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Search:  Materials & Logistics Manager
Candidate:  John Doe
PERSONAL


Residence:
26 152nd Street, Somewhere, CA 97562

E-mail:
jodo@top.net


Telephone:
123.456.7890  (H)
REFERENCES:
Bob Doe: CEO & Chairman at ABC - Direct Superior Reference - (123.456.7890)

Sam Doe: VP of Marketing at DEF – Direct Superior Reference - (123.456.7890)

Dave Doe: GM at XYZ– Direct Superior Reference - (123.456.7890)

Sara Doe: Senior Quality Engineer at GED PC – Subordinate Reference - (123.456.7890)

Gary Doe: Quality Manager at DEG – Subordinate Reference - (123.456.7890)

Tam Doe: Director of Photonics at ABC – Peer Reference - (123.456.7890)

Jan Doe: Director of Hardware Development ABC – Peer Reference - (123.456.7890)

REFERENCE COMMENTS:

General observation: All references were positive with respect to John’s performance and skills, and all would want to hire back/work with John again if right opportunities presented themselves.

By the request of “The Client”, references were asked to focus comments in the following areas: Candidate’s Listening Skills, Candidate’s perceived “job-hopping” not being a function of feeling good when someone recruits him or waves more money at him, Candidate’s ability to utilize people’s abilities and develop them versus using them to implement what he prefers in a given situation, and General Comments about the Candidate.

Reference comments are included in a manner to be as close as possible to direct quotes.
Area of Focus: Candidate’s listening skills:

General observation: All the references said John has great listening skills.  

John heard everyone and understood each situation well.

John is a very good listener.  However, John isn’t interested in symptoms, he is more interested in the root cause on every issue because he is analytical.  He does his homework so it’s very difficult to argue with him. 

John had very, very good listening skills; he pays attention to the details. You also know that John takes notes during discussions, therefore, he doesn’t forget things we’ve committed to in the meeting 

From my experiences and observations, John would always gather the facts before he reacted to a situation. He understood things well and then acted on the facts. If somebody had concerns John would try and understand the employees concerns, understand the conditions and everything that was going on before he made a decision.  

He [John] has a strong initiative driving him. He understands manufacturing and he brings a tremendous amount of experience to the table.  He has over 26 years of experience working in a manufacturing environment, where he’s started factories from scratch. What he really brings is not only the knowledge of manufacturing and how it all works together; he can also show you how to grow a company from a start-up.  In a start-up you have to roll up your sleeves and do it yourself.  You don’t have logic and structure around everything. In spite of all John’s experience, he will listen, and he is very down to earth.  He has a high level of integrity in whatever he does, and he does it with a good attitude. 

I believe his main strength is listening.  John didn’t come in to the company with any pre-conceived notions of his own, except in situations where he had seen something work very well at a prior company.  When there were two points of view at the table he would wait for the scenario to play out and gather all the information.  I remember our weekly management meetings. Other meetings were called, as necessary, to either put out a fire, but I remember watching John, specifically, at our management meetings, which we held every week on Saturday.  John listened to the issues that were brought up, and then we’d typically have discussions on 10 to 20 different items that pertained to the company.  They spanned from technical issues to people issues, and John was a listener during much of the discussions.  He would contribute when he felt he needed to say something, so yes, it was very comfortable to have him in the meetings and you always knew he was listening.  

Area of Focus: Candidate’s perceived “job-hopping” not being a function of feeling good when someone recruits him or waves more money at him.

General observation: Without a single exception, everyone said John isn’t a job hopper.  Without exception, people said John loves the company first. They were satisfied with the reasons he left a company or why he went to the next company.  

I didn’t believe John was a job hopper.  His movement was more symptomatic of the industry. If you look at the companies he worked for, they either were sold or went out of business. John wasn’t in the position of choice in his roles.

I interviewed 20 people for this role, and John stood out because of the experiences in his work history.  I personally went over each role with John, and I was very satisfied with his reasoning and movement for the moves in his career. John would still be at our company today if we didn’t have a downturn in our industry. Letting John go was the hardest decision John and I had to make, but he knew with lack of funding, we couldn’t justify his role anymore. I would hire him back in a minute.  

John was in the same position, as most guys in our industry. I’m sure he’d love to have a home somewhere.

I understand his background and I don’t feel that way about John. I know he loves California, and if the position is on the west coast I believe that will be his home until his career is over.

Oh no, not at all [a job hopper], John has an unusual ability to grow with high-growth companies. He got caught taking some risks, but this guy would put together a factory and we’d grow it quickly. We’ve been around for 43 years here, and with modest 15% a year growth, we’ve suffered along with everyone.  John can certainly do better than 15% growth, and he would have seen to that if he’d been with the right company. I believe he could have operated a very large company and companies he joined just didn’t make it for whatever reasons. 

Area of Focus: Candidate’s ability to utilize people’s abilities and develop them versus using them to implement what he prefers in a given situation.

General observation: The group of references gave many examples of John’s ability and desire to help people reach their potential and grow with the company. 

John understands the difference in training and developing a person and utilizing them for his immediate needs and he can and will do both.

The fellow that runs our materials organization started with our company 14 or 15 years ago as a fork lift driver, he came through the shop and was very street smart. He didn’t have a college education so John encouraged him to go back to school because John noticed the kid had an aptitude for computers and programs. The young fellow took to it, and John continued to develop and encourage him, because as you’ve recognized John is very well educated himself. To grow the department he surrounded himself with people that needed training and development.  The employees were grateful to John because they couldn’t believe they were getting this chance to grow with the company.  John made all of this happen!  Let me give you another example, there was another young lady who was a purchasing clerk and John turned her into a very solid purchasing agent that really knows her stuff.

John looks for various skills in his people and develops them. A good case in question, there was supervisor on the floor that didn’t know how to do his job. John noticed the guy had skills so John nurtured and trained him. The guy became an excellent supervisor in manufacturing.

John encouraged people to learn new things in order to enhance skill levels in the corporation.  His whole approach was - let’s look at the best resources that we have and if someone didn’t have the skills, he helped them get up to the level.

People are one of John’s top concerns.  John would go out onto the production floor everyday to speak with the production workers, people in shipping, receiving, to get the general feel for the operations. In our staff meetings he always stressed the importance of personnel, and he was always asking his direct reports if there were any issues he should be aware of and if they had any concerns. He cared because we were working in a start-up mode, we were all working very long hours, and he always considered that.

He definitely can do both things well.  He realized the importance of time lines and deadlines, and at the same time he realizes that a short-term gain isn’t worth it – we’re sacrificing the long-term gain for the company in the long run. Once we were negotiating a very lucrative contract, but the supplier had a civil issue and John steered us away from it.  We all argued but John said, and proved, it could harm his people and the company, so even though the contract looked lucrative John had the long-term outlook, and looked out for his people and the company. By the way, he was correct. He was always improving someone’s skill set because he believed that made us a stronger company

General Comments:

General observation: All the references said there were no issues that would prevent John Keane from performing in this role.  They all felt he was a good person and a great worker. They all felt he looked at the big picture, and more so understood the big picture.  They would hire, work, or work for John again if given the right opportunity.  They feel he has a desire to stay in Southern California and that he is looking for stability in his next role.  From my description of the position at “The Client”, they all said, John would be excellent and do a great job.

John has a lot of experience. He has been to China, Taiwan and Korea. He is very skilled at travel and dealing with supplier contracts.  We had a number of conversations about the talent and knowledge base a person needs to have to get through all the application processes you need to go through to open a factory and do work there.  John is certainly imminently qualified.

John worked well with everybody. Even though John was an executive, when it came to working with an engineer or a CEO there was no difference to John.  He worked freely, and he was very open with people.  He challenged you to get better and he loves to be challenged.

John got along well with everybody, at all levels.  He is a very good people person.  I would work for him in an instant.  Because I work in Quality, John and I would share some of the same thoughts and desires for the world of Quality. Everyone respected John’s concern for people and the way he managed them, and I thought it was key to his success.

When I came there, John was already in place, and I noticed we had a weak driving system on the purchasing and control supplier chain. I watched John get in the middle of the problem and train three people to handle this, they did the job exceptionally well after the training. John saw the issue coming down the road and we were prepared for it when it got there.

All the references said there were no issues that would prevent John Keane from performing in this role.  They all felt he was a good person and a great worker. They all felt he looked at the big picture and more so understood the big picture.  They would hire, work, or work for John again if given the right opportunity.  They feel he has a desire to stay in Southern California and that he is looking for stability in his next role.  From my description of the role they all said, John would be excellent and do a great job.
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