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Chapter 1: Knowing when it’s Time for 
an Alternative Solution 
By Charles Besondy 
 
 
One early-warning signal that an interim management solution is 
warranted within your company is when you start rationalizing 
why opportunities can’t be addressed, or objectives not achieved.  
 
You may feel as though you’re trying to out-maneuver the 
competition with a family sedan rather than a Maserati. Or you 
may sense that you’re constantly making Solomon-like decisions 
about which business opportunities your team has the bandwidth to 
attack all the while worried that more nimble competitors will beat 
you to the prize. 
 
The following situations routinely arise in organizations both large 
and small. Each situation can be successfully and cost-effectively 
addressed with interim or on-demand leadership in sales and 
marketing. 
 

1. A significant revenue or marketing event is in jeopardy 
2. Totally new strategies or programs must be 

implemented or tested 
3. A gap exists in a key position 
4. A specific skill set is needed, but not permanently 
5. Additional bandwidth needed, but not permanently  
6. Objectivity in a leadership position would be beneficial, 

especially during strategic planning 
7. Hands-on coaching and training is required to elevate 

skill and process knowledge of existing staff 
 
While it’s true that consulting firms can be retained for some of 
these situations, the cost of an interim manager is generally far 
less. In addition, the loyalties of an interim are more closely 
aligned with the client, particularly if the interim leader’s 
compensation is tied to performance versus a consulting firm’s 
focus on billable hours. (See chapter 10). 
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A significant revenue or marketing event is in jeopardy 
 
Of the seven situations mentioned, a significant revenue event is 
one that many CEO’s don’t immediately see as suitable for an 
interim management assignment. However, the short-term, one-
time nature of this problem is well-suited to an interim leadership 
solution.  
 
Keep in mind that interim leaders are highly experienced, senior-
level executives. They aren’t fresh MBAs. Due to in-depth 
experience in a particular discipline or industry, an interim 
manager can quickly and objectively assess the obstacles to 
achieving your business target, and unlike a consultant, actually 
step in to make it happen.  
 
One-time revenue events can include an upcoming valuation, fiscal 
year-end or a pending merger in which hitting a revenue target 
carries additional significance. You may also want to consider 
interim management for business development or corporate 
development roles. 
 

“A lot of companies can’t afford biz-dev or 
corp-dev employees on a full-time basis. Yet 
there are interim leaders who have this 
expertise and can apply it to 2, 3, or 4 clients 
more effectively and at a cheaper cost on an 
outsourced basis.” 
--Brad Furber, President, Xeriton Corporation 

 
One-time marketing events typically include major product 
introductions, strategic planning and pricing. The tendency here is 
to first look for help from a consulting firm or agency. However, if 
your company lacks the necessary marketing leadership to direct 
and manage the consultant/agency, the end result can miss the 
mark in a very expensive way.  
 
For many enlightened CEO’s, the better solution is to bring interim 
managers into the company to operate at strategic and tactical 
levels to: make the product introduction a success, provide wisdom 
and objectivity to the planning process or create market-centric 

“A lot of 
companies can’t 
afford biz-dev or 
corp-dev 
employees on a 
full-time basis.” 
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positioning and pricing strategies. The interim leader can give the 
company the “shot in the arm” it needs, elevate the skill-level of 
the permanent employees in the marketing department and leave 
when the event has passed. 
 
New strategies or programs must be implemented  
or tested 
 
Companies, especially market leaders, are constantly tweaking 
their sales and marketing processes. This frequently involves 
implementing or testing programs and strategies that are new to the 
organization. We all know stories of promising strategies that fell 
victim to inept execution or were flawed from the beginning due to 
management myopia.  
 
If your company is embarking on a new strategy or testing a new 
program, be honest about the organization’s ability to pull it off. 
Increase the likelihood of success by bringing in an interim 
manager who has experience in the strategy or program you’re 
about to test.  

 
“I’ve learned that interim leaders in marketing 
are particularly useful when we’re 
implementing a type of marketing strategy or 
tactic that is completely new to us. Search 
marketing was a recent example. We knew that 
paid search and natural search would be 
critical to iTaggit’s success, but our knowledge 
was light in the area at that time. So when we 
brought in an interim VP Marketing to put our 
launch plan together for us, knowledge of 
search was a requirement. It helped us to be 
successful much faster.” 
-- David Altounian, CEO, iTaggit.com 

 
A gap exists in a key position 
 
Sales and marketing executives come and go. Department directors 
come and go. When a gap exists in a leadership position the 
company’s performance is handicapped. This is an ideal time to 

“I’ve learned that 
interims in 
marketing are 
particularly useful 
when we’re 
implementing a 
type of marketing 
strategy or tactic 
that is completely 
new to us.” 
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have an interim manager fill the position and maintain momentum 
while the recruitment process for a permanent executive 
progresses. (Chapter 4 is devoted to this topic). 

 
“When a company has a gap in a key position, it 
must calculate the opportunity cost for the 3-6 
months it’ll take to fill that position. The cost is 
almost always greater than the fee for an 
interim manager to fill the gap.” 
--William Leake, CEO, Apogee Search 

 
 
A specific skill set is needed, but not permanently 
 
This is one of the more common situations leading to an interim 
management engagement. For example, you recognize that your 
sales team needs training, but the skills don’t exist inside the 
organization. Let’s say a move from direct sales to channel sales is 
required, but that channel expertise doesn’t reside within your 
company.  
 
The first tendency is to pick up the phone and call a consulting 
firm, but an interim manager makes more sense if you can locate 
one with the right background. The cost will be less and you’ll 
have someone who is a more objective extension of your 
management team.  
 
As part of the engagement scope, you should also request that the 
interim leader present a recommendation stating whether or not the 
skill is required within your company permanently. 
 
Sometimes the question isn’t one-time or permanent; rather it’s 
full-time or part-time. An interim manager can be the one-time 
solution or the part-time solution. 
 

“It’s a relatively easy decision to select an 
interim A-player rather than a permanent, 
distracted C-player trying to wear multiple 
hats.” 
--William Leake, CEO, Apogee Search 

“When a company 
has a gap in a key 
position, it must 
calculate the 
opportunity cost 
for the 3-6 months 
it’ll take to fill that 
position.” 

“It’s relatively 
easy to select an 
interim A-player 
rather than a 
permanent, 
distracted C-
player trying to 
wear multiple 
hats.” 
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Additional bandwidth needed, but not permanently 
 
Occasionally, specific skills aren’t in short supply at your 
company, bandwidth is. It is not uncommon to see an important 
initiative--annual strategic planning, a national sales conference, a 
product launch or the formulation of a product strategy to name 
few-- threatened because your team is fully engaged with day-to-
day, revenue-generating activities. These situations are ideal for an 
on-demand leader to step in and lend a hand for several months.  
 
What’s more, you can decide to place the interim on the new 
initiative or on the day-to-day activities in order to free up the 
permanent staff to address the new initiative.  
 
Smart CEO’s put the right amount of wood behind the arrowhead 
by using on-demand leaders. 
 
Objectivity in leadership  
 
If you observe that the annual planning process at your company is 
becoming too inbred, perhaps too myopic, add an interim leader 
with suitable credentials and experience to the team. The fresh 
insight and perspective, combined with objectivity not hindered by 
internal pressures and politics, can be just the type of catalyst you 
need. A secondary benefit is the interim can share the planning 
work load, enabling the other team members to have more time 
during the planning process for their day-to-day duties of running 
the company. 
 

“I consider using an interim manager for those 
times when objective guidance, unburdened by 
internal bias, is at a premium. Developing a 
pricing strategy is a good example.” 
--David Altounian, CEO, iTaggit.com 

 
 

“I consider using 
an interim 
manager for 
those times when 
objective 
guidance, 
unburdened by 
internal bias, is at 
a premium.” 
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Hands-on coaching and training of existing staff 
 
If you’re seeing a need for training in the sales or marketing 
organization, you can send staff to seminars, hire a professional 
training company or bring in an interim manager with experience 
in training and knowledge-transfer. 
 
The decision is easy if you believe your team needs equal parts 
training and coaching/mentoring. An interim leader with training 
experience in his discipline can work side-by-side with your staff 
over a period of time to train and guide.  
 
This chapter looked at seven situations that indicate there’s a need 
for interim or on-demand leadership in sales and marketing. For a 
growing number of companies, on-demand executives are a smart 
alternative to permanent hires and consulting firms. 
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I Case Study: Interim Director Product Marketing for  

Computer and Server Manufacturer 
 
Situation: Engineering was nearing the end of the design and 
prototype stage for a new line of servers. None of the traditional 
product marketing work had been done; therefore a timely and 
successful market introduction was in jeopardy. The company’s 
lean marketing department was completely preoccupied with 
driving awareness and lead generation campaigns for the 
company’s primary product line.  
 
Solution: The Company’s executive management team decided 
to bring in an interim to prepare the new server line for market 
introduction until a full-time product manager could be hired. 
 
Result:  For a three-month engagement, the interim was on-site 
four days a week. The interim drove the product launch 
preparation by forming and leading a launch team consisting of 
sales, marketing, engineering and operations. During the 
engagement, the interim conducted primary research to identify 
the ideal value proposition and assess potential adoption rates, 
conducted a thorough competitive analysis, kicked off a beta 
program, developed a positioning and messaging framework, and 
created a product roadmap. The interim also developed several 
financial models that linked revenue targets with the required 
lead generation activities and marketing investment level. When 
the interim’s engagement ended, the company was in position to 
introduce the product line on schedule and take orders at a major 
industry trade show. 
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Ms. Heath graduated cum laude with a Bachelor’s of Science 
degree in Business Administration from Arizona State University. 
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Industry Leaders and is a volunteer in the mentoring program for 
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