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Revised Career Research Interview Part 1:  Preliminary Research and Interview Plan

The Interviewee
Stan Olsen (MBA Marketing and Sales) has been identified as someone I should interview. Stan is the president of Olsen Designs and has launched several successful marketing campaigns for other life science companies in my line of work.
I will conduct this interview in the conference room at my place of business. This will provide a professional setting free from distraction. This room is also equipped to support the various IT services in the event Stan wants to use Power Point or other means to support this interview. I need to understand the mechanics required to create, manage and execute a well-defined marketing plan that will feed our company.	
Career Research
I conducted an on online search for current marketing firms who currently serve other who are engaged in similar manufacturing practices. I also explored my own network of business associates and professionals I have developed over the past twelve years. Stan Olsen’s name surfaced as a solid recommendation on line and from my current professional network of contacts. Effectively marketing a medical device manufacture is the type of work I am seeking at this time. This line of work will require someone who understands the industry and how to reach the decision makers who seek contract manufactures. Identifying our current core competences and the market segment we serve best are some the daily activates needed to effectively market our services? Providing a competitive analysis of our competitors is also day to day function. And finally, identifying what method of advertising will yield the greatest success. Trade shows, publications, forums, community outreach or chamber of commerce are to mention a few.  This career typically requires a MBA and several years of experience with a pay scale of $62,000 to $85,000 per year.
Mission Statement
	“To always deliver quality products and services that will provide solutions, efficiency, and add value to our customers. Ultimately, developing long terms partnerships that will create3 private label branded and contract manufacturing loyalty for our business at OraTech.
Vision
	“Where our passion and desire for excellence in all we do equals superior performance in our company. 
Research references	
Linkedin, www.careergames.com, www.jobweb.com, Sales Force CRM data base, 
 Cannon Communications. 
· Linkedin: This is a web base site designed to network with business professionals seeking each other’s work related services.
· www.careergames.com and www.jobweb.com from the text book 1010 Comm were 
explored however, these were both new to me  and did not yield very good results.  
· Sales Force is a cloud base CRM I use extensively. This data base provides all my current and past business contacts and work history.
· Cannon Communications is an organization who sponsors several medical publications. They also sponsor the largest and most popular medical shows in the U.S.
Opening
	Developing a startup medical manufacturing business the past twelve years has been rewarding, challenging, adventurous and risky.  Hard work, creativity, persistence and sure luck are responsible for the company’s ability to provide products and services around the globe today.   I have recently come to the realization it’s one thing to build a large company and quite another to feed maintain and sustain such a company. In short, I have built a monster, now I have to feed it. As such it is paramount I employ an expert to market and promote the services and products we now serve. 
Identify someone with the skill sets required to head up an effective sales and marking campaign.
Interview strategy, Topics and questions
	The following questions outline the various topics and questions needed to thoroughly investigate what is needed to create and manage a successful sales and marketing campaign. Many secondary questions have been crafted in an effort to extract pertinent information in the event the first response is not satisfactory.
Topic A:	 Education, knowledge, personality and compensation.
1. What educational background is typically required to successfully lead a medical sales and marketing campaign? 
a. What training and experience is relevant to this line of work? On a scale of 1-10 with 10 being the most relevant how would you rate the training and experience you have provided?
2. Where did you gain your knowledge and understanding to be effective with your sales and marketing firm?
a. How much of this knowledge can you accredit to street smarts vs. book smarts?
b. Is it possible to be successful with just one or the other?
c. How important is it to have both book and street smarts to be successful.
d. Do you have to build a well-defined network in this line of work to be effective?
3. Based on your experience, what kind of personality’s do you need to be successful in this line of work?
a. Are there other ways to compensate for personality miss-fits in this line of work.
b. Are there other kinds of personality’s that would be effective in this line of work?
c. What is the typical range of compensations paid for an individual who provides this kind of service?
Topic B:	Philosophy and experience.  
1. What kind of philosophy best suites this line of work?
a. Explain the kind of philosophy’s that do work and why?
b. Explain the kind of philosophy’s that don’t work and why?
c. Is there a combination of philosophy—a hybrid that works best?
2. What kind of experience is needed to best serve this market?
a. Name the top three experiences you found beneficial in your line of work.
b. Why? 
Topic C:	Projected outcomes. 
1. How is success measured and evaluated for any given sales and marketing campaign? 
a. What specific methods have you used to provide accurate feedback?
b. How do you trouble shoot campaigns that fail to meet your objectives?
c. Provide a few examples of successful campaigns and non-successful campaigns and what you would change.
d. What are the early signs of a failed campaign? How would you get it back on track?
e. What are the early signs of a successful campaign and what methods can be employed to maximize outcomes?	
Clearinghouse questions
              Is there anything else you can think of you’d like to share?  Who else would you recommend that I talk to?  What are your thoughts of our organization given the information shared in this interview?

Closing
              I know your time is valuable; your willingness to accommodate this interview is appreciated. You have provided a wealth of information and insights needed to make an educated decision as we move forward to expand our company products and services.
Let us know should you have a similar need in the future. I am happy to walk you out to the lobby.
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