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Search:  Senior Vice President of International Sales
Candidate:  Tom B. Doe
PERSONAL


Residence:
16 122nd Court, San Somewhere, California 95123

E-mail:
tbd@aol.com

Telephone:
123.456.7891 (H)




321.654.9870 (HO)




159.357.8462 (C)




465.285.9137 (F)
References:
Reference relationships/companies/titles are in the context of the reference -not- current employers/titles.

Joe Doe: CEO President, ABC - Direct Superior Reference – (123.456.7890) 

Jim Doe: Corporate Vice President, XYZ – Direct Superior Reference – (123.456.7890)

Jeff Doe: Sr. VP Sales & Marketing, GGG - Direct Superior Reference – (123.456.7890)

Jack Doe: Corporate Vice President, XYZ - Superior Reference – (123.456.7890)

John Doe: General Counsel, ABC - Peer Reference – (123.456.7890)

Jay Doe: Contracts Manager, XYZ - Peer Reference – (123.456.7890)

Jerry Doe: Japan Sales Manager, XYZ - Peer/Subordinate Reference – (123.456.7890)

James Doe: Director of Sales, XYZ - Peer/Subordinate Reference – (123.456.7890)

Joseph Doe: Director of Sales for Latin America, XYZ/ZZZ - Subordinate Reference – (123.456.7890)

Yet to connect with:

Bill Doe: Director Sales, XYZ - Subordinate Reference – (123.456.7890)

Bob Doe: Sr. Corp Vice President, XYZ - Superior Reference – (123.456.7890)

Brad Doe: Sr. Director, XYZ – Direct/Superior Reference – (123.456.7890)
Buck Doe: Director of Sales, XYZ - Direct Superior Reference – (123.456.7890)

Brett Doe: Director of Sales, XYZ - Peer Reference – (123.456.7890)

Reference Comments:

All references were positive with respect to Tom’s performance and skills, several (including Superior and Peer level references) commented on how Tom made positive career impacting impressions on them, and all would want to hire back/work with Tom again if right opportunities presented themselves.  Though some comments were purposely solicited in an attempt to draw out developmental opportunities for the candidate (i.e., nobody’s perfect/we can all improve), none of the reference felt that any of the developmental issues discussed ever held Tom back in his job performance.

By the request of the client, references were asked to focus comments in the following areas: Candidate’s Ability to Hire, Candidate’s Ability to Train/Develop a Team, Candidate’s Leadership Ability.  Additional reference comments were captured and I attempted to categorize them as Candidate’s Communications Skills, Candidate’s Negotiations Skills, Candidate’s International Business Development/Sales Skills, and General Comments about the Candidate.

Reference comments are included in a manner to be as close as possible to direct quotes.

Candidate’s Ability to Hire:

Tom has a capability of assembling a team that will succeed in any area of business.  In Latin America, with respect to Cellular Infrastructure, Tom not only closed large contracts and operated the business, but he directly interviewed, selected, built, and was responsible for a very strong sales and operations team.  He hired more than 70 people in Latin America, Mexico, and the US.  

He has a lot of capability to understand the different mentality and thinking of different cultures.

Tom is very good at understanding the strengths and weaknesses of a team and is able to hire to address these dynamics.

Tom went out and assembled two teams I worked with: Latin America, and Central Asia.  In both cases he hired excellent teams that were quite successful.  He hired the majority of his team from the outside versus just pulling people from different parts of the company.

Tom was really trying to match up expertise with gaps in expertise, especially regional or country specific experience.  He was really trying to find people that were experienced in working directly in the countries in question.

Tom did a very good job of hiring and reconstituting the team in our Hong Kong office and building a very successful team.

I hired Tom to help us develop a team to go into the international marketplace and take us into the services business.  He has extensive international experience, and brought in people in helping us build the international business.  Tom put very senior well-qualified people in place.  All of Tom’s contacts/hiring recommendations were really very useful and well qualified to what we were trying to do.

I’ve seen Tom build teams from scratch and hire people all over the world.  Tom has not only hired a lot of people, but also hired a lot of people that have gone on to be Vice Presidents and Sr. Vice Presidents in XYZ.

Candidate’s Ability to Train/Develop a Team:

Tom directed the monthly and weekly sales meetings.  He was very involved in each business/opportunity.  He was very open to people working very close to/with him.  He led by example, versus just preaching what to do.  Tom was always very involved in helping to close deals.  People were always learning from Tom.

Working with Tom was the most successful time of my career.  I learned that a leader must be very close to their people, to guide by example, to not simply to lead from a desk, but to be out in the field and involved with what’s going on.  I also learned how important it is to make it clear what someone’s role and objectives are – clarity actually making it easier for someone to execute against objectives.

Tom knows a lot, and expects a lot; he will challenge you to be better.

Tom had one of the most rigorous training programs of anyone in the company.  He would cross train Sales people by making them spend time working with the various related disciplines and organizations within XYZ to make sure they understood how to get things done within the company.  Nobody else did that.

Tom was a very nurturing manager.  This resulted in him being able to build a very loyal group of people around him.  He takes great pride in the successes of the people around him.

Tom has trained people that had no background in the business - developing them into people that were very successful for us.

This is one of the things Tom does best.  Tom spends a lot of time with his people.  Every time I would go to see him in his office he’d always have a couple of people that he was working with to help them understand an approach to a situation and so on.  Tom is a very confident guy and builds a lot of loyalty and enthusiasm with his team.

Tom was great at working with a direct sales force in channeling their energy, and providing a seasoned influence on them without slowing them down.  He’s able to deal with the issues, and develop a salesman, without loosing the salesman’s energy.

Tom is a great counselor and coach.  I would beat the crap out of people, but he would work well, almost like we were good guy/bad guy with Tom coming in as the counselor/coach to help people see what they needed to do to execute/improve.

Three or four times a year, Tom would bring in the team and discuss the style and strategy of the critical customer meetings were about to have.  Tom was great at keeping people’s eye on the ball.

Candidate’s Leadership Ability:

Tom has a very strong personality.  He was very involved, leading by example.  In Mexico, we needed to submit between 12-15 different proposals for a nation wide license.  He was very involved in this project working overnight with the team.  In Brazil, we won a huge contract.  Tom worked almost 2-3 days with the team without sleep on what ended up being the most important project in Latin America.  He was always with the team.  He didn’t just tell people what to do.  He was very involved in working directly with his team.

Tom is not a micro manager.  He isn’t like that.  He gives the right tools and leads people to help them develop their skills to help them achieve their objectives.  He trusts people, and at the same time he’s very strong on expecting results.

As a leader, he leads by example.  He’s very committed to help anyone at any moment achieve results.  His main strength is the ability to focus and achieve results.  

Tom understands people and what’s required to get the job done; he’s able to draw on the strengths of a team, and understand what motivates people, and clear in direction.  When a situation is ambiguous, and people are looking to Tom for clarity, he’s able to crystallize a vision/situation to enable an organization to move forward even if the direction is somewhat confused from a strategy/corporate level – he’s at least able to get it moving in the right direction by giving specific paths and objectives for folks.

Tom is really good at getting a vision defined, and people enrolled in it’s execution.  He’s able to assimilate the various objectives and communicate them to folks.  There was a situation at the very end where the CEO had left our company, and they’d yet to bring a new one on board.  Tom actually stepped into the role as a leader, took control of the situation, communicated what was going on to everyone and got us focused on moving in the right direction.

Tom is a more of a lead by example, but he’s also a delegator.  He allows people to develop their own skill sets.  He works hard, expects others to work hard, he develops and expects others to develop.  He’s not a charismatic leader; he just gets in their with everyone else.

Tom is a collaborative leader.  Tom always took the time to bring everybody into the circle, and collaborate to get to a decision the best you can, and if you can’t – Tom would make the decision.  He took the time to listen to the different viewpoints.

Tom sets an example for people.

I’ve never met a more qualified guy to lead international business efforts.  He proactively removes roadblocks for his staff, makes sure they are headed in the right direction, make sure they have the right tools to succeed, and makes sure he’s available to help remove roadblocks as they come up.

You can trust Tom.  That comes across to a sales guy pretty quick.  The sales guys trusted Tom and believed in his judgment.  They felt like he wasn’t giving them spin or wasn’t pretending to know how to do something that he really didn’t know how to do.  He would roll up his sleeves and work through a contract with them, or suggest a certain strategic approach to an account.  He comes across as a very experienced guy that’s done it before.  The sales people we had were 30-40 years old, and they respected someone that really had the expertise and wasn’t overstating their capability.  Tom came across very credible.  He has a very non-arrogant fashion of communicating this expertise, capability, and credibility.  He generates a lot of loyalty, and is able to win over people one at a time.

Tom has a way of lobbying or getting the feeling of the individuals on the team, and being willing to change if he was on a tactical route that was wrong.  He’s not autocratic. 

There was one instance where I was misquoted in the press where I was almost fired as a result.  Tom went directly to the press and showed them the copy that was approved and where they misquoted me forcing them to print a retraction.  Then he helped me compose a letter of apology to the client.  Tom didn’t have to do any of this, but what he did - helped me keep my job.

Candidate’s Communications Skills:

Everybody knows what their exact role is when working with Tom.  When you know this, you’re able to focus and execute much better.

Tom is well schooled but well healed.  Sometimes he has a difficult time communicating to “the common man”.  He doesn’t talk down to people.  He just has a hard time relating to “the common man” sometimes.  That said, I’ve never seen this stand in the way of progress.  This is never a problem in a sophisticated business environment.

Tom would work directly with people/groups as to how to directly approach a given topic culturally with customers.

The initial impression you have of the man is different than the long term impression.  When I first met Tom, he was a little quieter and a little more analytical than how he actually turned out to be as I got to know him.  He became a little more gregarious and opened up over time and over interactions with him as a co-worker.  He’s not a flamboyant guy.  He has a very professional demeanor with customers.  There are different kinds of sales styles.  Tom is very much the relationship building kind of guy.  I’ve seen the relationship over several months with customers – the relationships develop.

Tom will dig into a subject, understand it, and then is a very effective communicator of this knowledge and insight.

Sometimes his knowledge of a subject can tend to have him inundate somebody with information and not slow down long enough to make sure the other person understands where he is going.  Sometimes he lets his enthusiasm push farther without checking often enough to see how much the person is actually absorbing.  I’ve never seen this hold him back or hurt him impact wise.

Tom would always call me to brief me before closing a deal, he would always step me through the key issues, he never failed to keep me abreast of things, and he never failed to have solutions.  He would never approach me with a problem without a suggestion for a solution.  My staff, his peers, always liked to work with him, and would travel with him to any place on earth.  You haven’t asked this yet, but he is one of the best negotiators and closers I’ve ever come across, and people like to be around winners.

Tom’s profile and demeanor is very suitable in the Asia Pacific region.  That said, he’s very sociable, adaptable and culturally aligned with the people he meets.  His offshore persona is really-really quite good.

Tom has good communications skills, he is very communicative and excellent and building relationships.  People really like to work with him.

When Tom deals/communicates with people, he is a very mild mannered non-arrogant fatherly like kind of guy.  That said, sometimes a counselor like style requires a lot of words versus blunt crisp sound bites that are a little more direct - though this had never held him back results/performance wise.

Candidate’s Negotiations Skills:

Tom taught me about the art of negotiations as it relates to the business side of things.  He really helped me understand how the legal aspects related to the business deal.  He taught me a lot about international negotiations, and how to structure large international deals, managing perceptions, sensitivities, a very sophisticated appreciation to these situations.

Unlike a lot of people that go out and “negotiate” so to speak and close a contract, only to then bring it back and throw it over the wall for legal and contracts people to go over with a fine tooth comb to make sure it’s actually a good contract that the company wants to actually move forward with, Tom does all this –before- he calls a contract done and calls it “closed” so to speak.

Working through and negotiating international contracts, very few executives even at the VP level are conversant at the contract level.  Tom excelled at this, and would even help sales people at the tactical level.  He wouldn’t just throw a contract over the wall, he would make sure they are scrubbed.

Candidate’s International Business Development/Sales Skills:

Tom taught me everything I know about international business.  He understands culture, and has operated in every part of the world and knows how things get done.  He understands what’s happening, he understands the implications of things, he knows how to move through tough customs situations; he’s absolutely excellent.

Tom is one of the most experienced international business development people out there.  He’s probably one of the most seasoned executives you’d find.  His record speaks for itself.  We’ve won business together all over the place.

Tom has had substantial exposure and he has an understanding that a lot of other people don’t have.  He knows what to look for, and knows how to read what he’s looking at.  As you move from one country to another, the changes often are dramatic - you have to do a lot of listening first and studying before you jump to conclusions.  Tom has been in this area of activity long enough to make sure he doesn’t jump to conclusions.

His depth of exposure and knowledge of international markets is a strong suit.  He’s been directly involved versus being a student from afar.  He’s done the actual interfacing in these markets.

Having worked for me, I couldn’t recommend a better person for an international assignment.  His experience and abilities are the best I’ve ever seen.

Tom is culturally fluid.  He could move into international cultural settings and then back to domestic settings - which are entirely different.  Tom worked on S. American, Asian, and European issues, multiple countries in each area, and he fluidly moved through the cultures in each when he worked for me.

It’s very easy when dealing internationally to loose sight of what you’re objective is.  Tom never lost sight of the objective.  Tom has worked internationally so long, he knows how to stay focused.

He is very energetic.  I would get calls from him from Tokyo, Moscow, London, Chicago and San Diego with my being in Africa.  He knows the world times, and he knows when to get a hold of you.  He can keep a lot of balls juggling.  We had a lot of projects going in various parts of the world, and yet could switch from one to the other, and keep the successes going.  It was due to him that we won the deals in Nigeria, in St. Petersburg, and India.  He would obviously have read up on things, and when he called you - he was obviously fully briefed on the issues making the calls very productive.  He also understands the government relations in all of these countries, and knows how to get visas set up.  He just knows how to get it done internationally.

General Comments:

You get a really hard worker in Tom.   I’ve negotiated deals at 3 AM in Guatemala with Tom, and put deals together in green ink in Africa because there wasn’t any blue ink to be found in the country.

His experience is extremely broad and spans most facets of business.

The most valuable thing I’ve learned from Tom is patience.  He has taught me to make sure I’ve got it right and have the facts, and to make sure you’ve got a good collaborative team together when you’re going forward.

Tom has a strong ability to collect information and make sound recommendations.

You’re getting a well-balanced, good human being that understands international business very well.  I don’t want to wax on about the guy, but I’d hire him again if I could.

Tom’s performance and his team’s performance was excellent.  He’s an intelligent resourceful guy who’s willing to commit himself in some unsavory environments such as India.  He did a good job in everything we asked him to do.

Tom is probably the best guy I ever met in XYZ in the 16 years I was with XYZ.

You are getting a guy that you can trust who isn’t all wrapped up in his ego.  Tom is extremely good at being giving an objective and he’ll go run with that object.  When he comes back, he won’t have changed the objective or watered it down, he will stay on that objective – and get it done.  He’ll break down an objective, goals and work plans.  He never failed to hit his objectives.  He broke down the objective of international expansion and accomplished these country by country.

Tom has a lot of experience and a huge network of industry executives.  Tom brings ideas that are baked having bounced them off others sanity check wise.  Tom brings sound ideas that he’s “road tested” to the table.  Tom is able to put extremely creative ideas forward, and recognize creative ideas.

Tom is a very balanced person who is stable, reliable, and doesn’t “duck the bullet” when the crunch comes and something needs to be addressed whether it’s the hiring/firing of someone, or turning a deal down at a customer, or getting to where he needs to be in the world to help close a deal, you can be guaranteed that Tom is going to do what he needs to do to do the right thing.
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