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Will you provide an overview of Active’s inter-
national operations and where you see the 
greatest growth opportunities?

Active’s headquarters are in New York and we 
currently have offi ces in 15 countris around the 

world. We’ve invested heavily in our international division and the scope of 
our international operations gives Active a footprint that none of our inde-
pendent competition can match.

We expect our growth will come from our top markets, which are 
the United Kingdom, Canada, Australia, France, and Mexico. We also have 
smaller operations in some of the Latin American countries like Chile, and 
we’re also in Spain, but growth will primarily come from Europe and North 
America.

Are the services and solutions that Active is offering in each of 
these countries consistent or are they tailored to the individual 
markets?

In terms of the business solutions, we offer very similar services across 
our markets. Australia and the U.K. have some client solutions that are a bit 
different, but our core business model is consistent across all of our markets. 
Whether we are helping our clients to optimize asset value, extend and 
optimize a marketing budget, or realize incremental sales, we are focused on 
enabling our clients to achieve their specifi c business outcomes. 

Media is our core practice area, with about 90 percent of our revenues 
coming from media. Our global media teams are fl uent across linear and 
digital media, across adtech/martech, and fully utilize programmatic and 
other platforms to deliver media effi ciently and effectively for our clients. We 
hire local media professionals in each market, experts who come from media 
agencies as well as media companies. 

From an asset disposition perspective, we are able to purchase and 
redistribute assets globally. This provides local brands, as well as multina-
tionals, with the opportunity to benefi t from our business model no matter 
where they are located. This is a signifi cant benefi t of doing business with 
Active – we are not limited by borders. 

Do the international markets have the same level of understand-
ing of Active’s products and business?

The U.K. stands out as being the most sophisticated European market 
because clients and agencies have already invested a lot of time into under-
standing and promoting our business model. Markets like Canada, Australia, 
and France are just behind the U.K. and are growing in their understanding 
of the benefi ts of our business model. 

How do you work with multinational brands? 
When working with multinational companies, we usually partner with 

corporate headquarters to manage inventory or asset shifts across multiple 
markets. Our clients are able to utilize our services globally, regardless of 
where the relationship or transaction was initiated. This includes the purchase 

and resale of an asset to the placement of media or other services such as 
retail marketing, travel and hospitality, freight, and lighting.

While having a local offi ce in a particular market is benefi cial, we don’t 
necessarily need an offi ce in a particular location to work with a client 
there. For example, in Germany we service Switzerland and Austria. From 
France, we work with clients in Belgium, and from Spain we offer services 
in Portugal. Of course, in addition to our multinational capabilities, we do 
business locally in each of our markets. 

Thanks to technology, the world is a much smaller place and we are 
able to work with our clients wherever they are located. Our infrastructure, 
our footprint, and our experience make it seamless for our clients, and on a 
global basis our focus is on helping our clients achieve more. 

What opportunities does China offer for Active, and is that a 
focus for you as you look for future growth?

China and Australia are two important focuses for us in the Asia-Pacifi c 
region. China, in particular, has provided a great opportunity, especially 
around asset disposition, and they also have a growing and developing 
media ecosystem that offers great opportunity for us. These two markets 
offer bigger opportunities than any other international market.

When it comes to hiring talent in these countries, what do you 
look for, and how important is the investment that Active makes in 
training its people?

Finding the right talent to lead our businesses is based on a few core 
skills and values, such as a real passion for our clients, and a desire to be 
part of the team and get everyone motivated around our clients goals. It also 
requires real resilience. It takes a lot of effort to be a pioneer and to establish 
and grow a business.

It also requires training and development. Over the past couple of 
years, we have put global training programs in place. This resulted from a 
recognition that the global marketplace is no longer siloed and that as an 
organization, we could no longer be siloed if we wanted to deliver the best 
outcomes for our clients and for our own business. We committed to increas-
ing the relationships between our global offi ces to increase the collaboration 
and communication.

There has also been a large investment in leadership coaching and 
training people, as well as on general sales and business processes. We have 
also raised our game as it relates to investing in talent for our business for 
the future.

Do you look to hire nationals within those countries who can 
grow and run the businesses?

Ideally, we would hire the head of a local business unit who has a 
very strong understanding of media in that market and a very high degree 
of credibility.

We’re always looking at developing leadership, which comes from the 
media sales side of the business. With our international business, we look 
for those with the tenacity to reach the goals that we set. 

Leadership and experience are both equally as important when it comes 
to hiring.

How has Active’s focus shifted to help clients achieve better 
results?

We’ve instituted a shift toward a more solutions-based model to assist 
our clients on a broader level. We have also seen more creativity in the types 
of solutions we can offer clients and how quickly we can offer them. Our 
focus has always been, and will be, on helping our clients achieve more.•

Dean Wilson

Global Solutions
An Interview with Dean Wilson, 

Chief Executive Offi cer, International Division, Active International

POSTED WITH PERMISSION. COPYRIGHT © 2017 LEADERS MAGAZINE, INC. LEADERS 99VOLUME 40, NUMBER 3




