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Greetings, 
In January and February, we offered the career development series Getting to the Top from Consulting in both Northern and Southern California with Stanford GSB alumni career services and UCLA Anderson School of Management. The strong group of panelists from management consulting backgrounds not only offered their perspectives of skills required in their leadership roles, but also demonstrated the insight and additional depth that former consultants can bring to the workforce. I have included a summary of program highlights in this newsletter; the full text is available on my website.
The next program in this career series is Getting to the Top in Venture Capital and Private Equity on March 27 at Stanford GSB and April 19 at UCLA Anderson School. 

The first quarter of 2007 has been booming in the recruiting market. If you need help in hiring executives in product marketing, marketing, sales, engineering or professional services, give me a call.
Sincerely,

Kathy

Kathryn Ullrich Associates, Inc. – Executive Recruiter

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

Insight and Skills Former Consultants Bring to the Workforce 
By Kathy Ullrich

With titles of CEO, VP Corporate Development and VP Marketing, former management consulting panelists at the Getting to the Top career development program not only highlighted advice to consultants looking to transition out of consulting, but also demonstrated the insight and depth that consultants add to a company’s talent bank. In this newsletter, I summarize advice on making the transition, skills that management consultants find important in leadership roles, and keys to these leaders’ success. 

Transitioning from Consulting
In transitioning from consulting to industry, the panelists shared their views on when and how to make the transition. 

Optimal Years in Consulting
Panelists tended to agree that there are two natural transition points when consultants are more apt to leave consulting: as a manager with 3-5 years of consulting or as an experienced partner. Avanish Sahai from McKinsey shared the importance of getting at least a year of experience as a manager, not just the first two years as an analyst, to get the benefit of consulting. Alex Dodd who was a partner at Bain said that if you wanted to make partner then it was important to see it through and commit to a number of years beyond partner.
Making the Cross-Over
In making the cross-over from consulting to industry, panelists shared how to make the transition and how to decide what to do. Jim Clayton said, “Find someone who believes in you to help you with the cross-over, someone that knows your skills as a consultant. After that job, once you show you can get the job done then you’ll look like anyone else, but you’ll get it done faster.” 
Panelists agreed that it is important to pick a major in a general direction that you would like to pursue. Jim further added that in your career, “You have only two degrees of freedom to pivot around, role and industry. You can be business development and high tech then move to CPG, or stay in high tech and move to product management.” It is important that you choose a general direction that you are interested in and follow it. 
Skills Important in Leadership Roles

I found that in addition to being educational on leadership skills required at the top, the insight and perspectives provided by the panelists showed the depth and rigor that management consulting backgrounds provided in shaping these executives. Jim shared his perspective, “You do not appreciate the skill sets from consulting until you hire people not from consulting.”
Self-Motivation, Self-Awareness
“In consulting everybody is self motivated,” said Alex. “In industry you can have a meeting and say let’s get back together in two weeks with the answers and nothing is done. The lesson is that not everyone is self-motivated and you need to change behavior.”

One of the important skills Andrew Gengos has utilized as he climbs higher in corporate America is self-awareness. “None of us are full and complete. You need to know your weak spots. There are times in your career where you can fix weak areas. As you move on, compliment your talents with others to fill in.”

Communications and Influence
Andrew pointed out in M&A that communications, influence and people skills, “Are incredibly important because convincing people in your company to spend $2 billion on an acquisition takes persistence, influence, patience and sometimes stubbornness.” He added about communications, “It is remarkable how poor people are at communications at all levels of a corporation. It is easy to distinguish yourself by demonstrating you can think clearly and talk clearly.”

 “Sunshine,” Andrew said is another communications trap. “As you get more senior, you get more sunshine from people that share information with you. You need to do a reality check and really listen to people. They may be trying to tell us that something is wrong but if you are not listening, you will just see the sunshine. Listen hard and watch body language; ask the right questions. Then have the composure that if they get honest and deliver a controversial answer, that you do not shoot the person or you will continue to get more sunshine.”

Sales
Avanish shared the importance of learning sales skills. “In consulting we called it client development. In the rest of the world we call it sales. In industry, whether you are in marketing, business development, CEO, raising money, selling product, even selling your experiences, you are selling.”
“As CEO of a company,” Jim Howard offered, “If you cannot sell what you have, you do not have a company.”

Decision-Making and Execution
Jim Clayton learned from a mentor, “Whatever you do, make a decision and then you have earned the right to make another decision, to unwind it if you are wrong. If you have not made a decision, you do not have the right to make another decision.” 

Lisa Leight offered her perspectives, “Ditch the imposter syndrome. Roll up your sleeves and execute to generate results. When you take a new role, you need to have a 30, 60, 90 day plan of what you need to accomplish.”
Hiring and Managing a Team
“The role of a CEO involves recruiting the right people,” shared Jim Howard. “If you recruit average people, the results will be below average. You need to recruit the right people, even if you need to wait.” 
Andrew would add, “Hire complementary skills. It would be devastating to have clones in my group.”
“Teamwork is important,” Avanish said. “A good team with a bad idea will fix the idea. A bad team with a good idea may screw it up.” 
Keys to Success

A majority of the panelists had similar keys to success: Set goals on what you would like to accomplish and stay focused as you move in that direction. Panelists shared winning attitudes of “I work harder,” “I do not like losing,” and “Be committed to the fact that you can make a difference,” that continue to lead them to success.
For the complete article about Getting to the Top from Consulting, visit http://www.ullrichassociates.com/past_events.html#ConsultingUCLA. 
Current Searches

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

· VP and Directors of Sales – Early stage alternative energy company

· Senior Product Marketing Managers in BPM, SOA and MDM – Leading integration software company

· Managers/Senior Consultants – Leading financial services corporation

· Principal, Product Development Process – Leading high tech 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, Engineering, and Consulting for technology and professional services companies.
News

Kathryn Ullrich Associates, Inc. has recently completed product management and product marketing searches for PS’Soft, an IT asset management software company. 
Upcoming Events

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. The schedule for 2007 is:

Northern California:

· March 27 – Getting to the Top in Venture Capital 

· May 22 – Getting to the Top in Sales and Business Development

· October 23 – Getting to the Top – CEOs at the Top

Southern California:

· April 19 – Getting to the Top in Venture Capital and Private Equity

· May 31 – Getting to the Top in Sales and Business Development

· September 27 – Getting to the Top – CEOs at the Top

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 call 650-458-8775, email Kathrynu@ullrichassociates.com or visit http://www.ullrichassociates.com.
Kathryn Ullrich Associates, Inc. ~ 650-458-8737 ~ www.ullrichassociates.com


