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Search:  Vice President of Marketing
Candidate:  Stan B. Doe
Personal:


Residence:
26 ABC, Newport Beach, California 92660

E-mail:
ddoe@aol.com 

Telephone:
555.555.4220 (W)




555.555.2130 (C)




555.555.6398 (H)



555.555.8824 (F)
References:
Tim Doe: CEO at AAA - Direct Superior Reference – (555-555-7101) 

Dave Doe: Former SVP Mkg. & Strat. Planning at BBB – Direct Superior Reference – (555-555-6366)

CMO YYY

Fred Doe: Former VP Operations at CCC - Peer Reference – (555-555-7431)  

VP of Mkg, WWW Technology 

Bob Doe: Former VP of Sales at CCC - Peer Reference – (555-555-8275)

Tammy Doe: Former VP of Corporate Communications at BBB - Peer Reference – (555-555-1302)

Jim Doe: Former Public Relations Mgr at DDD - Subordinate Reference – (555-555-2010)

Vice President, SSS Public Relations

Frank Doe: Former Sr. Dir. Product Mkg at DDD - Subordinate Reference – (555-555-3545)

Dir. Mkg, ZZZ Technologies

Sara Doe: Former Product Mkg Manager at DDD - Subordinate Reference – (555-555-6346)

Direct Marketing Manager, XXX, Inc.,

Jeff Doe: Former Dir. of Strat. Planning at AAA - Subordinate Reference – (555-555-6704)

Sr. Financial Analyst for the CEO, City of UUU

Bill Doe: Former Client Reference – (555-555-9414 x 201)

President, TTT Corp.

Reference Comments:

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

I should suggest that Stan’s current CEO is a positive reference for two previous roles by default given he was also Stan’s CEO at CCC and hired him again at his current company.

By the request of the client, references were asked to focus comments in the following areas: Candidate’s Perceived Interviewing Style, Candidate’s Product Marketing Skills, Candidate’s Perception of the Relationship Between Marketing Activity and Revenue Generation, Candidate’s Communications Skills, Candidate’s Ability to Contribute in a Hands-on Manner.  Additional reference comments were captured and I attempted to categorize them in the areas of Candidate’s Strategic Marketing Skills, Candidate’s Marketing Communication 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 Perceived Interviewing Style:

Stan can come across a little nervous, but very bright in an interview.  Stan is very articulate, and can come off as an intellectual with a skill and knowledge, and depending upon you’re perceptions this can be read as arrogant.  Many marketing executives –are- arrogant, but lack substance.  Stan is full of substance. Integrated with our team very well once on board.

I found many marketing executives with broad skill sets, I felt, and so did my team, that Stan was the best communicator of all and we could work with him better than anyone.  Because of Stan’s ability to communicate with people, he’ll blend in well in any environment.

Initially during the interview process I was concerned at how well Stan would be able to role his sleeves up an do real work, he can come across as one of the traditional good solid marketing executives that needs an infrastructure, and what was amazing is that he was able to do a lot of it himself without needing any support.  He worked his ass off.

Initially had a concern that Stan was ethereal, and high level marketing’ish that wouldn’t be able to apply himself in a start-up environment.  Once on board, Stan quickly alleviated my concerns by rolling up his sleeves up, get the work done, all in a small company atmosphere and be a part of not just the team, but also the executive team.  I think that his Regis McKenna background in combination with his level and depth of experience causes him to come a little bit over the top in an interview.  At least I’ve seen this with executives that have come out of premier consulting firms.

Candidate’s Product Marketing Skills:

Has a very good grasp, or can quickly develop a very good grasp of the totality of the product or service and all of its related facets.

He has a good understanding of how to reach across to the market.  He has B-B experience and B-C experience.

Stan has a powerful background in Strategic Marketing, and defined vertical markets, and applied a lot of his background to justify expense, product, profitability, and market penetration.  “Why to buys.”  Getting the channel excited about your products.  Stan is very strong at looking at what we have to sell and getting the messages out to the people that have to sell it.

Even though Stan was my Vice President, Stan could absolutely have done my product-marking job from a skill product marketing perspective.

Stan is excellent at understanding a customer’s/market’s needs, analyzing what we can build and ship, develop a value proposition, and understand how to price it and get the story out.  Most this stems from his excellent background as a marketing consultant and analyst.

He was great at making sure we were keeping things on track when we had an extremely small budget (we only had a $5M “A-round” at the time).

Across the board, Stan did a masterful job from a product-marketing executive perspective.  He had great experience, both on a large scale at large companies, as well as how to do product marketing on a “start-up” scale.

Stan is very organized.  He works hand in hand with the guys that do the programming developing the product spec.  He kept all of the product development logs, and really took charge of the development process to keep things on track.

Stan’s Product Marketing skills are very good.  He can work with the engineering, technical, and service people in addition to all of the various marketing functions to develop and communicate an understanding of the customers’ need set and define product requirements and build a value proposition around the result that sales can move forward with.

Candidate’s Perception of the Relationship Between Marketing Activity and Revenue Generation:

The last year and a half of working with my company prior to the sale of the Division to NEC, Stan was totally focused on ensuring/justifying investments/costs were driving profitable revenue, and having to justify this weekly at an executive level.  Coming out of the research/analyst/consulting side of the market, Stan is very good at lining up the data, numbers, and statistics and coming out with conclusions that are based on facts.  He is not prone to being surprised.

Stan is able to apply his marketing efforts towards - we need to get money (i.e., revenue) out of this effort.  He was instrumental in convincing the founders that their current path wasn’t going to ultimately lead to revenue.

Stan is very aware of the need to ensure marketing activity directly leads to revenue generation.

Stan works very well with Sales.  He drove weekly meetings with Sales.

He is well grounded in the concept that Marketing efforts must lead to revenue generation.  He is very experienced at justifying effort/investment in marketing activity based on revenue-oriented return on investment.

We analyzed our marketing and PR efforts as a team.  Stan has a significant appreciation for what we do in Marketing must impact the bottom line.  If a lead generation program was generating leads and nobody was following them up, he would pursue this to understand why and assess why/if to continue to put effort into the lead generation program.

Stan’s understanding about marketing is that it is all about sales, and all about what occurs as a result of the efforts you put forward.  In terms of marketing, he understands that marketing is not just advertising, it’s not just communications, it’s inherently building things into a product that make it marketable, that make it salable, that the audience is ultimately going to want.  That’s what going to drive sales, understanding how to engineer a product to where someone will actually want to buy it, and not over engineering it too.  He’s very focused on driving revenue and that this is ultimately what needs to occur.  Stan understands profit models, and that when push comes to shove you can have the greatest product in the world, but if you don’t know how to sell it and don’t know how to move it through what ever distribution channel that there is, it’s not going to make you any money.

In the area of pricing, and packaging and bundling of our services to the market place, Stan kept the management team very focused on what we were trying to do in developing a recurring revenue stream versus a one time licensing model.  Stan built the pricing models.

In the area of brand awareness and name recognition, Stan drove a number of very cost effective programs together to help us get momentum in the market place.  He helped us put together a really credible message to take to market and to get in front of perspective customers.

Stan developed an almost interactive PowerPoint presentation that ultimately evolved into a Flash presentation that we used on our website that was a very effective and powerful selling tool.  Stan also got it done expeditiously.  One of the things about Stan is that he isn’t afraid of work.  He gets in early, works late and on weekends.  At tradeshows he’s a dawn to late evening kind of guy.  He did all of the work to develop our website.  He also put together all of our collateral.  It ended up being a very useable sales tool and leave behind piece that would even support engineering discussions.  He did this on a very small budget and again expeditiously.

At AAA, Stan understood we were there to sell product, and was very conscious that Marketing’s efforts supported this objective.  He was very good at synchronizing the Marketing strategy with what the Sales organization needed.

Stan always worked closely with his counterparts in Sales to make sure we were supporting the needs of the Sales group, and making sure the Sales group was following through with the programs that were in place to support Sales (i.e., lead generation programs).

Stan is very focused on sales.  If he didn’t see that there were sales coming up, he would stop what he was doing to understand the problem.  He was driven by how are we going to sell these things; how are we going to make money at this. 

Through my years in Sales, he is one of the more talented marketing guys I’ve ever worked alongside, and certainly one of the best guys to work with as far as his appreciation for the sales process and what was needed to support the sales process.  

Candidate’s Communications Skills:

One of Stan’s strongest skills is his ability to create strategy and messaging.  At a white board with a team at the table, he was excellent.

Working and developing a team; he doesn’t micromanage people.  He knows how to get everyone to participate.

He has a wonderful gift for mediation, and making sure people aren’t at each other’s throats.  Up the food chain as well, he has strong marketing and negotiation skills.  Stan can calm the waters.

He allows you to be as creative as you need to be.

If you could make a fact based case for why to invest in a specific marketing effort, he would help to get it funded.

Even with a bunch of marketing managers out doing there respective jobs, with all of us working down our respective paths, we still felt like we were part of a team thanks to Stan.

Stan is one of the most forthright people I’ve ever met.  He will not tell you what you want to hear, he will tell you what you need to hear in order to make sound business decisions.  He will do it in a very rational logistically positioned approach.  He’ll explain his position, why he believes in his position, and why you need to follow his advice, and yet he knows that ultimately that it may be the business owners call.  He is someone that wants to do the right thing and not necessarily what might be the politically correct thing to do.

Stan is a very calm person; I’ve never seen him loose his temper.  He’s very collegial, and extremely organized.  His general demeanor no matter what the stress level is pleasant, and people like him.  His enthusiasm was a very positive asset.  He brought the best out of any situation.  He is extremely intelligent especially with respect to ability to conceptualize and look at something and take it apart.  His energy is indefatigable.

Stan is very involved in keeping people in the loop all the way through his organization.  Even though I was two levels below Stan in the organization, he was able to give me direct input in some of my product launches in how to target certain niche markets we were going after and was able to give me a lot of guidance.  He was very good at backing his people with respect to escalating an issue with other areas of the company.  I was always confident that he was able to fix “problems” if I ever felt the need to bring one to his attention.  He had a very good mix of being technically oriented as well as understanding all of the marketing disciplines.  This gave him the ability to effectively connect with a wide array of people in the organization.

Stan consistently amazed me with the amount of technology he knew.  He is very approachable from a management perspective and leadership perspective, and works very well with people, and has the ability to stay level headed in emotionally charged situations.

At the product level he was very good.  He was a very good communicator and could keep his head above water with 6 or 7 groups internally or externally, technical/non-technical, and he would do this very effectively.  If he saw something wrong, he wouldn’t feel bad about bringing this up to the right person.

He is very good at getting people organized and leading them.

Stan reacts well to being clear, above board, and blunt.

Candidate’s Ability to Contribute in a Hands-on Manner:

Stan is not a 28 yr. Old fly by night B-school recent graduate.  He is a mature, been around the block several times, seasoned executive that can bring very valid experience in a hands on manner to a start-up or large company environment.

Stan did some great things for us very quickly right off the bat with next to no budget or staff resources.  In his first 3-6 months, Stan produced some amazing results and got an incredible amount of work for us done for us without a staff.

Stan will leverage what his company has to work with, without pissing and moaning about not having people or money.

Stan will investigate what resources are required before taking off on a tact, and then make an appropriate decision on what to invest in based on the resources at hand.  He will move forward, and do it without whining about lacking resources.

Stan has a lot of ability to contribute in a hands on way in Product Marketing.

Stan enjoys direct contribution.

Stan was the only VP that pulled booth duty with us at shows.

He is a wonderful speaker.

Stan is very adept in everything.  He knows how to recognize good marketing communications versus bad, and knows how to do it himself.  He understands the importance of market research and knows how to interpret the information and make the right decisions based on that information.   Very savvy about product development, very savvy about identifying target audiences and how to reach those audiences, and pulling a plan together.  He’s as capable of doing the work himself as he is leading it.  He knows what has to be done and knows how to get it done either through his own efforts or through other resources.

He understands the technical implications of what it takes to work with the engineering community to make it happen as well as knowing what to work through from a marketing communications standpoint to ensure the ultimate audience got the message very clearly that “this” product was different and could meet their needs.  This is especially true with technology products.  He knows how to work with an engineering based audience & workforce, knows how to speak their language, knows how translate this into the target audience/the ultimate user and then work with the various marketing disciplines to ensure that they know what needs to be accomplished next.

Stan is very hands-on.  He’s a roll up the sleeves guy who says, “let’s do it.”  He can get in there and do it himself.   It would be natural to look at his resume and see his large company experience and analysts and consulting experience that you might wonder if he can roll up his sleeves and contribute directly.  Many times we’d talk about an idea over the weekend, and he’d come into my office on a Monday morning after working on the idea over the weekend with something for me to proof or discuss based on the Friday afternoon discussion.  One specific anecdote would be at one point when we were really getting things put together, the VP Ops, VP Sales, Stan and the CEO were standing in a conference room when the CEO looked at Stan and said, “Well, I’ve got to hand it to you, for a big time Gartner guy, and all your background, you truly are a roll up the sleeves get it done guy, and I really have to applaud you for everything you’ve done here.”  The CEO’s comment was right on as far as Stan’s willingness to do whatever it takes to get the job done.

Stan will work like the Devil.

Candidate’s Strategic Marketing Skills:

Stan led an effort to redefine our market and change the entire playing field for us by repositioning us and redefining the segmentation in a way that gave us no competition, or significant competitive advantage.  You can’t go wrong with this guy.

He is very creative at “blue-skying” ideas, and has a tool bag that gives him the skills to contribute in the broadest possible sense followed by the ability to shave them down to what is actually practical.

When I was building my company, Stan helped me with a Strategic Planning consulting assignment when he was at Regis McKenna.  I needed to know where we fit in the industry, where we needed to focus the company, and where we might fit mergers and acquisitions wise.  He developed a plan for us with detail all the way down to the quarterly level.  I also utilized him as a “personal trainer” from a management perspective to keep me from making the kinds of mistakes that were prevalent in the start-up arena.

Stan put together a very systematic approach as to how we would approach the market.

Stan is an extremely creative executive, but able to do this with a very practical approach to the market place - is this idea salable, profitable, implementable.

Stan was very adept at helping us put together how we would role out the company.

Candidate’s Marketing Communication Skills:

Stan is fantastic in the MarCom arena.  He understands how analysts think.  Not only did he get us in front of analysts, but he also got us there with a story/pitch that really clicked with the analysts.

Stan was not like a lot of marketing executives that would say, “If you’re not going to do it right (i.e., spend more money) then screw it.”  He wouldn’t lock up and freeze.  He would pursue MarCom from a rational way, could get things done on budget on a much more modest scale and have the investment be extremely effective.

Stan is creative, and is a wonderful writer and editor.

General Comments:

Stan was the highest paid executive in my company.  I paid him more than I paid myself.  Stan is spot on.

Stan is a very supportive straightforward guy that can make the complex simple to understand.

As Marketing leader responsible for launching the our voicemail technology into the market place, Stan has the ability to develop extensive technical industry related knowledge, and associated domain expertise, and a very good affinity for the technical and engineering nuances that go behind the products which gives him the ability to successfully interface and deal with all of the development side, engineering, infrastructure folks critical at the company he works for.  

Very smart guy, analytical, hard worker, committed to doing an excellent job and very mature.

Stan is very knowledgeable in all the traditional marketing principles –for example- how to do proper market research, survey work, structuring the introduction of products as far as sales/launch/advertising analysis/where to do the most effective advertising - a very compete background.

Stan is genuinely interested in making sure he is contributing –everyday – producing results.  He is a -working- VP.

Besides having done pure start-ups, in addition to his large corporate and consulting analyst background, he was really a great talent in marketing at our start-up.

Stan is truly a good manager and leader, clear in his direction (roadmap wise); very strategic in his thinking, but not so strategic that he looses sight of tactical implementation.  He’s very good at being able to think on a large scale, as well as being about to think at a very granular level.  Creative, very direct, has no fear in being able to take responsibility for things.  He truly knows how to get the best out of the people that he works with.

I have been involved in the high tech industry for over 25 years including a number of start-ups and quite a number of turnarounds, Stan is extremely creative and intelligent.  That said Stan really understands that in a start-up environment, you wear a lot of hats and do what ever you need to do to get things done.    In that type of environment, Stan is a very dedicated contributor helping drive towards success.  Having been around a lot of companies, Stan is the top marketing guy I’ve ever worked with.

Stan was brought into AAA to effectively solidify and jell what was the beginnings of a Marketing Department.  From the very beginning, his experience was clearly evident.  He was very methodical and knew what he was doing.  He was clearly able to draw upon and extrapolate from his earlier experiences.  He demonstrated an amazing retentiveness from his previous leadership roles.  As a result, he was able to view a situation from two or three ways and quickly come up with a strategy and action plan.  He was very forward thinking and energetic, so we didn’t waste a lot of time theorizing.  In a start up you have to make decisions and take action especially in marketing.  Stan also has a very artistic eye in the context of marketing materials and how to present a product either in collateral or advertising.  

He is malleable, creative, and adaptable enough to minimize a “thrashing around period”.  Stan came on board and was immediately productive.

Stan has the capability, experience, and background to help you beyond his own Marketing arena/domain.
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