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The Market Opportunity: Generic Description

	“The fundamentals that support the [Client’s] industry are still strong," said an independent analyst of the [Client’s] sector.  “One can easily lose sight of that fact that 68% of the [Client’s] global market is based on the [Client’s] business…. What we forget is that two-thirds of this $48- to $50-billion market is the segment of the business [at the retail level that the Client lives in]." and added, “The global [Client’s] market continues to maintain an annual growth rate of 6% to 8% despite the economy…”
Today, thanks to a number of factors, the [Client’s] main product line leverages fastest-growing material application in terms of sales. According to shipment data supplied by [a Client specific] Council of America, more than 23 million of the units sold in 2002 were made from this material, up from roughly 21 million units in 2001. Others project unit sales to top 26 million units in 2003, and pass 42 million units by 2007, with this material playing a major role in that growth.

According to a December, 2003 article in a leading [Client Industry] publication, what may change the landscape as 2003 nears an end is that there are several [Client competitor] firms formally available for sale, and others that are "testing" the market conditions to see if a buyer is available at the right price. It is unclear at this point if this will result in industry consolidation or net new "owners" of these firms.
	Market Poised for Upswing
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Our Client: To be disclosed once a candidate has demonstrated sufficient qualifications.

With corporate headquarters in Southern, California, the Client was listed on New York Stock Exchange in 1995.  The Client has grown consistently since being founded in 1960 and has an LTR of well in excess of $500M (as of Dec. 31, 2003).  

With nine technicians experimenting with in a garage in 1956, the team pioneered the use of a revolutionary new product that they predicted would eventually replace the current standard that utilized the dominant material at the time. The early vision of these professionals helped transform the Client’s industry. 

Encouraged by their initial success, the Client expanded into new markets and initiated operations in the United States in 1975.   The Client began manufacturing products based on the new material in a 15,000-square-foot facility in Northern, California. As a relatively unknown company, the Client embarked on an aggressive campaign of switching end-users in the U.S. from the historically dominant material to the new material. Within just three years, the company outgrew its facilities and relocated them to another Northern, California facility. By 1983, products based on the new material represented over half of the U.S. market.

The company grew into an international company, a company that continues to set new standards for innovative product design and material development while having won over a dozen Industry Association Awards in categories such as Best Product, Best Materials, and Best Customer Service et al.

Designing, manufacturing and distributing a broad range of market specific products, primarily focusing on the faster-growing new material segment of the Client’s global market, and particularly on higher-margin value-added products, the Client’s strong global presence includes manufacturing and distribution sites in three major regions: North America, Europe and Rest of World (primarily Australia, Asia and South America) and over 6,000 employees in 28 countries servicing customers in over 50 markets worldwide.  The Client is committed to offering superior products that enhance the quality of people's lives. Through innovation, a sincere commitment to quality, and a dedication to meeting customer needs, the Client continues to fulfill the vision of its original founders.
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Competing in a $7B Global Market where the top-3 players in the Client’s Market collectively possessing 45-50% of the market, the Client is the second largest possessing close to 20% Global Market Share selling 50-million units each year (i.e., 20% of TAM of 250M units/yr) and possesses approximately 1/3 of the $1B North American market while growing its market share at over 2-times the overall market growth rate. 
Illustrative Value Chain
Average Selling Price of a Unit 
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With 25% of their Value Added Products producing 75% of their revenue and 85% of profit, the Client’s revenue consistently outpaces the overall market growth; they continue to produce excellent Gross Margins through their value chain.  For a more detailed overview of Client’s market presence and financial performance, please explore the following link:
Client's Common Stock Offering (3MB Presentation) – Q4. 2003
The Management Team
· President and Chief Executive Officer

Appointed Chief Executive Officer and President and a director in April 2000. Prior to his appointment, he served as President of a business the Client acquired in June 1996. He joined the acquired company in November 1990 as Vice President of European Operations.
· Executive VP, Chief Financial Officer
His career began in the controller's office in various parts of a Fortune 500 Corp., where he rose to the position of international finance manager -- Treasurer's Office. Within the Fortune 500, he moved to a financial services company, where he served as vice president finance for Services and then vice president Corporate Analysis. After a two-year stint at another Fortune 500 Corp. as their senior vice president of Financial Planning and Analysis, he moved to a $1.6 billion global public company, as chief financial officer and executive vice president. He holds an MBA degree from the University of Washington.
· Executive Vice President & GM, Europe
Appointed President, American Commercial Operations in January 2002. He also is Vice President, Europe, a position he has held since October 1999. He joined us in August 1998 as Managing Director of the Client’s UK operation, based in Birmingham, England. From 1994 to 1998, he served as a Director of a large international concern with responsibility for Strategy and Market development, based in Melbourne, Australia.
The Opportunity – EVP & General Manager, North America

This is an exciting time to be at the Client’s company.  The Client has been buying small businesses for several years, and has been reinvesting in sales, marketing, and manufacturing assets, and up until Dec. 2003, they have always been constrained by their balance sheet.  As a result of successfully completing Recapitalization in Dec. 2003, they’ve just fixed that.  They are strongly positioned to start a new chapter with the capacity to accelerate their growth through larger acquisitions over the next 2-3 years on top of organic growth.  

In support of this leadership structure, the Client is looking for an EVP & GM, North America who, as a key member of senior management team, will execute the business model while adding to and reinforcing the Client culture.  In a culture that promotes a sense of urgency and high-quality resulting in the highest customer satisfaction, one must possess a willingness to change, take intelligent risks, and be part of a free-market for ideas. Integrity is central to everything the Client does and is required to be successful in the Client’s relationships with its customers, employees, and trading partners. Existing to serve its customers, the Client’s employees and suppliers feel personally responsible for pursuing solutions to customer issues.   Performance driven, and continuously measuring and rewarding high performance, the Client encourages employees to innovate, collaborate and work effectively in teams to optimize results, and then as a learning company, capture and distribute what is learned from their experiences.  

This position requires the ideal candidate to be located in (or relocate to) Southern, California, the Client International’s headquarters.  The ideal candidate must be very comfortable with the risks and rewards of a rapidly growing and evolving corporate environment.  Being well capitalized, the Client is bringing a new capability into a rapidly unfolding marketplace.  This type of challenge is a selling point for the right individual, who can appreciate the magnitude of the breakout opportunity presented to them.  The Client is looking for a passionate, thick-skinned, extremely creative individual who will thrive in this fast-paced, environment.  The dynamic nature of our client’s business demands that this person have the flexibility to adapt to change, push their own personal and professional limits, possess the character to stand in the face of uncertainty, and the judgment and experience to know which course to pursue.

Position Profile 

The Client is uniquely positioned to drive from their market leadership position and achieve dramatic growth. The Client is looking to fill the position of EVP & GM, North America.  Responsible for North American Business Operation’s P&L, the EVP & GM, North America will report directly to Jeremy Bishop, President and Chief Executive Officer.  

The challenge facing the Client is to quickly capitalize on its unique eyeglass lens technical competencies, capabilities and market position, and establish itself as the market dominant leading provider of the Client’s product.  Growing a robust North American Business Operations will achieve this.  The nature of the Client’s technology combined with significant barriers to entry gives the Client a tremendous competitive advantage over would be competitors.  Because no current product provider has been adopted as a branded standard in this space, the Client has a great opportunity to capitalize on its vast customer network and position the value of the Client’s products for market dominance.  Upon arriving at the Client, this person will be expected to draw on personal experience to quickly assess and implement ongoing North American Business Operations activities.

The qualified candidate will be able to creatively identify new possibilities for profitable revenues and partnerships, as well as assist the Executive Management Team in the execution of the Client’s corporate business plan.  

In particular, the new EVP & GM, North America must: 

· This individual will have the opportunity to help implement the corporate business strategy, and support the ongoing strategic efforts to reengineer the business, culture, size the overall target market, segment opportunities, and define and execute the corporate business strategy.  Specifically, the EVP & GM, North America will be responsible for developing the strategic business plan for North America.  Possessing an intimate understanding of the North American business, the EVP & GM will drive the tactical execution of the North American business plan. 

· Specifically support the Client’s key North American investment focus by developing and executing a North American operations business plan focused on driving profitable mid-term revenue organic growth from approximately $250M/yr. in 2003 to $300M/yr. and to supplement this growth with continued acquisitions.

· Though the qualified candidate will inherit approximately 1000 employees with direct reports consisting of (VP Finance, 2-3 VPs of Sales, VP of Marketing, VP of Secondary Processing Business, VP of NA Manufacturing, Dir. HR, and a Dir. Supply Chain), this individual will be responsible for determining and implementing their own organization structure focused on pretax profit generation (with two factors applied: amount of profit that turns into cash, and revenue growth).  This is -not- a job for someone that can only function in a large company with a large supporting staff expecting the marketing dept. to have 40 people and the finance dept. to have 30 for example.  This individual will be expected to mind expenses, headcount, and revenue per employee.  

· Cultivate an employee population that wakes up in the morning thinking about how they could improve the Client’s customer experience.    

· Be in constant pursuit of personal excellence while driving profitable revenue growth through team manufacturing and selling of the Client’s products and capabilities.

· Not only retain, but also grow the client base while reengineering the business process, organization and culture to support the corporate and North American Operations business plans.

· Possessing excellent personal leadership, team building, coaching, and mentoring skills, this individual will drive, train, and mentor - the North American Business Operation team’s - ability to assume a leadership role in the North American eyeglass lens market.

· Continue to attract, select, hire, coach and motivate a world-class North American Business Operations team replacing those, regardless of success, that are unable to participate in a team environment - purposefully evaluating and assembling the team selecting complementary abilities and styles for more effective team performance.

· Be in touch with the day-to-day activities/realities of the North American Business Operations team, and remove obstacles that potentially impede the team’s tactical and strategic success.

· Reinforce a strong brand and value proposition with customers and partners.

· Be willing and prepared to represent the Client with customers, partners and investors.

· Demonstrate sufficient functional and business understanding to uniquely apply the Client’s capabilities creating synergistic high impact client opportunities derived from mapping the Client’s competencies and capabilities into a client’s unique business reality – versus – simply selling the Client’s standard offerings. 

This is an opportunity for an individual who is seeking the challenge associated with being the key point of leadership leverage that will help drive a company to dominant market position.  Do to the nature of the Client’s growth plans, this individual will have the opportunity to not only be a key team member and contributor, but will be expected to assume leadership roles.  The Client’s growth is expected to dramatically outpace the industry.  As this individual’s experience grows over time, so will their role and responsibility within the company.

The following characteristics and experience will describe the successful candidate: 

· With the Client existing within a fast paced environment, a successful candidate has demonstrated success as a purposeful, honest, articulate, implementer - ready to tell people what s/he expects of them, and ready to tell people what s/he doesn’t want them to do.  This articulate, quick witted individual is able to think on his/her feet especially in front of customer, and possesses high integrity having demonstrated the ability to walk their talk, speak with authenticity and authority, especially in the context of succeeding or failing as a team. 

· In addition to possessing a demonstrated ability to understand their business at an intimate level especially in the context of their direct financial business responsibility – this candidate possesses experience successfully working in and running optimized, low cost, flat structured organizations that minimizes bureaucracy and simplify communications. Having demonstrated an ability to expand beyond the scope of their role is able to set an example by their personal work ethic, while demonstrating a clarity and determination in goal achievement, and in the means by which they will get there.  This individual is able to think big and execute tactically muscling their way across the goal line when things didn’t go quite as planned.  

· The “ideal” candidate, possessing complex financial operations experience, and a proven track record of over-achieving against quarterly and annual financial targets in progressively more challenging roles, is currently in an operating Executive role within the commercial products industry.  This individual has significant successful experience with high gross margin, infrequently purchased products where very little difference in product capability exists, ideally with mass markets for low-end products (e.g. Watches, etc.), FMCG background, and/or packaged goods background is ideal. This individual has a proven track record of growing a P&L within a diverse customer-base ranging from the “Mom & Pop shop” at a retail level, to wholesale distribution, independent secondary processing facilities, to mass chain retailers.  

· While possessing experience in the ongoing management of large P&L operations demonstrating the ability to manage multiple projects, opportunities and engagements – this person must possess a proven track record in scaling, at a minimum, a $100M P&L/business over time (ideally 2X).

· Demonstrated successful operating P&L, balance sheet and cash flow ownership experience, and a seen it “start to finish” Supply Chain background in particular (versus simply from a manufacturing or a sales background) is highly preferred. 

· An intuitive nature drives this individual to tenaciously seek facts to reinforce their intuitive yet fact based decision and recommendation making ability.  Combining a winning spirit and success orientation (i.e., Failure is NOT an option) this individual has demonstrated courage to take calculated risks, yet knows how to “fail fast”. 

· Must have demonstrated a consistent and proven ability to function exceptionally in all phases of a product life cycle, business development, delivery and client relationship management, and must be able to articulate their demonstrated approach to strategy, planning and execution (including any reengineering, business process improvement, or customer satisfaction methodologies consistently employed).

· Having demonstrated a strong ability to develop and maintain relationships with client executives up to the Boardroom level is able to build and position customer specific compelling value propositions.

· Able to maximize employee performance by coaching/influencing employee behavior, must know the difference between being able to develop under-performers and knowing when to coach someone out of the company.  

· Must be able to ensure the "right" deals are ultimately won (i.e., not all deals are good deals).  

· In addition to demonstrated ability to lead, manage, and motivate teams - this individual must be a team player possessing a strong ability to “listen & learn” from the success and experience of other.  (i.e., Knows when to lead - Knows when to follow).  the Client has a strong collaborative team environment.

· Having demonstrated strong internal selling skills, this bright, engaging, articulate, and highly motivated driver possesses the capacity to assume ownership where needed, and the ability to teach/mentor teams how to recognize and create synergistic high impact client opportunities derived from mapping employer competencies and capabilities into a client’s unique business reality – versus – simply selling standard solutions offerings.

For more information please contact:  Ron E. Bates, Managing Principal

Phone: 408.451.8414 ( Cell: 408.206.4580 ( Fax: 408.904.4935 ( rbates@executive-advantage.com
Executive Advantage Group, Inc.    Offices in Silicon Valley and the Pacific Northwest
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