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I want to use Halloween week to talk about what I am seeing in the job market since it can be a scary time for those out of work or facing lay-offs. Companies in Silicon Valley are holding their breath in a wait-and-see mode, or doing a right-sizing trimming of staff to prepare for what could be a second recession of the decade. In this newsletter I share observations of the current job market and what jobseekers can do. 

I am moderating three Getting to the Top career development programs over the next three weeks: 10/28 Technology CEOs at Stanford; 11/6 SDForum’s Tech Women’s Program; and 11/13 CEOs at UCLA. Check out program and registration details at www.GettingToTheTop.com.

Sincerely, 
Kathy
Kathryn Ullrich Associates, Inc. – Executive Recruiters
650-458-8775
kathrynu@ullrichassociates.com
www.ullrichassociates.com
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Feature Article
The Spooky Job Market
By Kathy Ullrich

On the day Lehman crashed, I picked up two Director-level searches for technology companies: one in business development and one in sales. Both are revenue generating roles. Even the business development search is heavily focused on driving revenue through sales partners. As I started working on these searches, and much like everyone else, I wondered what was to come in the job market and economy.
Today’s Economy and the Job Market

Everyone is wondering but no one knows what will be coming with the economy. But no one wants to go through another 2001-02 recession, so technology companies in Silicon Valley are in wait-and-see mode, with some tightening their belts to withstand what might be a year of recession. 
Sometimes I feel like I have an eagle’s eye on the economy by the work I do, much like Forrest Gump’s stroll through history. A year ago, up until their hiring freeze, I worked on searches for Countrywide. Right now I am calling CFOs making investments in the real estate market. I am also doing searches for an automotive technology company and a start-up. Daily I get asked, “What are you seeing in the job market?” So here are my data points on the economy (I enjoyed macroeconomics in business school so I have to share my take):

· Venture Capital: It’s been all over the news that Benchmark, Sequoia and other venture capital firms are forecasting a bleak economic picture. As the VCs make their capital calls, investors squeezed by losses on Wall Street may not have the investment money. VCs are having financial reviews with all portfolio companies and telling them to stretch current investment money an additional 3-6+ months.
· Wall Street: Capital is still scarce, with the bailout easing some credit. In the real estate sector, banks and private equity investors still need to clear balance sheets of losses and therefore are not making new investments. The ‘mark to market’ regulations say that when property values decline, investors need to revalue their portfolios, but when and at what value? Reduced portfolio values are triggering additional capital requirements for reserves but with the scarcity of capital this has triggered the fall of venerable financial institutions. Why would banks want to bail out fellow banks, when upon failure or bankruptcy they can be bought for cents on the dollar? The government bailout is opening credit for bank-to-bank lending. You may also see evidence of the need for capital with marketing for 7.00% certificates of deposit like Countrywide Bank did a year ago. The question is when will the balance sheets of financial institutions be cleared out to allow for further investments for renewed economic growth? In real estate, the bottom is yet to come.
· Hiring areas: With the restriction in investment, companies are watching their spending, sometimes cutting 10% of employees as a precaution. Companies are being cautious about hiring and focusing on key hires such as revenue producing or profit areas. Opposite the dot.com bubble ‘breathing into a mirror’ hiring criteria, today’s companies are waiting to hire the right individual. Having all the check marks for skills and experience may not be enough as the person also needs to have the cultural fit plus extras.
· Tech Sector: During the recession earlier this decade, consumer and housing pulled the tech economy out of the recession, with biotech looking like a go-to sector. With financial, real estate, and consumer spending down, we need to look for areas of growth. Industry analysts for the IT industry expect slowing in IT spending, but to what rate: 20%? On the job front, the US Department of Labor this time around expects fewer cuts and for a shorter period of time than the dot.com recession. CNet had a good article http://news.cnet.com/8301-1001_3-10070944-92.html and a scorecard of lay-offs at technology companies. 
· Within the tech sector, I also try to understand which areas will grow. Gartner points to virtualization, cloud computing and social networking as top tech areas. I am a fan of infrastructure needed for Web 2.0 – how do you keep the Internet secure, take payments, present content, manage bandwidth, measure results? Mobile technologies/applications may continue to be growth areas. Alternative energy and sustainability are currently talked about sectors but could be the next bubble as oil prices continue to decline. 
· Roles: In a down economy, I find that companies more readily hire people who are focused on revenue and profit. Of course, this means sales and business development, but could also mean marketing or consulting roles that are customer focused and generating demand. 

What to do as Job Seeker

My contacts at MBA career alumni services are busy with alumni jobseekers and have reached out to me asking my advice on what to tell worried Wall Street employees. I am an optimist and someone who ‘makes lemonade’ given a tough situation so I related a silver lining story. During the Internet bubble, people were leaving consulting companies in droves for dot.com companies and, with the burst, consulting firms stopped hiring and let go of junior consultants on the bench. Fast forward five years and consulting firms have a gap in their talent pipeline at the critical Senior Manager level, those leading project teams, developing client relationships and being groomed as future partners. I was asked by many major consulting firms to find this critical hire. It is difficult when you are unemployed and trying to find the next paycheck to think five years ahead, but what can you do to set yourself up for those key roles? What can you do on your next job that prepares you? How does this help you find the next role? 
Here is my advice to job seekers:
· Assess your career and skills: Before you write your resume, think through your strengths and skills, not just the tasks you have done in your functional role. Companies will hire you for these; I call it “been there, done that.” Where have you worked and what did you accomplish? Who will be interested in hiring you based on your background? What are the strengths you bring?
· Tell a story: As you target a specific opportunity, you need to tell a story about how your background is a fit. What experiences do you have that are relevant? And, as you set yourself up for five years from now, think about the story you want to tell: do you need to establish yourself as a domain expert or a functional expert? Is there a niche that you can become the expert in? I find that people who develop an expertise, from supply chain areas to SOA to specific industry knowledge,are highly sought after.
· Network, network, network: Eighty percent of jobs are found through your network. Use your friends, colleagues, and social networking sites to establish connections. Pick up the phone or send an email to reach out and set up a time to talk. I find that ‘old school’ people prefer traditional networking through phone or face-to-face meetings but if you are looking for an SEO marketing role, hiring managers may prefer email and social networking sites. Think about your audience and their time constraints.
· Volunteer: I am a huge believer in volunteering for a non-profit or professional organization as a way to expand your network and qualifications, not to mention giving back for the cause. Find an organization you believe in or that is in your domain or functional area. What you get out of volunteering is directly proportional to your involvement so take on a leadership role, not just attend events. Volunteer for a fundraiser, develop programming, or help with marketing/accounting if you have skills that are needed by the organization.
Have a Happy Halloween! I hope this week’s goblins and haunts disappear from the job market.
Current Searches
Our current searches are in marketing, business development, sales, consulting, and finance as follows:
- VP Marketing for a privately-held Los Angeles-based services company
- Director of Interactive Marketing for an automotive e-commerce company

- Director of Business Development for a supply chain solutions company

- CFO for a San Diego-based resort company

- Manager for the leading global payments strategy consulting firm

For more information, visit www.ullrichassociates.com. Kathryn Ullrich Associates, Inc. focuses on C-suite, VP and Director level hires across the functions of Product Marketing/Management, Marketing, Sales and Consulting for technology and services companies.

Upcoming Events
Mark your calendars for Getting to the Top career development events:
- October 28, 2008 – Getting to the Top – Technology CEOs (Stanford Graduate School of Business)

- November 6, 2008 – Getting to the Top (SDForum at Varian Medical)
- November 13, 2008 – Getting to the Top – CEOs at the Top (UCLA Anderson School of Management)

For more details on these events, visit www.GettingToTheTop.com
More Information
For more information on Kathryn Ullrich Associates, Inc. and our executive recruiting services, please call 650-458-8775, email Kathryn@ullrichassociates.com or visit
www.ullrichassociates.com.
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