Executive Advantage Group

Consultants in Personalized Executive Search

Candidate Summary
Search:  Vice President of Engineering
Candidate:  John E. Doe
PERSONAL


Residence:
123 Somewhere Lane, Someplace, CA 12345

E-mail:
jed@aol.com 

Telephone:
123.456.7890 (H)





321.456.7890 (C)



231.456.7890 (W)
EDUCATIONAL BACKGROUND

BSME, Prestigious University, Somewhere, MA
CAREER EXPERIENCE

ABC, Inc./XYZ, INC., Milpitas, CA 
09/02 – Present


Senior Vice President, Engineering


DEG NETWORKS CORPORATION, Newark, CA 
07/98 – 08/20


Vice President of Engineering


HJK TECHNOLOGIES, INC., Los Altos, CA
1997 – 06/98


Vice President of Engineering


DATAMGMT, INC., San Francisco, CA 
1996 – 1997

Vice President Technology Development


PPQ SYSTEMS LLC, San Francisco, CA 
1995 – 1996

President / CEO


DATAMGMT, INC., San Francisco, CA 
1986 - 1995

Executive Vice President


FFFA, Menlo Park, CA 
1982 – 1986

Project Manager


JAMES CO., Portland, MN 
1976 – 1982

Senior Engineer

Executive Summary

With over 23-years of industry experience, John Doe is an experience Software and Internet Technology executive.  Possessing both Start-up and Turnaround experience, John is SVP of Engineering and Operation for ABC, Inc./XYZ, Inc. John was recruited by this fast growing public company, which specializes in market research of the Internet. ABC, Inc./XYZ provides behavior data on Internet users and is the fastest growing Internet market research company in the world.

As Senior Vice President of Engineering & Operations, John is a member of the Executive Management Team that develops strategic direction for the company.  John is responsible for all software development and design of new products, all production operations, and Data Center/IT management, and manages a team of over 120 professionals in six locations including San Jose, Seattle, New York, London, Paris and Melbourne, Australia.  In addition to revamping the software and production processes to reduce time to market and increase quality, while in this role, John accomplished the acquisition and integration of 6 global companies or portions thereof in 6 months in 2002 including financial and technical analysis, due diligence, negotiations and full integration into ABC, Inc./XYZ.  He also completed another 2 acquisitions in the second half of 2003.

I asked John to overview his experiences at ABC, Inc./XYZ.

“As Senior VP of Engineering and Operations—basically I have responsibility for everything that is not sales, marketing or finance. Includes all of software development as well as IT infrastructure for both office and data centers—computers—acquisitions—all of those kinds of things—basically anything that is related to the business. On a technology side I’m also a senior member of the executive team and participate in both strategic planning, as well as the tactical stuff.  We’ve also been heavily involved in acquisitions over the last couple of years.  Usually the primary initial acquisition team is one of the finance guys and myself who go out to do the due diligence and assessment.  So I end up getting pretty heavily involved in the financial aspects of it. I have about 120 people that report to me. We have offices here in Milpitas—which is right next to San Jose—New York—Seattle—I have a major data center in Florida, and then internationally I have offices in OxJAMES CO., England—Paris, France and Sydney and Melbourne, Australia.”

“When I joined in September of 2000 we were about $20M in revenue and about 100 people, and today - we’ll do almost $60M today—this year—we have almost 300 employees.  In that timeframe, my headcount grew from about 25 when I first joined to the 120 it is today.  My budget in those days was about $5M. My budget these days is about $25M.”

“Our engineering groups are broken up based on function of the software—so we have applications that run on the desktop and I have a group that does that—and then we have what we call the front-end and back-end groups. The backend people are the database design people and the front-end people are obviously the web front ends that access the databases to produce the data and reports for our clients.”

“To describe what we do in the market place—the short answer is we do exactly what Nielson does for TV—we do for the Internet. You know—Neilson provides on the surface of rankings of the top TV programs—how many people watch them—what the demographics of those programs looks like and that helps to set advertising rates. Beneath all that—they provide a lot of data that companies can access that allows them to get into more detailed demographics—who is watching—why are they watching—what other programs does the same demographic look at, and so on. It helps advertisers to decide where to advertise—where they can get the most bang for their buck—depending on what demographic they are looking for. We do the exact same thing for the Internet—we ask people to allow us to track what they do on the Internet—as well as offline when they are using applications—these people give us permission to do that and that’s the application I was talking about that sits on the desktop that records everything the person is doing on their computer—sends that data back to servers in one of our data centers. That data is aggregated into large databases and we’ve produced what we’ve called syndicated reports—pretty much canned reports—that are sold as well as the data is used for a lot of custom research. We have analysts that cut and slice the data to provide answers to questions that clients have about who is doing what on the Internet—what is happening—where are people going—all those kinds of things. We also have a couple of other services—one that tracks advertising on the Internet—who is advertising—what’s new coming out—how much people are spending—in advertising on the Internet—who is doing what—and we have a third primary business which is basically the web analytics business. Being up in Portland you might be familiar with Web Trends—it’s basically the same kind of services that Web Trends provides—it’s an ASP service where people put a tag on their page and every time the page is served up the day it comes back to our servers we can provide the clients with analytics about what is going on—on their own website—what are the most visited pages—what’s the typical path through their website—you know—if they’re running a campaign to try and drive traffic to one part of their site or another is it working—those kinds of things.”

I asked John to overview his role in the technology he drives.

“I’ve at least participated in the architecture for the software products—I wouldn’t say that I personally came up with the architecture—it is usually a team of people—of which I’m included—that has come up with the architecture for new products as they’ve come out and revised some of the products—the architecture or the products of companies that we’ve acquired over the years.”

I asked John how strong was his understanding of software development methodologies—change management—SQA metrics and CMM and have an understanding about hosted applications—including XML—SOAP—Linux—OLAP—object oriented languages, .NET and so on.

“I’ve had experience with all of those things. We utilize most of that now—we’ve done CMM evaluations on what we’re doing in trying to build some key metrics into what we’re doing here. Obviously my biggest challenge with doing eight acquisitions over the last two years is—and most of the companies are a little bit better than startup. So they don’t have many software development practices in place and their code isn’t well documented—so trying to integrate that into our systems and bring people up to speed with trying to do proper software development with documentation—with technical specifications and trying to get software out the door on a reasonable basis.” 

“I’m responsible for 24/7 on all our data centers worldwide. I have data centers in Paris—Florida—Melbourne, Australia—where I have major data centers—that have to be kept up 24/7. We collect data from about a half million people worldwide for out ratings business and that service can basically never go down. We have databases that total about 12 terabytes of data that is constantly being accessed. Software projects—we have very few small software projects around here—most of our projects are fairly big projects—they usually take teams of 15 to 20 people to get projects out the door. They are usually big brand new projects—sometimes involving more people than that.”

I asked John how hands-on he is in his engineering organization. 

“I was a lot more hands-on earlier on. Obviously I have a lot of people to deal with at this point—so it’s somewhat overseeing—because I was hands-on earlier on and most of the acquisition are of technologies that were similar enough to what we were doing that I’ve a pretty good understanding of everything that goes on—of the structure and the architecture of them. It’s one of the things I do as part of due diligence and ongoing management of all of these various groups. I think one of the other questions was QA and we have what I call a lean and mean quality assurance team. We invested early on in the automation of a lot of QA procedures to minimize how much manual effort is required, and to ensure that all of the features get checked all the time, and that this can be done very quickly. So if you’re going to ask me to code—it’s been a very long time since I coded. I can recode—I can critique it—in several different languages—mainly Java and C++ and some Sequel.”

“I try to stay up on all the best practices—do some conferences from time to time during the years—we have consistently looked at our architectures and best practices and basically as we develop new products—tried to move each of those products to the next stage. We’ve got N Tier systems—best practices is a broad term—for any given application there are best practices around that make sense and it depends on the structure and the environment and what you’re trying to achieve with the products—in order to determine what the best practices are. We are moving to a best practice in software development called Extreme Programming—we’ve been slowly moving to that over the last six months to a year, and I have found great success with it. It provides for more frequent releases internally so that changes in scope and content of a product can be done more easily and more frequently, and you don’t get down the line and put a product out the door after six months or a year’s worth of work only to then have everybody say that isn’t what I want. It also tends to be a more efficient way of producing software and its kind of one of the leading edges of software development these days.”

I asked John to overview what were the problems—and how he addressed them.

“Well when I got here, Net Ratings was just barely past the startup phase if you will—they were starting to grow—they had just completed an IPO and had some money, but the software was full of bugs—the clients were complaining—the sales people were complaining—it was taking forever to get everything out.  I looked at the structure of how engineering was set up.  They had small groups of people working on various projects who were dedicated to certain products I should say rather than projects—and they were working inefficiently—every team had some front-end expert and every team had some back-end expert.  The teams were doing things however they wanted and without any coordinated effort. So one of the things I did was to revamp it based on function—bring all the back-end people together—bring all the front-end people together so that when they were developing back ends it was all unified—all the products would mesh—the architectures would look the same whether it was front end or back end. There was no real project management—so I brought in a program manager to help manage the projects. And basically there was a poor QA team and it was tolerable for the engineering team to release things with bugs. Solving that to some extent it was as simple as saying, ‘We’re not going to release stuff with bugs in it.’ I changed out the under performing people in both engineering and QA—introduced a lot of automation into the QA process. Basically it’s one of those things people never think to just ask people to make sure they check their work, and we don’t put bugs out, and make it a goal, and all of a sudden some of that stuff can turn around.”

I asked John to tell me about the customer-facing piece of his role.

“Well I do a lot of—we call them ‘clients’ here—we actually try very hard not to use the word ‘customer’. The differentiation between a ‘customer’ and a ‘client’ is a customer walks into a store—picks something off the shelf—pays for it and walks out the door. A client is somebody you develop a relationship with and that’s what we try to do. So I meet with a lot of clients—we have two client meetings a year that are set up regionally—so I go around to the regional client meetings every year and meet with clients—usually make a presentation on our technology and the new products coming out, what our capabilities are, and also do one-on-one meetings with clients who have a lot of questions about how we do things—simply put—they try to lobby us to add capabilities into our services that they want to see. So I sit down and discuss with them the pros and cons and whether that is feasible or not, and discuss time lines in getting that, and listen to their complaints such as ‘We wish your service did this or that and take that into consideration into developing new products.’ So I probably do the two sets of client meetings a year—which are five regional client meetings within a week-and-a-half span and then I probably do another dozen one-on-one with key clients.  I’ll be at my Paris office all next week and I’m available by phone—but you have to remember it’s a nine-hour difference.” 

I asked John to go back to the beginning of his career and paint the picture moving forward.

“Yes—let me back up for one second—I went to an engineering college that had a work-study program so it took me five years to graduate because of that—because you go to school for a while and then you work for a while and go to school for a while and then work for a while—so I came out with a Bachelor’s degree but several year’s working experience and I worked at Cadillac for General Motors while I was going through and I worked in various departments within Cadillac—so I got a pretty good overview of the company while I was there.  I worked in engineering—in finance—in warranty and reliability—in several manufacturing departments—the assembly area as well as the sheet metal stamping plant and the engine manufacturing.  So basically they were trying to give me a comprehensive picture of what was going on inside Cadillac while I was going through school.”

“It was really great because you did get an overview of what was going on—you could see how the pieces come together and how finance and budget fit in with trying to get a car off the end of the line. I worked with people down on the factory floor as well as working with executives up on the executive floor so it was a great experience and allowed me to see how things came together and so when I walked out of school—it was better than saying I had two year’s work experience—I had a comprehensive couple of years of work experience that allowed me to have the big picture of what was going on.”

“After graduating, some guys I had worked with at General Motors had gotten recruited to go to JAMES CO.—JAMES CO. was expanding at the time—this was June of 1976—they recommended that JAMES CO. hire me. I interviewed and they hired me.”

John was recruited out of college as Design Engineer with JAMES CO. in Portland MN.  After approximately 3-years, he was promoted to Senior Engineer to lead a staff of 8 in the design and management of critical projects.  He designed the first plastic fuel tank ever to be put into an American car.  While managing over 12 projects on time and under budget, John introduced the concept of utilizing computers to perform design and analysis work thereby reducing prototype costs by 50%, and design and testing time by 35%.

I asked John to tell me his JAMES CO. story.

“I started out in probably the lowest end design engineer job—which was taking care of warranty issues in the fuel systems department. Did pretty well at that. Then a new project came up to develop a plastic fuel tank—which for fuel systems or cars in general at that time—was a very innovative project.  My supervisor gave me that project and I took that project to the end. It was the first plastic fuel tank in an American car and it was to go into the 1979 Mustang—it was highly controversial—the steel industry was fighting JAMES CO. and that was a terrible thing to do—it was so controversial that I ended up making a presentation to the Board of Directors of JAMES CO. about the pros and cons of the plastic fuel tank. And if you remember and this is getting into the 1979 era—if you remember the Pinto issue was huge issue so they were very sensitive about fuel tank issues in those days. But even as a young engineer—my ability to communicate was such that all the way up through the VP of Engineering—they wanted me to make the presentation to the Board because they felt I could do the best job and answer the questions that the Board would have—so the VP of Engineering and myself went into the Board meeting, and I made the presentation and answered the questions—it was a very unique experience—I was 26 years old. Soon after that is when I got promoted to Senior Engineer—managing a staff of eight people, all of them older than I was. I was the youngest first level manager in engineering at JAMES CO.. I was the youngest manager in all the chassis division and could have been in all of engineering. I didn’t know anybody who was younger than I was who got that position—so held that—but if you also remember as we hit 1979—there was another fuel crisis and basically JAMES CO. eliminated three levels of management and in the process of eliminating those three levels of management there were a lot of guys that got bumped down—so it was clear to me in the 1980/1981 time frame that I wasn’t going to go anywhere for a long time because there were a lot of guys who were very capable people who needed to get promoted before me no matter how good a job I did.  Because I was also in the fuel systems group early on, engineers were often called to testify in court in litigations against JAMES CO. for fuel tank fires and stuff—I did a pretty good job at doing that and JAMES CO. had hired a consulting company called FFFA to help them with a lot of their large litigation. So I had exposure to those guys through the process of working on some of those litigations for JAMES CO.. FFFA made me an offer to start a Portland office for them—because they were based here in California. FFFA wanted to start a Portland office because they were doing so much business with JAMES CO. and hopefully then GM—so they asked me and another guy to start the Portland office for them.”

John accepted the role of Project Manager FFFA, a $25M engineering consulting firm. John built the Portland office to enhance support and revenues for the JAMES CO. contract and provide computer design analysis, mechanical engineering expertise, and establish a Midwest presence in an effort of grow revenues.

John increased revenues by 65% within the first year.  He identified, negotiated and developed over $1M in new business contract revenue with General Motors and Fireman’s Fund Insurance, and established computer generated animations as a new business within the company resulting in an additional $2.5M in new business revenue, and representing 10% of the overall profitability.  John led, trained and managed a team of 20 engineers and scientists in the computer design and analysis of products.

I asked John to tell me about his experience with FFFA.

“Okay when I went in they were in the throes of what is known as the ‘jump out of park’ litigation—where people claimed their cars would jump out of park and then they’d get run over or hurt or whatever. It was a huge litigation that JAMES CO. and some other car companies were dealing with at the time—I had a team of—when we started the office the first thing I did was manage a team of approximately 25 engineers who were doing field inspections of the vehicles.  They would then come back and do an analysis of the data they pulled in on those vehicles, and then we would also testify in court as to the findings from their inspections and the data analysis. So I worked with that team—we developed techniques for gathering data in the field—trained people—did all of the logistics of what teams went to what inspection sites and these were spread all over the country. We were basically constantly on the move and at the same time I was building an office—hiring people—getting office space and stuff like that to get the office started in Portland. Probably ended up with budgets in the neighborhood of $2M to $3M by that time.

“We used a lot of computerized equipment to do design and analysis of a variety of products. In this first case it was vehicles—we went on to do ATV’s—we then went on to do analysis of emergency diesel generator failures at nuclear power plants and just a whole scope of different things—but we developed computer generated techniques for both analyzing and gathering data on various products that mostly were involved in litigation.”

“I think my greatest accomplishments in starting the office was to be able to develop a million dollars in new business and the second things was to take the application of computer generated animations as a tool to both analyze and communicate our design and analysis of those products. I took that and that’s what leads me on to the next job. I left FFFA because I had generated—using computer animations I had generated $2.5M in new business—representing 10% of the company’s profitability and I got a $2,000 bonus—basically it was a consulting firm that felt if you didn’t have a Ph.D. you weren’t qualified—but I was brining in more business than most of the VPs in the company so I said well I can do this on my own—you guys obviously don’t appreciate what I’m doing so I’ll go out and start my own business—so I left FFFA to start my own company called the Engineering Graphics Group to do computer generated animations—DATAMGMT, a $3M company at the time they had about 20 people—they only had one office in Annapolis, Maryland—basically bought me out and had me start an office for them.”

John was now a Vice President with DATAMGMT responsible for establishing a computer animation and design analysis capability for this $3M, 25 employee start-up company. He was promoted to Executive Vice President and member of the Board of Directors, where he managed over 70 people in 6 offices throughout the country.  John helped grow the company from a $3M regional consulting firm to a $40M national company.  He designed the technology, generated sales, and raised $6M in venture capital funding allowing for the buyout of the majority holder, ultimately leading to the company’s going public in 1996.  John hired and trained the animation team during the infancy of the technology.  Several of the individuals he trained now serve in Senior Management positions at Industrial Light & Magic, LucasFilm, and Disney.  John produced over 2000 technical/educational presentation, television commercials, sales & marketing video and other content representing 70% of the yearly corporate revenues.

I asked John to take me through his DATAMGMT experience.

“My scope was basically zero—I mean—I had enough budget to rent an office space and hire a couple of people and then it was up to me to generate business. From the company being at $3M in 1986, I was at a $1M run rate within a year working out of the San Francisco office and basically pretty much doubled in subsequent years. By 1992 we raised some venture capital—I was the number 2 guy behind the CEO in the company at that point. We had opened other offices—I was handling all of the remote offices as well as the primary computer graphics and the animation business that we had developed.”

“We were using Silicon Graphics computers and Wayfront software—we used some Tektronix stuff—although initially before the Silicon Graphics machines came out I did some stuff on Unix VAX and Tektronix workstations. So by 1992 we had built the business from $3M to about $20M and then by 1996 we took it public and we were at $40M at that point.”

“My resume shows that I went to PPQ SYSTEMS.  Well I didn’t really leave DATAMGMT—we spun off a company to do interactive CD ROMs—if you remember in the mid 90s interactive CD ROMs were all the rage.  So they spin out PPQ SYSTEMS and they make me the President and CEO of the company.

John was invited by the Board of Directors to run PPQ SYSTEMS, and interactive multimedia educational software Start-up Company targeted to medical service professionals and patients.  As President and CEO, John formulated and developed the prototype interactive program serving as the foundation of the company.  He developed the architecture and content, which accounted for over $500K in annual profits.  John also designed and produced over 25 programs containing extensive original digital video, computer graphics, computer animation, text and digital photography.  He established the company’s strategic positioning, and led the company’s sales and marketing efforts.

I asked John to overview his PPQ SYSTEMS President & CEO experience. 

“PPQ SYSTEMS was on my paycheck at this point—but I’m still dealing with the Board at DATAMGMT.  Through working with some insurance companies we were doing a lot of computer graphics and animation at the time. Some of the insurance companies asked if we could apply this technology for educational purposes. We said, ‘Sure we can’—and they said ‘We have a big need for educating patients.’ First and foremost for surgery—because there is the informed consent law that says, a doctor can’t operate on you unless you’ve been informed of everything he is going to do, and that you’ve given your consent to do that. It is very difficult to document - I mean—it’s usually a verbal conversation that the doctor has. The patient signs some slip of paper that they don’t read, and then if there is an adverse outcome and the patient sues the doctor, and the insurance company is paying, and the patient—of course—usually always claims that the doctor never said this was a possible outcome—‘He never told me this”—the doctor says he did—and it’s a he said/she said thing. So it looked like it was going to be a whole different business, and it was going to be structured differently—so I said, ‘Why don’t we try and spin this off as a separate company because otherwise we’ll just be trying to steal resources from our normal consulting work, and we’ll constantly be getting into conflicts with this—let’s separate it off as a separate company—let me see if I can run it and make a success of it.’ So we developed interactive CD Rom programs which recorded that the patient had to interact with the software through touch screens in hospitals and doctor’s offices, and it recorded the patient’s interaction, and then produced a printed copy of what the patient saw, and the patient could sign it, and then it was a much more robust method of confirming that the patient got the information that they were supposed to get—the patient has touched it—it went to a back end database and it generated paperwork to prove they did this.”

“We had a small team of about six people that we developed basically 25 programs—25 products that were available for sale on CDROM. We used Macromedia—primarily to do most of the animations—you know—shot the raw video ourselves—did video editing and video capture. So we had live digital video—computer graphics—computer animation—text—digital photography all mixed together in a multi-media system that was interactive with the patient.”

“We actually sold it off to a medical education vendor—it was a small company—So it was about June of 1996—we sold that business off to this guy—I think it was MAVC (Medical Audio/Visual Corporation) I think they are out of Toronto. I don’t know if they are still around or not.”

After selling off the PPQ SYSTEMS business, DATAMGMT’s CEO selects John to oversee and manage all technology development activities within the corporation that’s now grown to be a $30M technology-consulting firm.

With a total budgetary responsibility in excess of $10M, John is responsible for developing proprietary software for interactive, multimedia computer-based presentation systems, Database mining, Internet applications, and interactive CD-ROM content.  In this his role as Vice President of Technology Development, John conceived and established a mobile multimedia production service resulting in the reduction of response time from 2 days to 6 hours, and a 35% increase in operational efficiency and client satisfaction. Leading a staff of 30 in the development of multi-platform software applications, John managed over 100 projects, including software development, content, and integration consulting, accounting for 30% of company’s overall profits.

I asked John to transition back into and continue his DATAMGMT story.

“Well they asked me to come back and said ‘Well you know our technology is expanding like crazy’—they had just gone public—they were getting bigger and bigger projects to work on, and they were getting into huge document databases where they would scan millions of documents in, and they needed to be able to access these, and needed somebody to develop software to do all of this and try to consolidate it. They had made an acquisition of a company in Houston that they thought had some good technologies for digitizing video and digitizing video depositions, and a bunch of other stuff, but the whole things was in disarray.  They just said ‘Please come back in and try and take care of this and put this all together for us.’ So basically we came up with a plan on how to integrate all of this stuff into large databases with instant access. We ended up handling all of the tobacco trials, which had something in the neighborhood of several hundred million documents.”

“We built databases, scanned the documents in, gave each one an ID number, and the pages were coded with some base information from certain fields on a document—what kind of document it was—what it related to and stuff—all of that information was put into the database so the attorneys could search if they were looking for things on a certain subject or a certain witness. We built an interface that could do search capabilities—it would then bring up documents it could get to and they could then produce bar codes for specific documents they wanted.  They could put those bar codes in their notes, and with a hand-held bar code scanner they could hit that bar code when they were at that part of their presentation or questioning, and we had large TV screens in the courtroom that would bring up the document—the video deposition—the portion of a video deposition—all of the stuff was digitized and it would come up within a couple of seconds and it also allowed interaction with the documents so the lawyer could go up to the screen and highlight sections of the documents and underline things and do a whole variety of things. It was a pretty complex system that we were able to put together.”

“We originally used Microsoft Access for some of the databases—we ended up going to Fox Pro because the databases got too big—Fox Pro was a company Microsoft acquired and they had some pretty good database capabilities for large-scale databases that we could keep on basically fairly small storage devices that were portable. We used impact technology for digitizing the video—we used Visual Basic for front-end development of the interfaces—we eventually went to some web based stuff as we got further into it and built bigger databases—that’s kind of the high points that I remember.”

“When I said I managed over 100 projects including software development—I really did manage all of it.  For example—there was a small document system over here that can handle a few thousand documents and we basically had to rebuild everything from scratch and we built a system that integrated video graphic documents into one database and then build a search engine that sat on top of it to get at the stuff—so it was all of that software development. Some of the software development was C++ as I remember as well.”

I asked John why he ended up leaving DATAMGMT.

“I left because the consulting business was getting to be pretty grueling. I also really wanted to focus on doing really good software development.  I was getting to do software development and manage a software development, but I was also having to manage logistics on a lot of projects and if you’ve ever been involved in litigation—the deadlines are hard—you can’t miss them or the Judge sanctions everybody—the Judge is like God in the courtroom and it doesn’t matter whether it’s a reasonable deadline or not, he will place down a deadline and everybody has got to meet it no matter what—so there were way too many 24 and 48 hour days—there was huge amounts of traveling bouncing around trying to manage these projects all over the country, and so I really just wanted to settle down and get focused on doing really good software development.  A recruiter ended up calling me one day about the VP of Engineering role at HJK Technologies.  Someone that knew of my work back when I was at FFFA had told this recruiter about me.”

John accepted his role as Vice President of Engineering with HJK Technologies, a start-up firm specializing in computer simulation software and web-based applications.  In this role, John was to revamp the entire software development process and assist the CEO in establishing the company’s strategic direction. He led and managed a team of 12 electronic design and analysis software engineers, with total budgetary responsibility in excess of $3M.  John guided the transition of the company from a traditional shrink-wrap business to an Internet-based applications and distribution business. He identified and developed a new product mix and service area resulting in a $2.0M investment and $1.0M in website development contracts. John designed 3 new products in less than six months impacting over $3.5M in new revenue.

I asked John to describe his experience as Vice President of Engineering with HJK.

“I came on board in June of 1998—so I went there—it was a small company—they recently fired and hired a new CEO—this is the company that today their headquarters are actually in Portland—the CEO was from Portland and the main company was in the Valley in Los Altos at the time. They had this legacy piece of software that was an application that ran on the desktop, and they didn’t have anybody to lead the engineering team.  They were doing some professional services work for Cadence and they needed somebody to manage that relationship with Cadence. So they asked me to come in, and the CEO and I sat down with some outside consultants and asked ourselves, ‘Where can we take this business?’ The good news was I felt the product could be changed from an application that could run on the desktop to something that could run on the web and be an ASP product. The bad news was there was a pretty limited market for the product—it was for computer simulation of power supplies for computers and phones and other devices, and there was a pretty limited market of people that produced power supplies. We had about a year’s worth of cash left and I started getting the guys to convert the product so that it was web enabled and could be run in as ASP solution.  We leveraged—Unix—Apache—the application itself was a C++ application that ran on Unix.”

I asked John if this was where he got his exposure to C++.

“No I’d done some C++ work kind of all along the way—when I was doing computer animation we were developing computer animation software at that time and were doing it in C++ at the time. And then in this job we did Java—we were doing the web front-end in Java because it was a pretty interactive front end for simulating electrical circuits on the web, and you can build your own electrical circuit.  So we used Java on the front end for the web-enabled stuff, and we had C++ on the back end for the application. The CEO and I went around to several of the power supply and chip manufacturers.  We were able to convince National Semiconductor that it was a great product idea, and got National Semiconductor to invest $2M in the company and to also buy the product and to push the use of the product with their customers. We ended up taking a company that barely had $1M of revenue.  Half of which was professional services work from Cadence who cancelled that work during that time and sent it to India, and then we replaced that work and more with about $3.5M of web enabled business by the time I left at the end of the year.”

“I left there because the upside was pretty limited. When I joined both the CEO and I thought that the company had unlimited places to go, but once we got in and analyzed everything we figured that the maximum that this company would ever make was about $10M a year.  So I helped them—I fixed it—put them on the right track—put them on a growth track to as far as they could grow and decided that—you know—this was also the heyday of the Internet and if I was going to be doing this stuff I want to find something that has a significant upside to it. So that’s when I left and went to DEG Networks—once again a recruiter called me and said we have this opportunity—they need a VP of engineering—it’s a startup that has Angel funding and needs help getting some venture capital funding—I’d had some experience doing that—it looked like it had great upside potential. In the web analytics business it is basically another competitor to Web Trend—a similar kind of product. So I went there and basically it was kind of the same thing—it was a startup—their software development practices were undocumented—there was no discipline to it. I kind of reorganized the team—put a better QA team in place—looked at the architecture and said there are some better ways to do this and re-architected the product at that point and got that turned around. We stated to make some headway in the market, which allowed us to raise $24M in venture capital, and then the CEO spent it in six months. You couldn’t control the guy.” 

John was recruited to be Vice President of Engineering for DEG Networks Corp., a start-up firm specializing in web site tracking and eMarketing software.  He revamped the entire software development process and procedures to improve quality and increase productivity, and identified and implemented product design changes that increased product performance by more than ten times.  In addition to managing software development, John also built and managed a professional services team 15 systems engineers to deliver professional services to customers. Customers consistently rated Customer service and professional services as excellent.

I asked John to overview his experiences as VP of Engineering for DEG Networks. 

“Well I know you are going to ask me about their technologies—and how their product would work. They would work on a variety of databases—they worked on Oracle—DB2—Sequel—depending on what you wanted—C++ and Pearl technologies were used for the programming, and it basically took web locked files and created what I was describing in our web business here that allowed people to see what was going on their web site—where people were going—most visited pages. We also had an ad server technology that allowed them to do targeted advertising to the people on their web site. A variety of products we worked up there so there was Sequel—C++—some Java front end stuff—the Pearl is really good for handling text based files—so it’s excellent for crunching through the web locks and sorting them out prior to being dumped in the database. And so when we started to run out of money and I went to the CEO and said, ‘Look we’ve got to stop spending money like this—we need to lay off some people and we need to restructure this so that we’re in the bounds of what we’ve got—how much money we’ve got left and what our prospects for growing the sales are.’ and he said, ‘no—no—I’m not going to lay anybody off—we’re going to do this as a soft landing not a hard landing.’ and I said, ‘Look you don’t have enough money to do a soft landing.’ and so basically we decided to amicably part ways.  So I left basically and started looking for another job. And that’s how I transitioned obviously to Net Ratings where I am now as Senior Vice President, Engineering.”

“Again, a recruiter found my resume and presented it to Net Ratings—I came here and interviewed—thought it was great and came on board.”

I ask John what his initial reaction was to the position specification fit wise.

“Well I think my reaction to it was this it’s a good fit—from that description and your paragraph in your email I thought this is all stuff I can do—let’s see if it’s interesting. Now as you’ve described they are probably 18 months out from IPO—they have a great product—great customers—but what they initially did and why Guido is no longer there is they built this as a custom shop so now they realize that — Hey we need a commercial product. And we have to do it while everything is moving along at a fast pace so we got a legacy system we’re going to have to keep in place—and we’re going to have to deal with the current customers while we turn this into a commercial product all on Microsoft and .NET platforms. So a lot of stuff going on at one time and we’re looking for a guy that can hit the ground running—obviously we’re not looking for an expert in .NET technology just someone that really understands and is familiar with them. Someone that understands architecture—someone that could eventually piece this all together.”

“Well see this is where my experience in the integration of eight companies in two years comes in, because this is exactly the challenges that I faced with this.  I had basically eight different legacy systems that were all similar in ways, but all diverse, and most of it poorly architected and implemented. This is where with that experience of doing it eight times, where you come and somebody said, ‘If I had to do it over again I’d do it a whole different way.’ Yes—this is definitely a challenge I’m comfortable with—it’s actually kind of fun to do that. And I’ve put out multiple commercial products. Yes—no doubt about that and a lot of ASP solutions.”

“I’ve seen them in Home Depot—you know—I go into Home Depot all the time they have the little booth over to the side—Do you want a job—sit down and apply for it here.”

“Yeah but the part you have to understand when I was an engineer is that I minored in computer simulation as a mechanical engineer so you couldn’t get a computer degree when I went to school. So you had to be some type of engineer and one of the reasons I was so successful at JAMES CO. was I used computer design—I was one of the early users of computer design so I was able to get out the design better and faster than my compatriots as well as a whole lot of other skills that I had.”

Candidate Compensation

As Senior Vice President, Engineering with ABC, Inc./XYZ, Inc., John’s current base salary as Director of Software Development and General Manager at ABC/XYZ Corporation is $150K with a bonus opportunity of $50K plus stock options.
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