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THE WRONG PERSON *
A Bad Hiring Decision Creates a Problem
Mike Morgan, the head of sales operations for Freebird.com, a successful online music and entertainment business, was under pressure from Freebird CEO to hire a sales marketing person. The CEO had told Mike, "Hire someone soon or I’ll eliminate the job." 
Mike Morgan was 34 years old and was somewhat embittered because he had been interviewed three times for the job of chief revenue officer at several startups, and had not been selected. He was bored with his job as head of sales operations at Freebird.com and wanted to get a bigger job with equity participation – he wanted to get rich, as many of his friends at startups had done.
Mike asked an intern to email him all the resumes of applicants for the sales marketing job by Friday at 5:00 p.m., and left the office for a weekend at the beach and reading resumes. He was not in a good mood. His wife was going to give him a lot of grief for working on the weekend, but Mike knew he needed to fill the marketing job or lose it, and he wanted to maintain the number of his direct reports because it looked good on his resume. 

After dinner Friday night, Mike began to organize the process of looking at the resumes. As he read applicant’s resumes, he immediately ruled out them if they didn’t have at least five years of specific Internet marketing experience. 

By noon on Saturday, Mike had seven possible applicants. He then eliminated three of them because the applicants had two-year Associate degrees. Mike was prejudiced against any degree that wasn’t a four-year degree from what he considered a first-tier college. That left four applicants.  He looked at the four resumes again and ranked them 1, 2, 3 and 4. 
Saturday afternoon Mike opened a beer and got on the phone to call the top candidate. After four beers and a dozen calls, Mike had reached candidates ranked #2, #3, and #4. Only the candidate ranked #4 was available, as the other two had recently taken other jobs. On Sunday evening, Mike finally reached the candidate he had ranked #1, but she was about to have a baby and not interested in considering a move. He got back to the remaining candidate, Alice Smith, and made arrangements to fly her in and interview her at the airport.
Mike invited Alice into the airport cafeteria for an interview and began the conversation by explaining Freebird’s policies and expectations for employees. Mike asked Alice where she went to college, and when she mentioned a highly respected design school from where she had received her undergraduate degree, Mike said to himself, “she can’t be too bad.” Mike asked Alice if she would be available immediately. Alice said "yes," so Mike hired her on the spot and made arrangements for her to start in a week.
On the drive home from the airport, Mike felt relieved and said to himself, "I've filled the slot in a hurry, I've kept the job line in the budget, I've made the CEO happy, and I don't think I've hurt myself too much.”
Mike's sense of relief did not last long. Within two weeks, Alice had upset many of the people she worked with. They felt she had inadequate skills in Excel and, especially in Salesforce, and was often late with her assigned work. When people talked to her about being late with her work assignments, she would say, "I'm trying,” but would give no specifics on what kind of problems she was having in completing her work.
Six weeks after she had been hired, one of the sales marketing team became exasperated because of another late assignment and had said to her, "Alice, you always have an excuse. It's about time you took responsibility to get your work done."

Alice was furious and shouted, "That's crap. No one helps me or trains me." Word got around quickly to that Alice had an attitude problem.
When several people mentioned “the Alice problem” to Mike Morgan, he said, "Well, maybe she'll get better, she’s got a degree from a good school, so she should be able to do her job.   Give her some more time.”
Several days later, Mike asked one of the people on the sales marketing team where the marketing plan for the upcoming year was, and the reply was, “It’s all done except for the competitive research piece, and we’re waiting for Alice to finish it.”
Mike walked to Alice’s location on her worktable and asked her to come into his office. Once in the office, Mike asked, “How’s the competitive research piece for the marketing plan coming along?” Alice started to sob, her tears flowing as she talked haltingly, “I’m trying. I’m doing the best I can. I’ve never done competitive research before and have never had any training in Excel or Salesforce.”
“But you had five years marketing experience on your resume,” Mike said.

“Yes, but in my two previous jobs all I did was create PowerPoint presentations for sales and business development people. I never did any research or used a spreadsheet or Salesforce,” Alice replied. “I’m slow on Excel, and the doing the research is very confusing,” she sobbed, “I’ve never gotten any training or coaching.”
AUTHORS' NOTE

 While the incidents in this case are not factual, they do represent a composite of actual events and common operating practices.  This case was prepared to use as a teaching tool. 

ASSIGNMENT
1. What did Mike Morgan do wrong in the selection interview process? 
2. What steps should Mike take now to deal with “the Alice problem?”
a. What should he ask the sales marketing team Alice is on?
b. What should he do with Alice?
3. If you were a friend of Mike’s and he explained the situation to you in detail and asked for your advice, what advice would you give him?
* This case was prepared by Charles Warner
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