our consultative human intervention so that we 
become extensions of our clients when representing them in the marketplace. We become 
advocates and agents for our candidates, and we recognize that all these relationships are 
tied into long-term benefits for all. We do more business as we stay focused on our clients 
and stay focused on our candidates.” - Paul Villella 
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was the commitment from each person as we grew the organization. Commitment to the brand and culture allowed me to 
elevate people in the organization to leadership roles and further foster our mission. That has been a surprise, and a good 
one. 
 
CEOCFO: What is ahead for the company? 
Mr. Villella: We want to expand our presence in the local geography and look to expand beyond the local market. 
Although we have done some very good things, we feel like our best days are ahead of us in this market, and we would 
like to have a greater share of the market. In addition, we have strong relationships with clients in this area, but there are 
more that we need to get to know, support, and help. We are working hard to continue the growth of the business. We 
have been growing on average about 30% year over year for each of the last four years, and we plan to continue to grow 
in the foreseeable future. 
 
CEOCFO: What is the plan in place to enact that growth? 
Mr. Villella: I do an analysis called “pins on a map.” I look at where our clients are, and although I do not physically do 
this, if I were to arrange pins onto a map on a corkboard, I would see that most of our clients are near our offices. 
Currently, we have two – one in the District of Columbia and one in Reston, Virginia. Most of our clients are adjacent to 
those two offices. Our plans to capitalize on expansion, are to gain a bigger presence in Maryland by having a new larger 
Bethesda/Rockville office, and then look to the East – to Silver Spring and Columbia. 
 
CEOCFO: Why pay attention to HireStrategy? What makes HireStrategy exceptional? 
Mr. Villella: The industry we are in – the staffing industry – has grown. It has been easier to grow a transactional model 
where candidates and clients are looked at purely as technical skills and/or a match that is electronically determined. 
What we do that is different is we apply our consultative human intervention so that we become extensions of our clients 
when representing them in the marketplace. We become advocates and agents for our candidates, and we recognize that 
all these relationships are tied into long-term benefits for all. We do more business as we stay focused on our clients and 
stay focused on our candidates. We do not look at each person or customer’s job as a transaction, like so many of our 
competitors do. I think that is where we can make a big difference for our customers -- by showing something that is more 
long term in value. 
 
CEOCFO: What should people remember most about Hire Strategy? 
Mr. Villella: One of the key things that people should remember about us is that when you work with Hire Strategy, you 
are not just working with us for the value we add today but also for long run solutions. If you are a client who wants to hire 
from us, we are going to look at what your long-term goals are as a customer, as well as what your short-term goals are. 
We are going to help find people who are rare and who can contribute to those goals. If you are a candidate, we are going 
to look at what you want financially and professionally today, and we are going to look those goals over the long term. The 
key is that if you are going to get involved with us, look at it as a long-term prospect. 
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BIO: Paul Villella is the President and CEO of HireStrategy and passionately believes in putting people in their place - as 
long as it's the right place. Paul's vision for the company is people-centric - building an organization where employees, 
clients and candidates thrive and truly enjoy what they do while shaping the futures of others. He instills these values 
throughout the organization as he leads the strategic direction and operational execution of this innovative firm he 
founded. 
 
After graduating from the University of Virginia with a degree in Economics, Paul worked in the technology industry at 
DuPont and then management consulting at Booz, Allen & Hamilton. He then managed a staffing company, Source 
Services (acquired by Kforce during Paul's tenure as Managing Director), from a 12-person to 450-person operation that 
grew to be the top rated and largest revenue staffing operation in the mid-Atlantic region. 
 
Paul founded HireStrategy in 2000 to provide a consultative and relationship-driven search and consulting experience for 
candidates and employers alike. A recognized thought leader on economic, workplace and job market issues, Paul is 
regularly quoted in The Washington Post, The Washington Business Journal, Washington SmartCEO magazine and The 
Wall Street Journal. He has also been featured on NBC news, Fox news and CNN. 
 
Paul and his executive management team have led HireStrategy to a consistent #1 ranking among staffing firms in the 
mid-Atlantic region according to The Washington Business Journal. HireStrategy has been honored by Washingtonian 
magazine as one of the Washington area’s Best Places to Work and as one of America’s 500 fastest-growing firms by Inc. 
magazine. 
 
Paul sits on the Executive Committee of the Leukemia and Lymphoma Society and serves as a director of the Northern 
Virginia Technology Council, the Business Alliance of George Mason University and the Equal Footing Foundation, a not-
for-profit after-school program focused on youth development and education. 

 
 
 

 
 

 
  
  
  
  
  

  
 
 
 
 
 
 
 
 
 
 
 

HireStrategy 

1875 Explorer Street 
Suite 520 

Reston, VA 20190 
703.547.6700 

www.hirestrategy.com 


