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Full-Service Staffing for Accounting and Finance Professionals 

 
KBW Financial Staffing & Recruiting is a locally owned full-service staffing and 
recruiting agency that connects companies with accounting and finance 
professionals, helping employers find custom solutions to their employment needs 
and matching job seekers with accounting and finance positions that meet their 
individual career goals and qualifications. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 

 
CEOCFO: Mr. Kroll, what is the concept at KBW Financial Staffing and 
Recruiting? 
Mr. Kroll: KBW Financial Staffing and Recruiting is a full-service staffing firm 
including temporary and direct placement, strictly in accounting and finance. BANK 
W Holdings is the holding company that owns KBW Financial and it has two sister 
companies; Alexander Technology Group which specializes in IT Staffing and The 
Nagler Group which specializes in Administrative and Human Resources staffing 
and recruiting. 

 
CEOCFO: How do these three areas break down in percentage of business? 
Mr. Kroll: IT is the strongest. We did approximately 23 million dollars in revenue 

this year and about nine of that was IT. Roughly eight of it was accounting and finance and the balance was admin and 
HR. 
 
CEOCFO: Was that by design? Would you like the mix to change? 
Mr. Kroll: No. If you look at it, we assume IT will be the largest, simply because the bill rates are typically higher, 
however, it is not done by design. The companies are individual LLCs and we encourage them to go out on their own and 
really market specifically to their target audience with their own brand. Therefore, we are not really sure which one will 
end up being the larger. 
 
CEOCFO: What do you understand in your areas of focus that perhaps others do not? 
Mr. Kroll: That is a tough question to answer. After doing this for nearly fifteen years there are a couple of lessons that 
we have learned. First, it is a very candidate centric business. You have to know your candidates. Otherwise, the 
business becomes a little bit more of a commodity. Companies are expecting us to find the best talent in the market. We 
are a local business, we do not do national placement. Our locality is New England, specifically Massachusetts and New 
Hampshire. Therefore, for our purposes we want to get to know all of the key players in our industries, basically in two 
states. For us, it all starts with having the right talent. The rest of the stuff will typically work itself out. 
 
CEOCFO: In Massachusetts you have a large pool of people to choose from. How do you match candidates to 
companies? What do you do on each side to work on the selection process? 
Mr. Kroll: In our business we do not have a lot of physical assets. That means that all of our assets are people and 
intellectual property, if you want to look at it that way. Therefore, for us it is really hiring and retaining very good recruiters 
who know the candidates and clients that they work with. There is a lot of technology in our business now, but there is no 
technology that can take the place of having very good tenured staff that knows its candidate pool and understands the 
skill sets that they are recruiting for. Part of the benefit that we have is that we are specialized. All of the recruiters for 
KBW Finance and Accounting are specialized in probably 15 to 20 types of positions and that is it. Out of the thousands 
of different jobs out there we have a very, very narrow focus and our plan is to be very good at a small amount of things. 
 
CEOCFO: Can you train people to be a good recruiter or does there have to be an instinct for the industry? 
Mr. Kroll: That is a great question; an age old question! I think it is a combination of both. I think that to a certain extent 
there is an art and a science. The science of it can be trained relatively consistently to many people. That is a very typical 
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sales structure. The art of it is a very different story and I think that is what you alluded to, which is that instinct and that 
ability to connect with people. That is very, very hard to train. 
 
CEOCFO: Would you tell us about your typical process when working with a candidate? 
Mr. Kroll: There are two ways to look at our industry. The first way would be very traditional. There is a company with an 
opening that would go on a search. That is a little bit reactive. Our preferred way of doing business is to know the 
candidates first and in some case go out and create openings for the candidate by talking to clients that we know that hire 
that specific skill set. However, more importantly it is to know the candidates first. Most of our people spend the majority of 
their time meeting candidates. Therefore, what we are trying to do is create an environment where we already know the 
people that we are placing in a role prior to getting the job opening. That is a hard thing to do, because you do not know 
when your next job opening is coming and there is a lot of timing involved. A typical recruiter would probably meet in our 
office somewhere around 10 to 12 people a week in person. All of our interviews are done in person, because we are 
local and because of that they are building a network of relationships over the course of a year with many people. The 
secondary part of that would be to identify what types of companies they are looking to get in to and what type’s of 
companies hire their specific skill sets. Then we start proactively talking to clients about their backgrounds and eventually 
we are setting up meetings. Once you set up the meeting that is really where the rubber hits the road. 

 
CEOCFO: How do you understand what a company really wants in an employee as opposed to what they think 
they want or what they say they want? 
Mr. Kroll: Typically a job opening will evolve over time. You start at the beginning with a laundry list of everything you 
have ever decided you would ever want in this position. Then the practicality of what is available in the market at that time 
and what you are really willing to do to attract that talent starts to factor in. There are certain, what you would call, “must 
haves”. Those are things you will not compromise on. It is our job to determine what the must haves are. Such as what 
the absolute minimum is that you need to be happy with the search and then what the “want to haves” are. Our job is to 
get as close to the whole package as you can, but understanding that some jobs are time critical. In some cases the 
clients are not being realistic in the market place and it is our job to educate them when we think that is happening. 
Usually, what we try to do is get as close to that as possible. However, there is a definite evolution during a search that 
happens, where many times we are educating them as we go and we are learning as we go. It would be foolish to think 
that we nail it the first time every time and we do not. Much of that is a process that we work on with the client together. 
This is predominantly in permanent placement, where in the contract world the temporary placement is a little bit of a 
different animal. You are going into that relationship knowing that you are probably not looking for one hundred percent of 
the job. You are looking to get a specific project or a specific interim coverage done. That is a whole different expectation 
than you would for a permanent hire. 
 
CEOCFO: When you are talking to a prospective client, either as a recruiter or a company to place for, is there an 
aha moment when they understand that KBW may be different from some of the others, because clearly it is a 
crowded field? 
Mr. Kroll: It does happen a lot. I tell people that if I was being intellectually honest that 80 percent of what we do is 
probably extremely similar to other recruiting firms that are specialized in certain areas. The 20 percent that makes us 
different we hope are the things that are going to bring our clients and candidates back to us. Yes, there are many things 
that will happen and they might be mundane on the surface to other people. It may be that one of my recruiters took the 
time to drive down to this persons office and meet them on their lunch break at a Starbucks, because they needed to get 
this interview done but they could not take that much time off from work and the other recruiters they were competing with 
made them drive into the city to go meet them. That aha piece was the fact that we went the extra mile to accommodate 
them. To someone who does not understand our business might think, “Well, if that is all you had to do...” However, if you 
are a job seeker and you are working in a tough company right now and your schedule is really tough and you are really 
worried about taking time off from work, the fact that someone went that extra mile to accommodate you might be the 
difference of who you work with the next time. A lot of things do happen like that. It is not like a programmatic type of thing 
where we are better because of these three things. Much of it is situational. I hate to be very cliché and I hate to say it this 
way, but a lot of it goes back to who you hire as your recruiters, do you retain the right people and do they understand the 
mission that without good candidates the rest of this almost does not make any difference. 
 
CEOCFO: What is the industry like today? What do you see in the business atmosphere? Do you see things 
picking up? Do you see more caution? 

“We want to get to know all of the key players in our industries, basically in two states. For 
us, it all starts with having the right talent. The rest of the stuff will typically work itself out.” 
                                                                                        – Jason Kroll 
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Mr. Kroll: In the field that we are right now it is very, very competitive. It is very much different than on the news and 
seeing the unemployment numbers. The IT and finance fields right now are extremely busy and extremely competitive. 
The administrative and HR fields have always been competitive. I think that is a little bit of a different market because part 
of it is a little bit more of a general skill set, at least on the entry administrative side. The reason why though, is that many 
people have switched that model from putting an ad in the paper, waiting to interview an administrative assistant and 
hiring them. Much of that business has gone to starting people as a temporary employee and then going temporary to 
permanent as a hire. Therefore, because of that that business is always busy. It is a great business to be in. Many people 
underestimate how hard it is to find good administrative support. To be good in that field is very hard, but it is also very 
satisfying. However, as far as the more, what I would call, sophisticated skill sets to find, which would be development in 
the IT field, those professionals are very, very hard to find. It is a very competitive job market. 
 
CEOCFO: You have been recognized on the Inc. 5000 list so clearly business is good. How do you maintain the 
trajectory? 
Mr. Kroll: Trying to keep it very, very simple. We know what we are trying to accomplish. We want to grow, but we do not 
want to grow at the cost of not doing our business the right way. It probably sounds a little bit simplified, but we know that 
if we continue to interview and bring in great talent and retain great recruiters to do that the business is going to keep 
growing, because the business is there. Therefore, for our purposes, because we are not trying to be everything to 
everyone, we are trying to be very good at a very small sliver of the market. 
 
CEOCFO: Do you find that many of the companies you work with appreciate the fact that you are local? Does it 
matter? 
Mr. Kroll: I would say that well over half do. It is for the same reasons that we have talked about, which is we are actually 
getting to know the people in the local market, so that when we talk about a candidate we have actually met them. We 
have actually spoken with people who have worked with them. That is another real advantage of working in a local 
market. You get to know the companies and clients that people came out of very well. You can add a certain level of 
knowledge that you just cannot do if you are sitting in a call center across the county and because of that there is a lot of 
added value. There is no doubt about it; not for everyone, but for quite a few of them, yes. 
 
CEOCFO: How different is the Massachusetts market from the New Hampshire market? 
Mr. Kroll: Southern New Hampshire is a very robust market. It is very diversified. It has traditional manufacturing coupled 
with an amazing IT and technology startup market. I think that what you are seeing is that Massachusetts has always 
been a great market for us and will continue to be. It is one of the intellectual or technology hubs of the country. However, 
a good portion of the clientele that are in Massachusetts will do work in New Hampshire or they will have sister 
companies or companies that they partner with. There will be startups in New Hampshire and there will be business in 
Massachusetts and you have a decent amount of the talent pool who will move to Southern New Hampshire and still work 
in Massachusetts. Therefore, you have a robust business climate coupled with arguably one of the best quality of life 
living places in the country. If you look at rankings of great places to live New Hampshire is consistently in the top 
numbers. They are very commutable, at least from the southern part of the state to Boston. Therefore, you have kind of 
an interesting make up where you have a good business community on its own coupled with the fact that you also have 
the talent living up there or moving up there. 
 
CEOCFO: What is ahead for KBW? 
Mr. Kroll: Slugging away, the same we have been doing for the last several years. We are coming up on our 10 year 
anniversary at KBW Financial next year. Our business model, although evolved a little bit, has not really changed 
dramatically. Grow at a normal pace, bring in great people, retain our best recruiters and bring in the absolute best talent 
within one hundred miles of Bedford, New Hampshire. They are strong marching orders, but they are very specific. 
 
CEOCFO: Why should the business community pay attention to KBW Financial Staffing and Recruiting? 
Mr. Kroll: Because we are going to be very, very good at the things that we do. What I mean by that is, if you are looking 
for general placement, if you are looking for a whole bunch of different disciplines, we are not going to be the right place. 
However, if you are looking for someone in accounting or finance we will we will consistently deliver strong results. We 
are also fortunate to have sister companies that can also deliver great talent in information technology or administrative 
and HR, That is really the differentiating point for us. It is because we are specialized. We spend all of our time building 
these benches of great talent. We are always going to be competitive. We do not complete every placement that we go 
after. We do not win every competitive agreement that we are in, but we do often and we are always going to have a good 
showing.
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BIO: Jason has spent over fifteen years in the staffing industry. In his management role for an international staffing firm, 
he managed divisions specializing in the recruitment of accounting and finance professionals. He also worked as a corpo-
rate recruiter for an international consulting firm specializing in internal audit advisory services. Jason has a proven track 
record for success with clients and candidates. 
 
Previously, Jason spent eight years in an operational director role with a large management services company. Jason has 
a B.Sc. in Management from Florida International University. 
 
Specialties 
Accounting/Finance/Insurance, Administrative/Clerical, Customer Support/Client Care (3 more) 

 
  
  
  
  
  

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 

KBW Financial Staffing and 
Recruiting 

5 Bedford Farms Dr #304 
Bedford, NH 03110 

603-792-2345 
www.kbwfinancial.com


