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Insightful Recruiting for Medical Device Executives

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:
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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
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people with deep experience in pharmaceuticals, aerospace, computer
engineering, and telecommunications. These are not just the people who
take hour-long lunch breaks and are out the door before the clock strikes
five. A lot of these people truly are the top candidates that employers say
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XThe last week of January saw some of the brightest news in years for
banks and credit markets. Barclays PLC, one of the largest banks in the U.K.
announced what many had thought impossible ¢ record revenue that sent
its stock up over 60 percent as it rejected a bailout from the British
government. Then, two days later, U.S. bank stocks jumped on reports of an
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Seizing the Upside of a Downturn
i byDonald Sull

GEvery downturn opens a window of opportunity to adjust the
status quo, and astute managers push through necessary changes
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In a downturn, most managers fixate on the abundant bad news: demand is
down, prices are falling, credit is scarce, and lay-offs are likely. Obsessing
over threats obscures a surprising but crucial truth about downturns: the
worst of times for the economy as a whole can be the best of times for
individual firms to create value for the long term.

In past downturns, some companies, including Toyota, Nokia, Cisco,
Samsung and Emirates, emerged from an economic crisis stronger than
before. Like the mythological Libyan wrestler Antaeus who regained
strength when thrown to the ground, these companies derived strength
from economic hard times. Many of their competitors, in contrast,
languished or failed. Part of the difference is down to having managers who
understand how to create value during a downturn, as well as their
effectiveness in acting on these insights.

Every downturn opens a window of opportunity to adjust the status quo,
and astute managers push through necessary changes while the window is
openX - the following four actions in particular are likely to create long-term
value:

1. Instill Ongoing Cost Discipline. Unfortunately, best practice is not
common practice. Many companies veer between periods of
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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
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

undisciplined growth and brutal cost cutting. During a boom, they
press on the gas pedal to increase revenues. When the economic
cycle turns, however, they slam on the brakes, abandon growth
and focus on slashing expenses to free cash flow. Once the
economy picks up again, they abandon their new-found cost
discipline to pursue revenue growth. This stop-go approach is a
mistake. Golden opportunities to increase sales often emerge in
downturns (see below). The best opportunities to cut costs often
arise in good times...

2. Force Hard Choices. Good times produce ample resources that
blunt the need to make hard trade-offs. During a boom, managers
tend to spread resources evenly to preserve a sense of fairness
and minimise conflict. Even in the best of times, this means that
promising opportunities receive fewer resources than they
require while others get more than they deserve. In the worst of
times, it is even more harmful, dissipating scarce cash. Many
managers, for example, try to spread the pain of downsizing
evenly, demanding an identical percentage reduction in
headcount or expenditure across all units regardless of their
merits. A downturn provides the ideal opportunity to force hard
choices. Consider Nokia X

3. Accelerate Fundamental Changes. X

Keeping the Best When Times Are
TOUgh i by Kevin Wheeler

Even though there are layoffs announced every day, organizations | am
speaking with still need to keep the people who generate sales, create new
products, or have the intellectual capital the organization needs to continue
functioning. Good people know that even in these difficult economic times,
they can find another position. They are most likely being actively recruited
without your knowledge...

Employment is about relationships, and the strongest relationships are
built on trust, respect, and open communication. When things are difficult, it
is more important than ever to make sure your management team is
present, is as upbeat as it can be, and that every member of the executive
staff is visible and concerned about every employee.

To maintain the employment relationship, employers have a huge
responsibility. First of all they need to clearly know who their best
employees are, keep them informed, help them maintain and develop skills,
and encourage them to build networks and internal relationships.

Here are four ways to build and maintain loyalty and a strong employee-
employer relationship:

1. First of all, Keep Employees Informed. Silence is the greatest
enemy of retention. When management does not update the
employees on the financial and business state of the company
and when rumors can be counted by the minute, turnover goes
up and productivity goes down. While some people (usually the
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2. Secondly, have a fair and clear performance management
system. Let employees know where they stand and how they are
performing. Be clear about performance and layoff criteria and
explain the reason why certain people or types of employees
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an opportunity to move within the company to jobs that may fit
their skills and interests better, if that is possible...

3. Help every employee build a social network. X Many employees
stay at an organization because of who they get to work with, and
many leave for the same reasonsX
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