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Scenarios for Hiring New Director of Product Marketing
Candidate’s perspective:

Larry Geek is a very successful product marketing manager.  He has hit several “home runs” at his current company, has a boss he likes, and generally is well-respected and seen as a high-potential employee. Larry’s current responsibility is managing a product line that is not the company’s newest technology, but it’s one of the larger revenue-producing products and those revenues are key to the short-term to medium-term strategy of the company.

Larry’s pretty comfortable in his responsibility, but he feels like he is ready to go to the next level, and would like to be the key player in emerging market products.  Right now, he doesn’t see when the next career opportunity is likely to happen. 

He has been looking forward to a 3-week vacation in a couple of months that he’s promised to his wife for 2 years – a blow-out trip to Italy and France.   Because he’s been at the company for 5 years, he’s entitled to 25 days of PTO per year, and that’s really important to him and his family.  His wife also is tracking on her career, and he feels compelled to do his fair share in parenting the kids.  
Another advantage to his current position is the short commute pattern he has – he can make it to work in less than 20 minutes, in a reverse commute pattern.

He also is well compensated – his boss has told him he’s at the 70% percentile of the salary range -- and he has stock options that were granted prior to the latest run-up, which will become exercisable in about 4 months.  At the current price, that means more than $100K, if he sticks around.  
He’s been approached by ABC company for a Director of Product Marketing, which looks interesting, but he’s cautious.  
Scenarios for Hiring New Director of Product Marketing

Company’s perspective:

ABC company is smaller and younger than Larry’s current company, but Larry’s experience is right in their sweet spot.  They have an opening for a Director of Product Marketing and that product is slated to take them to the next level as a company – a key position and opportunity. 

They need a key leader to fill this position, and soon.   They are ahead of the market but only have a 6-9 month window before others will start developing competing technology.

Unfortunately, their previous Director, whom they recruited with a very aggressive salary, was a non-performer and had to be terminated.  He really upset the apple cart by spouting about the company and everyone learned about his ‘big bucks,’ creating a lot of hard feelings – a real employee relations problem.      This means that an offer to Larry would probably be a lateral.   

They do have an aggressive bonus program, based upon well-defined MBO’s.  And,  if Larry is successful, there could be VP wings sprouting within a couple of years – very visible position and lots of potential!

The hiring manager also knows that the stock is about to split, but, of course, is unable to share that information with Larry.    

Because they are so young, they have standard benefits, and everyone gets two weeks of vacation a year.    This has not been a problem – everyone is really jazzed about the potential of the company.

The company is located about 40 minutes from Larry’s house and in the opposite direction from the kids’ childcare.
Sales VP Scenario

The Company

The company is looking for a VP of sales to replace one who left to join a Silicon Valley Startup. The company was acquired from the founders in an LBO in 1996 and a new management team took over. It saw steady growth of about 10% per year from 1997 to 2000, -20% in 2001, no growth in 2002 and 10% growth in 2003-2005. Revenue in 2005 was about $50M. The sales team consists of 15 employees and 150 contract sales representatives worldwide.

The management team comp packages have not changed since 2000. The VP Sales package was $140K base, $50K incentive if the company made the annual revenue goal and $50K bonus calculated from company wide MBP objectives. He had vested options for 1.2% of the fully diluted stock. The company is private.

In consultation with the board, the CEO wants to hire a VP Sales who can help create a sales strategy that will get the company 10 the $100M revenue range in three years with a profitability record that will permit a liquidity event near the end of that time. The new executive will be expected to take a fresh look at all parts of the sales organization and strategy, work with marketing and engineering to uncover additional market segments and products that can contribute to the needed growth. He/She is expected to produce a strategic sales strategy and a tactical plan for its execution, present it to the board and sign up for the responsibility of the results.

At least as important as the sales leadership skills is the ability to blend with and contribute to the senior management team. Conflict between sales, marketing and engineering have been problems in the past, leading to churn in the engineering leadership role. The company is looking for a true team payer sharing the values and accepting the company vision.
Sales VP Scenario

The Candidate

The candidate is looking for a technology company with leading edge products, strong, value driven management team, and the vision to build a large increase of company valuation in a short period of time.

The candidate has over 20 years of increasingly responsible technical sales and sales management roles including three positions as VP Sales. He/She has experience with startups and in joining a $20M growing firm. The candidate’s record shows consistent achievement/overachievement of sales goals and has built and maintained global direct and indirect teams.

The candidate left his last employer when a competitor acquired the company. His/Her comp package was $250K at OTE and he was on track to exceed the revenue goal by 20% when operations ceased. The package was $150K base and $100K incentive and included options for 1% of the fully diluted stock. The incentive was calculated from a combination of revenue, margin and expense control. The candidate has been in search mode for 3.5 months, has turned down one offer and was not selected for two other desirable positions when in final consideration.

The candidate has average comp information from salary.com that shows that VP sales for a $50M company responsible for 10-20 employees based in Silicon Valley. The range is $190K-$450K not including equity, with a mean of $290K.

The candidate understands tradeoffs between risk and reward and places value on relationships, meaningful contribution to society, family support, work/life balance and other intangibles.

VP of Engineering
The Company

The company is a four-person start-up with two consultants working part time. The CEO considers this his last opportunity to make a home-run. He was forced out of his previous company by the other founders and he brought a couple of people from the old company with him as he started his new venture.

The company has a strong CTO who has been managing the two-person engineering team, one based in Hawaii and one based in SF. There is tension in the team because the CTO has too many architectural challenges to navigate and not enough time to work with his team. There is some friction between the two engineers as well. In the end, the CTO does not want to run a product development team.

The company has seed funding by a rich and well-connected investor in the same space. The investor and CEO are the only board members. It is agreed that they will go for funding upon the completion of the beta program, with the current investor asking his close investor contacts in the same field to seek Series A funding. Until funding is received noone on staff can make more than $150K, and benefits are restricted to $500/month reimbursements. Stock options are also restricted to less than 3% for senior managers.

The previous VP of engineering was very bright but did not fit the team culture and did not know the industry well. The company seeks a solid technologist, proven product development leader, and long-term executive for the organization. They are willing to take a chance on someone who is not familiar with the industry, but would like that person to start at a lower level until he proves himself. The company interviewed several directors of engineering who had technical background in their space, but they lacked the leadership, management and strategic skills of the current candidate.
VP of Engineering

The Candidate

The candidate is looking for a company in a good market with a great team positioned to go public or get bought out within the next year or two. The candidate is just as invested in getting financial payoffs from a buy-out or IPO as he is invested in getting in-depth experience growing an experienced team.
The candidate has served in several director of engineering positions, and really looks forward to serving at the executive management level. He has strong technical expertise, strategic perspectives and a strong track record for delivering quality products on time and on budget.

Although he earned close to $200K in his last position, he is willing to be flexible about salary provided that the company is well-positioned and that he gets sufficient stock options.

In addition, the culture of the organization and the quality of the team are really important to him. In his last position, the political maneuverings of the people around him left him disgusted and negatively impacted the morale of his team.

In the short time that the candidate has been exposed to the company, he has read background technical information and shown an amazing grasp of the technology as well as the industry trend. His suggestions have impressed the VP of marketing, the CTO and the CEO. 

The candidate has been searching for six months and had a few near-misses where an expected offer never materialized. He is tired of the search process and would be willing to make some concessions, especially as his wife is starting her own business and not making much money yet.
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