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One of t h e  most important  d e c i s i o n s  t h a t  w e  make in o u r  l i v e s  

i s  ane  t h a t  many of us a r e  inadequate ly  prepared t o  make - career 

and employment choices .  Too o f t e n  s u b j e c t i v e  and emotional  fac-  

t o r s  l e a d  t o  a less than  opt imal  dec is ion .  We are unschooled i n  

how t o  uncover and e v a l u a t e  j o b  o p p o r t u n i t i e s  and are o f t e n  poorly 

advised by co l leagues .  

It would b e  presumptuous t o  sugges t  t h a t  this b r i e f  paper  can 

provide  a p e n e t r a t i n g  look a t  t h e  many f a c e t s  of employment sel- 

e c t i o n .  However, h e r e  are some i n s i g h t s  i n t o  changing j o b s  from 

t h e  p e r s p e c t i v e s  of both t h e  i n d i v i d u a l  and t h e  employer, and 

some "wheres" and "hows" t o  f i n d  t h e  f a c t s  you need. 

I a l s o  hope t o  s t i m u l a t e  you t o  a n a l i z e  your mot iva t ions  and cap- 

a b i l i t i e s .  L e t ' s  look a t  it from t h e  c a n d i d a t e ' s  s i d e  f i r s t .  

When you dec ide  t o  l o o k  f o r  a j o b ,  s tart  w i t h  two key ques- 

t i o n s :  what you want t o  do and where you want t o  do i t .  Simple, 

191 

Copyright @ 1981 by Marcel Dekker, Inc. 

D
ru

g 
D

ev
el

op
m

en
t a

nd
 I

nd
us

tr
ia

l P
ha

rm
ac

y 
D

ow
nl

oa
de

d 
fr

om
 in

fo
rm

ah
ea

lth
ca

re
.c

om
 b

y 
B

ib
lio

te
ca

 A
lb

er
to

 M
al

lia
ni

 o
n 

01
/2

0/
12

Fo
r 

pe
rs

on
al

 u
se

 o
nl

y.



192  JOSLIN 

o r  s o  it would s e e m  a t  f i r s t  g l a n c e ,  b u t  the b e t t e r  you know your- 

s e l f  and your  g o a l s ,  t h e  b e t t e r  your  chances of  a s u c c e s s f u l  re- 

l o c a t i o n  t o  a p r o d u c t i v e ,  e n j o y a b l e  j o b .  Reloca t ion  s u c c e s s ,  l i k e  

i n v e n t i o n ,  comes t o  t h e  informed and o b s e r v a n t  and h a s  t h e  95% 

p e r s p i r a t i o n  e lement ,  too!  

One u s e f u l  approach i n  d e f i n i n g  r e a l i s t i c a l l y  what you want t o  

do i s  t o  assess what you do w e l l  and what you en joy  doing.  S e v e r a l  

books o f f e r  s u g g e s t i o n s  and mechanisms t o  h e l p  i n  t h e  e v a l u a t i o n  

of your s k i l l s  and l i m i t a t i o n s  (1-4). Use t h i s  i n f o r m a t i o n  t o  

d e c i d e  t h e  k i n d s  of  j o b s  you want t o  c o n s i d e r  and f o r  i n s i g h t s  i n t o  

d e f i c i e n c i e s  you may want t o  s t r e n g t h e n .  It w i l l  a l s o  be  h e l p f u l  

l a t e r  i n  matching your  q u a l i f i c a t i o n s  and d e s i r e s  w i t h  j o b  o f f e r s .  

The elements  i n  t h e  "where" q u e s t i o n  are geography,  company 

s i z e  and p e r s o n a l i t y .  

comes p r i m a r i l y  d u r i n g  and a f t e r  t h e  i n t e r v i e w ,  b u t  h e r e ,  t o o ,  

p r i o r  d e f i n i t i o n  i s  h e l p f u l .  The c l e a r e r  and more s p e c i f i c  you 

Matching your  p e r s o n a l i t y  w i t h  a company's 

a r e  on your  needs and p r e f e r e n c e s ,  t h e  b e t t e r  your j o b  h u n t i n g  

d i r e c t i o n  and d e c i s i o n s  w i l l  b e .  

Job o p p o r t u n i t i e s  emanate from many s o u r c e s ;  expand your  

c r e a t i v i t y  i n  uncovering them. Advert isements  are a n  obvious ,  

b u t  f a r  from t h e  o n l y ,  s o u r c e  s i n c e  i t  i s  e s t i m a t e d  (2)  they  cover  

a mere 10% of  t h e  a v a i l a b l e  j o b s .  

s c i e n t i f i c  and middle management j o b s  are a d v e r t i s e d  i n  o u r  indus- 

t r y ,  many a r e  n o t  a d v e r t i s e d ,  e s p e c i a l l y  t h e  h i g h e r  l e v e l  p o s i t i o n s  

F r i e n d s ,  p r e s e n t  and former b u s i n e s s  a s s o c i a t e s  and former 

Although more t h a n  10% of  t h e  

p r o f e s s o r s  a l l  become v a l u a b l e  s o u r c e s  o f  i n f o r m a t i o n  i n  f e r r e t i n g  
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THE PHARMACEUTICAL INDUSTRY 1 9 3  

o u t  open p o s i t i o n s .  Don't d i scount  "cold calls" t o  p r o s p e c t i v e  

employers t h a t  may uncover p o s s i b i l i t i e s  n o t  y e t  formalized o r  

p u b l i c i z e d .  But sending resumes t o  personnel  departments  is 

d e f i n i t e l y  not  t h e  way t o  f i n d  out  what i s  a v a i l a b l e !  

Personnel  s e a r c h  o r  r e c r u i t i n g  f i r m s ,  i .e . ,  headhunters ,  are 

another  v a l u a b l e  source  of in format ion  and a s s i s t a n c e .  These 

i n d i v i d u a l s  make a bus iness  of knowing where t h e  j o b s  are and 

welcome q u a l i f i e d  candida tes .  

a r e c r u i t e r  depends l a r g e l y  on your m a r k e t a b i l i t y  as a candida te  

as w e l l  as on t h e  t y p e  of r e c r u i t i n g  f i r m  r e p r e s e n t i n g  you. 

The amount of h e l p  you w i l l  g e t  from 

Let's d i g  a l i t t l e  deeper  i n t o  what t h e  s e a r c h  f i r m s  do and 

how they  o p e r a t e .  

B a s i c a l l y ,  t h e r e  are two d i f f e r e n t  t y p e s  of f i r m s  t h a t  func- 

t i o n  i n  s i g n i f i c a n t l y  d i f f e r e n t  ways. A " r e t a i n e r "  s e a r c h  f i r m  

g e t s  an e x c l u s i v e  c o n t r a c t  from a company t o  seek  out  t h e  b e s t  

i n d i v i d u a l s  f o r  a p o s i t i o n .  A "contingency" s e a r c h  f i r m  f u n c t i o n s  

i n  much t h e  same way wi thout  an "exclusive". Hence, commission 

f e e s  are p a i d  only upon placement of t h e  contingency f i r m ' s  pro- 

posed candida te .  Genera l ly ,  r e t a i n e r  s e a r c h e s  are conducted f o r  

t h e  h i g h e r  l e v e l  management p o s i t i o n s ,  hard-to-find s p e c i a l i s t s  

o r  t h e  rare s u p e r s t a r s  whose p o t e n t i a l  f o r  advancement i s  a c r i -  

t i c a l  f a c t o r  t o  t h e  employer. Contingency s e a r c h e s  are most 

f r e q u e n t l y  u t i l i z e d  f o r  middle management and t e c h n i c a l  p o s i t i o n s ;  

they are t h e  norm f o r  most p o s i t i o n s  i n  t h e  pharmaceut ical  indus t ry .  

A r e t a i n e r  s e a r c h  begins  with a d e t a i l e d  a n a l y s i s  of t h e  

position and how it i n t e r r e l a t e s  w i t h  o t h e r s  i n  t h e  o r g a n i z a t i o n .  
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1 9 4  JOSLIN 

S e x t ,  t h e  r e t a i n e r  f i r m  would h a v e  i t s  r e s e a r c h  d e p a r t m e n t  d e v e l o p  

a l ist  of i n d i v i d u a l s  who h a v e  t h e  r e q u i r e d  background  o r  who c o u l d  

p r o v i d e  a l e a d  on  p o s s i b l e  c a n d i d a t e s .  They may a l s o  g e n e r a t e  

i n f o r m a t i o n  on c o m p e t i t i v e  companies  employing p o t e n t i a l  a p p l i c a n t s .  

The s e a r c h  c o n s u l t a n t  c o n t a c t s  t h e s e  s o u r c e s  a n d  d i s c u s s e s  t h e  

p o s s i b i l i t y  o f  t h e i r  cand idacy  o r  s e e k s  s u g g e s t i o n s  of  p o s s i b l e  

c a n d i d a t e s .  T h i s  c o n t i n u e s  u n t i l  s e v e r a l  s u i t a b l e  i n d i v i d u a l s  a re  

found and i n i t i a l l y  i n t e r v i e w e d  by t h e  s e a r c h  c o n s u l t a n t .  E x t e n s i v e  

d o s s i e r s  r e v i e w i n g  a l l  a s p e c t s  of  e a c h  p r o p o s e d  p e r s o n ' s  q u a l i f i -  

c a t i o n s  are t h e n  s u b m i t t e d  t o  t h e  c l i e n t  company f o r  f i n a l  in te r -  

views and s e l e c t i o n .  

I n  c o n t r a s t ,  a c o n t i n g e n c y  s e a r c h  c o n s u l t a n t ,  work ing  p r i m a r i l y  

by t e l e p h o n e ,  w i l l  o b t a i n  a d e s c r i p t i o n  o f  an  open p o s i t i o n  a l o n g  

w i t h  t h e  p e r s o n a l  and t e c h n i c a l  r e q u i r e m e n t s  p r e f e r r e d  by t h e  

c l i e n t  company. He assesses t h e  c o m p e t i t i o n  h e  w i l l  have  from t h e  

h i r i n g  company's own e f f o r t s  and from c o m p e t i t i v e  s e a r c h  f i r m s ,  

and e v a l u a t e s  h i s  a b i l i t y  t o  s u g g e s t  good c a n d i d a t e s .  He may 

a l r e a d y  b e  aware of p o t e n t i a l  c a n d i d a t e s  f r o m  p r e v i o u s  c o n t a c t s  

o r  may search f o r  c a n d i d a t e s ;  o r  h e  may e lect  n o t  t o  a c t i v e l y  compete 

f o r  t h a t  s p e c i f i c  p o s i t i o n  and c o n t i n u e  t o  l o o k  f o r  o t h e r  p o s i t i o n s  

where t h e  c o m p e t i t i o n  d o e s n ' t  h a v e  a head  s tar t  o r  where  h e  h a s  

a b e t t e r  p o t e n t i a l  of q u i c k l y  p r o v i d i n g  good c a n d i d a t e s .  Many 

e l e m e n t s  of  h i s  s e a r c h  may b e  c l o s e l y  a k i n  t o  t h e  f u n c t i o n s  of  h i s  

r e t a i n e r  c o u n t e r p a r t ,  a l t h o u g h  t h e  d e p t h  and q u a l i t y  o f  t h e  s e a r c h  

v a r i e s  w i d e l y  and may b e  more s u p e r f i c i a l  w i t h  some ( b u t  c e r t a i n l y  

n o t  a l l )  Con t ingency  f i r m s .  
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195 THE PHARMACEUTICAL INDUSTRY 

Another common mode € o r  t h e  cont ingency r e c r u i t e r  i s  q u i t e  

d i f f e r e n t ,  however. H e  may, on occas ion ,  f i n d  a person who is 

anxious t o  r e l o c a t e  and appears  t o  b e  q u i t e  marketable  ( i . e . ,  t h e  

i n d i v i d u a l ' s  exper ience ,  s k i l l s  and b e a r i n g  would be  a t t r a c t i v e  t o  

p o t e n t i a l  employers) .  H e  may t h e n  hunt  a p o s i t i o n  f o r  t h a t  person 

by c a l l i n g  h i s  c o n t a c t s  i n  t h e  companies he  f e e l s  may have a 

s u i t a b l e  p o s i t i o n .  This  is never  done by r e t a i n e r  f i r m s ;  they 

only  s e a r c h  f o r  people  t o  f i l l  p o s i t i o n s  they have been r e t a i n e d  

t o  f i l l .  

How does t h i s  a f f e c t  you as an i n d i v i d u a l  cons ider ing  a c a r e e r  

move? Unless you happen t o  c o n t a c t  t h e  r e t a i n e r  c o n s u l t a n t  when 

he i s  conduct ing a s e a r c h  f o r  a p o s i t i o n  t h a t  you could f i l l  almost 

t o  p e r f e c t i o n ,  h e  w i l l  no t  be  of  immediate he lp .  I n  c o n t a c t i n g  

him, though, in format ion  about you w i l l  b e  f i l e d  and you may be 

c a l l e d  l a t e r  € o r  c a n d i d a t e  s u g g e s t i o n s  o r  f o r  a p o t e n t i a l  p o s i t i o n .  

The l i k e l i h o o d  of r e l a t i v e l y  f a s t  a c t i o n  i s  h i g h e r  i f  you 

c o n t a c t  a cont ingency f i r m ,  e s p e c i a l l y  i f  t h e  f i r m  s p e c i a l i z e s  i n  

t h e  h e a l t h  care i n d u s t r y  and i f  you are not  y e t  i n  t h e  upper t i e rs  

o f  management. Technical  and middle management p o s i t i o n s  a r e  most 

f r e q u e n t l y  f i l l e d  by contingency s e a r c h e s ;  most r e t a i n e r  f i r m s  do 

n o t  s p e c i a l i z e  and work p r i m a r i l y  on s e n i o r  management p o s i t i o n s .  

Because cont ingency f i r m s  have f l e x i b i l i t y  i n  seeking  p o s i t i o n s  

f o r  c a n d i d a t e s ,  as w e l l  as candida tes  f o r  p o s i t i o n s ,  they a r e  i n  

an e x c e l l e n t  p o s i t i o n  t o  assist i n d i v i d u a l s  and t h e  make q u a l i t y  

p r e s e n t a t i o n s  of  your a t t r i b u t e s  and c a p a b i l i t i e s  t o  p o t e n t i a l  

employers w h i l e  p r e s e r v i n g  you anonymity. 
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196 JOSLIN 

You should  know t h e  r e p u t a t i o n  and g e n e r a l  method of  o p e r a t i o n  

Don't h e s i t a t e  t o  ask of  t h e  s e a r c h  c o n s u l t a n t  w i t h  whom you work. 

s t r a i g h t f o r w a r d  q u e s t i o n s  about  h i s  q u a l i f i c a t i o n s  and how and 

wi th  whom he  works. You should  b e  aware t h a t  some companies do 

not  r o u t i n e l y  work w i t h  s e a r c h  f i r m s ;  l i k e w i s e ,  many r e c r u i t e r s  

develop b e t t e r  r a p p o r t  w i t h  a few companies and are more aware of 

o p p o r t u n i t i e s  w i t h i n  t h o s e  companies than i n  o t h e r s .  Also,  empha- 

s i z e  your  need f o r  c o n f i d e n t i a l i t y ,  which i s  of t h e  upmost impor- 

t a n c e ,  e s p e c i a l l y  i n  t h e  c l o s e - k n i t  pharmaceut ica l  i n d u s t r y .  Most 

s e a r c h  c o n s u l t a n t s  are very  s e n s i t i v e  t o  your  need f o r  t o t a l  con- 

f i d e n c e ,  but  b e  aware t h a t  a few cont ingency f i r m s  i n d i s c r i m i n a t e l y  

"shotgun" resumes f o r  any p o s i t i o n  t h a t  could  conce ivably  h i t .  

A d e l i b e r a t e  d e c i s i o n  on how you w i l l  conduct  your  s e a r c h  should 

be  made e a r l y  i n  your  s e a r c h .  I f  you d e c i d e  t o  u s e  a cont ingency 

s e a r c h  f i r m ,  only  one f i r m  should  b e  involved .  The s e a r c h  consul-  

tant should  be aware of any p e r s o n a l  c o n t a c t s  you have made t o  

prevent  working a t  c r o s s  purposes .  Keep him informed of a l l  con- 

t a c t s  and any o t h e r  in format ion  t h a t  w i l l  assist him i n  h e l p i n g  

you. T o t a l  candor  w i t h  your  s e a r c h  c o n s u l t a n t  i s  d e f i n i t e l y  i n  

your b e s t  i n t e r e s t .  

I f  you work w i t h  r e t a i n e r  f i r m s ,  inform a s i g n i f i c a n t  number 

of  them of your  i n t e r e s t  i n  r e l o c a t i o n .  L i s t s  of  r e t a i n e r  f i r m s  

a r e  a v a i l a b l e  from s e v e r a l  s o u r c e s  ( 6 , 7 ) .  Working w i t h  them would 

not  c o n f l i c t  w i t h  working w i t h  a cont ingency f i r m .  

I f  you choose t o  do your  own j o b  h u n t i n g ,  a l e t t e r  t a i l o r e d  

t o  each p o s i t i o n  is most e f f e c t i v e  f o r  the i n i t i a l  c o n t a c t  u n l e s s  
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THE PHARMACEUTICAL INDUSTRY 197 

you know o r  can e s t a b l i s h  p e r s o n a l  contac t  w i t h  t h e  h i r i n g  author-  

i t y .  This  l e t t e r  should b r i e f l y  o u t l i n e  f o u r  o r  f i v e  major accom- 

pl ishments  t h a t  are c l o s e l y  r e l a t e d  t o  t h e  problems your new f i r m  

would expect you t o  s o l v e .  

i f  n o t ,  don ' t  send i t .  Take i t  t o  t h e  i n t e r v i e w  and l e a v e  it wi th  

your f u t u r e  boss  a f t e r  t h e  i n t e r v i e w  is over .  

A resume may b e  asked f o r  l a t e r  b u t ,  

Wri t ing resumes has  been t h e  s u b j e c t  of s e v e r a l  books and many 

c h a p t e r s  on j o b  hunt ing  (1-4, 6-10), so I w i l l  d e a l  only b r i e f l y  

w i t h  t h i s  important  t o p i c .  B e  concise  and h a r d - h i t t i n g !  The SOLE 

purpose of a resume is  t o  g e t  an i n t e r v i e w  t h a t  r e s u l t s  i n  a j o b  

o f f e r .  The f i v e  pound resumes u s u a l l y  come from people  who haven ' t  

accomplished much. Except f o r  r e c r e a t i o n a l  preferences  which are 

u s e f u l  as c o n v e r s a t i o n a l  s tarters,  i n c l u d e  only  t h e  informat ion  

necessary  t o  demonstrate  your record  of i n c r e a s i n g  r e s p o n s i b i l i t y  

and your e x p e r t i s e  and c a p a b i l i t y  f o r  t h e  p o s i t i o n  you are seeking.  

I n d i c a t e  t h a t  your p r o f e s s i o n a l  a f f i l i a t i o n s ,  p u b l i c a t i o n s ,  p a t e n t s  

and r e f e r e n c e s  are a v a i l a b l e  on r e q u e s t .  

achievements and employment h i s t o r y  (begin w i t h  p r e s e n t  p o s i t i o n )  

a long w i t h  a b r i e f  summary of r e s p o n s i b i l i t i e s  and accomplishments 

L i s t  un ivers i ty /academic  

f o r  each p o s i t i o n .  

a f a v o r a b l e  f i r s t  impression as a dynamic candida te  cannot b e  over- 

emphasized. 

The v i r t u e  of c o n c i s e ,  clear resumes t o  create 

There i s  one more key element i n  t h i s  t e d i o u s ,  o f t e n  e x c i t i n g  

p u r s u i t :  the i n t e r v i e w .  

have any p o t e n t i a l  whatsoever. Do n o t  pre judge  c r i t i c a l l y  u n t i l  

you have a l l  of t h e  f a c t s  from t h e  p e r s o n a l  i n t e r v i e w  i t s e l f .  It 

It is  wise t o  go on all in te rv iews  t h a t  
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198 JOSLIN 

is  common, e s p e c i a l l y  f o r  management p o s i t i o n s ,  t o  have t h e  j o b  f o r  

which you are  i n t e r v i e w i n g  change  d r a m a t i c a l l y ,  p e r h a p s  t o  an 

e n t i r e l y  d i f f e r e n t  p o s i t i o n  o r  d e p a r t m e n t .  I f  a p a r t i c u l a r  j o b  

t u r n s  o u t  t o  b e  u n s u i t a b l e  f o r  y o u ,  the e x p e r i e n c e  and  e x p o s u r e  

of t h e  i n t e r v i e w  i s  s t i l l  w o r t h  t h e  t i m e .  

!+%at c o u l d  b e  a good j o b  i s  o f t e n  l o s t  b e f o r e  o r  d u r i n g  the 

i n t e r v i e v  bv p r e m a t u r e l y  v o i c i n e  e x p e c t a t i o n s  o r  demands w i t h  t h e  

m i s t a k e n  c o n c e p t  t h a t  b e i n g  t o t a l l y  "up f r o n t "  is d e s i r a b l e .  Open- 

n e s s  i s  n o t  a s u b s t i t u t e  f o r  t a c t  o r  good s t r a t e g y .  Wait u n t i l  you 

have  s o l d  y o u r s e l f  t o  a company and t h e y  are conv inced  you are THE 

one f o r  the p o s i t i o n ;  a t  t h i s  p o i n t ,  you w i l l  f i n d  t h a t  t h e y  are 

more amenable  t o  y o u r  n e e d s ,  You w i l l  g a i n  more by r e m a i n i n g  flex- 

i b l e ,  r e f l e c t i v e  and d i p l o m a t i c  t h r o u g h o u t  t h e  d i s c u s s i o n s .  Your 

s e a r c h  c o n s u l t a n t  can  h e  a b i g  h e l p  i n  t h e s e  n e g o t i a t i o n s .  

Approach e v e r y  t n t e r v i e w  w i t h  o n e  g o a l  - t o  g e t  a j o b  o f f e r !  

D e c i s i o n  t i m e  i s  a f t e r  you h a v e  t h e  o f f e r ,  n o t  b e f o r e .  B e f o r e  you 

go ,  l e a r n  e v e r y t h i n g  you c a n  a b o u t  the  company, the  j o b  and t h e  

p e o p l e .  I t  i s  wise t o  p r e - p l a n  q u e s t i o n s  t o  ra ise  d u r i n g  the i n t e r -  

v i ew.  Th ink  t h r o u g h  t h e  t h i n g s  you need  t o  know a b o u t  t h e  company 

and t h e  j o b  t o  make a good d e c i s i o n .  Alert, i n t e l l i g e n t  q u e s t i o n s  

sbow y o u r  in te res t  i n  the  p o s i t i o n  and are a good way t o  d e m o n s t r a t e  

your  b r e a d t h  and d e p t h  o f  knowledge and s e l f - c o n f i d e n c e ;  c a u t i o n  - 

d o n ' t  come on t o o  s t r o n g .  

During t h e  i n t e r v i e w ,  r a p p o r t  i s  d e v e l o p e d .  How w e l l  y o u r  

s t y l e ,  your  p e r s o n a l i t y ,  y o u r  a s p i r a t i o n s  f i t  w i t h  t h e  p e o p l e  you 

w i l l  b e  work ing  w i t h  are i s s u e s  f o r  b o t h  you and the company t o  
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THE PHARMACEUTICAL INDUSTRY 1 9 9  

e x p l o r e  c a n d i d l y .  In  my o p i n i o n ,  t h i s  s u b j e c t i v e  f a c t o r  is t h e  

most impor t an t  p a r t  of  t h e  i n t e r v i e w  and t h e  n o s t  d i f f i c u l t  t o  

a s s e s s  b u t  a must f o r  a n  e n j o y a b l e ,  p r o d u c t i v e  r e l a t i o n s h i p .  

A f t e r  t h e  i n t e r v i e w ,  go back  t o  t h e  same f o l k s  t h a t  gave you 

l e a d s  i n i t i a l l y  t o  h e l p  round o u t  your  p e r c e p t i o n  of  t h e  company. 

Check w i t h  p r e s e n t  and former employees o r  i n t e r v i e w e e s ,  fo rmer  

p r o f e s s o r s ,  annua l  and 10K r e p o r t s ,  p u b l i c a t i o n s ,  your  f r i e n d l y  

headhun te r  and anyone else who can b e  o f  h e l p  i n  d e t e r m i n i n g  t h e  

company's p e r s o n a l i t y ,  s t y l e ,  p o l i c i e s  and peop le .  

O the r  t h a n  b e i n g  we l l -p repa red ,  w e l l - r e s t e d ,  well-groomed and 

open and d i r e c t ,  any more a d v i c e  on t h e  i n t e r v i e w  w i l l  b e  l e f t  t o  

t h e  books on t h e  s u b j e c t  (3,ll). I f  you have  done your  homework 

on a l l  of  t h e  p r e v i o u s  items, e s p e c i a l l y  i n  d e f i n i n g  your  ob jec -  

t i v e s  and knowing y o u r s e l f  and t h e  company, the b i g  d e c i s i o n ,  when 

t h e  o f f e r  comes, shou ld  b e  an easy  one and a good one.  

Now f o r  a g l a n c e  from t h e  o t h e r  s i d e  of t h e  desk  - t h e  employ- 

e r ' s  p e r s p e c t i v e .  An open p o s i t i o n  o b v i o u s l y  r e s u l t s  f rom t h e  

d e p a r t u r e  o r  promotion o f  an employee o r  expanded r equ i r emen t s .  

I n  any c a s e ,  c a r e f u l l y  d e f i n i n g  s p e c i f i c  o b j e c t i v e s  and t h e n  es- 

t a b l i s h i n g  r e a l i s t i c  j o b  s p e c i f i c a t i o n s  and c a n d i d a t e  q u a l i f i c a t i o n s  

t o  meet t h e s e  o b j e c t i v e s  r e q u i r e s  t h o u g h t f u l  a n a l y s i s .  Although 

t h i s  i n f o r m a t i o n  is u s u a l l y  r e q u i r e d  f o r  j u s t i f i c a t i o n  and au tho r -  

i z a t i o n  of t h e  p o s i t i o n ,  take t h e  t i m e  t o  look  a t  a l l  t h e  o p t i o n s  

and t o  c a n d i d l y  assess what is r e a l l y  needed.  It i s  n o t  uncommon 

t o  f i n d  t h a t  the requ i r emen t s  f o r  a p o s i t i o n  change several t i m e s  

i n  t h e  c o u r s e  of  t h e  s e a r c h  because  of f a u l t y  assumptions o r  over-  
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200 JOSLIN 

s i g h t s ,  A f r e q u e n t l y  encountered  example i s  f i n d i n g  t h a t  a p a r t i -  

c u l a r  ski1. l  i s  needed a f t e r  i n t e r v i e w i n g  s e v e r a l  seemingly w e l l -  

q u a l i f i e d  c a n d i d a t e s  l a c k i n g  t h a t  s k i l l .  A few hours  of  p lanning  

and reviewing can s a v e  many hours  i n t e r v i e w i n g  the wrong people .  

How t h e  s e a r c h  i s  t o  b e  conducted i s  f r e q u e n t l y  n o t  t a i l o r e d  

t o  s p e c i f i c  c i rcumstances .  There should  b e  d i s c u s s i o n s  between 

t h e  h i r i n g  manager and t h e  p e r s o n n e l  department  on t h e  r o l e  each  

is t o  p l a y ,  whether  a d v e r t i s e m e n t s  o r  a s e a r c h  f i r m  is  t o  be  used ,  

and t o  what e x t e n t  t h e  c o n t a c t s  o f  your  employees are t o  b e  used .  

It i s  your  p o s i t i o n  and you should  have a b i g  p a r t  i n  de te rmining  

how you a r e  going t o  f i n d  c a n d i d a t e s .  

i t y  t o  the personnel  department  o r  expec t  them t o  know where t o  

f i n d  s p e c i f i c  t e c h n i c a l  e x p e r t i s e ;  you and your  employees may 

h e s t  know t h a t .  

Don't a b d i c a t e  your  au thor -  

The i n t e r v i e w  is  a? c r i t i c a l  an event  f o r  company r e p r e s e n t a -  

t i v e s  a s  i t  i s  f o r  t h e  c a n d i d a t e .  The c a n d i d a t e ' s  q u a l i f i c a t i o n s  

and c r e d i b i l i t y ,  as w e l l  as p e r s o n a l i t y  and s t y l e ,  are e s t a b l i s h e d  

and e v a l u a t e d  f o r  f i t  i n t o  the o r g a n i z a t i o n .  Although t h e r e  is n o t  

much w r i t t e n  on t h e s e  impor tan t  f a c t o r s ,  p e r s o n a l  r a p p o r t  i s  a major 

a s p e c t  of t h e  i n t e r v i e w  and should  b e  cons idered  as c a r e f u l l y  as 

t h e  c a n d i d a t e ' s  t echn- ica l  q u a l i f i c a t i o n s ,  

Most managers p r e f e r  t o  i n t e r v i e w  a number o f  c a n d i d a t e s  t o  

This  a s s u r e  themselves  t h a t  t h e y  are g e t t i n g  t h e  b e s t  p o s s i b l e .  

is prudent  t o  a p o i n t .  

e v e r ,  i s  t h e  l a c k  of  urgency and a p r o t r a c t e d  s e l e c t i o n  p r o c e s s  

which i s  demora l iz ing  t o  a l l  involved .  Look at s e v e r a l  c a n d i d a t e s ,  

One common concern i n  r e s e a r c h  groups ,  how- 
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THE PHARMACEWICAL INDUSTRY 201 

but  keep everyone involved informed. B e  s u r e  you are informed, 

t o o ,  of what 's  going on w i t h  your b e s t  candida tes  t o  avoid un- 

p l e a s a n t  s u r p r i s e s .  Remember t h a t  you are i n  t h e  middle of a w a r  

t o  g e t  t h e  b e s t  c a n d i d a t e s ;  your s t r a t e g y ,  t a c t i c s  and t iming  must 

b e  t a i l o r e d  accord ingly .  

Your headhunter ' s  j o b  is only h a l f  done when t h e  f i n a l  candi- 

d a t e  is s e l e c t e d .  H e  can h e l p  both  p a r t i e s  d e f i n e  t h e i r  f e e l i n g s  

and concerns,  f a c i l i t a t e  a c l e a r  understanding and agreement on 

t h e  j o b  d e s c r i p t i o n  and e x p e c t a t i o n s ,  and mediate  compensation and 

r e l o c a t i o n  i s s u e s .  Don't s l i g h t  t h e s e  d e t a i l s .  They w i l l  he lp  

i n s u r e  acceptance of your  o f f e r  and can b r i n g  about a smooth, r a p i d  

t r a n s i t i o n  t h a t  r e s u l t s  i n  a more e f f e c t i v e  employee who w i l l  b e  

product ive  a t  an e a r l y  d a t e .  Equal ly  impor tan t ,  p i t f a l l s  and bad 

f i t s  can b e  aver ted .  

When a concerted e f f o r t  is made t o  develop a r e a l i s t i c  h i r i n g  

program, the rewards w i l l  be  h ighly  q u a l i f i e d ,  motivated personnel  

who are i n  t u n e  with your o r g a n i z a t i o n .  The groundwork i s  l a i d  f o r  

a mutual ly  en joyable  and b e n e f i c i a l  r e l a t i o n s h i p .  

Happy hunt ing  t o  a l l !  
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