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CRAIN’S CLEVELAND BUSINESS
For more than three decades, Crain’s Cleveland Business has served Northeast Ohio as the premier source of 
business news and analysis for top executives, business owners and leading professionals. Every week, we 
deliver content that’s trusted to keep them on top of their industry, ahead of the competition and first in line 
for new prospects. 

In fact, 81 percent of subscribers say they find information relevant to their business in Crain’s that they can’t 
find anywhere else.

GET CONNECTED
Crain’s wide array of custom marketing solutions are designed to drive your brand message to c-suite decision 
makers and their companies. Consider your sales growth potential with our pre-qualified audience:

 • $677 million average gross revenue of subscriber companies
 • $1.9 million average subscriber net worth 
 • $285,000 average subscriber household income

Discover how Crain’s powerful audience reach can help build relationships and revenue for your business. No 
matter your size or budget, we’ll tailor a solution specific to your needs and objectives.

”“Crain’s is an information lifeline for the Northeast Ohio business community. It is impossible 
to know everything that is happening in a market of this size.  Crain’s comprehensive coverage 
of the business community helps us connect the dots to new financing opportunities.” 

— Alan Zang, President, Northern Ohio, US Bank

Reach farther with Crain’s Cleveland Business

By SCOTT SUTTELLssuttell@crain.com

J eff Christian lived the high lifebefore he was brought low bydrugs, alcohol and what henow describes as “an ego that
was out of control.”His world today is very different.

Prison has a way of doing that.Mr. Christian used to be a big
shot. He was the man who built 
executive search firm Christian &
Timbers (now known as CT Part-
ners) into a national powerhouse
that, most famously, handled the
search that placed Carly Fiorina in
the CEO suite at Hewlett-Packard in
1999. Mr. Christian was quoted 

frequently in The Wall Street Journal
and other national publications,
did work for blue-chip technology
clients including Microsoft and
spent more time in Silicon Valley and
on the road than he did at home.“My whole life was about money

and success,” he said in an inter-
view last week.That changed in December 2006,

when Mr. Christian was indicted on
reckless homicide and involuntary
manslaughter charges. The charges
stemmed from the drug overdose
death the previous spring of 31-
year-old Thomas Wasil, who had
attended a party at Mr. Christian’s
Aurora home.The tragedy pulled back the cur-

tain on Mr. Christian’s private life,
which was in turmoil due to drug
and alcohol addiction. On Oct. 22,
2007, Mr. Christian received a
three-year sentence for his role in
Mr. Wasil’s death; he entered
prison that day and, under terms of
a plea deal, served exactly one year
in jail.
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THE RISE, UNRAVELING AND RETURN OF JEFF CHRISTIAN

Private
equity
firms on
the prowl

MARC GOLUB

Jeff Christian, founder of the powerhouse executive search firm Christian & Timbers, is rebuilding his life after a young man’s death led to a year for him in jail.

Mr. Christian has started both a for-profit company and a nonprofit foundation, the latter of which helps individuals dealing with drug and alcohol addictions.

Last replenished in’07, injections neededBy MICHELLE PARKmpark@crain.com

Mum’s the word, but there are
signs that the hunt for dollars is on.

Although they’re restricted by 
securities law in what they can 
divulge publicly about their fund-
raising efforts, a number of local 
private equity firms appear poised 
to embark on raising the cash 
they’ll need for future investing, if
they haven’t begun the process 
already.

“This is logically going to be a big
fundraising year because everyone
needs to put more gas in the tank,”
said John Mueller, a partner with
CapitalWorks LLC, a private equity
firm in Cleveland.While he steered clear of revealing

ERs receive
healthy doseof attention

See PROWL Page 11

By TIMOTHY MAGAWtmagaw@crain.com

Northeast Ohio’s health systems
are investing millions of dollars to
muscle up their already-booming
emergency rooms amid the prospect
of thousands of newly insured 
patients entering their doors because
of the federal health care overhaul.

Coordinating preventative care to
avoid costly emergency room visits is
an anchor of the health care reform
legislation. However, an escalating
shortage of primary care physicians
could lead to an even greater influx
of patients in the ER, according to
various health care professionals.

See ER Page 21

See CHRISTIAN Page 20

AN ICON’S ROAD TO REDEMPTION
World of indulgence, tragedy becomes sobering foundation for new purpose in life

INSIDE: TrackingMr. Christian fromthe 1980 foundingof his Christian &Timbers executivesearch firm throughhis arrest and to today. Page 20



he Crain’s Cleveland Business audience is comprised of executives and c-suite managers, including CEOs, presidents 
and business owners, many of whom lead the purchasing process at their companies.T

AUDIENCE PROfILE & STATISTICS

DeMoGraPhics
SoCial
Age> 25-34: 7.2%
         35-54: 44.1%
          55 or older: 48.7%
          Average:  52.6 years

Gender> Male: 70% / Female: 30%
Education>  4-year degree or better: 80%

ProPerTy
95.6% own a primary residence
Average Value: $490,000

29.2% own a second residence
Average Value: $545,000 

USe of PUbliCaTion
7 years average subscription time

76.1% subscription renewal rate

93% consider Crain’s a valuable source of local 
business news

81% find information for their business in 
Crain’s not available from other sources

79% view ads found in Crain’s with added credibility

72% of subscribers have taken action on ads found in 
Crain’s

Print subscribers
bUSineSS CaTeGorieS

25%
Business services
(IT, communications, 

hospitality)

10.2%
Other

44.1%
Professional services
(medical, legal, financial)

20.7%
Industrial services

(manufacturing, 
construction, 

transportation)

TiTle or PoSiTion 

10.4%
Professional/

technical

87.6%
Top or mid-level 

management
(president, CEO,  owner, 

manager, administrator, 
etc.)

2%
Other

• 35.3% serve on a board of directors

• Average 1.6 directorships each

HoUSeHolD inCoMe

18.8%
Less than
$100,000

72.3%
$100,000 –
$499,999

8.9%
$500,000
or more

average: $285,000

HoUSeHolD neT WorTH (approx.)

average: $1.9 million

41.3%
$1 million
or more

6.3%
Less than
$100,000

27.5%
$100,000 –
$499,999

24.9%
$500,000 –
$999,999

PurchasinG inFLuence
Crain’s subscribers who are involved in 
their company’s purchasing process 
influence an average of $175,000 
each in annual expenditures. That’s 
$1.3 billion in annual expenditures you 
cannot afford to miss! 

See page 8 for data sources

GroSS reVenUe of CoMPanieS

22.2%
Less than
$1 million

28.3%
$1 – 9.9 
million

22.2%
$10 – 99.9 

million

9.4%
$100 – 999.9 

million

17.9%
$1 billion
or more

average: $677 million

nUMber of eMPloyeeS

55.4%
99 or
fewer

20%
100 – 999

12.5%
10,000

or more

12.1%
1,000 –
9,999

average: 2,252 employees



SoCial
Age> 34 or younger: 16.7%
          35-54: 57.3%
          55 or older: 26%
          Average:  46.7 years

Gender> Male: 58.6% / Female: 41.4%

Education>  4-year degree or better: 76%

ProPerTy
93% own a primary residence
Average Value: $353,000

14.5% own a secondary residence
Average Value: $370,000 

USe of Crain’S DiGiTal MeDia
5.2 minutes spent per site visit

77% consider Crain’s their primary source of local online 
business news

75% view Crain’s digital media an important business 
resource

60% view Crain’s as more authoritative than any other 
online local business news source

50% find information for their business through Crain’s 

online products not available from other sources

46% have learned about advertiser products or services 
via Crain’s digital channels

DeMoGraPhics

bUSineSS CaTeGorieS

16%
Business services
(IT, communications, 

hospitality)

15.8%
Other

49%
Professional services
(medical, legal, financial)

19.2%
Industrial services

(manufacturing, 
construction, 

transportation)

HoUSeHolD inCoMe

33.5%
Less than
$100,000

60.8%
$100,000 –
$499,999

5.7%
$500,000
or more

average: $248,000

HoUSeHolD neT WorTH (approx.)

average: $1.2 million

35.7%
$100,000 –
$499,999

13.8%
Less than
$100,000

25.9%
$1 million
or more

24.6%
$500,000 –
$999,999

TiTle or PoSiTion 

15.9%
Professional/

technical

74.2%
Top or mid-level 

management
(president, CEO,  owner, 

manager, administrator, etc.)

9.9%
Other

• 23.2% serve on a board of directors

• Average 1.7 directorships each

DiGitaL auDience

GroSS reVenUe of CoMPanieS

25%
Less than
$1 million

27.9%
$1 – 9.9 
million

19.2%
$10 – 99.9 

million

12.4%
$100 – 999.9 

million

15.5%
$1 billion
or more

average: $588 million

nUMber of eMPloyeeS

56.5%
99 or
fewer

18.9%
100 – 999

11.2%
10,000

or more

13.4%
1,000 –
9,999

average: 2,079 employees

PurchasinG inFLuence
Crain’s digital users who are involved 
in their company’s purchasing 
process influence an average of 
$65,000 each in annual expenditures. 
That’s $718 million in expenditures 
you should have a part of!
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