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Recent Success Story 

     The Kensho Group recently placed a Sr. 
Sales and Business Development 
Professional with an emerging, high profile 
cardiac valve company.  
    The company's products are at the 
forefront of providing therapies for non-
invasive cardiac valve replacement 
therapies ï considered to be the next 
blockbuster area with the cardiac segment 
     Our candidate had been at one of the 
world's leading cardiac and vascular 
companies and a specialist in the cardiac 
valve arena  He brought a strong clinical 
skillset along with a top producer track 
record in sales ï ranking in the top 5 in the 
national sales force year after year.  

Current Searches Include: 

Major CRM Co  NW  

 Regulatory Affairs Manager 

 Field Clinical Engineer 

 

NEW! The Kensho Group has Top 

Performers to Grow Your Business    
At The Kensho Group, we are in contact every day with Top Performers in 
Medical Device Clinical, Regulatory, R&D, and Sales who are open to new 
opportunities at the right company.  These people have deep experience in 
their areas of expertise that you can put to use right away to grow your 
business.  And, remember, even if you want to keep your headcount level, 
upgrading some key positions can significantly increase overall productivity. 
       Contact us to benefit from the talent we know in your industry.  Below is 
a short list of some of the Top Performers we are working with right now: 
 

 Director, R&D, Active Electronic Cardiac and Neuro Expertise.  
In MN but willing to relocate. 

 Director, R&D, Ophthamology  Expertise.  Irvine, CA. 
 Clinical Affairs Manager, Ophthamology Experience.  

Relocatable. 
 Clinical Program Manager, CRM Expertise.  In MN, but 

relocatable.   
 Field Clinical Engineer, Neuro, At #2 Med Device Co in world.  

Biomedical background from highly rated University.  Willing 
to relocate. 

 VP Clinical Affairs, Brings unique commercial mindset to the 
role.  Top rated individual.  San Diego, CA, willing to relocate 

 

MRI Network Insight into Global Hiring 

Trends   - April 2009 Issue 
[Each month, MRINetwork uses the combined expertise of over 1,100 offices in more 
than 35 countries to publish an update on hiring prior to the Bureau of Labor 
Statistics (BLS) numbers being released on the first Friday of the month.]   

“In just the last few weeks we’ve started to hear back from hiring 
managers who four months ago said they had hiring freezes and 
now want to start interviewing again,” says Holt. “It’s not 
everybody, but glaciers don’t melt overnight either.” 

Recession Might Be Waning; Employers Consider How to Raise 

http://www.pointandpost.com/jobs/search.asp?dn=www.thekenshogroup.com


Opthalmic Device Start-Up  So. Cal 

 VP, Product Development 

 VP, Clinical Affairs 

 VP, RA / QA 

 

Neuro Rehabilitation Med Dev Co  So. Cal 

 Business Development Manager 

 Clinical Field Specialist 

 

Cardiac Catheter Company - Colorado 

 Manager, Manufacturing Engineering 

Link to Our Expertise  

The Kensho Search Advantage 
The Right Partner Makes All The Difference 

Resources for Clients 
Recruiting services to help you succeed 

The Kensho Group Search Approach 
Insight, Expertise, and a Comprehensive Process 

Help for Candidates 
Resources to upgrade their career 

Helpful Links & Downloads 
Articles, Hiring Tips, and Industry Links 

About The Kensho Group 

The Kensho Group is a high-integrity executive 
search company, specializing in providing 
management and executive recruiting services 
throughout the US as well as globally. We focus 
on companies needing executives, managers, 
and specialized talent with technical knowledge 
in areas such as Medical Devices, IT, or 
Semiconductors. Our clients include small to 
mid-size firms as well as Fortune 500 
companies. We are dedicated to continuous 
improvement, a strong relationship-driven 
approach to recruiting, and best-in-class 
practices that will provide exceptional value-
added services to each and every client and 
candidate. 

 

Kensho:   1. path to enlightenment  
                   2. wisdom -insight for long term  

Headcounts  

In March, the Dow Jones Industrial Average closed up for the month for the 
first time since its 11,543 close on August 29, 2008. It has been six 
tumultuous months.  Few employers set their hiring targets based on the 
daily movements of the stock market, yet, nothing seems to drive 
confidence faster than green numbers on Wall Street.   
       “All recessions, to some degree, are mental recessions. They come from 
persistent, repetitive bad news. After all the fiscal, monetary, and spending 
policies, the only way to really reverse that cycle is by having enough 
sustained good news to make people think it’s over,” says Vince Holt, 
president of Management Recruiters of Mercer Island. 
       …Early in March, the CEOs of both Citigroup and Bank of America 
projected profits for the whole of 2009, including the first quarter. 
Additionally, the Department of Housing and Urban Development reported 
that seasonally adjusted housing starts increased by 22 percent in February. 
Durable goods demand—or orders for products with life spans of more than 
three years—rose 3.4 percent in February, the figure’s largest increase since 
December 2007… 
       Then of course, there is the stock market. So is this enough to shake us 
out of the “vicious negative feedback cycle” that Warren Buffett refers to? 

   click to see the rest of the update... 

Shooting at Goals ï When Setting 

Performance Targets Can Backfire  

Fixated on the wrong target, General Motors went on to make 
decision after disastrous decision that helped drag it to the brink of 
bankruptcy. 

Several years ago, employees at General Motors (GM) began sporting 
badges with the number 29 on them. That figure was not a prescient 
estimate of the billions of dollars that the giant car company would 
ultimately pocket from the American taxpayer in the form of government 
handouts. Instead, it represented the percentage share of the American car 
market that GM’s bosses aspired to. Fixated on this target, the firm went on 
to make decision after disastrous decision that helped drag it to the brink of 
bankruptcy.  

       Admittedly, many different things have contributed to the shocking 
downfall of GM, which now has less than 20% of the US car market. But an 
emphasis on building market share rather than profitable vehicles is 
certainly one of them … narrow goals can produce narrow-minded workers 
whose focus on achieving a particular target blinds them to other issues 
affecting a company’s success... 

       As well as discouraging staff from considering the bigger picture, specific 
performance goals can also encourage unethical behaviour. For instance, in 
the early 1990s Sears, an American retailer, discovered that mechanics at its 
car-servicing business had been telling customers they needed repairs even 
when these were not necessary and overcharging for some work to meet 
stretch revenue targets set by management. Sears’ experience shows that 
sometimes the ends that companies set can be interpreted by employees as 

http://www.thekenshogroup.com/docs/TheKenshoSearchAdvantage.pdf
http://www.thekenshogroup.com/client/index.htm
http://www.thekenshogroup.com/client/process.htm
http://www.thekenshogroup.com/candidate/index.htm
http://www.thekenshogroup.com/about/download.htm
http://www.thekenshogroup.com/docs/KenshoFirstFridayPreviewApr09.pdf
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Contact Us 

http://www.theKenshoGroup.com 

Jay.Kshatri@theKenshoGroup.com 

 

The Kensho Group 
5100 Tilghman Street 
Suite 300 
Allentown, PA  18104 
(610) 395-6923 

an excuse to use any means to achieve them... 

       A third pernicious effect of goal setting is that it can encourage too much 
risk-taking. Many past studies have shown that people who are given 
specific, challenging targets are more likely to take big risks to achieve them 
than those who have been assigned less concrete goals... 

       But perhaps the biggest problem with setting goals is choosing the right 
targets in the first place. GM isn’t the only firm that has tripped up over this. 
After Enron, a giant energy company, failed spectacularly in late 2001 it 
emerged that the firm had placed huge emphasis on driving revenues, often 
at the expense of profitability… 

ŎƭƛŎƪ ǘƻ ǊŜŀŘ ǘƘŜ ǊŜǎǘ ƻŦ ǘƘŜ ŀǊǘƛŎƭŜ Χ 

Should You Hire Overqualified 

Workers? ï by F. John Reh 
Why are some managers so reluctant to hire workers who have more 
talent and experience that what the position requires when they can get 
them for the same price? 

Recently, I was shopping for a new car. My dealer offered me one with a 
bigger engine than I wanted. I'll never drive over 70 MPH so I don't need an 
engine that can get me up over 100 MPH, but he says he can let me have it 
for the same price as the one with the other engine. Things are tough in the 
car business right now. Should I take it? 

       My outsourcing vendor offered to staff our team with only level 2 
agents, instead of the combination of level 1 and level 2 we are getting now, 
if we renew the contract for another year. He'll do it at the same price. Is 
there any reason I shouldn't accept his offer? 

       Clearly the answer in both cases is to accept the offered improvement. I 
will get more for the same price. Who wouldn't see that as a good idea? 
Wouldn't we all jump at it? Then why are some managers so reluctant to 
hire workers who have more talent and experience than what the position 
requires when they can get them for the same price? 

What is an Overqualified Worker? Generally when someone is labeled as 
"overqualified" it means they have a more extensive and more impressive 
resume than the hiring manager expected. Regardless of their ability and 
willingness to do the job, they frequently are screened out by HR and the 
hiring manager never sees the resume. That is unfortunate... 

Why is an Overqualified Worker a Bad Thing? Some managers are reluctant 
to hire overqualified workers for many reasons. Some are valid is some 
cases. Some are not. 

1. Too Expensive. This is the most common reason given for not 
hiring overqualified workers. In some cases, this is valid. In most 
cases it is not... 

2. Hard To Train. Many managers, especially new ones, worry that if 
they hire someone more experienced, that person will want to do 
things their own way rather than the way the manager wants. It is 
a question you need to get an answer from the candidate for, but 
that should be during the interview process, not used as a 

http://www.thekenshogroup.com/
mailto:Jay.Kshatri@theKenshoGroup.com
http://www.thekenshogroup.com/docs/ShootingatGoals.pdf


screening tool... 
3. Skills Not Current.  If anything, an overqualified worker probably 

has better skills because they have broader skills, both technically 
and inter-personally … 

4. ²ƛƭƭ .Ŝ .ƻǊŜŘΧ 
5. ²ƛƭƭ [ŜŀǾŜ ²ƘŜƴ ¢ƘƛƴƎǎ LƳǇǊƻǾŜΧ 

Fit This Into a Decision Matrix. There is a grid on the next page that 
compares manager's skills against workers motivation. This simple four-
square matrix can help you decide whether to hire an overqualified worker… 

click to learn how to use the Decision Matrix... 

 
You have received this email because our research has shown that you might be interested in hearing about topics such as these.  If this email has reached you in error, we 
apologize.  If you wish to stop receiving future emails on similar topics, please reply accordingly to this email. 
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