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Many CEOs claim to have exceptional intuition about hiring for their executive team.  “I know in 

my gut if someone will be a fit,” they say.  Much like the stories of gamblers, who will brag 

about their winnings (but not tell you about their losses), you only hear about the successful 

hires.   

Too many executive candidates today are good salespeople.  They know how to create a good 

first impression, and hit the CEO directly in the gut with their personality, and win the job offer.  

A smart CEO will suspend intuition for most of the first interview, and use objective criteria to 

evaluate if a candidate is a fit for the position.  The best way to do this is to establish several 

SMART (specific, measurable, achievable, relevant, and time-bound) goals, which will also 

constitute a business plan for the new hire.  It is important to do this systematically, because it 

is easy to think you’re doing it, and make mistakes. 

For example, a CEO might write down “Grow the business by 10%”, and then ask the prospect, 

“Tell me how much you grew sales.”  This question and the answer may be an 

oversimplification.  It is important to have context.  One company might need to grow sales 

through distribution, another through e-commerce, yet another by direct OEM sales.  You need 

to know how the goal was achieved to know for sure if the candidate will achieve critical results 

for you. 

So don’t trust your gut, or you may end up in the gutter, along with those non-winning betting 

slips the gambler tossed away! 

Boyle Ogata Bregman builds Performance-Based Position Profiles for all our executive search 

projects. 

 

 


