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Recent Success Story

The Kensho Group placed a VP of
Regulatory Affairs for a late stage start-up

in the implantable cardiac monitoring space.

The chosen candidate brought over 20
years of Regulatory experience in both
small and large companies with specific
expertise in electronic monitoring of critical
human function. Along with a BS in
Physics, he also holds an MBA and an MS in
Law.

Current Searches Include:

Opthalmic Device Start-Up So. Cal
e CEO

e Director, Product Development

Neuro Rehabilitation Med Dev Co So. Cal
e Business Development Manager
e Clinical Field Specialist

e Clinical Specialist In House

The Kensho Search Advisor

Insightful Recruiting for Medical Device Executives

MRI Network Insight into Global Hiring
Trends

[Each monthMRINetwork uses the combined expertise of over 1,100 offices in 1
than 35 countries to publish an update on hiring priorthe Bureau of Labo
Statistics (BLS)umbers being released dme first Fridayof the month]

One MRI office owner says L 1 Qa G KS S| 3f Sa

employers who are thinking far enough in the future to know how
important hiring top talent right now is® &
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With the U.S. economy now officially in recession, companies of all sizes are
struggling with how to balance their business needs with their head count.
G2KAES YIyeé O2YLI yAStheriKirkbSe, We ar&ssll
seeing companies hiring in many sectors, including healthcare, technology

- December 2008 Issue
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the right direction and adapting to the economic realities of the day without
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Concerned about how long it will take for the economy to recover, many
employers are making strategic decisions to bring on contractors, rather
than permanent staff, as a way to hedge their bets. Contract workers can
now be found in most sectors of the professional workforce including IT,
financial services, healthcare, legal and engineering. Such arrangements
minimize long-term commitments and provide the flexibility for companies
to scale their hiring as needed.
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candidates will migrate to contracting opportunities as well as seasoned
experts opting for contracting rather than retirement..® ¢

Managing During an Economic
Downturn Using a Talent Swapping


http://www.pointandpost.com/jobs/search.asp?dn=www.thekenshogroup.com
http://www.thekenshogroup.com/docs/KenshoFirstFridayPreviewDec08.pdf

Remote Cardiac Monitoring Co - Atlanta

e Director, Clinical Datametrics

Neuromodulation Implantable Dev Co. MN
e VP, Regulatory and Clinical Affairs
e Director, Systems Engineering

e Field Clinical Specialist

Major Cardiac Device Co .
e Field Clinical Engineer various

locations.

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.

Strategy i byDr. John Sullivan

During tough economic times it is essential that every corporate function
0802YS Y2NB &GNI G§S3AOX nely yrEsent? irshif?
during economic contractions is the opportunity to trade up the caliber of
talent in the organization by swapping in top talent into roles currently
occupied by average or below-average talent. For socialists and poor
performers this strategy seems harsh, but for anyone who has ever played a
competitive sport, it makes perfect sense.

As global markets open up, competition on every front in business is
0802YAy3 Y2NB OdziGdKNRBIG® Ly Iy
and innovation capability are largely tied to acquiring, developing,
deploying, and motivating talent, a talent-swapping strategy could mean the
difference between mediocre business performance and explosive business
performance.

What Is A Talent Swapping Strategy?

The concept of talent swapping is borrowed from the professional sports
industry. In sports, winning is everything, and it is a common practice for
GSFY YIyl3aSySyid G2 SEGSNyLrftte a
position to replace a struggling player. When the team finds an available
A0FNE GKSe a{z2!t¢é 2NJ NBLX I OS (K
team still has the same number of players (no additional headcount), but
has also dramatically improved its chances of winning.

When applied to the corporate world, a SWAP (Strategically Waving
Average Performers) initiative proactively replaces poor performers in a key
job only when an arguably/measurably better candidate has been identified
and successfully recruited by the talent management function.

Factors Making Talent Swapping Possible
Talent swapping is a strategy that can be employed anytime, but it is

much easier for organizations during times of economic contraction for a

number of reasons, including: Talent AvailabilityX 2A focus on headcountX 2

A focus on productivityX

¢KS ' R@IyidlFI3Sa 27

¢CHESyd {éF LAY

Unconventional Wisdom in a Downturn
i byRobert SKaplan, David P. Norton, Stewart D. Friedman, BV
Krishnamurthy, Tamara J. Erickson, Jeffrey M. Stibel, and Peter Delgrc
G2 KIFd 6Sad LN OGAOS OKIffSy3aSa
Ay | R2 weputdhefgiestion to our team of managentidloggers
at harvardbusiness.org. Following is an edited selection of their provoca
responses.

1. Protect Strategic Expenditures. Many executives react
instinctively during economic slowdowns by cutting discretionary
spending across the organization. But such an indiscriminant
sladh-and-burn response is a big mistake because it fails to
distinguish between short-term operational and long-term
strategic programs...


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/ManagingDuringAnEconomicDownturn.pdf

Kensho: 1. path to enlightenment
2. wisdom -insight for lo ng term
transformation

Contact Us

http://www.theKenshoGroup.com

Jay.Kshatri@theKenshoGroup.com

The Kensho Group
5100 Tilghman Street
Suite 300

Allentown, PA 18104
(610) 395-6923

Dial down the Stress Level. The knee-jerk response in an
economic downturn is to wring greater productivity out of your
workforce by making employees work harder. But this can hurt
more than help, by fueling resentment and burnout. A smarter
approach: Be open with employees about the business problems
you face, and invite themtobe partof i KS a2t dziA 2 y
FYR @2dzQf f NBRdAzOS aiaNBaax |y
Use Downtime to Enhance Skills. X2 KSy (AYSa |
when there is enough breathing room in the daily work flow to
giveyour peoplethS OK I yOS (2 0S5 6@Nbfi KS
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centralized. What leaders frequently forget in the heat of crisis is that
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leaders should: Ask great questionsX Build trust across the
organizationX Xhallenge the status quoX W2 NX | h f thedef
principles during his tenure as CEO of Nokia.

Discounts Can Be Dangerous. X ¢ KS LINA OS 2F &az2vy.
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consumers pay, the more value they ascribe to a purchase. If you
discount prices purely to boost sales, buyers may begin to question
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http://www.thekenshogroup.com/
mailto:Jay.Kshatri@theKenshoGroup.com
http://www.thekenshogroup.com/docs/UnconventionalWisdomInaDownturn.pdf

