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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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Boels it Errien eur Lhbrary VP, Clinical and Regulatory, Neuro, MN

Director, Regulatory, Cardiac, MN

Director, R&D, Ophthamology, Irvine, CA

Director, Clinical and Regulatory, San Jose, CA

Clinical Program Manager, NY, willing to relocate

Field Clinical Engineer —Neuro - Irvine, CA —willing to relocate
Field Clinical Engineer — Cardiac — San Jose, CA — willing to relocate
Clinical Program Manager, MN

Clinical Sales Professional, Surgical, NY —will relocate to Chicago
Sales Rep, Rehab Products, Ohio

NEW! Top Performer Spotlight

This month we’re highlighting a very highly
rated Field Clinical Sales Professional:

Our candidate is currently a Clinical Sales
Specialist at a Multi $B Medical Device
company focused on Cardiovascular
diseases and is based in the Northern
California area.

This is an individual who can make a
major positive financial impact to your . . - .
organization very quickly. In his current M RI Network IﬂSlght |nt0 GIObaI lelng
role, he has been working primarily as an
intraoperative consultant for minimally TrendS - January 2009 Issue
invasive cardiac surgery.

On the Sales/Marketing side, he has
worked with hospital accounts across the
entire nation, many of which were in their

inhfancY W:"zr_' he fli]rst started working with One MRI office owner says “ Ae best harvest time for hiring is from
U0, el Ui UEPEE [ERie Msinines, the last two weeks of December to the third week of January,

?ﬁ;hglgl\f;lgﬁgléﬁ:qﬁ?nter Sl et SiTeil, 1 before your competitors have digested their budgets and plans. ”

Our candidate has a unique perspective
on how various programs have different
speeds, style of approach, milestones, and It is official, 2008 is over. It was a bad year for homeowners, homebuilders,
personalities. He has also engaged and bankers, investors, insurers, retailers, wholesalers, carmakers, journalists

aided in the ramp up of programs embarking EEETNN, TV AR I Pe I finally over.
on minimally invasive cardiac surgery in

[Each monthMRINetwork uses the combined expertise of over 1,100 offices in 1
than 35 countries to publish an update on hiring prior to the Bureau of L
Statistics (BL®)umbers being released dhe firstFridayof the month]

A New Year Gives Rise to a Clean Slate

So what now?



California, Arizona, Colorado, Washington,
and Oklahoma.
He has developed excellent working

relationships with key individuals, physicians

and other care providers - his approach to

them is one of a helpful, consultative adjunct

to what

room.

theydére trying

Current Searches Include:

Diagnostic Device Start-Up N. East
e VP, R&D
e VP, Business Development

e Manager, Product Development

Opthalmic Device Start-Up So. Cal
e Director / VP, Product Development

e Financial Controller

Neuro Rehabilitation Med Dev Co So. Cal

e Business Development Manager

e Clinical Field Specialist

e Clinical Specialist In House
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

t

A new year doesn’t me an
more than just a random deadline. Corporations are finally locking down
2009 budgets, creating opportunities for new hiring. Consumers will start
learning what their tax refund will be and, based on the potential for capital
losses, there could be some good surprises there. Most importantly for
mor al e, ttddoastee " ysetaart i st i cs wi l |

Mark Rednick, founder and owner of Sales Consultants of Dallas, points
out, the best harvest time for hiring is from the last two weeks of December
to the third week of January, before your competitors have digested their
budgets and pl ans. “You can pic
they even getedimockhesatyabl @ ahdRy
February auction sale that occurs every year... ”

5 Bad Habits That Snare New Leaders i
by Mark E. Van Buren and Todd Safferstone

The Quick Wins Paradox: New leaders must prove themselves quickly,
but the quest for rapid results is inherently dangerous. Where are the
traps, and how can managers avoid them?

What are the keys to success for a leader transitioning into a new role? A
few years ago, the Corporate EX
Roundtable—a group of executives mostly from large firms who are
responsible for cultivating leadership talent—sponsored a research project
to find out... Among the high-performing new leaders, one attribute stood
out: a strong focus on results. In fact, most of them had managed to secure
a “ g ui—e kew wnd wvisible contribution to the success of the business
made early in their tenure...

Looking closely at the patterns in that group, we found that there is a
right way to go after quick wins, and it taps into another of the strengths
these leaders shared: excellent change-management skills. As new leaders,
they may have wanted to shake things up, but they also understood that, as
a consequence of their promotion, their new teams had to deal with
transitions of their own. The solution we propose in this article offers more
than sound advice to individual leaders on the move—it also has
implications for how organizations should invest in leadership development.
I't’s important first to explore

Five Traps on the Way to a Quick Win

Companies typically take great care in selecting new leaders and have
high expectations for them, but within two years, our research shows, two
out of every five transitioning leaders fall short. This underperformance
affects more than the new leaders; it drives down the performance of
everyone around them, including direct reports, who underperform peers
who are not working under new leadership by as much as 15%. More than
60% of underperforming leaders have fallen into at least one of the five
traps we’'ve identified

1. Focusing Too Heavily on Details. The most common behavior we
found associated with failure in a new leadership role was a
tendency to get bogged down in minutiae. In looking for the quick
win, the transitioning leader tries to ace one component of the
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http://www.thekenshogroup.com/docs/TheKenshoSearchAdvantage.pdf
http://www.thekenshogroup.com/client/index.htm
http://www.thekenshogroup.com/docs/KenshoFirstFridayPreviewJan09.pdf

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
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

new job. Focusing
attention to her broader responsibilities...

2. Reacting Negatively to Criticism. ..Based on success in a previous
role, a manager may believe he has a mandate. He may also
suspect that not everyone welcomes the changes he plans to
usher in. As a result, he may tend to view any criticism as an act of
aggression and may even find ways to retaliate. At the very least,
an inability to deal with criticism means that the leader takes
much longer to improve in areas of relative weakness—if he
improves at all...

3. Intimidating Others. ...

i ntent hoygh on

Breaking the Paradox

How can transitioning leaders avoid the quick wins paradox?...

1. The Power of Collective Quick Wins. Collective quick wins are
achieved with teams, not in spite of them...

2. Targeting the Right Quick Win. ...

20 Amazing and Essential Non-fiction
Books to Enrich Your Library i byLeosabauta

..Thi s | i st beingautforétative or tomprehehsiveo Itleaves off
just about every classic work — histories, philosophy works, scientific
classics, and so on. I't doesn’t
anything by Descartes or Nietzsche or Kant, accounts by Anne Frank or
slaves, or anything else on the 100 Best Non-fiction Books list. Not that
those books don‘theydh-eb dt greay’ weal
elsewhere. This list is just a few of my favorites:

1. Your Money or Your Life, by Joe Dominguez and Vicki Robins. No
book on money is more i mportal
yet , you must . lt’s simply 1
most people look at money and turns it on its head. My
philosophy about money stems from this book.

2. Slowing Down to the Speed of Life, by Richard Carlson and

Joseph Bailey. ..it is simply transformational. At its core, it is

about learning to live and think in the moment, which is far from

new — Buddhism has had this for 2,500 years. But this book

explores the idea from a psychological point of view, showing us

how our thoughts are what create our emotions, how we can

become calm in the middle of chaos, how we can minimize stress,

become better parents, improve our relationships, and much
more...

Simplify Your Life, by Elaine St. James. ...

The Art of Happiness, by the Dalai Lama. ...

5. Getting Things Done, by David Allen. The quintessential productivity
book, i -tedd or amyoneiaokinig to get more organized and
efficient. This was my startin
system, GTD taught me some really important skills: emptying my
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inbox, getting everything on paper and out of my head, creating a
system to keep everything in, and so forth...

6. The 4-Hour Workweek, by Timothy Ferriss. This book inspired legions
of us to simplify and focus on that which has the most impact on our
lives and our businesses...

Insert optout language (see Dec newsletter
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