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Job Specifications
1a. IT Asset and Service Management Software – Director Business Development
My client is a global provider specialized in IT asset and service management. My client is seeking a successful, aggressive business development professional to recruit, drive and manage business and technology partnerships. 

Job Responsibilities:

· Develop a roadmap for a successful partner strategy including analysis of the company’s partner ecosystem and determination of target markets and companies.

· Drive appropriate partner programs and compelling value propositions, in coordination with Marketing, to help recruit, retain, gain market credibility, and, most importantly, drive incremental revenues from partners.  

· Be a key advisor and business partner to the senior management team on strategic business development opportunities and issues, and as such, will require significant interaction across all major functional areas, including marketing, product development and operations. 

Qualifications:

The successful candidate will have be revenue generation focused and have the following qualifications:

· BS degree and 7 to 10 years of experience in Business Development in enterprise software. MBA a plus.  

· Strong strategic account management skills.  

· Success in identifying, analyzing, recruiting and driving revenue from partners.  

· Proven ability to analyze the business potential of a new deal, strategically and financially, and to negotiate and close important, complex and custom deals.

· Unquestionable integrity and strong leadership traits with a team-player orientation.

1b. IT Asset and Service Life Cycle Management Software Co – Senior Product Marketing Manager
My client is a global provider of IT asset & service life cycle management applications, helping organizations achieve compliance, maximize asset utilization and reduce the cost of delivering IT services. Originally founded in France, the company has over 2,000 successful deployments worldwide and is now launching globally with new worldwide headquarters in Silicon Valley, California and offices in Boston, Salt Lake City, Paris, London, and Nice. 

My client seeks a product marketing manager to establish strong product marketing discipline in the company as it launches in the US.

Job Responsibilities:

This client is seeking a Senior Product Marketing Manager based in Silicon Valley. The individual will be responsible for creating and implementing product marketing plans, working closely with the product, marketing and sales organizations.  This person will be responsible for product evangelization inside and outside the company. The broad scope of responsibilities includes market research, product strategy, sales material, internal and external product evangelism, sales support and working with industry analysis. The position requires some travel, including international. 


Specific responsibilities include:

· Market research, including working with customers & prospects

· Work with product management to document market and product requirements

· Created and implement positioning and go-to-market plan 

· Competitive analysis and positioning

· Create sales material including datasheets, sales presentations and demos, train and support sales organization

· Communicate product strategy to industry analysts

Qualifications:

· BA/BS in business, marketing, or computer science, preferably an MBA 

· 5+ years product marketing experience in software industry, ideally IT Operations Management application software

· Excellent written and verbal communication skills

· Innovative, enthusiastic, entrepreneurial.

· Understanding of IT processes, infrastructure, and compliance a plus

1c.  IT Asset and Service Life Cycle Management Software Co – Product Manager

My client is a global provider of IT asset and service life cycle management applications. My client seeks a product marketing manager for its service management suite as the company begins planning for the next release of this product suite.

Job Responsibilities:

This individual is responsible for gathering market needs and competitive analysis for input into product definition. S/he will collaborate with Development on product definition, design and long-term roadmap. The position requires international travel.


Key responsibilities include:

· Full life cycle planning for the products. Activities include: researching marketplace and customer needs; identifying future trends that may offer new opportunities; translating needs into product development directions and priorities; and approving the scope and contents of new releases.

· The Product Manager works collaboratively with the product architects and development managers; also coordinates efforts with other product managers.  

· S/he is responsible for the market readiness of the products, assisting in preparing product collateral, presentations, and training for sales reps and field technicians.  

· The Product Manager will be the Subject Matter Expert for the products, and will also produce thought leadership materials, such as white papers and trade journal articles, for the marketplace.

· The position requires the ability to gather and analyze marketplace information from a variety of sources, and synthesize product plans and directions.  

· Excellent written and verbal communications skills 

· Assist in marketing and sales events of all kinds from the technical point of view and support the content generation for training of the field, channel and end users. 

Qualifications:

· Strong inbound and outbound communication working with R&D and customers.

· Proven track record in defining and managing product lifecycle.

· Ability to work independently and able to take initiative.

· Solid presentation skills and customer presence.

· Good problem solving and analytical skills.

· Self-directed and able to work confidently and effectively with development teams.

· A strong passion for product development and interest in customer facing programs.

· 5+ years product management experience at an enterprise software company or 5+ years end-user experience in an enterprise IT environment.

· Strong knowledge of IT Asset and/or Service Management processes and ITIL standards.
· Experience working on products sold through resellers with knowledge of installation and serviceability requirements for reseller channel.
· Education: Bachelor’s Degree in Computer Science or related field preferred. 

1d.  Risk Modeling Software Co – Sr Product Manager, Model and Data Solutions

My client is the leading provider of catastrophe risk modeling products and services used by the insurance industry. The core of the company’s applications is the integration of the models into software, allowing clients to apply catastrophe models to manage their catastrophe risk. The product manager will be responsible for evaluating software requirements for integrating models (catastrophe and non catastrophe) into the product, defining data management requirements, translating these requirements into software product features; writing product specifications; developing collateral; and providing product/client support. 

Job Responsibilities:

· Develop a strategy for streamlining the integration of catastrophe and non catastrophe models into applications. 

· Translate the requirements from clients and the model management group as they relate to user interaction with the models, into software requirements.  

· Develop a market strategy for data solutions (data capture and flow) for the core products.  

· Manage the data and model solutions team.

· Prepare product specifications.

· Work with cross functional groups of software development, quality assurance, product management, model management, and client development on the definition and implementation of the feature specifications.

· Provide internal /external product support and training.

· Contribute to internal and external communications.

Qualifications:

BA/BS degree (Mathematics, Earth Sciences, Statistics, Engineering) and 5-8 years experience in product management that includes productizing models required. Experience with catastrophe modeling software is preferred. The successful candidate should be up-to-date with current technologies and research as related to tools for data flow in software. This position requires collaborative skills with the ability to work in a fast paced environment and excellent oral and written presentation skills. This person should have experience working with a range of modeling software, preferably in catastrophe modeling. Analytical skills to understand software implications of productizing scientific models are a must.

The successful candidate should have good business skills to manage vendor relationships and strong project management and organizational skills. This position requires an excellent ability to develop creative software solutions to enable clients to effectively interact with the models. The position requires the ability to train internal and external groups on product usage. Knowledge of insurance or other financial institution systems is a plus.

1e.  Tax Software Company - Product Manager
My client is a niche income tax management and planning company that empowers tax professionals in multinational corporations or accounting firms to effectively minimize tax risk, maximize cash flow and enhance their value within their firm. 

Job Responsibilities:
The company seeks to hire a Product Manager. This person is responsible for defining and communicating current and future products. This individual must work with key areas of the company that are directly responsible for product success including sales, marketing, engineering, and professional services. Responsibilities include: 

· Coordinate and schedule product releases. Responsible for product roadmap.

· Coordinate and analyze market research to understand customer needs, product satisfaction, and emerging business opportunities. 

· Define and document market and product requirements. 

· Coordinate the product release cycle with the appropriate delivery teams, including securing demo data, demo scripts, product content for web site. 

· Interact with customers and prospects to describe and demonstrate product capabilities and gather input for future enhancements. 

· Collaborate with various departments on product delivery and quality goals.
· Define value proposition for products around marketing and positioning products. 

· Provide competitive intelligence and gap analysis for product differentiation. 

· Make design decisions as appropriate during development cycle. 

· Review and sign off on all product documentation. 
· Assist in quality assurance tasks whenever possible

Qualifications:

The successful candidate(s) will likely have the following qualifications:

· 5+ years in Product Marketing/Management with strong preference for Enterprise Financial applications (PeopleSoft, Oracle, SAP, Hyperion). 

· Expertise in formal methodologies for gathering and managing requirements. 

· Strong communications skills and experience working cross functionally, between technical and non-technical teams. Ability to interact and successfully negotiate with development, marketing, sales, prospects, and customers. 

· Strong problem solving and analytical skills. Ability to analyze diverse (and often conflicting) market/customer requirements, propose and validate solutions and bring them to market in a timely manner. 

· Strong presentation skills. Must be able to present effectively to customers, advisors, analysts, etc. 

· Must be able to excel in dynamic work environments, including the ability to work effectively with limited guidance from managers and be customarily and regularly relied upon to use discretion and independent judgment. Excellent oral and written communication skills. 

· Must be able to organize and manage conflicting priorities. 
· BS/BA; MBA a plus.

1f.  Leading Integration Software Co – Senior Product Manager, SOA Governance and Policy
Our client provides enterprise software that helps companies achieve success with service oriented architecture (SOA) and business process management (BPM.) This public company, headquartered in Silicon Valley, is the leading business integration and process management software company. This Senior Product Manager will manage the evolution of our client’s next generation Service Oriented Governance product. The Product Manager will be responsible for driving product strategy, requirements, and implementation in distributed SOA governance that spans repository, XML security and policy management. 

Major Responsibilities:
· Define and drive new Service Governance products including Registry and Policy management.

· Work with customers to understand their requirements; translate to engineering.
· Develop and manage product plans and roadmap based on customer requirements, competition and innovation.

· Define product pricing and packaging.

· Define product releases and content.

· Create and deliver demos and presentations demonstrating the value of products.

· Train the field on product features, value proposition, and differentiation.

· Help manage high profile accounts and escalations.

· Liaise within and between engineering, support, sales, OEM vendors, field technical services, marketing, finance, legal and fulfillment.

Requirements:

· Bachelor’s degree in Engineering/Computer Science (or equivalent experience). Master’s or Ph.D. in engineering or MBA is a plus.

· Thorough working knowledge with SOA registry/repository, security and policy management infrastructure is a must.

· Good working knowledge of UDDI, WSDM and SOA governance standards. 

· A deep understanding of the requirements associated with building highly available and scalable enterprise-level software solution is required.

· Excellent presentation, writing, organizational and interpersonal skills is required.

· Technical field experience presenting, demonstrating enterprise products and solutions are a plus.  

· 3+ years product management experience with enterprise level software and enterprise software customers is also required.

· 8+ years of enterprise management software experience with background in development or field implementation.

· Market expertise with knowledge of pricing/packaging of enterprise software.

· Ability to multitask, prioritize and to work independently.

· Ability to gather and translate customer business needs into technical product requirements.

1g. Leading Financial Services Company – Manager, Internal Consulting
My client is a nationwide financial services company The company has an internal management consulting group charged with executing projects and leading programs that drive measurable results and advance corporate priorities. The group leads organizational change by driving a culture of continuous improvement and project management through training and promoting a common methodology; improving corporate services to the divisions and supporting strategic initiatives; and enabling employee empowerment. 

The group is a “fast track” environment. Associates are ambitious, results-oriented, collaborative, and driven to excel. They have high exposure to the various business units at the senior management level. Each associate is expected to contribute to the culture and infrastructure of the group by developing best practices, mentoring associates, and advocating the group’s mission and programs. Associates participate in and lead process improvement projects that create significant value throughout the company.  

Job Responsibilities:

The Manager, Internal Consulting is responsible for contributing to all aspects of client engagements. Managers work on project teams to define the problem, analyze and document current processes, identify improvement opportunities, develop solutions and execute on recommendations. Managers are expected to bring a solid understanding of business processes, technology, change management and performance driven metrics. Additionally, Managers may lead small teams or portions of a larger team, and/or manage direct reports including Senior Consultants and Consultants. 

Primary responsibilities include:

· Structuring projects with leadership guidance and leading tracks of work

· Facilitating solution-oriented meetings and relationship building with client  

            executives

· Structuring and developing business analysis

· Managing change

· Identifying issues, gathering information and developing recommendations

· Developing business concepts and applying them in practical settings

Qualifications:

· 4-7 years of experience with business and management consulting, process improvement, or project management 

· Undergraduate degree is required

· Ability to translate business requirements into technical specifications

· Solid quantitative and analytical skills 
· Familiarity with quantitative/statistical problem solving approaches

· Comfortable operating in the absence of formal structure
· Excellent oral and written communication skills 
· Ability to effectively engage with and present to all levels of management 
· Ideally, an MBA and financial services industry experience
2. Sample Interviewing Evaluation Form
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	CRITERIA
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	CANDIDATE SCORE

	 
	 
	 
	 
	 
	 
	(1 TO 5)
	 
	 

	 
	 
	 
	 
	 
	 
	 
	Name
	Wgtd

	Experience
	
	
	
	 
	
	 

	
	Top tier strategy consulting
	
	5
	5
	5

	
	Post MBA industry experience
	
	3
	3
	1.8

	
	New economy consulting experience
	4
	4
	3.2

	
	
	
	
	
	
	 
	
	 

	Business Complexity/Background
	
	 
	
	 

	
	Industry focus 
	
	
	5
	3
	3

	
	Business development – new clients
	
	4
	1
	0.8

	
	Business development – existing clients
	5
	4
	4

	
	Strategy intellectual capital building
	
	3
	3
	1.8

	
	Engagement project management
	
	3
	5
	3

	
	Client relationship building
	
	5
	5
	5

	
	Team leadership
	
	
	5
	5
	5

	
	Practice/office development
	
	4
	5
	4

	
	
	
	
	
	
	 
	
	 

	Personal Characteristics
	
	
	 
	
	 

	
	Communications Style
	
	
	 
	
	 

	
	
	Strong oral presentation skills
	
	4
	5
	4

	
	
	Organized written communications  
	5
	5
	5

	
	
	Consensus driven
	
	
	3
	5
	3

	
	
	Sales oriented
	
	
	4
	4
	3.2

	
	
	Listens well
	
	
	3
	5
	3

	
	Leadership
	
	
	
	 
	
	 

	
	
	Team oriented 
	
	
	5
	5
	5

	
	
	Charismatic
	
	
	4
	5
	4

	
	
	Drives initiatives and gets results
	4
	5
	4

	
	
	Process-oriented
	
	
	3
	5
	3

	
	
	Collaborative
	
	
	5
	5
	5

	
	
	
	
	
	
	 
	
	 

	TOTAL
	
	
	
	 
	4.38
	3.61


3. Working with Executive Recruiters
by Kathy Ullrich

May 2007
Soon after I joined one of the prestigious executive search firms, I came across someone in the database I had gone to engineering school with years earlier. This person held a VP title at a recognizable Silicon Valley company; I was impressed in learning of her career achievements. When our team of recruiters had brainstorming sessions for other VP searches, her name would often come up. I wondered, “How did she get to that role and have such a strong reputation?” In looking at her record in our database, her background looked much like many other executives. What set her apart is that on every search she was called on she would listen and provide recommendations if she was not interested. Because of this help and the relationships she had built with recruiters in our firm, she was always in the communications loop to hear about plum VP opportunities. Her career continued to flourish.

In this article, with nine years of executive recruiting experience, I offer to you my advice in working with executive recruiters to further your career.

Know yourself

Recruiters are filling a specific position for a client, such as CEO of a content management software firm, VP Product Marketing in service oriented architecture, or Principal with supply chain expertise for a consulting firm. For each position, the job qualifications/experiences, personal characteristics, domain experience and cultural fit are different. We are looking for square pegs for square holes and round pegs for round holes as the early childhood toys taught us. The searches just happen to be shapes with very tight dimensions. 

You will be better able to work with a recruiter if you are clear about your qualifications and fit with an organization. For instance, “I have a background in outbound and inbound product marketing, with more experience on the outbound side. I am especially strong at X and my domain experience includes Y and Z.” An executive recruiter is not going to spend a lot of time getting to know the person who says, “I could do product management or business development or be a CEO” or says, “I don’t know anything about the digital media space but I could learn.” 

Your alumni career services office or the career section of a bookstore/library can offer many analytical tools to help you assess your strengths and determine a career direction (or see www.ullrichassociates.com/past_events.html). Use the resources available. Hire a business coach to help if you need further advice. If you are improving your golf or tennis game, you would hire a coach; why not hire someone to help with your career? When you understand who you are and what you offer, then you can effectively work with recruiters.

Become known to recruiters in your space

So how do you get to know recruiters? First, there are recruiters at the large executive search firms (Heidrick and Struggles, Korn Ferry, Russell Reynolds, and Spencer Stuart) who specialize in your industry or functional area; you can find their names on-line. There are also boutique firms that specialize in your area. The 80/20 rule is backwards in the search business. It is a fragmented industry with firms such as Kathryn Ullrich Associates, Inc. being experts in specific niche areas. One way to get to know the boutiques in your specialty is to ask hiring executives in your function/industry who they use or receive calls from. 

In becoming known to recruiters, use ‘warm’ introductions, such as a colleague providing the introduction or using the colleague’s name in an email. During the early 2000’s, recruiting firms were receiving a thousand resumes a week. Make sure you are not lost in the incoming emails; target your introduction to a specific person. In your email to the recruiter, provide a succinct background. If you are aware of active searches, be sure to mention them and the research you did. Share your function/industry/domain. Are you a square, round or octagonal peg? I prefer bulleted responses that are quick to read. 

Understand retained vs. contingent recruiters

Recruiters fall into two general buckets: retained vs. contingent. The large executive recruiters are all retained recruiters. Clients pay the firm retainers to work on searches. The retained recruiters tend to be client focused finding the right candidate for the role. Contingent recruiters are hired by firms and paid upon completion of the search. In a contingent staffing firm with multiple job orders, your resume may be submitted to multiple companies. You may want to better understand the reputation of the firm and how you are being introduced to clients. 

Develop your network before you need it

In my career transition after five years in strategy consulting, I realized that I did not have an active network. The long hours of consulting did not provide time to maintain a decent lifestyle, let alone a network. Developing and maintaining a network is critical to your job search as well as many careers. I encourage you to start developing your network now, whether or not you are looking for a job. Attend industry functions, speak at conferences, socialize with classmates, and build relationships with recruiters. Eighty percent of jobs are found through your network.
Own responsibility for your job search

When igniting your network for a job search, executive recruiters are only a part of your job search. Lay out a strategy that includes recruiters, alums, former colleagues, friends, on-line networking tools, etc. Recruiters can help expand your network but should not be the only source in your network. Let recruiters know you are in job search mode but do not depend on them for your job.
Be helpful, not a bother

Going back to the VP whose career flourished, you can build relationships with recruiters in your space by helping them with searches. If we call you, return our calls with suggestions. If sharp colleagues are on the market, introduce them to us. Call us to work on searches for your company. Become a useful resource that will be top of mind during our future searches. You might be surprised by this fact: the higher level the search, the higher the response rate to our calls. That’s right; your boss is probably calling us back more quickly on searches. I also caution to not become overzealous or the relationship building could backfire. During the dark days of the recession, a VP Marketing would send me periodic market updates of what he was seeing in the market versus other job seekers frequently asking for information about my next search. 

Be honest and open

When you are sharing your background and experiences with recruiters, answer with integrity. If there are gaps in your resume, explain them and what you learned; don’t try to hide the gap. Be honest and open about background, interests, salary and relocation. Recruiters need know you to understand your fit with a role and client. Quality recruiters will want clients and candidates to be successful for the long term. 

Kathryn Ullrich Associates, Inc. ~ 650-458-8775 ~ www.ullrichassociates.com


