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

· Bob Smith: CEO at Previous Employer, Inc. (PE, Inc.) - Superior Reference 

bsmith@aol.com, d: 123.456.7890

· Pete Doe: CTO and founder at Previous Employer, Inc. (PE, Inc.) - Superior Reference 

pd@aol.com, d: 123.456.7890, c: 123.456.7890

· Sam Jones: Vice President Sales at Old Employer, Inc. - Superior Reference
sjo@aol.com, d: 123.456.7890

· Ed Smithers: VP Sales at Previous Employer, Inc. (PE, Inc.) and Current Employer, Inc.  - Peer Reference 

edsmithrs@aol.com, d: 123.456.7890

· Janette Doeson: VP of HR at Previous Employer, Inc. (PE, Inc.) - Peer Reference
janettedo@aol.com, d: 123.456.7890, h: 123.456.7890

· Sarah Johnson: VP of Product Marketing at Current Employer, Inc. – Peer Reference
sarahsmile@aol.com, c: 123.456.7890

· Craig Smithson: Engineering Manager at Previous Employer, Inc. (PE, Inc.) - Subordinate Reference 

craigsmthsn@aol.com, d: 123.456.7890, c: 123.456.7890

· Will Doesomore: Director of Support at Previous Employer, Inc. (PE, Inc.) - Subordinate Reference
dosomore@aol.com, d: 123.456.7890

· Howard Smiths: Professional Services Director at Previous Employer, Inc. (PE, Inc.) - Subordinate Reference
homiths@aol.com,  d: 123.456.7890, c: 123.456.7890, h: 123.456.7890

Reference Comments:

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

By the request of the client, references were asked to focus comments in the following areas:  How does the candidate perform in small new company environments?  How does the candidate perform at building teams and balancing an ability to contribute directly when needed, and his ability to hire to his weaknesses?  How does the candidate perform externally in front of clients and investors?  How does the candidate perform with respect to executing set expectations & commitments made – do you trust their ability to follow through?  How does the candidate perform in keeping to a schedule (releases, projects, etc.) and budgets?  How does one work best with the candidate?  How does the candidate perform at keeping focused given the chaos we all experience associated with work and life?  How does the candidate perform with challenging employees?  How does the candidate perform at developing employees?  How does the candidate perform when working with challenging peers?  How does the candidate perform in his ability to present well-founded business cases based on fact to support recommendations?  
References were also 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.

· How does the candidate perform in small new company environments?

PE, Inc. was a relatively small company that grew when we IPO’d.  In a small company you have to do a little bit of everything, and have to be flexible.  Andrew exhibited that he’s not an inflexible person.  He understands changes, and understands how to get his people to implement changes.

He operates very well and builds strong relationships with other team members.

Andrew functioned very well in a small company environment, and very hands-on, especially with respect to building relationships with his employees. He didn’t shy away from unpleasant activity and approach matters head on.

Andrew is very focused and even keel, and understands a broader objective in mind.  He’s creative, but doesn’t get overly creative.  He is a calming influence, just because of his focus and with respect to the particular objectives in mind.  He’s focused on business level objects first and on technical objectives second which is ideal in an Engineering executive, and at times rare.  He can understand the business motivations of the other executives in the other departments as a result of his ability to understand the business objectives.

If he had not worked well in this kind of an environment, he would have never survived PE, Inc. in his first year.  I started PE, Inc. when it was 5 people, and when Andrew started we were about 40.  So it was a little different environment, but not much.  One of the things that happens in small companies is that roles, responsibilities, crisis, changes occur quickly and you need to be able to adapt.  For example if you are a small company and you need to all of a sudden go out on the road to try to capture additional funding, that isn’t always something you’ve planned for.  Andrew worked within all of these kinds of situations and realities very well.

Certainly PE, Inc. qualified as a small company environment.  Andrew fit in very well.  He had the kind of management style and personality that enabled him to work with all the different personality styles and changes that occur in a small company, and he adapted to each situation well.

Andrew was part of a new start up services business within a big company.  He functions well in a small environment as well as in a large company environment.  In building up the services organization, Andrew was key to that at Old Employer, Inc..  We had the largest quota in the world for services.  The company gave us no guidelines or any strategy associated with the revenue objectives we were given.  Because of the lack of structure, there was a lot of politics in the services organization until things settled down some.  Andrew never got sucked into this, and always took the high road.

For a technologist, I was really surprised at how well he understands the business side, the marketing side of technology, he has a lot of insight and really understands the mechanics of the market place better than most people.  He’s experienced enough to not run with his emotions, and knows how to analyze situations well.

He’s a guy that can operate in big and small companies, but I think that were he’s at in life he’s more attuned to small companies.

· How does the candidate perform at building teams and balancing an ability to contribute directly when needed, and his ability to hire to his weaknesses?

Andrew is a very strategic guy who steps back and try’s to understand the big picture first, and then he will build teams based on what’s needed and knows how to go out and find those people.  Right in the middle of the bubble when I worked with him, Andrew was very good at keeping people when keeping people was very hard at the time.  From a retention perspective, and with a proper balance of providing people with proper motivational incentives in the work yet working on what was important for the company.

Andrew is conscious of his weaknesses, and in fact his ability to hire to his weaknesses is a real strength.  That’s one of the reasons he brought me into his team in that I was strong in an area he wasn’t from a software QA perspective.

Andrew was someone that took to heart his own weaknesses or limitations, and pursued people that could build a stronger team as a whole as a result.  He was very good at this.

If I take a look at the teams he’s formed and compare them to his strengths and weaknesses, his direct reports are very complimentary to Andrew.  I don’t see “other Andrew’s”.  He builds teams with a diversity of skills.

Andrew would find people within the team and cultivate people within the team that could get behind and help support the vision.  We were in a very technical space selling high speed messaging.  Andrew didn’t have direct experience in this technology.  Andrew was very effective in using the core group of people that understood this technology very well to augment and grow his own understanding of the technology.  

Andrew wasn’t writing code, he did contribute at the system/architecture strategy/vision level. His real forte was in managing, and in identifying the weaknesses in the engineering team, and either hiring or training to address them.

To make the very large deals happen that we were putting together, there were large teams that were making it all happen.  Andrew was an excellent team player, and could shift his hat to contribute however he best could.

Andrew is very aware of his own strengths and weaknesses and puts people around himself to augment his weaknesses.

Andrew is great at building teams, hiring smart people with the right chemistry.  It think that when you’re head of Engineering that 3/4ths of the job is HR in that it’s building the team, keeping them excited and motivated, communicating with them.  Andrew is very, very strong at building a team.  Part of a manager’s job is to keep the crap off the shoulders of their people.  Andrew was very good at shielding his people from issues that could impact their performance but didn’t need to.

· How does the candidate perform externally in front of clients and investors?

In front of clients, he ran the professional services part of the business and did a fantastic job.  Those were cases where clients weren’t always pleased with you.  Not only are you dealing with them on a delivery basis, but also to some extent you have to turn them around perception wise so to speak.  Andrew did a wonderful job at this.

Andrew is very smooth and credible in his presentation ability and style.

Andrew is very confident externally and a good speaker that knows his stuff.  He can speak to a pretty good depth.  It’s never a concern putting him in front of a client.  He’s professional and isn’t going to promise anything he can’t deliver on.

Andrew would use the appropriate team members to represent the architecture or other technical aspects of the technology in deep technical discussions that might surpass his own depth of understanding.  He also functioned very well at the executive level with executive level clients on his own from a business oriented technology discussion.

He always handled himself well in front of customers.  I certainly saw Andrew in front of customers a number of times where I would bring him into a situation or meeting, it would typically a situation where a customer is somewhat unhappy when they are dealing with support and they have a problem with the software, and every customer believes they are the center of the universe.  Andrew would always effectively give the customer a strong sense that their issues really were a priority for us, and some positive sense as to how we were going to go about addressing it and a sense as to the resources we were prepared to invest in addressing the problem.  His interaction would consistently result in an improvement in customer attitude and their feeling towards the product.

Andrew is a real pro.  He’s very interdisciplinary for a heavy technical guy.  You know on these large accounts at LSI, or Intel, etc, the account manager plays the role of quarterback and provides guidelines and direction to a large interdisciplinary sales team that not everybody wants to take.  Some people just want to talk, and don’t understand that they need to play a role.  Andrew certainly understands when he’s playing a role in a team oriented sales campaign, and knows when and how to take the lead when it hits his area of expertise.  In these large campaigns, you need people that can wear interdisciplinary roles and know how and when to wear the different hats they need to function and support a large team sale in a large account.

Andrew presents very well.  I saw him in a situation where he had literally about 15 minutes to prepare for a presentation, and he did very well.  No one could tell.  I could tell, but only because I knew what was going on.  No one else could tell though.

Andrew does a great job.  For a long time he attended many of the PE, Inc. board meetings and interfacing with board members and investors.  He did a very good job with customers in both pre sales and post sales.  In post sales having engineering in front of a customer usually meant there was some sort of problem with the software, and he had to calm them down.  Many of our customers were mission critical like huge financial institutions, and if they had a problem – especially given they were out of New York you could imagine how irritated they would get.  Andrew would do a great job of talking with them, setting up Tiger Teams and having daily phone calls etc. until we’d solved their problems.

· How does the candidate perform with respect to executing set expectations & commitments made – do you trust their ability to follow through?

He was in a job where to a large extent he had to define goals and stretch objectives for himself and his team.  He hit the ones that the corporation had as well as the ones he defined for himself and his team.  Andrew was instrumental in developing metrics for measuring productivity and created a methodology of tracking all of that.

Every time I needed Andrew to address something, he followed through.  I never had to harass him, which wasn’t the case with some of the other managers.

Absolutely trust in Andrew’s ability to follow through.  He understands what his teams are capable of and in what kind of time frame.  He’s modestly on the conservative side, which is what you’d want from an engineering manager.  He isn’t overly confident in his own understanding of the technology to the extent that he would over commit.

Andrew met schedules and deadlines very well.  The reason Andrew came in was that the original founder that was effectively running technology as acting VP of Engineering, but didn’t really have time to do this job with all the client facing and investment banker facing activity he had to deal with and didn’t want to be the VP of Engineering either.  The founder really didn’t have time to do the job.  As soon as Andrew came in, within 6 months we had a very good handle on the schedule was, and where as we’d gone a couple of major releases put together, Andrew basically laid down the law that we were going to have one major release a year and at least one additional minor release.  He put the processes and methodology in place to do this.  

Andrew also had to deal with all sorts of activities and clients that were pulling at resources in the Engineering organization.  Andrew dealt with this better than anyone we’d had in the role before.

Andrew is very cautious about setting expectations above a level at which he knows his team can achieve.  He sets achievable expectations with customers.  The teams that worked with Andrew respected him a great deal, and a perfect example of this is that a number of engineers that came over to Tibco as a result of their acquisition of PE, Inc. have followed Andrew over to Current Employer, Inc..  

There’s where he really functions as a VP of Engineering.  He’s disciplined enough to know when to say “no”, and knows how to sign up to goals and deliverables with a customer or internally that can be delivered against.

Andrew brought this discipline to PE, Inc..  When he came to PE, Inc. he built this ability into the group.  We were always way too aggressive with respect to expectations with a lot of things but especially with respect to Engineering.  He really helped build discipline into the group.  He would set expectations and deadlines, and then get pushback from Sales who’d always whine no matter what the expectation.  I thought he did a very good job of defending his dates and yet maintaining a healthy tension between Engineering and Sales.

· How does the candidate perform in keeping to a schedule (releases, projects, etc.) and budgets?

He was solid in his discipline of managing to budget and schedule.  Andrew pays a lot of attention to schedule and budget and works very hard to particularly stay on schedule.

I don’t think that we missed any release dates while Andrew was at PE, Inc..  He knew that sometimes guys were working around the clock or on nights and weekends.  He stayed on top of this, and made sure that people took the proper time off, and spent time with their families once the release was out, and after commitments were met.  He struck a good balance with his people, and his people respected him for that.  That allowed them to put out more for him.  He got more work out of them by striking that balance.

Fact of life in software development is that you are going to have slips.  Andrew would sacrifice a timeline in order to build a quality product.  When a customer got our product, I had the utmost confidence that it was going to work.

We were always within a few months versus previously being with a year and a half of a scheduled release prior to Andrew coming on board was a massive improvement for us and critical as a start up.

Andrew did everything to minimize schedule impact.  In the time that Andrew was VP of Engineering at PE, Inc., we had the best record of meeting schedules in the entire history of the company.  He wasn’t perfect, but I’ve never heard of any software company that was perfect.

Andrew was the best PE, Inc. had ever had at coming up with reasonable budgets, letting us know if there was going to be a problem with the budget, and coming up with solutions to address it.  This was very important in a start up.

· How does one work best with the candidate?

Andrew and I worked very well together.  Lay out the objectives that you need from the company standpoint for Andrew, and work with Andrew to develop the implementation plan.  We had a quarterly MBO plan at PE, Inc..  Andrew worked very well with this.  Andrew can be managed loosely when you let him know what needs to get done.

Andrew is very good at adapting to others and their communication styles to get the most out of someone from a positive perspective.  Andrew is one of the easiest managers I’ve ever had to work with – not that he isn’t demanding – he’s just very supportive.

Ambiguity is difficult for Andrew.  If the path is clear, and you directly communicate with Andrew.  He will come up with strategic and tactical plans to meet the objective.  Gross ambiguity with respect to strategic direction doesn’t work well with Andrew especially if he isn’t allowed to have input into what that strategic direction should be.

Andrew treats people as professionals, so there is a certain level of professional expectation that is there that if someone has questions or issues – he expects people to speak up.  He doesn’t let people run open loop though without ever checking in with them.

What works best with Andrew is sharing the broader perspective behind the reasoning in what you want him to go do.  If you share a slice of the logic and reasoning behind the business objective, giving him a partial picture, and he feels that it is a partial picture, you won’t get the most out of Andrew.

Andrew for me was a helpmate, based on the fact that I was running a worldwide organization based in DC with the company based in Los Altos.  Andrew was a very big help for me as a sounding board when I was so remote from the company’s headquarters.  We spoke at least once a day on the phone for 10-15 minutes.  He helped me deal with and fight the fires that it was my responsibility to fight.  He helped me get the resources to do my job, and we did planning sessions to try to minimize the fires.  Andrew was very helpful to me given his large company experience to have a larger perspective.

Andrew was always a fairly hands off kind of manager.  He puts a lot of faith and expectation in his staff to execute.  He doesn’t micro manage.  He sets up goals and a reporting structure that keeps him apprised of progress.  I found him very easy to work with. As well as all the directors that reported into him.  The best way to work with Andrew was to have the individuals that work with him acknowledge that they have a responsibility for their piece of the project in support of the overall objective that Andrew owns.  

Open straight communications is what works best with Andrew.  Give him all the data – the good, the bad, and the ugly.  He’s a big enough boy to deal with it.

Andrew is a pretty black and white guy.  You just need to let him know that “Andrew you’re accountable for this.  I don’t want to hear about any problems.  Get it done.”  Once Andrew knows what he’s accountable for and what the expectations are of him, he will own it and get it done.  You can count on him to get it done.  Andrew is also very much about structure [chain of command wise].  He doesn’t have a problem with you going around him to ask an engineer a question, but he’s not real thrilled about someone trying to get an sneak around him to get to one of his engineers to convince and engineer to change a date or commitment that Andrew has set.  When Andrew does want to talk to you, you know it’s for a real need, not just some trivial thing he could solve himself if he just thought a little more about it.  

· How does the candidate perform at keeping focused given the chaos we all experience associated with work and life?

This was never an issue with Andrew.  He knows what needs to get done, and he goes about to do it.

Andrew was always very focused and remained on top of what needed to happen and get done.  He’s quite focused on the right stuff and what needs to get done.

Andrew is able to stay very focused.  Andrew did have to strike a balance with what was going on in his life at one point, and was able to stay very focused and communicative with his employees.

Andrew is able to manage through chaos well.  He can take input that is chaotic and translate it into something executable to the troops. 

I found out much later that Andrew has some pretty severe personal issues that Andrew was trying to handle.  I was amazed after learning this that Andrew had never made these issues in the work place or allowed them to defocus or distract him at work.  From a work chaos perspective, he would try to isolate his team from work/business problems and do his best to not allow his employees to become distracted and defocused.

Andrew is very results oriented, and focused at achieving the goal.  

I was a confidant of Andrew’s during a difficult period.  He was always able to maintain his focus and drive during this period.  I was amazed at his ability in this regard.  No one else on the team was aware of any issue in his personal life.

We had lots of chaos at PE, Inc..  He probably got a lifetime of chaos at PE, Inc., and he handled it all very well.

During the go-go days of the Internet, some of the engineers were getting offered year leases on BMWs to change jobs; Andrew had very little turn over, which I think is a real testament to his leadership skills.

· How does the candidate perform with challenging employees?

Everyone has challenging employees from many different ways.  People that are under performing and can perform the job, and people that are under performing and can’t do the job.  Andrew, in each case, took the appropriate steps.  In cases where we had under performing employees that could do the job, Andrew coach them up.  Where we had employees that couldn’t do the job, Andrew coached them out.

We had a couple of opportunities.  He was able to present a couple of paths for someone in an attempt to look for a positive solution.  He will seek options versus just saying I’m not going to deal with this person- I’m going to terminate them.  He will work to get the good and the productivity out of the employee even if it isn’t an easy relationship.  He’s also able to terminate someone if that is the best solution for the company.

We had some “real stars” at PE, Inc., and with that comes some ego.  Andrew was able to keep the egos in line.  There was one individual that was out of control ego wise.  This individual was technically gifted, but they were disruptive.  Andrew once said, “I’m not looking for the best players; I’m looking for the right players.”  Andrew would and did sacrifice a star that didn’t work well with the team.

Andrew had several really tough situations at PE, Inc. that he inherited.  There was one individual that was very strong technically, but just wasn’t a fit in the organization.  This situation actually got kind of ugly.  He worked as well as anyone could’ve expected with the individual and HR, and eventually told the individual that he needed to leave the company.

Andrew’s personal style in how he handled employee issues insulated the team from how serious an employee issue was and didn’t allow it to impact the team.  He knows when to take things behind closed doors, yet by in large he is a very open door kind of manager.

He actually changed my mind on this.  You know you always get your high maintenance employees in Engineering.  Andrew didn’t have a lot of patience for them.  He would kind of say, “Ok, I understand all of your gripes, but this is what we need to get done, and this is what I need you to go do, and if you’re not up for this then you really need to go find a different company to work at.”  My initial reaction to this was “Oh, you can’t do this because if this person leaves it’s going to be the end of the world.”  Well it’s not.  And if the person stays, they become a cancer in the organization.  And when they leave – things get a lot better in the organization.  Andrew was great at this.

· How does the candidate perform at developing employees?

Good people hire other good people, and Andrew did this.  He brought in the premier architects that were the premier engineering developers and coached them up.

Andrew has invested in helping one individual in particular where one of his managers needed some real improvement in the communication skills department.  He got the guy into some professional development courses to help the manager develop in this area.  He was very supportive with the individual in delivering the message to the employee that they needed to pursue this skill development opportunity.

Andrew takes his time to understand where people want to go with their careers, and tries to give assignments that are in alignment with this where possible.  He was able to divine the employees that were there and motivated in a proper direction and able to motivate them well, and he was able to make the tough decisions to get rid of some people when that was the right thing to do.  He’s able to invest in people when the alignment is correct and get them to get motivated and growing, and make the tough decision with the people where this isn’t working.  He has a good managerial balance in this respect.

Andrew was always a team player and very much about how can I help you be more successful, and how can I help you grow.

Andrew helped me personally by developing my planning abilities, which helped me be more proactive with my job responsibilities.

Andrew is much more sensitive to developing employees than most Engineering mangers.  He was good at making sure the senior managers were aware that they had a responsibility to develop, but he’d use the term mentor, new employees coming into the organization.  He made sure someone was assigned to mentor a new employee coming in the door.

· How does the candidate perform when working with challenging peers?

Andrew’s method of working is to not be directly confrontational, but to go about and achieve the objective that he and the organization has.  He’s not a confrontational kind of guy.  You’re going to get more of a stoic approach.  He’s the kind of guy that is going to encourage guys to do what needs to get done.   He does have his own inner vision, but he isn’t going to flaunt it.  He’s not a “chest-beater” at the table.

Andrew is a calm and cooperative guy who doesn’t get ruffled by a challenging peer.  He looks to find the common ground to work with an individual.

He’s such an easygoing personality that it’s pretty hard to set him off.  He really tries hard to work with people, and looks very hard for the road he needs to go down with an individual.  There are some people that will just shut down or off and say that they just aren’t going to try to work with someone.  Andrew is not that way at all.  He will do what ever he can in his power to work well with other individuals.

Andrew will hide his emotion well, and basically talk in terms that will drive the business.  If he is advocating a position, he will do this with alignment with the business in mind.  You don’t find Andrew making quick turns or flip-flopping.  He’s consistent and predictable.  He isn’t slow moving.  He’s willing and open minded to understand trends and issues.  He takes a more conservative versus overly progressive and changing view with peers that offer challenging views.

I saw this all the time; sales people are always a challenge.  I’m a challenge; all sales guys are a challenge to work with.  This is a strong point with Andrew.  He’s calm, rational, and thoughtful – all the generalities that are associated with the engineering mind.  He was always a calming influence, whereas myself and some of my sales guys were always busy pouring gas on the fire.

· How does the candidate perform in his ability to present well-founded business cases based on fact to support recommendations?

Andrew is a very analytic guy.  Andrew uses this as his strength.  There are times when you want to use emotion to make an argument, but this isn’t Andrew’s approach.  Andrew steps back and uses very analytical and deliberate arguments, and a lower key approach.

Andrew can have strong feelings about things, but he presents strong cases to back up his recommendations one way or another. Andrew is very methodical and logical, presentation of facts kind of guy.  I’ve never seen him just put forward an emotional argument.

Andrew looks to understand where the market place is going in many cases in a broader sense than just where a technology is going.  He is passionate, but he will keep a cap on the passion and keep a balance in his perspective and approach.  Andrew is skilled in front of a board, and his presentations always come off well.

Andrew was very useful in helping put together a business case to support investing in hiring more people into the professional services organization.  He also put together a business case that in retrospect seems obvious, but up to this point, the company had yet to make the investment, and that was in a large bank of Solaris servers to do software testing in an environment similar to how our customers would be using our software.  This was a non-trivial investment for the company, but in retrospect was something we absolutely needed to do.

Andrew has a fairly broad background and technology exposure and would definitely leverage this in his very thorough and well thought out arguments or discussions both with superiors as well as with subordinates. 

Andrew is not only a great presenter, he’s what I call or have termed a stealth sales guy.  Customers talking to Andrew, as opposed to talking to a sales guy, they will tell Andrew stuff a customer would never tell a sales guy.  The account managers can give him cues as to what to look for, and then in the context of customer presentations he’s a great guy to put up in front of a projector in a customer presentation.

Andrew is very good at building arguments and conclusions based on rational well thought out trains of thought supported by facts and data.

Andrew does this very well.  He’s one that is not just a technical geek that can only think about the technology.  He’s always asking why should we add this feature, what’s it going to do for us in the market.  He does a much better job at this than other Engineering executives I’ve been exposed to.

· How would you describe developmental opportunities that exist for the candidate?

There are times when you need to push back and be a little aggressive and emotional.  Most people will tend one way or the other.  Andrew could maybe tilt this up a little more from an aggressive or emotional perspective.  

Andrew could benefit from learning the opportunities where it makes sense to unleash a little more passion to make his point.  It’s just communication style.  This is the only area I could suggest.  Could he be more “polished” sure, but he rates high as a VP of Engineering in his presentation skills, he articulates well and has a personality that generates confidence.  

Andrew wants to be involved on the business side, and I’m sure this is reinforced by his recent MBA acquisition.  

· How would you characterize candidate’s value proposition?
His value is in bringing in solid processes and teams, and a methodical, repeatable, environment, processes and approach.  Not overhead, but the right amount.  There are too many people in engineering organizations that run by the seat of their pants.  Andrew doesn’t do this.  He is very methodical.

Andrew cares a great deal about delivering a high quality product.  He works hard to build a team that works together and is focused on the right things to get a product out of the door. 

Andrew is very focused and committed.  He’s passionate without being overly emotional about what he does.  He’s very focused on getting the task done, and will do what ever it takes to get it done.  You’ll get a lot of bang for your buck with Andrew.

Being able to quickly organize and build an appropriately skilled team, and quickly point them at the technical objectives that support the business objectives and receive real value add in the level of production that comes back in support of timelines and business objectives.

Andrew has a level of maturity both in business and in personal interaction, and a level of integrity that fosters trust. This translated into him being an excellent mentor for me and helping me develop some of these skills myself.  He came into the company with his own vision, but also very quickly assimilate the vision of the company. He found out how to express this and instill it in the people that worked with him.  He did a very good job of imposing himself on us without us feeling like we had this VP that had his thumb on us all the time.  Instead, we felt we had a resource, as managers, to help us grow, and who was helping the company and the product grow.  He played it straight 100% of the time.  You knew you could count on him.  There was never a time anyone felt uncomfortable assigning him a task because they knew it would get done.  Everybody found it comfortable to work with him.  

In a start up you really need versatile interdisciplinary people that can communicate well and effectively and willingly switch hats where needed, and is a guy that you can grow organizations underneath.

Andrew has the people skills, the business acumen and the technical knowledge that creates a very unique and leveragable value proposition.

He’s very good at building teams.  He understands that you can’t have infinite resources, which is very important in a start up.  You get that a lot in start ups “I need more people; I need more people.”  He understands that this is the group I have to work with and will get done what he has to get done.  He is multi talented in that he can present to boards, customer, and do technical things with his employees.  He is very good at wanting to and being able to develop employees.  I wish there were more people like this.  It is definitely rare to find in start-ups.  One of the biggest things I look for is what was the turn over in the individual’s organization.  You can always find people that will tell you nice things about someone, but where they able to build great teams that accomplished great things that stayed with the individual.

General Comments

I really enjoyed working with Andrew.  He’s a great team member to have, and a great engineering manager and thinker. He’s a very positive guy who is devoted to positive outcomes.  DSSI is very fortunate to bring him onto their team.

Andrew is a person that has a sense of understanding of his values and integrity that I admire.  His integrity permeates the relationships he develops, and fosters a sense of trust.

Andrew came in to the company originally running Professional Services, and his role evolved in less than 6 months into one where he was running everything technical at the company.

Andrew is very upfront with his communications.  You knew that he wasn’t putting a spin on it given the individual that he was communicating with – which wasn’t true if you were speaking about our CEO at times.  3 different people could ask the CEO about a situation, and you could be assured that each individual would walk away with a different interpretation/spin on the CEO’s view/vision.  With Andrew, you could be assured that 3 different people were going to be walking away with the same interpretation of a view/vision/situation.
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