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 Finding Your Organization’s Critical 
Success Factors 

Recent Success Story 

     The Kensho placed a Manager of R&D 
with a publicly traded medical device 
company in Southern California  

     Our candidate, with a BS in Mechanical 
Engineering and Robotics, had significant 
R&D, Regulatory, and Clinical Engineering 
background in surgical devices, diagnostics, 
lasers, and implantable cardiac rhythm 
management.  His experience with 
managing strong cross-disciplinary teams 
with a strong track record of on-time 
results, made him the natural choice. 

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. 

 Directo r, S ales ï Cardiac Valves  

 Director, R&D ï Implantable NeuroStim  

 Sr. Field Clinical Engineer  ï Cardiac 
Rhythm Management  

 Mfg/Process Dev E ng ï Endovascular / 

 

MRI Network Insight into Global Hiring 

Trends   -  November 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.]   

“Today, there is one of the largest, most qualified, and experienced 
pools of passive candidates ever available—but they aren’t posting 
their resumes on job boards. They are keeping their noses to the 
grindstone, trying to keep their companies afloat and their jobs 
secure. Given the right offer though, they are eager for a new 
opportunity,” says Evan Davis, chief operating officer of MRINetwork. 

The End is Here  

A 3.4 percent GDP growth in the 3rd quarter of 2009 brings a presumptive 
official end to the Great Recession. No confetti was released to celebrate 
the event and the stock market only posted modest gains in the wake of the 
news—which were quickly retaken. 
       Employment is always—almost religiously—cited as a trailing indicator. 
Six months after the stock market and the GDP saw its lows though, people 
are starting to look back wondering if employment got lost. The still lagging 
labor market has hurt the confidence of both employers and employees 
alike. 
       One of the strongest indicators of employee confidence is how likely 
employees are to actually quit a steady job and paycheck...  While the quit 
rate has remained steady for nearly the last six months, it still has failed to 
rise… 
       While today’s labor market churn appears to be at an all-time low, the 
pieces are in place for a turnaround as disgruntled employees depart, 
causing more hiring to take place and more employees feeling confident 
enough to leave their jobs, thus creating more openings. 
       In October, the National Association of Business Economists (NABE) 
released a survey indicating that for the first time since 2007, the number of 
employers expecting to add jobs over the next six months now exceeds the 
number that plan to cut jobs. 
       “The confluence of conditions in today’s market doesn’t mean 
unemployment is at a risk of plummeting overnight. However, within a 
matter of months we could see virtually stagnant employee churn begin 
moving again, especially among senior level staff,” notes Davis. “For 
employers, being in the first wave of hiring is going to give them access to 



Stent Background  

Current Searches Include: 

NeuroModulation Med Dev Co - MN 

 Director Field Clinical Engineers  

 Mech Eng (Impl Leads/Electrodes) 

Cardiac Valve Medical Dev Co - MN 

 Sr. Clinical Research Assoc (CRA) 

 Field Clinical Engineer (US, EU) 

Ablation Medical Device Co  MN 

 Program Manager 

Glaucoma Med Device Co  So. Cal 

 VP, Clinical Affairs 

Aesthetic Medical Dev Co  Remote 

 VP of Regulatory and Clinical Affairs 

 

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, 

the cream of this talent pool...” 
 

   click to read the rest of the update... 

Dealing with Your Enemies 

 After You Win  
ï from Paul Glen 

Now that the vanquished lie at your feet, what do you do with them? 

The great office politics battle is over, and you stand victorious. This was no 
minor skirmish, but an important philosophical battle, one that will 
determine the future direction of the technology, strategy or organization of 
your group. Your foes fought bravely, but some combination of the force of 
your arguments, the virtue of your personality and the cunning of your 
maneuvers overwhelmed them. Now that the vanquished lie at your feet, 
what do you do with them?  

       First, let's assume that you have fought for a noble cause and that you 
were motivated not by personal gain, but by what you truly believed was 
best for the organization and its members. Next, let's also assume that what 
you do now will be motivated not by malice or a need for vengeance, but by 
a desire to maximize progress for the whole group. 

       In general, you have four choices of what to do with your former 
opponents. Depending on your circumstances, some of them may not be 
possible because of legal concerns, cultural constraints, corporate policies or 
threats of lawsuits. 

1. Slaughter your enemy. This is what Machiavelli probably would have 
advocated: After completing your victory over your foes, make sure 
that you eliminate them. In the office context, this would probably 
mean having someone fired. Although it may seem cruel, there are 
occasions when this might be appropriate. 

If your enemy demonstrated bad faith in the battle -- advocating a 
point of view with an eye toward personal gain and nothing more, or 
adopting a position merely to oppose you -- then he may not be able to 
support the new strategy and should be removed for the good of the 
group. This will protect you from potential retaliation or an attempt to 
overturn your victory. It can also serve as a warning to others about the 
perils of playing politics for the wrong reasons. 

2. Banish your enemy.  Less extreme than trying to get someone fired is 
attempting to transfer her to another area. If your opponent fought for 
the right reasons and genuinely disagreed with your approach, she may 
have difficulty adapting to the new environment. If she fought for a 
principle but lost, she may have trouble accepting the new reality. She 
may consider it a moral duty to continue opposing you.  

In these cases, goodwill should not be punished, but rather harnessed 
elsewhere in the organization. Find your enemy a good home -- 
somewhere far away. 

3. Spare your enemy.  If you believe that your enemy fought nobly, was 
motivated by goodwill and can adapt to the loss, then it may be 
appropriate to keep him... Presumably, this is a person of conviction 

http://www.pointandpost.com/jobs/search.asp?dn=www.thekenshogroup.com
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/KenshoFirstFridayPreviewNov09.pdf


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 
each and every client and candidate. 

 

Kensho:   1. path t o 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 

and skill, someone who will provide future value and perspective. You 
don't want to purge all of the people who disagree with you. That 
produces an environment in which people don't feel safe expressing 
their opinions, and it becomes easy to lose touch with reality. 

4. Adopt your enemy. More than just sparing your enemy, you can adopt 
her as your right hand.  

There are two scenarios in which this could be a good idea. One is 
when your enemy, beyond just admitting defeat, accepts the rightness 
of your position. As a convert, she may become your greatest advocate 
and a good friend.  

The other scenario in which it may be useful to adopt your enemy is 
when eliminating or banishing him is not an option and you want to 
keep a close eye on his work and machinations 

Remember: It's not just winning a battle of office politics that will make you 
successful. Success requires knowing what to do after the victory to 
consolidate your gains and ensure future support. 

click to download ǘƘŜ ŀǊǘƛŎƭŜ Χ 

Finding Your Organizationôs Critical 

Success Factors - 
The Missing Link in Performance Management 

ï by David Parmenter 

Understanding, measuring and managing Critical Success Factors, is 
increasingly important to ensuring the survival and future prosperity of 
organizations, in these times of economic recession and uncertainty. 

       Most organizations know their Success Factors, however few 
organizations have: 

 Worded their Success Factors appropriately 

 Segregated out Success Factors from their strategic objectives 

 Sifted through the Success Factors to find their critical ones – their Critical 
Success Factors 

 Communicated the Critical Success Factors to staff 

       It is the CSFs, and the performance measures within them, that link daily 
activities to the organization’s strategies.  

       In these trying times knowing your CSFs may be the deciding factor in 
survival…  The process outlined in this article will crystallize and 
communicate the organization’s CSFs.  The beauty of the method, like all 
great methods, is that it is a simple methodical process, which can be run by 
in-house staff. 

       Success Factors.  In order to find our CSFs we need to first know our 
Success Factors.  Some relevant success factors for these turbulent times 
[are listed below]: 

 Delivering in full, on time, all the time, to our key customers. 

 Prioritizing all activities that will collect cash quickly from major accounts. 

 Finding better ways to do the things we do everyday. 

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


 Maintaining a safe, happy, and healthy workplace. 

 Implementing innovative ideas from staff quickly 

 and more… (see full article for more SFs) 

Notice that these SFs are all relatively specific.  If told these success factors, 
staff members would understand what was expected of them.  I believe all 
correctly worded SFs should be understandable to a 14-yr old – I call this the 
14yr-old test. 

       Critical Success Factors.  The CSFs are the “list of issues or aspects of 
organizational performance that determine ongoing health, vitality and well-
being” source: AusIndustry. 

       Better practice suggests that organizational CSFs should be limited to 
between 5 to 8, regardless of the organization’s size…  There are a number 
of characteristics of CSFs which are worth dwelling on: 

 Will be no surprise to management and the board as they will have talked 
about them as Success Factors. 

 Are focused in a precise area… 

   

click to learn the process to Determine your CSFs ... 
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