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Confidential Reference Check
Search:  Senior Vice President of Sales 
Candidate:  Dave Doe
PERSONAL


Residence:
1 View Court, North Somewhere, XX 00000

E-mail:
daved@aol.com

Telephone:
123.456.9137 (HO)






123.654.9137 (C)

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

· Sam Doe: Former EVP and member of the Board at BIG-5, and SVP of Sales & Mktg. at BIG-SI (retired)- Direct Superior Reference 

samd@aol.com, h: 123.456.3791

· Steve Doe: Former President of Sales & Marketing at SI Systems - Direct Superior Reference 

sdoe@aol.com, she is on extended travel in Europe and email is the best way to schedule phone time with her. 

· Chuck Doe, Former Boss at SW Devcorp - Direct Superior Reference 

cdoe@aol.com,  Brenda only provided comments via email as she is with ABC and is unable to give a direct reference due to ABC policy.  

· Cindy Doe: Former peer at SI Systems - Peer Reference 

cindyd@aol.com, d: 123.456.3791

· Tom Doe: Former VP of Sales at XYZ - Subordinate Reference
tomd@top.net, d: 123.456.3791

· Tim Doe: Former SI Systems Sales Director subordinate  - Subordinate Reference 

timdo@aol.com, c: 123.456.3791

· Pete Doe: Former BIG-5 client CEO, and Dave’s subordinate at XXX and eventually Dave’s replacement – Client/Subordinate Reference
pedo@aol.com, c: 123.456.3791

· Paul Doe: Former BIG-SI client SVP, and former XYZ subordinate – Client/Subordinate Reference 

uloe@aol.com, c: 123.456.3791

· Jim Doe: Former SW Devcorp client YYY Partners (currently an EVP with ZZZ) - Client Reference 

imoe@aol.com, d: 123.456.3791

Reference Comments:

All references were positive with respect to Dave’s performance and skills, several (including Superior and Peer level references) commented on how Dave made positive career impacting impressions on them, and all would want to hire back/work with/for Dave 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 Dave back in his job performance.

By the request of the client, references were asked to focus comments in the following macro areas: Candidate’s Ability to Lead & Manage, and Candidate’s Ability to Drive Revenue Growth.  These two categories were then broken up into subcategories.

References were questioned on the Candidate’s Ability to Lead & Manage with questions specifically intending to solicit responses in the following subcategories:  Candidate’s Ability to enroll others in a Vision, Candidate’s Ability to Influence and Mobilize People to Take Action, Candidate’s Ability to Influence an Organization and Drive Change, and Candidate’s Communications Style/Skills.

References were questioned on the Candidate’s Ability to Drive Revenue Growth with questions specifically intending to solicit responses in the following subcategories: Candidate’s Results and Accountability Orientation, Candidate’s Sales/Sales Management/Player-Coach Skills, and Candidate’s Initiative/Tenacity/Work-ethic.

I specifically asked almost every reference to expand on what I referred to as “the dark side” of being a consensus builder.  The comments that were solicited were so consistent and redundant in perception and experience I didn’t integrate too many into the document.  Specifically I would state and ask, 

· “You as well as many other people have spoken about how Dave is one of the most adept individuals they’ve ever met at building consensus.  That said, there can be a -dark side- to consensus oriented individuals.  Specifically, they can be perceived as Political, and they can be perceived as being paralyzed in their ability to decisively act in a timely manner personally or to get others to act in the absence of consensus.  I’m not saying anyone is attributing any of this -dark side- to Dave, but it would be helpful if you can expand on how this does or does not apply to Dave.”  

Not one single reference had -anything- negative to say about Dave being wishy-washy, unable to be direct and deliver a hard concise fluff-free message (especially to superiors), unable to decisively drive people to act and execute in a timely manner.  Everyone reinforced that Dave was one of the best they’d ever seen at building consensus, and not only to accomplish objectives personally, but also to drive teams to accomplishing objectives.  This is also how you have to get things done typically in “Partner” organizational structures such as PriceWaterhouseCoopers, SI Systems, and BIG-SI.

References were also asked to describe Characteristics of individual’s that would have a hard time working with the Candidate, in addition to being asked to describe Developmental Opportunities for the Candidate, with additional reference comments captured as 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 Lead & Manage

· Candidate’s Ability to enroll others in a Vision

Dave’s relationships with his customers were unlike anything I’ve ever seen.  His customers basically came to our company because of Dave.  Dave’s customers are #1, and have followed him from company to company and position to position.

Dave is very persuasive.  He’s an unbelievable public speaker.  We had him on CNBC, and he’s been widely quoted in the press.  When he speaks, you listen.  He not only knows what he’s talking about, he sounds like he knows what he’s talking about.

Dave not only sold me on a very large project, Dave brought in a very well focused goal oriented team with it being very obvious they respected Dave.

He is good at figuring out what “the new thing” is, and articulating the concepts, and picking up from different sources, what the key elements are, and translating it into benefits for the customer.  Dave is very good at articulating value propositions.

· Candidate’s Ability to Influence and Mobilize People to Take Action

At SI Systems, Dave had no choice but to drive people forward.  The bottom line was it, and Dave was responsible for it.

Dave listens to everyone’s input and lays out the arguments, but he develops relationships with people such that they know that he’s the one ultimately making the decision.  I’ve never observed Dave not being able to move people forward.  He always has enough information to convince people of an approach.

What Dave will do before proposing a plan is he will build two teams of key individuals/stakeholders that would be needed to support his plan above him “team A”, and support his plan from an implementation perspective below him “team B”.  He will tell you that he wants your support stating, “Because if I don’t have your support what I’m planning won’t succeed.  Let me show you how this plan aligns with your own interests and objective as well as the company’s.”  He builds his consensus in two arenas: below him and above him.  He is the only one that I’ve ever seen that could do this with the magnetism and thoroughness that Dave can do.  I couldn’t, and I was his boss with 30 years of experience at two companies.  Dave built a very successful track record at BIG-5 and BIG-SI doing this.

Dave does not go off half-cocked, with ideas or plans that he hasn’t thought through. He totally covers every base of potential failure and success.  When he says, “Let’s do this.” It’s been thoroughly thought out.

I asked Dave to meet with me to discuss a directive to increase our sales over the next 12 months by 25% in Europe and 40% in the US.  I asked Dave can we do this, and I said if you think we can’t do this – I want to know why, but if you think we can do it – don’t simply say so because the request is coming from two or three levels above either of us.  If Dave looks at a plan or request, and does not agree with it, or requires some minor or major changes, he will stand by his feelings.  He will not undertake a massive expansion program if he does not agree with it, and if he doesn’t agree with it – he’ll come back with the compelling data to support his opinion.

· Candidate’s Ability to Influence an Organization and Drive Change

SI Systems was evolving and constantly changing in those days.  They were constantly reorganizing the company and switching roles.  Dave dealt with this great.

He’s not afraid of taking well thought out chances and making mistakes then learning from them and moving on.

Dave is a change agent – definitely.  He recognizes there is a fine line between change and still having to work within the culture and the environment that exists.  At the same time if an organization is looking for someone to drive change, Dave will light energy within an organization.  Dave is very tough on himself.  He is very demanding on those around him and expects those around him to be as passionate about the environment as he is.  He’s a real visionary.

He’s able to shake things up, and make people understand that they need to be committed to an outcome or goal.

He is great adapting to change and is one of the best consensus builders I have ever had work for me. It was a very political environment and Dave was able to always navigate his way through. He also was a wonderful change agent and navigated his way successfully through a number of strategy changes at the company.

Dave will drive change based on the plan he needs to implement and market conditions.  If any changes are made, he will impose any changes that need to be made on himself as well as his reports.

Dave has spent many nights in training classes instructing his sales teams on how we need to get it done and why if we don’t do it this way our competitors are going to eat our lunch.

· Candidate’s Communications Style/Skills
Dave brings everybody into the room.  He lets everyone air out with him being the last one to talk.  He lets people express their viewpoints and varying opinions.  He’s not autocratic.  He actually listens.  

Dave is very much an “open door” kind of individual.  He’s not the kind of person that imposes his will on people.  He tells people what needs to get accomplished and let’s them try to achieve that.  He’ll come in and see how things are going, but he doesn’t try to micro managing in terms of telling people specifically how to do it and therefore avoiding them from having to think.

Dave’s a passionate individual.  He gets really into what’s going on.  He really cares about things.  Sure he’s more fun to be around when he’s winning, but if he’s losing the downside is that he doesn’t like losing like anybody.  He’s not afraid to make changes.  Good people follow him around.  

Dave doesn’t steal people’s attention.  In fact, when people do good things, Dave’s sending out notes touting his people – even though a lot of it might be because of what Dave has done.  He wants to make sure his people are in the limelight and not him.

Dave is a very bright individual.  He’s somewhat unique in that he has a very strong understanding of the intersection of business and technology, and that allows him to be tremendously persuasive in his view and arguments he brings to the table.  He’s a student of technology and really does understand and apply his knowledge to business problems that various institutions are facing.  He’s very good at laying out an argument with statistics and reference points within the industry.  He’s very persuasive and able to bring consensus.

Dave has a very engaging management style.  He stays very close to the people that are working for him.

Dave is going to say what he thinks and speak his mind.  Dave is going to bring a lot of energy to an organization.

Dave is a direct effective communicator.

Dave is a guy that understands how to go out and win big pieces of enterprise business, both directly and through a sales team, and he has the ability to build and develop a top performing sales team to go do this.

He’s very good at leading people, and making the people working for him not feel like they were just being told what to do – he enrolled people in what they needed to go do.  Dave has a knack at building consensus without you knowing he’s doing it.  Dave is about as far from being wishy-washy “yes man” as you can get.  I could always count on Dave telling it straight.  Dave has no problem being direct especially with superiors.

Candidate’s Ability to Drive Revenue Growth

· Candidate’s Results and Accountability Orientation
Dave is aggressive, but not to the point where it would turn people off.  He has no fear.  He wants it for himself as much as he does for the company and the customer.

In a passionate hard driving environment where their goals and objectives, he takes seriously the commitments he makes to senior management, and he is going to drive those people hard in making their numbers.

I’m a tough boss; I lay down very tough objectives and standards that I expect to be met.  Dave consistently beat those objectives and standards every single time.  Dave is very product driven, whether it’s service products or hardware or software products.  He’s able to take a product, come up with a strategic plan, which anyone with an MBA can do – but what separates Dave is his ability to successfully execute the plan.

I’ve rarely seen the loyalty from reports like the loyalty Dave demonstrates.

Dave is able to get good people to come to work for him.  He demands proper execution of a plan.  He is creative and nimble to capitalize on opportunity.

· Candidate’s Sales/Sales Management/Player-Coach Skills
Dave is the best I’ve ever seen from a business development perspective.

Dave was a great developer of people.  Takes the best of what’s there and bring in the rest of what’s needed.

Dave is a fiercely competitive guy.  It starts with athletics; he’s a very good athlete.  He’s a guy that hates to lose.  He’s the kind of guy I always pick to be on my team, because if we lose I know we’re going to go down fighting.  I think that’s the kind of people he likes working with, and why he’s always been so good at what he does.  He always plays to win.  He’s a good leader in that way in the sense that he’ll go into the battle and roll up his sleeves and be very participative with people.  He’s very involved with developing people.  I think that a good measure of looking at how effective someone is as a leader is looking at how people follow him from place to place.  Dave has a history of having people that have worked for him at other places continue to go with him to other opportunities.  I’ve met people that he’d worked with from BIG-SI that followed him to another opportunity.

Dave’s very good at assessing opportunities, and getting people to focus on the one’s that matter most versus the “hail Mary” opportunities.

He’s experienced at rebuilding and developing “broken teams” that he’s inherited.

Dave attracts people that want to win.

If you put Dave in front of a client, he is the most unbelievably impressive person in front of a client.  He’s someone that likes to be in the field and in front of customers.  He’s very supportive of the sales people that work for him.  He will always give them the executive backup they need to be successful.

He intimately understands what his people are working on and what’s in their pipeline, always querying as to what it’s going to push a sale over the top, and is always giving people the confidence and the push to push it over the goal.  

What causes people to follow Dave is his success.  I know of two people that followed Dave from BIG-SI and are still here.  

Dave is a accomplished sales leader that worked for me for over 3 years. He was a great mentor to the younger sales folks and consistently grew his business at 40% per year both top line and bottom line. He has tremendous integrity and passion and I promoted him 2 times.  When we sold his division, it was with great regret that I allowed him to follow it to the acquiring company. He also had the lowest turnover rate in his sales team as opposed to the other divisions I operated.

Dave is very good at making an enterprise sale happen, and leading sales teams to do so.

Dave is very effective at the highest levels with clients.  Clients love this guy.

What Dave looks for and Dave demands is getting him involved in difficult situations.  He is a marvelous closer, and incredibly creative.  He’s able to restrict price-cutting; he doesn’t believe in price-cutting just to win a deal. He believes in winning good solid profitable deals, and walking away from those that aren’t.  Dave does not look kindly at if a deal goes south, and the sales person fails to bring Dave in to help.  

At times in my career, part of my goal as a sales guy was to keep whomever was my immediate sales superior away from my clients given their ability to screw it up better than anybody.  That wasn’t the case with Dave.  Dave was someone whom I never felt the slightest bit of worry about putting him in front of a client.  He carries himself in a nice way that could help me get a few levels up in a company.  Someone with a job title wasn’t always able to get that done.  Dave could because of how he carried himself and presented himself.

Dave is a great salesman and able to get in there and roll up his sleeves where people can benefit from his direct help and support.

· Candidate’s Initiative/Tenacity/Work-ethic

I’ve never seen anybody so determined where he would be in the office at 11-o’clock at night just trying to close a deal.  I use to yell at him, because at that time he had a younger family and I would say “Go home, go home.”  He’s just completely driven and loyal to the company he works for.  It’s his M.O.

Dave was extremely loyal to senior management.  
Dave’s numbers demonstrate his Initiative and Tenacity number one.  Nobody has brought in the kind of numbers to a company like Dave has.  Dave can take a number from zero to $40M.  I’ve seen him do it, and I’ve seen him double sales with me alone.

Nothing is more important than making the goal, and he is going to do what it takes to get there. 

· Characteristics of individual’s that would have a hard time working with the Candidate
Dave was not too accepting of mediocrity and lack of commitment.  He drove them hard, and it paid off.  These were commissioned based sales people, and it ended up in their pockets.  He was very good at developing them.
The biggest thing that bothers Dave is mediocrity.  If you’re going to come to work for Dave, you’re going to give it your all.  You might not be him, and you might not ever be him, but he’s going to want 100% of you, and he isn’t going to stand for laziness. 

If the culture of the company is one that is accepting of people who are just sort of hanging out and doesn’t hold people’s feet to the fire, then this isn’t the place for Dave.  Dave is the kind of person that holds people’s feet to the fire to perform.  He’s not going to be unfair to them; he’s going to give people all the tools to succeed, but if a person isn’t motivated then Dave isn’t going to be tolerant of that.

People that are looking for lifelong employment without pressure don’t really want to hang out with Dave.

Slackers would have a hard time working with Dave.  Especially in high-level sales, you run into people that talk a good game, but in the end aren’t able to produce results.  In the end, what Dave will look to judge people by are the effort they put into something, the traction they get, and the intelligence they put into it.  Dave is willing to give people help, but if you aren’t a worker and are taking advantage of the company, he isn’t going to put up with that.

Developmental Opportunities

Dave can become frustrated with people that don’t live to the same level of motivation and commitment as he does.

Dave has very high standards, and if he sees that someone is not performing that’s not in accordance with his standards, he may nail them.  Dave is very much a corporate man, a corporate leader, and he expects everyone to live up to his performance standards.  He’s learned to bring people along and up to his standards.

General Comments

Dave was a great leader, motivator, and consensus builder.  

With Dave you get a 100% return on your investment.  He’s flexible in that if a company is changing, he will change with it.  But as far as sales, he knows what he’s doing, and he will absolutely make any company happy as far as their bottom line.

At one point in time as a result of the client experience I had with Dave, I ended up offering Dave a position with my company.  I later ended up actually going to work for Dave at another company.

Dave is very good at contributing to product development/product strategy.  He really listens to customers, and really has this knack of understanding what customers are interested in and how to sell this way. 

What you’re investing in with Dave is someone that is able to grasp very quickly the situation that a company is facing when trying to drive their offerings into a market place, someone that is tremendously articulate, who knows his industry as well as anyone, someone who will represent the company tremendously well in the marketplace.

I read your spec and Dave would be great for this job. Frankly now that I know that he is in the job market I might give him a call.

Dave is a known entity with a basket full of success stories that very few people can compete with.  That’s why I brought him with me when I changed organizations.

Dave is a very intelligent and creative leader, but at the same time has a good understanding of how business organizations run and the people dynamics of those organizations.  He’s a very good people guy.

With Dave you’re getting a very intelligent good people person that can help grow a company.  If I was a large stagnate company and I needed someone to fill a hole, there might be better people than Dave.  But if I was looking to grow something, he has the qualities necessary to grow a business.
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