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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
warrante@gwithin your company is when you start rationalizing
why op c@mities can’t be addressed, or objectives not achieved.
You may fe:elog’}hough you’re trying to out-maneuver the
competitionywith ily sedan rather than a Maserati. Or you
may sense t stantly making Solomon-like decisions
about which bu{éJ s opi®rtunities ygur team has the bandwidth to
attack all the Whil%led more %ble competitors will beat

you to the prize. @

Ve
@
The following situations ro?@% orga@tlons both large

and small. Each situation can b z‘es an -effectively
de

addressed with interim or on-dema )d
marketing.

1. A significant revenue or marketlr%en% é opardy

Totally new strategies or programs m

implemented or tested % O
/\

A gap exists in a key position O
A specific skill set is needed, but not permane%
ent

Additional bandwidth needed, but not perman Q ’O@

no

o ks~ w

Obijectivity in a leadership position would be beneficiEd

especially during strategic planning % QO
7. Hands-on coaching and training is required to elevate 'f
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).

© 2008 LOD Publishing, LLC
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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 CEQO’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 gand that interim leaders are highly experienced, senior-
level exedQlives. They aren’t fresh MBAs. Due to in-depth
experience articular discipline or industry, an interim
manager can q and objectively assess the obstacles to
achieving yb;rbu ﬁ;‘arget, and unlike a consultant, actually

step in to ma )}hap

One-time revenue e ca ude ap@pcomlng valuation, fiscal “A lot of
year-end or a pending éqch g a revenue target companies can't
carries additional S|gn|f|c alS@want to consider ig:’r:fjdte):/z'de" 4
interim management for busm?@d ent orporate employees on a
development roles. G/, @/ % full-time basis.”

“A lot of companies can’t affor dev or,

corp-dev employees on a full-time b@ Yé‘?@ *

there are interim leaders who have thiO\ OO

expertise and can apply itto 2, 3, or 4 cli ¢f

more effectively and at a cheaper cost on an @

outsourced basis.” (90

--Brad Furber, President, Xeriton Corporation Ol /O

One-time marketing events typically include major product O)
introductions, strategic planning and pricing. The tendency here is

to first look for help from a consulting firm or agency. However, if 'f
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 CEQ’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

© 2008 LOD Publishing, LLC 12



Leadership On Demand: How Smart CEO’s Tap Interim Management to Drive Revenue

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

Comparn)s especially market leaders, are constantly tweaking
their sale@nd marketing processes. This frequently involves
mplementw%testlng programs and strategies that are new to the
organization know stories of promising strategies that fell
victim to wép . n or were flawed from the beginning due to

management la.
Beoia G .

If your company |%% a ne\;@rategy or testing a new
program, be honest ab ati ab|I|ty to pull it off.
Increase the likelihood of’séess ﬁglr@ln an interim

“I've learned that

manager who has experience ram you’re interimcln
about to test. Q/, @ % marketing are
/ particularly useful

“I’ve learned that interim Iead marke&'\ @ .)c :’r\:sgr;v:nrt?ng 3
are particularly useful when we’re ‘ é type of marketing
implementing a type of marketing stra O strategy or tactic
tactic that is completely new to us. SearclO' ;he%f/'tsocfs”lpletely
marketing was a recent example. We knewt '
paid search and natural search would be (90 ,O
critical to iTaggit’s success, but our knowledge O’ O
was light in the area at that time. So when we ‘Q @
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 'f

successful much faster.”
-- David Altounian, CEOQ, 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

© 2008 LOD Publishing, LLC 13



Leadership On Demand: How Smart CEO’s Tap Interim Management to Drive Revenue

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 “When a company

months it’ll take to fill that position. The cost is has a gap il
position, It must

almost always greater than the fee for an calculate the

inkerim manager to fill the gap.” opportunity cost

--@Illam Leake, CEO, Apogee Search for the 3-6 months
it'll take to fill that

O position.”
/\

A spe(:lfl(iyelll%cs, needed, but not permanently
This is one of th{@re cﬁ%snue&lgns leading to an interim
t

management engage : amplgQou recognize that your
sales team needs traini

Il exist inside the
organization. Let’s say a i @ fro iiect s@ks to channel sales is

required, but that channel expetise do ithin your

company. Q/, @ O)
o 0

The first tendency is to pick up the pho d caII conSQRi
firm, but an interim manager makes more sé@e if an loc
one with the right background. The cost will b@@ss a u’ll
have someone who is a more objective extensmn@’ our

management team. @
(9 j “It's relatively
Q easy to select an

As part of the engagement scope, you should also request? interim A-player
interim leader present a recommendation stating whether or no @/gher than a

skill is required within your company permanently. rma:‘egtc
Cle 1
_ o _ pla f/mg to
Sometimes the question isn’t one-time or permanent; rather it’s wear nultiple

full-time or part-time. An interim manager can be the one-time hats.”
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

© 2008 LOD Publishing, LLC 14
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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-demaﬁd leader to step in and lend a hand for several months.
O
What’s mo u can decide to place the interim on the new
initiative or on ay-to-day activities in order to free up the
permanent to a%ss the new initiative.

Smart CEQ’s p rlgr@?ount ofwood behind the arrowhead
by using on-deman ,(\

Ve
Objectlwtylnleadersﬁ{@ OO @

If you observe that the annual p a@ g s a company IS
becoming too inbred, perhaps too my%c a eader
with suitable credentials and experlenc he tea Th @sh
insight and perspective, combined with objé@wty mdered by
internal pressures and politics, can be just the e of st you
need. A secondary benefit is the interim can shar% pla

e tl

work load, enabling the other team members to hav

during the planning process for their day-to-day duties @5‘”'”90

the company.

O’

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

© 2008 LOD Publishing, LLC

“| consider using an interim manager for those %

“I consider using
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manager for
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unburdened by
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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;)rd coaching/mentoring. An interim leader with training
experienon his discipline can work side-by-side with your staff

over a peri time to train and guide.
7>
This chapt k even situations that indicate there’s a need

for interim or\ﬁ?‘de leadership in sales and marketing. For a
be om

growing num Olﬁ ;@i on-dea_}gnd executives are a smart
alternative to perma hir% congifting firms.

© 2008 LOD Publishing, LLC
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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
succesﬁmarket introduction was in jeopardy. The company’s
lean ma W?g department was completely preoccupied with
driving a @e s and lead generation campaigns for the
company ﬁ)l’l roduct line.

Solution: TFFes/g'omp executive management team decided
to bring in an int to prefiare the'ﬁgw server line for market
introduction until & -tlr%duct ager could be hired.
t, th nigLim was on-site
ve ﬁ%unch
preparation by forming and lea ué

la sisting of
sales, marketing, engineering and o {Ee urm
engagement, the interim conducted prl%,y resegRyhuto eT‘fI,lfy
the ideal value proposition and assess pote ad rates
conducted a thorough competitive analysis, ki
program, developed a positioning and messaging (R w md
created a product roadmap. The interim also develo eve
financial models that linked revenue targets with the re
lead generation activities and marketing investment level. @ﬁen
the interim’s engagement ended, the company was in posmo
introduce the product line on schedule and take orders at a major/,
industry trade show.

Result: For a three- mont ag
four days a week. The interi

o

q

@60

go

{4
4

© 2008 LOD Publishing, LLC



Leadership On Demand: How Smart CEO’s Tap Interim Management to Drive Revenue

About the Authors

For more information about the authors and our speaking bureau
please visit www.leadershipondemand-book.com.

Charles Besondy

Charles ondy is recognized as a champion for B2B marketing
optimizat f a company suspects their marketing is under-
performing ot aligned with business goals, Mr. Besondy
stepsin to rﬂhé@ip. He is especially skilled at solving issues
in:

Target nfafket ion and si_)z(ing

Positionin %
Lead manage%
Marketing strate /and plafn

Cbng @
Product marketing ;%

Mr. Besond se ”#e er-leader”
who has been a @hnag

consultant since 2 ) This |@ erpirifigd by
25 years of marketmg |mar|Iy

within small and mid-ma
businesses that place an emp

and growth. His experience bas %2

YVV YV VY
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*

Q ¥
9, 2
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