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Abstract

We examine an important measure of job search in the context of executive-level jobs using a unique data set from a prominent executive search firm that identifies whether or not executives have pursued offers extended by the search firm to be considered for a position at other companies.  Because these offers represent the beginning of a process that entails some real investments by the candidate, whether a candidate takes up the offers provides a rare window into the issue of job search.  Executives seem quite willing to pursue these offers to search, with more than half in our sample taking them up and those at higher level positions are more likely to do so.  We find support for traditional information-based search view that executives are more willing to take on the costs of job search where the objective conditions in the outside market appear better than those in their current employer. Most important, we find support for the sociological role of embeddedness in explaining job search: Individuals are embedded in social relationships and networks but also in various firm-specific arrangements that cause them to resist leaving.  One can think of embeddedness as a component of the job matching process, one that helps create “fit.” We find that, other things equal, the more changes an individual has already experienced in their career, other things equal, the more likely they are to search.  These changes include not just changes in employers but international assignments or changes across functional areas, even within the same firm, that disrupt social networks.
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