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Star Candidates 

     The Kensho Group is currently working 
with the following Top Performers who are 
open to advancing their career with the 
right opportunity.  They have proven track 
records in their fields and are ready to apply 
their expertise to grow your business. 

 Dir R&D, Active Electronic Cardiac and 
Neuro Expertise 

 Clin Affairs Mgr, Ophthalmology 
Experience 

 VP Clin Affairs, Commercial Experience 

Current Searches Include: 

Major CRM Co  NW  

 Regulatory Affairs Manager 

 Field Clinical Engineer 

NEW! The Kensho Group Issues Press 

Release:  Confidence ï The X-Factor in 

Successful Job Interviews    
Standing out is more important than ever for job-seekers in a tough 
economic climate.  In today’s difficult economic environment, candidates 
face tougher than normal circumstances when interviewing for new 
positions. According to medical device recruiter, Jay Kshatri, President of 
The Kensho Group, “There are many more qualified candidates vying for the 
same slots, and employers are even more hesitant to make a costly hiring 
mistake.  That means more difficult interviews for candidates.” 
       When companies seek to hire, they’re looking to solve a problem or fill a 
critical need within their organization, Kshatri says.  When interviewing 
candidates to meet this need, the finalists will all have similar technical 
capabilities and qualifications.  However, Kshatri believes there is an “X-
factor” that often comes into play in setting apart and selecting the winning 
candidate: confidence. 
       “When a candidate is confident about his or her achievements in current 
and past roles, the interviewer also gains confidence that the candidate will 
be able to achieve the same levels of past strong performances if hired,” 
says Kshatri… 
       A particularly strong way to communicate Core Competencies is to use 
the CAR model.  “CAR” stands for Challenge, Actions, and Results.  Using 
this model, the candidate tells the interviewer, “Here is the challenge I 
faced, these are the actions I took, and these are the results I achieved.”   
       An example using the CAR model to show a Core Competency of 
“Resourceful”:… 
 

   click to see the CAR Model Example... 

 

 

MRI Network Insight into Global Hiring 

Trends   -  June 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 

http://www.pointandpost.com/jobs/search.asp?dn=www.thekenshogroup.com
http://www.thekenshogroup.com/docs/KenshoPR_Confidence_Jun09.pdf


 

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 
for Medical Devices companies throughout the 
US as well as globally.  

We focus on Cardiovascular, Neurological, and 
Ophthalmic companies needing executives, 
managers, and specialized talent with technical 
knowledge in areas such as Clinical and 
Regulatory Affairs, Research & Development, 
and Sales. 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 

Statistics (BLS) numbers being released on the first Friday of the month.]   

Bobbi Moss of MRINetwork sees “several positive signs: More job 
hunters are weighing multiple offers, firms don't use the term "hiring 
freeze" as much and more companies are hiring highly qualified 
people that they might not be able to hire a year from now.” 

Job Market Outlook Improves, Availability of Top Talent 
Tightens  

Much of the bad news that rained over the economy for the last half of 2008 
and the first quarter of 2009 has let up and consumer confidence has begun 
to rally. According to the Conference Board, its consumer confidence index 
has grown to 54.9, its highest point since September from a low in the 20’s 
three months ago. 
       While on the ride down, the trend was to call for the bottom. Now 
pundits seem all too quick to call a false bottom to the job market; in past 
recessions such phantom recoveries have been commonplace... 
       The current market’s movement, however, has been markedly more 
consistent. Statistically, the rate of change has shown little deviation from its 
trend, giving added weight to recent improvements. 
       Even if the statistics are just starting to show a recovery in the job 
market, employers have already started to see the availability of talent at 
the highest levels start to tighten. In a recent survey by CareerBuilder, 20 
percent of employers said they are seeing less quality talent available than a 
year ago.… 

   click to see the rest of the update... 

Strategies for Developing and 

Commercializing Next Generation 

Medical Devices ï by Robert Andrews 

In order to be successful, a product must not only satisfy a real 
market need, but it must also be uniquely different from anything 
the competition has to offer. 

The emergence of combination products is changing the medical device 
landscape. Defined as two or more regulated components - drugs, medical 
devices, or biologics - combined through physical or chemical means, 
combination products inherently require two separate skill sets for 
development. Whereas medical device companies used to possess 100 
percent of the expertise needed to develop a product, they must now share 
product development ownership with a biotech/pharmaceutical partner. 
The shared development model intensifies every aspect of product 
development from IP and regulatory issues to packaging and marketing 
strategy. For these and many other reasons described in this article, it is 
critical that products are well- targeted.  

       With countless combinations of device, pharmaceutical drug and/or 
biologic, the opportunities in this market are exponential. However, in order 
to be successful, a product must not only satisfy a real market need, but it 
must also be uniquely different from anything the competition has to offer. 

Assessing Market Demand.  Accurately assessing market demand is the first 

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/KenshoFirstFridayPreviewJun09.pdf


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 

step toward developing a successful product. As with the entire product 
development process, medical device companies can benefit from using an 
external design engineering firm to conduct market research. Objectivity is a 
central ingredient in research and with no financial stake in the technology 
or device, an external engineering firm fits this profile. 

       There are several effective ways to establish needs in the market using 
customer and market research… 

Bringing New Products to Market.  More than just identifying markets 
needs, combination product makers must consider the accessibility of the 
product to its target audience. For example, if a product is targeted for Type 
2 diabetes, then product developers should consider the elderly population 
a primary market, and make obtaining national coverage and 
reimbursement from the Centers for Medicare and  
Medicaid Services (CMS) a top priority. 
       Since CMS will require evidence that the combination product will 
provide a clinically more effective therapy than is currently offered,... 

ŎƭƛŎƪ ǘƻ ǊŜŀŘ ǘƘŜ ǊŜǎǘ ƻŦ ǘƘŜ ŀǊǘƛŎƭŜ Χ 

The Art of Intentional Inquiry: A Secret 

Weapon of High Performance 

Leadership ï by Laurie Taylor 
Knowing how to ask questions that get to the heart of a potentially 
troubling situations or that encourages people to open up and share 
their ideas and concerns is what I refer to as the art of intentional inquiry 
and will improve your leadership skills. 

A successful leader is engaged in their business and they stay engaged by 
practicing the art of intentional inquiry. Learning how to ask the right 
questions, that require your team to think instead of simply responding, is 
an art that requires experience and practice. 

       It's also the basis for good coaching. Most leaders don't know how to ask 
questions that encourage employees to speak their minds. 

       Each time a leader has an opportunity to force an employee to think, to 
discover, to search for answers and solutions they are helping their company 
push knowledge into the depths of the organization. 

       Knowing how to ask questions that get to the heart of a potentially 
troubling situations or that encourages people to open up and share their 
ideas and concerns is what I refer to as the art of intentional inquiry and will 
improve your leadership skills. 

       Ask yourself this question: As a leader in my organization, am I tuned in 
to how people are really feeling? Getting leaders to ask questions that relate 
to feelings, not ideas or attitudes doesn't come easy. It's much easier for a 
leader to ask: how is that project coming along -- to which an employee may 
answer in one syllable, Fine. 

       If the question asked was: how are you feeling about the progress of 
your project? I believe the answer will be much more expansive and tell the 
leader a whole lot more about the project and even more importantly about 

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


the employee. 

       Why do people find it hard to ask questions? Could be several things: 

-- Fear of looking stupid 
-- Fear of confrontation 
-- Failure to distinguish between arguing and asking 
-- Fear of too much information 

       In some organizations the culture is such that asking questions gets you 
a stern rebuke from a manager… 

click to learn Intentional Inquiry techniques... 

 
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 
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