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Greetings!

This past weekend, I was a panelist on an executive recruiting panel at UCLA Anderson School of Management’s alumni weekend. One reminder about the most powerful job search tool that we often forget about: pure results. Do a good job and executives, peers, recruiters will want you for your next job. 

I’m finding that many candidates are again receiving multiple offers and having some buyer power. All this means it may be tougher for companies to find top talent, or have candidates choose their company. If you have questions or would like advice about attracting top talent, feel free to give me a call.
In this newsletter issue you’ll learn about the skills required for successful strategic alliances professionals, as told by panelists at the Getting to the Top in Strategic Alliances and Channels program at Stanford GSB. You can read panelists’ perspectives on general management skills and those unique to strategic alliances professionals. 

Sincerely,

Kathy

Kathryn Ullrich Associates, Inc. – Executive Recruiter

650-458-8775
kathrynu@ullrichassociates.com
www.ullrichassociates.com
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Feature Article

Leadership Skills -- A Strategic Alliances Perspective
By Kathy Ullrich

The panelists for the Getting to the Top in Strategic Alliances and Channels program at Stanford Graduate School of Business shared their views of the skills and characteristics needed in the profession. Panelists included:

· Erna Arneson, VP, Global Small and Medium Business, Industry and Partner Marketing at Symantec;

· Malcolm Deleo, Associate Research Fellow, Sourcing and Partnering Group at Clorox;
· Dave McCamey, Associate Director, Global Alliance Management at Procter and Gamble Pharmaceuticals; and
· Norma Waterpaugh, Vice Chairman of Association of Strategic Alliance Professionals (ASAP)

Norma, founder of ASAP Silicon Valley chapter, has edited the organization’s survey on professional development. They bucket major skills and competencies of strategic alliance and channels professionals into three categories:

1) Company / industry knowledge,

2) Context skills, and

3) Core skills unique to strategic alliances.

This article summarizes in these three categories the panelists’ views of the skills and competencies of strategic alliances and channel executives need to reach the top. 
Company / Industry Knowledge
Strategic Thinking
“Strategic alliances professionals need to know the strategy of the company, drivers of the industry and strategy/drivers of partners,” offered Norma. With partners, “One plus one is greater than two. Understand how decisions are made, who to rely on and how to navigate in your company and the partner company.”
As you move up in management, Dave discussed the need to be more strategic.  “Connecting with the big picture and have a long horizon to see what’s coming, a long term vision. Piece this together with what’s needed.”

Customer Understanding

As one of the skills important in his career, Malcolm says, “Understand the consumer very well. At Clorox, this means somebody cleaning the house, so think like the consumer or partner.”

Partner Value Proposition

Erna discussed the need to understand a product, build a value proposition, and articulate it. This involves understanding the business model of channel partners.  Think long term, “Communicate a multi-year view. Understand your partners’ business life cycle and apply this to functions in your business: marketing, channels, and product.”

Erna added the need to become more strategic about a channel strategy.  “Start with the corporate object and what channel strategy is needed to achieve this.  Take these objectives to marketing and sales.  Map and use this in your overall role.”

Context Skills
Norma defined context skills as business skills not unique to alliances that are important: collaboration, project management, consensus building, negotiating, leading by influence and others. When hiring, Erna looks for evidence of -- results that is -- of a number of other general characteristics: action-oriented, coachable, open minded, partner/customer driven, leverages others to get work done, perseverance, long term view, and self-starter. 
‘Soft’ Relationship and People Skills

Malcolm shared the soft relationship and people skills that have been important in his career: “Ability to innovate. Ability to facilitate. Ability to negotiate.” He calls these ‘soft’ skills, with the need to have a respect for differences. He also looks for the “innovation quotient” in people. “There are a lot of situations when you can’t figure it out. What’s of value? You need innovation so that when you’re put in a room, you can identify the opportunity that no one else sees.”
Leading by Influence

Norma stated the need for leadership and management skills to move up in your career. “Lead by influence. Manage your boss. What are peoples’ motivations? And how do you align their interests with your interests and with the interests of partners?”

Team Building

Dave talked about thinking succession and building the people around you. Erna echoed the importance of coaching, mentoring and inspiring teams.

‘Helicoptering’

One important management skill Malcolm calls “helicoptering.” He defines this as the ability to move up or down, side to side, based on what the business or partner relationship requires. Sometimes the situation requires an executive managing the show, other times it means backing off so the team can do their work.

Skills Unique to Strategic Alliance or Channel Professionals
Norma shared that an important skill unique to strategic alliance and channel professionals is developing a well thought out governance plan. How do you select and qualify vendors? How do you map your organization plan to the partner, with peer-to-peer relationships at all levels? How to get your company working together with the partner? 
Partner Mindset

Dave pointed out one characteristic, “It’s not skills. It’s having a partner mindset. It’s alliance as a mastery. You can’t train on this. You need to get to this personally. You need to view a win as a win for collaboration. Some may only have interest in and see it only as a win for P&G. In a partnership, you need to see it as a win for the partnership. You’re not trading in control or power, you’re trading in trust. If you have a win/lose mentality, it drives partners crazy and you lose.” 

Know the Players and Situation (similar to Know thy Customer)
Malcolm shared experiences he has learned from. “Know who has the deal. Know who to influence.” As an example, he cited a deal he was in charge of and targeted working with high level executives at the other company. It turned out that someone in lower management had the deal. Malcolm has also learned expectation management. “That’s the killer. I didn’t manage the first time. I was better the second time. The third time I knew this will happen. If you don’t do expectation management, it’s your fault when something happens. It’s all about the pre-work.”
Channel and Strategic Alliances Skills for the Partner Ecosystem
As for different skills needed for strategic alliance or channel professionals, Erna said that “for channels you need a deeper understanding of sales. Model and play out scenarios with channel team members. Think through investment models, ROI, profitability of a partner. Think through multiple tiers of channels. For alliances, the benefits are tying things together. Evaluate the footprint of how partners work with you. It’s valuable to work with both [channel and alliance] type partners.”

Norma added, “You can compete as an ecosystem of partners. Look at Symantec with channels, ISV, System Integrator and consulting partners to create an end experience for consumers. Look at the dynamics of the ecosystem and how it is more competitive. Microsoft is the juggernaut of partner ecosystems with over 300,000 partners.”
Current Searches

Kathryn Ullrich Associates, Inc. is currently working on consulting, product marketing, operations and sales searches as follows:

· Principal, Supply Chain Operations – Leading high tech consulting firm

· Director R&D, Life Sciences – Big four consulting firm

· VP/Director Product Management, Insurance/Reinsurance – Risk modeling software company

· Product Management, Technology Platform – Risk modeling software company

· Account Executives – Enterprise software company (Northeast, Central, South and West regions)
For more information, visit the new clients and searches pages of our web site,  www.ullrichassociates.com. Kathryn Ullrich Associates, Inc. focuses on C-level, VP, Director, and Manager level hires across the functions of Product Marketing/Management, Marketing, Sales, Engineering, and Consulting for technology, professional services companies and biotech companies.
News

To help individuals acquire professional skills needed to reach higher job levels within marketing and sales professions, Kathryn Ullrich Associates, Inc., together with Alumni Career Services at the Stanford Graduate School of Business and UCLA Anderson School of Management, presents Getting to the Top. This series explores the skills and knowledge successful leaders leverage in their careers to get to the top. Kathy Ullrich will be continuing this series throughout 2007, including programs on careers in Consulting, Venture Capital/Private Equity, Sales and Business Development, and CEO leadership roles.
Upcoming Events

Kathy Ullrich will be moderating or speaking at the following events in Northern and Southern California:
· November 9, 2006 – Getting to the Top – CEOs at the Top, at Stanford GSB. 
· November 16, 2006 – Getting to the Top in Marketing, at UCLA Anderson School of Business
· November 28, 2006 – Getting the Attention of and Working with Executive Search Firms, at UC Berkeley Haas School of Business
For more information on these events and details for registration, visit http://www.ullrichassociates.com/events.html
More Information

For more information on Kathryn Ullrich Associates, Inc. and our executive recruiting services, please visit www.ullrichassociates.com or email Kathrynu@ullrichassociates.com. 
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