Candidate
Background Employment Reference Check for A Corporation 12/01/09
Business References

Reference One is the Director of R & D for Company B (http://www.Company B.com/index.php). They have between 400 and 500 employees with sales of approximately 1.5 Candidateion and are experiencing a change at their top management. President is moving from President to CEO at the beginning of 2010.

Candidate is a product manager of grease and lubricants – Reference One works with him promoting new developments and said that Candidate has very good experience with lubrication engineering.

Candidate reports directly to the VP of specialty products - they’ve had some changes as well – Reference One is in the OEM department and there is a new VP being employed – they recently hired someone for this role and he is just getting up to speed. 

Reference One says that the whole corporation is going through change – there will certainly be some implications but he won’t know until they see what happens. 

Reference One described Candidate as a grease expert – he mentioned that Candidate holds an esteemed position with NLGI – and knows much industry information first hand because he is active in the field with committees for accrediting research in lubrication. 
****************************

NOTE: http://www.abcdef.org/  (Now known as the National Lubricating Grease Institute.)Candidate is listed as a Certified Lubricating Grease Specialist having passed the CLGS exam. He also co-wrote a paper, “Validating New Grease Developments Using the FAG FE-8 Test Rig”:

http://www.abcdef.org/technical_papers/viewPaper.php?id=123
We learned later that Candidate was VP for a long time but is no longer on the boar and to his credit, he was responsible in helping develop the accrediting exam for grease specialist.

****************************
Reference One pointed out the high regard that people have for Candidate in that they elected him to be VP of the NLGI – Candidate is not just about knowledge – he is also very aware of business – he takes care of the business side – Reference One said that they work together in that Reference One develops the products and Candidate would promote them. 

Reference One tried to describe the position Candidate has as a product manager by explaining that he interfaces between R & D and sales. For a large corporation they need an interface – and it means that Candidate knows a lot about chemistry but does not really do laboratory work. 

Reference One said that in his opinion, Candidate could not develop a product from scratch – Candidate’s major impact is to start new business.  
(NOTE: Information from some of the references painted Candidate in different ways – to some he started new business, to others he didn’t. To some he can go in the lab and create a formula, to others he can’t.  It seems that Candidate would sometimes make first contact but was usually the technical person to go along with the sales person – after the door was open but prior to the sale being finalized.)
In one example, they would go as a team and would learn about a grease and a special application and then with the info they assembled Reference One would develop the formula – (water stability, temperature, humidity). 

It is not an easy task to develop a new product – you can’t just open door – what happens, for example, is that they target OEM’s for car manufacturers and have to make material (grease, lubes) according to their specs. Candidate would gather this information and would filter the specs to R & D and help create major goals. 

Reference One’s part is to develop the formula for the product. 

In their lab they have machines that simulate parts in cars. Candidate had done a lot of important business opening new opportunities by talking to technical people and convincing them to start working with Company B.

On a technical basis, Candidate knows fundamentals of chemistry and has a special knowledge about lubes and greases. 

Reference One has been with Company B for 5 years – prior to that he was with a company developing military products. 

Reference One said that projects can take up to 6 years to develop. 

As another example, he explained about making a new oil for a GM engine – for that to happen takes a long time working with them – but once developed no one else can do it. Thus they have a sustained business model for OEM’s….

They don’t really deal in commodities – OEM’s are often forbidden from using other lubes for a period of time or it would violate the warranty. 

They do a lot with the auto industry and other manufacturing. As a further example, he said that there is a 25 million dollar machine they are working specs on – with insurance behind them meaning the insurance company won’t insure the machine if the company uses other materials than Company B provides.

Reference One described it as a very complicated system – 

When asked about food grade lubes, Reference One said that this is one of the major things Candidate has developed – they didn’t have much business in that area until Candidate opened it up. 

Food grade lube is very technically demanding – Candidate promoted it and they have dedicated people to work with his clients – they worked over time to develop the trust from the Client.

He described Candidate as an efficient person indicating that he hopes he gets into a company that will utilize his talents – he said that Company B was not utilizing him to his fullest because of company politics………..Candidate is not a BS guy – 

Reference One would like to see Candidate in a position where his talents can be used to their fullest – he described that as business development for technical accounts and interfacing with other departments. 

To sell sophisticated products you have to understand them and their usage or you can’t convince people to buy from you – you can’t get somebody right out of school and trust them with 25 million dollar machinery but Candidate is the guy who can earn that trust.

The era of people buying because the salesperson brought you donuts is passed – the product has to work because there is so much on the line.

When asked how Candidate’s current role is not allowing him to reach his potential, Reference One said that Candidate is not given focus – to develop business it takes time and focus – he is being distracted by many things because of different company things. 

With a new CEO coming in, is that the reason Candidate is leaving – why not stick around and see what the company is like with a new CEO? Reference One doesn’t see Candidate growing in the company from his point of view.  (Just speculation but did Candidate and the President perhaps not see eye to eye on something in the past and now the President is becoming the CEO and Candidate doesn’t see an open door for opportunity in the future?)

Reference One confirmed again that Candidate deserves the best anywhere he goes.

Reference Two – Product Manager with Company B
Reference Two said that he is sad to see Candidate go but understands that there will be more growth opportunities with a new position.
He said that Candidate single-handedly built sales (food grade lubes) from $0 to where it is now.

Reference Two is more on the commercial side and Candidate is the technical side/commercial but did most of the work on growing and opening the biz.

There was some overlap with specialty and greases – Candidate wore more hats. When asked about the difference between sales and product manager, Reference Two said that the difference between sales and what he does – sales guy are more relationship than technical – Candidate would do both equally well. 

Candidate would start biz and pass off to sales or accompany salesperson as a technical expert.

Sometimes Candidate would help the Client discover that what they thought they needed was different than what they really needed. 

The product manager must be involved with specs while the machine is being engineered – it’s hard to do on the back end. Candidate was involved on both ends of that. 

Some of the information from Reference Twoseemed to contradict rather than supplement the info from Reference One. Perhaps the difference between someone doing the product manager job and someone in R & D. 
There are situations where they specify certain lubes – but after warranty customers can use whatever they want. 

Reference One made it seem as though it usually took 5 years or so to develop a product and the customer was really locked in for a long time. Reference Twoindicated that many products are made much faster and the warranty usually lasts about one year at which time the Client can switch suppliers if they choose. 

Synthetics can be in there for 3 or 4 years – he is working on a couple that will warrant for 3 or 4 years. 

He did say that sometimes R & D takes years with tests and other times a couple weeks to come up with.

Candidate’s main strength is as a mechanical engineer – he understood equipment – and as an example he noted special additives to handle extreme pressure.

Candidate has some chemical capabilities – Reference Twohas seen him in the lab working closely with R & D on formulas – but Reference Twois not sure if Candidate could do it from scratch. Candidate will give guidance on what additive packages to use.

Candidate has gone out with sales and sometimes opened the door and then brought the sales person in with him.

Reference Twodescribed the role of the sales person as taking the orders that were placed, building a relationship with the client and keeping competitors out.  

Why would Candidate want to leave now after 9 years? Reference Twosaid that Candidate has been doing this for awhile – he is very excited about the new opportunity with more responsibility – that Candidate told him it was more attractive than what he is doing at Company B – he has done everything at Company B already.

Reference Two weighed in on what kind of a manager would draw the best out of Candidate. He said that Candidate needs someone who is a collaborative manager – Candidate does not like micromanagers – but he is also very accommodating – he likes to be talked to straight – don’t beat around the bush with Candidate – he respects different opinions – he will have  a lot of ideas and would like someone to listen to those ideas. He thinks Candidate will respond to a respectful relationship.

There have been instances when Company B management went a different way but Candidate was accommodating. 

It would be good according to Reference Twoif a manager could see the need to trust Candidate to make the right decisions. 

Candidate was looking for the right fit in a new career opportunity – he wasn’t going to just take anything – he can work there as long as he wants to – and is much needed there. 

He wanted something that he could retire with…

Candidate has been very helpful when Reference Twohas questions – Candidate can speak to different groups – some technical guys are more difficult to work with – some guys don’t like to share info – but Candidate will answer questions. 

Reference Two said he recently sent a very complimentary report about Candidate to his manager. 

Reference Three  – Executive Director of NLGI

Reference Three said that Candidate was a V.P. on their board – she hated to see him go – he was one of the best board members – he did a lot for their organization – in fact, he was in line to be president but had to leave the board – she said that his company decided that as a budget concession they would stop supporting his role on the board since he had to travel a few times a year.

Reference Three said that Candidate was VP on the board for a little over a year – but he had served on the board for several years prior. In fact, she has been there 7 years and Candidate had been there the whole time.

She said that he is very dedicated – once he takes on a responsibility he carries through – which was especially important since this was a volunteer position – as an example of his contributions, she said that Candidate was instrumental in getting the certification test off the ground – the exam necessary to gain certification – they started testing about 4 years ago.

She said that they keep in touch – that they had lunch a few weeks ago – she is keeping in touch hoping that perhaps he will return. 

Reference Four  – Sales at Company B
Reference Four said that both he and Candidate are in the market for a new position. He started with Company B 4 or 5 months before Candidate did so Reference Four has now been there about 10 years. When they both came on board their kids were younger so they connected, and they have been friends for the whole time as well as “Batman and Robin in the field”. 

Reference Four is strictly in the sales side – he handles pretty close to $4 million in business and travels 4 states. When asked why they are both looking after 10 years he said just the whole working environment has deteriorated = he highlighted the management change – they have had the same management for 20 years – now a new regime is coming in with different thoughts and plans – and it is a little unnerving. 

The current guy has been calling all the shots – Frank – he is a very strong, charismatic guy from South Africa – he is rude and crude but when it comes to business he gets it done and sticks with his decisions  - and he takes the licks if it’s a bad decision. The new regime is younger and will have a new President who has not been selected yet – there are a limited amount of people who can go in that slot and he apparently is not pleased with the possibilities – to explain, he said that they used to be a sales organization and are now run by accountants.

Reference Four gave the real scoop on what Candidate does – for 8 years Candidate was the second guy – that is, Candidate was not the first contact person, he was the technical guy who was leaned on for technical expertise and went in with the salesperson (Reference Four) after contact with a potential new client had been made. 

Reference Four said that Candidate’s dad was in the lubricant industry – Candidate has forgotten more about the lube industry than most people know. But, in his current position with Company B he is way underutilized – he is much better than just being a sales guy – Reference Four said that he makes twice as much money as Candidate but that’s unfair – In Reference Four’s words, “I’m a good old boy developing relationships - get it done - whatever I have to do – Candidate can do it but it doesn’t suit him – he is more geared for managerial development type – let me run this by you and tell me what you think.”

In a first call sales situation Candidate has too much knowledge and will blow anybody away – he is good enough that he can back off. They have done some critique of each other before – Candidate has helped him close business before when needed. For years they went in together and did their dog and pony show – he called it their Batman and Robin show – Candidate is a lot of fun but he is a ‘get the job done’, serious guy – he is pleasant to work with but can be intense. When the situation comes he bears down and gets it done – Candidate is very computer savvy – if Reference Four says, “Hey, Candidate - remember a few years ago we did such and such?” and Candidate is already pulling it up on his computer with all the details – Reference Four quipped, “How anal can you be?” – but Candidate is very organized – but at Company B he is so totally underutilized and hasn’t gotten respect – he has been passed over because he is a threat to them. So he has encouraged Candidate to look elsewhere. 

Candidate has had three different managers – bounced back and forth between the three of them – and they tried to create a program for him – he is unique in what he can do.
When asked what how Candidate should used to not be underutilized, Reference Four said that Candidate should be on the front line making decisions – what product lines – how to take what you have and tweak it- he should be used more in management level decisions – has a wealth of technical knowledge – Company B doesn’t think outside the box much and they tried to change the program for him so he could go out and develop national accounts himself – in other words, they gave him a little rope but not enough for him to be successful at it – Candidate wanted to make more money – Candidate sees friends like Reference Four making lots more money.
They changed his bonus program every year – he would be ready to make money and they would change it. He says that Candidate can formulate a new product – and, Candidate knows everybody – he was on the board as VP and could have been president – but Company B thought it took too much time and he should back out of it – but he does understands formulations. 

For the most part Candidate did big numbers and bigger deals – mining equipment, OEM’s.

For Reference Four, he is in what he called, “the Company B trap” – he is making a lot of money but they work him so hard he can’t spend it – he is 49 years old – he hates to think about starting over but at same time he has 12 – 15 good years to give and even more after that if he is having a good time. Reference Four said that he is not tied down to KC market – originally from Alabama – would love to go west or south. Reference Four said, “I figure I’d let Candidate get in (to Avatar) and get warm and fuzzy and see if it is a good fit.” 

From everything Candidate told him about Avatar, Reference Four is also very interested – non-compete won’t really matter because won’t compete in same market – 

Reference Four’s non-compete is much tighter than Candidates – because Reference Four has a customer base. Candidate will do a hell of a job if they do all the things they say they will do for him (if Avatar will keep their promises to Candidate). He said that Candidate told him that he would love to be the guy to help Avatar – the job, while kind of the same, really will be different. He said that Company B might get a little irritated as he develops a line but his non-compete will probably be expired by then – as long as he is not attacking current customers there should be no problems. 

Reference Four repeated, if they (Avatar) are going to give him the support and the range to develop and not try to squelch him – he will require resources and they’ve promised that they will provide what he needs to get it done. He said that Candidate is impressed with the Avatar facilities and people. 

Reference Four finished b y talking about what a great guy and a great friend Candidate is – he would go rescue Candidate at 3:00 am if necessary….he is a great guy.

Personal References
Reference Five  – have been family friends with the Kersey’s for 7 years – the Kerseys were the first family they met when they moved in. 

They see each other all the time – go to church with them – do social things, too and their kids are friends – they are very close.

Reference Five  is an HR manager for a company in Atlanta but works from home. Reference Five writes affirmative action plans for government projects.  

As an HR manager, she suggested that her observations might be worth more weight than a typical personal reference. She said that Candidate has very strong work standards – his ethics are very strong – he has been traveling a lot – very hard worker – her sense is that he has high standards for himself.

In regards to what would be a good fit for him she said that he is definitely a people person. 

He is strong with standards but still maintains relationships. 

Reference Six 
Reference Six runs the I-280 interchange in Toledo as a manger for the Ohio Turnpike. He supervises 45 people and deals with a union – he said he is very busy but happy to give a reference for Candidate. 

They grew up a block apart – he has known Candidate since 3rd grade.

They don’t see each other too often but keep in touch – “God bless the internet!” 

In his opinion they grew up with parents who believed the same way – strong work ethic, hard work – he said it is hard to explain – it was just the way they were raised – to put your best foot forward and be loyal….

He said that Candidate is a good father and has great kids, that he is doing a wonderful job with the kids.

Reference Seven  

Candidate is one of his neighbors and closest friends – (Carolyn’s husband) they met when he moved in about 7 years ago – kids go to school together and they do talk about industry stuff – he is in facility management. Their industries overlap a little so they share some professional conversations – they go to church together – spend some free time together – he has a lot of respect for Candidate – Candidate is a very professional individual – they went to college together at the University of Phoenix – Reference Seven just graduated – Candidate was already attending and helped Reference Seven find it and go there.

Reference Seven said that Candidate is extremely organized, hard working, and is very ethical both personally and professionally.

Reference Seven expressed that he has a lot of trust in Candidate  – Reference Seven does not have a lot of close friends – but Candidate is the one male in his life he could share confidential things – Candidate is a good peer to bounce personal and professional things off of….

Candidate told Reference Seven that he was excited about leveraging some of the new things he had learned at school and was looking for the next thing to take his career to the next level and make a bigger contribution.

Reference Seven was with United airlines for 20 years and left for new opportunity – he talked with Candidate about Avatar – he said that Candidate already has a nice business plan put together and is looking forward to making a contribution – any company getting Candidate will find him to be a huge asset - he can make money for an organization. Candidate is very innovative – they have talked before about what they would do if they ever went into business – he said that Candidate is entrepreneurial - Candidate has great ideas and is not afraid to take a little risk, try some new things.

SUMMARY

When I first saw Candidate’s resume, I was impressed that Avatar was attracting someone with a nine year record of stability and accomplishment from Company B. The assessments and references continue to affirm that Candidate may be the person to make a strong contribution in moving forward with the food grade lube business. 
Candidate had very high scores on the Step One Survey II – especially in work ethic, reliability, and integrity where his score was 8 out of 9. 

On the PXT Candidate showed an 82% match to the Product Manager pattern recently created.  His learning index is an “8” which is certainly the Avatar range.

He shows a very positive attitude. His “7” on manageability indicates that he is friendly, accommodating and should be fairly easy to manage. He will demonstrate a moderately positive attitude concerning organizational constraints and restrictions and should be willing to conform to company policies without feeling any loss of personal freedom. One area to note is his score of “9” on attitude. 
This would also predict a highly positive attitude regarding changes in policies and procedures. It also suggests a highly positive attitude regarding supervision and external controls. He should be highly compatible with confronting interpersonal problems and frustrations and will demonstrate a highly positive attitude concerning risk, change and unexpected challenges.                                        

Once he hits the ground running this information might be useful for Phil as his direct supervisor. His “3” on independence suggests that Candidate will appreciate the need for regular supervisory feedback. Candidate probably prefers to be provided with a methodical and planned approach to performing the job, which is why he has already been developing his own business plan. It is possible that he might seek approval and feedback from his supervisor more often than one might expect. Candidate indicated on the assessment that he thinks job responsibilities should be defined so that everybody knows just what is expected. When possible, he probably prefers carefully defined job descriptions, guidelines and policies. The assessment suggests he would appreciate an “Atta boy” every once in a while.
The only thought brewing in my mind (besides Candidate being in KC) about his role with Avatar is how much he will be expected to develop actual chemical formulas. From talking with these folks it seems to me that Candidate will be great at going out and finding opportunities, consulting with Clients, gathering spec info, etc. and then bringing it back for someone else to actual create the product formula. 

There is certainly wisdom in having someone like Candidate go out and find a need to fill rather than trying to create a product and then find someone who needs it. This seems like a great approach and no doubt, whether or not Candidate is the one to develop the formula, the expertise readily exists within Avatar to actually develop the formulas once Candidate brings in the information and has a customer ready to use the new product.

This is an outstanding turn of events and Candidate seems like an excellent fit for this need. According to Reference Four, Candidate played the part of “Robin” for 8 years to Reference Four’s “Batman”. Candidate might relish the idea of stepping into a role where he can have more decision-making power to guide a business segment but there might also be wisdom in keeping a pulse on Candidate’s satisfaction in that role (versus the technical support part he apparently played for so many years).
From what he has told his friends, Candidate will be especially watching the support he receives from Avatar and specifically the promises he feels were extended to help ensure success, whatever those may be. There might be some value in clarifying those expectations with him to avoid any mutual mystification in the future. 

Overall, looking at the resume, assessments, and talking to the references, Candidate seems like an outstanding “find” and there are high expectations for his expertise and leadership to make a significant contribution toward the goals of building a profitable food grade lube business segment.

Respectfully Submitted,
Michael Derrick, The Partner Group
