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Randy Haykin:

The Making of an Entrepreneur (A)

Randy Haykin was preparing to come back for his 10th Harvard Business School reunion. As
the current president and a founding partner of Interactive Minds (IM), he was responsible for the
overall direction and leadership of his own organization (see Exhibit 1 for a copy of Haykin’s
résumé). The father of three young daughters (Elise age 8, Julianna age 6, &  Kayla age 4), Haykin
placed a high priority on spending quality time at home with his family. His wife of eleven years,
Patricia Marie Haykin, was currently on leave from her position as an occupational therapist. Haykin
was thoughtful as he spoke with one of his former professors about his time since graduation.

Haykin's Aspirations When He Graduated from HBS

Going through HBS, I was one of the leaders of the small business and new
enterprise club, which was very active on campus in the late 1980s especially in the
area of emerging media and technology. I really focused myself on entrepreneurship
and technology. My goal coming out of HBS was to run a significant company in the
technology market space within ten years.

As I was finishing my time at business school, I decided that my original love
of the Macintosh should take me to Apple; I had been persuaded by several of the
professors here at HBS that getting functional experience in something like sales,
where I would be working hands on with the customer, would really be a great place
to start if I wanted to become a leader some day.  So, I really took that advice to heart
and took a field management job with Apple Computer selling a product I felt I could
really believe in.

Haykin began his career at Apple in sales. Eventually, he was given responsibility for
creating and launching the Apple Multimedia Developer Program for developers as well as a line of
retail multimedia and CD-ROM products. Haykin described the experience:

My responsibility for an entire product line was especially important in my
development. I was doing everything from developing the concept for the product
and convincing the organization to take it on, all the way through to the shipping of
the final product. Figuring out how to navigate the politics of an organization like
Apple, which employed several thousand people, presented quite a challenge. We
had to align a channel of people which included, for example, the software engineers,
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the packaging and shipping people, the support and technical people. We also had to
navigate multiple markets for the product. I think the leadership skills that emerge
from an experience like this in a larger company could be very relevant to a smaller
company, although you might not think so initially. Small companies, in many cases,
are selling to larger organizations, because the only way for a start-up to get a
product off the ground is to have large customers who are going to pay for it.
Getting a product off the ground is easier if you understand the decision process that
big companies go through. And, of course, small companies become large companies.
The lesson learned from a big place like Apple is that those little battles are fought
day to day.

Transition to Paramount Haykin also managed strategic relations, including the creation of the
“New Media Center” program for higher education, a joint venture with ten other manufacturers and
publishers. Before he knew it, his five-year sabbatical at Apple (a standard policy for all employees)
was approaching. Haykin was increasingly excited by changes taking place in the new media space.
He recalled the events which led to his becoming the Director of Operations and Business
Development at Viacom/Paramount’s operations (the “Media Kitchen”) in Palo Alto:

When I went on sabbatical, I took time to reflect on my career. One of the
things I noticed about the emerging new media market was that it had two aspects:
the technology (the side I was on at Apple) and the content. I could see that, although
it was a great training ground, the “hardware” industry was becoming a low-cost
provider game. After two years of working with multimedia developers, I started
believing that content companies were where value was going to be created. It
appeared to me to be a much bigger opportunity: just think of all the things that
would eventually be multi-media-ized.

When I heard that a friend of mine from Apple had gone over to be VP at
Paramount, I went and had lunch with her. I thought that it would be really
interesting to do a lot of content-related deals where I would have the opportunity to
work with any technology—I would no longer be strapped to the Macintosh. I felt
that branching into “content” and entertainment would broaden my career.
Furthermore, as someone who had grown up in a very artistic household—my dad
was a puppeteer—I thought the creative side would be a better fit. I was also offered
a considerable change in salary and a role as “Director” at Paramount, which would
allow me to step into more of a management role. So, at the end of my sabbatical, I
left the “hardware” business. I went back to work and announced that I was leaving.
Since I had already been gone for three months, it was a very smooth transition.

At the Media Kitchen, Haykin was in charge of online services and interactive team-building
and corporate strategy and marketing.  He explained the situation:

The Media Kitchen was a group of about thirty-five design, production and
technology professionals who were focused on the many properties of Paramount
(including Simon and Schuster book properties, Star Trek movie and TV teams,
Madison Square Garden, and theme parks). We did all sorts of projects, including
CD-ROM, online, Internet, hand-held device and Interactive TV projects with the
divisions. Managing the teams that were putting together all these different
interactive products gave me the opportunity to see how these teams needed to be
different across industries. For example, the technology, production, and content for
electronic books was very different from that for the Internet site with the Star Trek
team or the ITV group. So, I started to learn about how all these media and
technology types fit together. Because Paramount is such a well known brand, nearly
anyone would take my call. As a result, my contact base broadened tremendously. I
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already had a very large contact base from Apple. In addition, I was writing a book
on multi-media, which gave me license to call anyone in industry.

As my role evolved, I was doing business development deals with lots of
companies, which made me familiar with the strategic needs of a wide range of
players in this particular industry. I realized that there were lots of companies like
Paramount that were out in the industry that were learning about multimedia
technologies and the Internet, but really had no clue how to put them into practice.
They simply did not have any idea of what they could do strategically with this
technology. So, I started Interactive Minds initially as a consulting organization to
meet this unmet need.

Interactive Minds (IM)

Haykin founded Interactive Minds in January 1995 as a consulting company. Over time it has
evolved into what he describes as a “venture catalyst” organization with the following mission:

Interactive Minds provides the three things entrepreneurs are always
seeking:  strategic or hands-on assistance, people, and money. We provide strategic
support to assess, define and plan a successful business.  In addition, we take hands-
on management roles to help clients address marketing, sales, business development
and operations issues. Interactive Minds helps clients assess and define their
management requirements and then undertakes systematic searches to find, screen
and attract leading talent. Finally, the company supplies seed and early-stage venture
capital to high-potential companies. By focusing only on the interactive industry,
Interactive Minds builds deep expertise in the rapidly-evolving issues and
opportunities facing companies. Through its work with leading and emerging
players throughout this industry, Interactive Minds is able to provide a broad
perspective based on experience. 1

Becoming an Entrepreneur Haykin recalled making the transition to an entrepreneurial venture:

I had been thinking about starting my own company for a long time. The
final straw broke when Viacom bought Paramount. They asked me whether I wanted
to move to either New York or Los Angeles and I didn’t want to go either place. Since
I knew that I had a severance package coming, I took advantage to go out on my own
and gave myself a six-month buffer. I thought to myself, “If I don’t do it now, I’ll
never do it.”

After that, the transition went fairly smoothly because I had an amazing first
and second year in business. In most start-ups, it takes several years to grow, make
money, and find your niche. In my first year at Interactive Minds, I tripled my salary
and found myself doing amazing projects with total choice and control over what I
was doing. The down-side, after the first year, is that I was beginning to feel lonely
heading up a small start-up on my own.  There were also elements of the business
that I didn't enjoy -- bookkeeping, managing people's problems, getting customers to
pay their bills, and to a certain extent the constant business development. (When you
run your own consulting business, you are in perpetual business development
mode.) The biggest challenge of the entrepreneurial situation was balancing family
and work.  When you are the one in charge, it's much harder to pack up everything
and "leave the office" at 6 p.m. You have to care for literally TWO families -- your real

                                                          

1 Described on the company’s website: http://www.iminds.com. (April 1998)
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one and the one you've created at work (IM currently has 9 employees). People are
depending upon you in both situations.

Through his role at IM, Haykin had the opportunity to participate in a number of exciting
opportunities. He recalled working to build an incubation venture at America Online called the AOL
Greenhouse and having the opportunity to help start Yahoo! Corporation, which publishes a popular
guide to the Internet:

As Interactive Minds evolved from a consulting model to the venture catalyst
model, I had the opportunity to work with a number of really interesting start-up
opportunities. The first opportunity, surprisingly, came from a larger company,
America Online. The challenge there was to work with AOL management in creating
a new division called the Greenhouse Group, which is now Greenhouse Networks. It
started with just four of us and a whiteboard trying to figure out how to create the
vision that the president of AOL had for the Greenhouse. The company wanted to
fund start-up companies who were working in the online content arena.

So, we put the word out that people should submit business plans to the
Greenhouse at AOL. We went through hundreds and hundreds of plans over the
course of a year and a half. I rotated through many interesting roles in an interim
capacity: I helped to put the business plan together, took part in the budgeting and
staffing processes, negotiated several of the early entrepreneurial deals, launched the
public relations effort, and built a nation-wide talent network to find new deals. It
was a great learning experience. The Greenhouse group grew to about fifty or sixty
people by the time I left a year and a half later. While AOL got great value from
having Interactive Minds take a team approach with them to build the Greenhouse,
we too learned a great deal after having seen hundreds and hundreds of ideas,
business concepts, business models, and entrepreneurial teams. After a while, I
started to get a feel for what might work and what might not.

As part of the founding team at Yahoo!, I took the role of VP of Sales and
Marketing and was there for six months. When I joined it, Yahoo! was two guys in a
trailer at Stanford University with a moderately appealing business plan and a lot of
interested visitors on the Net. In my role as the VP of Sales and Marketing in this
start-up, I had to organize the field and sales staff, figure out the business model,
create the business plan, participate in the board meetings as the key sales and
marketing executive, hire the marketing team, do the product marketing, create the
brand, et cetera, et cetera. Who could have known that today Yahoo! would be a $3
billion company?

Choosing a Partner In 1996, Haykin convinced Carl Nichols, a friend from Brown University and
fellow Harvard MBA, to join the company as vice president and chief financial officer. Nichols
became a partner shortly thereafter. Haykin described the process of choosing Nichols as a partner:

I had known Carl for fifteen years, so we go back a long way. We worked
together at Brown organizing a technology conference, and had proven to be really
good partners already. I thought he was wise beyond his years. Even as a really
young guy, he was able to contact senior managers at many well-known companies
and convinced senior people to attend. I was really impressed and thought he was
way ahead. After college, Carl went and developed his analytical skills. I took a
different route (sales and marketing), but we always knew that they were
complementary.

So in the late 80s, when I became somewhat frustrated with my role in sales
at Apple, I thought to myself, “Maybe now is the time to jump off and do something
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entrepreneurial.” Carl and I looked at several businesses together; we did the
research as if we were really going to either buy or start a company together. We
made believe we were partners, actually simulated the process, and enjoyed the
experience. Although it didn’t work, we thought maybe we’d try again.

Carl was working in Oklahoma for Scrivner (he was Vice President of
Strategic Management and Assistant to the Chairman) when my chance to start IM
came, so I started without him. But when he came back to the San Francisco/Bay area
to head up strategic and financial planning for Pacific Bell, I knew that I would start
pounding away at him until he gave up. I knew it would be very risky for him to
leave a big corporate job at $200,000+ and come to a little unknown company, so I
had to slowly show him what we were up to and get him excited until he reached a
frustration level, which meant he was ready to make the jump.

So I chose him over a fifteen year period, because we have complementary
skills and strengths. We had more time than a typical wife and husband would have
to check each other out and see how we might work as partners, although I would
definitely say that we are learning more every day about how we work together and
play off one another. Not everyone gets this opportunity, but I think knowing the
partner before is one of the keys to strong partnerships. It’s really beneficial to have
had some working experience with that person in the past, even if it’s just an extra-
curricular experience.

I have learned from my own marriage that some of the best partnerships are
ones in which people really don’t have a huge amount professionally in common. For
example, my wife has strong organizational skills. She’s also able to detach from her
emotions and make judgment calls when I get very emotional. So in general, I knew
what the skills were that I needed to complement myself and also I knew where I was
most frustrated in running Interactive Minds for the first two years on my own. I
looked for a partner who could alleviate those frustrations. Of course partners bring
on a whole new set of frustrations—for example, how much autonomy was I willing
to sacrifice in return for help from Carl in running the business? I’ll often go home at
night (and I’ve actually told Carl this) really disappointed because I can’t make a
simple call anymore. Instead I’ve got to convince Carl and sometimes we can’t see
eye to eye. But that’s the whole point. I wanted to bring on a partner so we’d have a
balanced perspective. For all I know, Carl may be keeping me out of all kinds of
trouble.

Haykin’s Personal Reflections on Leadership

To me, a leader is someone who sets the creative direction for a concept and
can then harness the human resources to turn that concept into a reality: a product, a
market, or a company. In essence, a leader is someone who creates something from
nothing. First, they focus on a concept, and then they have to persuade people to join
around that concept. I believe leadership evolves as you go through different stages
in the life-cycle of the company. In the early stages, leadership has more to do with
the creation of an exciting idea, for example trying to plug a hole in a market that
hasn't been plugged.  It is really an individual or small group effort at the beginning.
Then, as the company evolves, I think it becomes more of a management challenge:
you have to know enough about what the company needs to grow in order to put
great people in the right positions. Eventually, you should be able to step back as the
leader, and let other people's own ideas shape the business.
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I think there is an emotional element to leadership—charisma. It happens
when someone who has been successful in a number of things develops a following;
the person has sort of gathered a momentum. To a large extent, it is about people just
naturally having fun in what they are doing. There are too many people in the
business world who are disillusioned because their actions and their day-to-day
routines do not match their values. I think one way of gathering a great following is
that people like to see other people having fun, enjoying themselves, and at the same
time moving forward. So leaders tend, I think, to have an element of playfulness.
They are the ones who have people laughing at lunch and keep a smile on people’s
faces. They are able to sell people and they don’t quit too easily. They have
“chutzpah” and keep life in perspective.

Another key element of leadership is identifying the future before it's
happened.  A good leader has more than “vision”—a good leader sees an end point,
and then somehow garners sufficient resources around him or herself to work
towards that end. What they see may be five years out, but they say, “I've got this
vision, and I'm going to keep pushing and pushing until we get to that point.” They
are always thinking ahead, trying to be two years or so ahead of the rest of the
crowd. For me, that defines leadership, but it also defines how you find these
opportunities.  If you sit back and wait for them to come to you, then every other
smart person who's there with you has figured out the same thing. So you have to try
to take a guess at where things are going, and then work backwards from that point.

Haykin’s Assessment of His Own Strengths and Weaknesses as a Leader

I think my strength in leadership comes from having a vision and ability to
recognize potential ideas and companies before others do. Being able to spot things is
an element of both leadership and success, and I think it is something I do well. I
have also been good at keeping a lot of balls in the air; as a leader, I have to juggle
enough things at once to get my own enterprise started (which means getting other
people’s enterprises off the ground) and to keep them all going. I also have to be able
to grab the balls (as needed) that are about to fall and do something with them.

Relationship building is another necessary strength I have. Whether it be
with people that I would like to join the team, or strategic partners of the companies I
am working with, or investors who are putting their money into our group,
relationships and building trust are things that I’m concerned about. I know we need
to be careful about the associations we make. If we’re not smart about the choices we
make, if we get in with a bad crowd for example, then that could ruin all our
relationships. Since our business is very relationship intensive, false moves could
really be harmful.

There also are many areas in which I would like to develop further, and I
think this has to do with the fact that I am in the early stages of my career. There is
plenty to be learned. I would like to be able to appreciate people and really reward
them in real time. This is difficult. When you are involved in a start-up, the pace is so
frenetic, particularly with the Internet or intranet now, since the competition is
changing daily: the market is changing; the pricing is changing; the product is
changing; the funding is changing.  Everything is shifting. And in that shifting
environment, you have got to remember to thank people. It is not so easy. I think a
good leader is able to reward people at the appropriate times and keep people
motivated.  And there's always more to be learned on that side, which I think just
comes with experience.  But I also try to do a lot of reading about innovative ways of
rewarding people, trying to find some new ways that I can remind myself and others
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that they are doing a good job. Another area that I probably need to work on is
learning to relax and probably being a little less judgmental. A lot of people tell me
that I am really too hard on myself. This probably keeps me from moving forward
even faster than I have because I am already judging myself before I have taken a
step off the deep end.

I always want to increase my understanding of how business models work.
There's no end to this one since models are continually emerging because of new
technologies. This is particularly fascinating with what has happened with the
Internet, but whatever comes after the Internet will provide another opportunity for
new models to emerge. I am always challenged by what’s new: what makes profit?
How does profit work when all of a sudden the rug is pulled out from under you?
People are now selling their products on the Internet when they did not even know
what the Internet was two years ago. I have a lot to learn on that side, and I am not
sure where to go for help with that. You have got to be really smart in real time to
figure out these emerging models before your competition does.  So it is a constant
challenge, and it's something that I wish I were great at and would like to get better
at because it would be a good skill to have.

Haykin’s Toughest Hurdle as a Leader

The toughest hurdle that I have faced as a leader was one particular case
with a start-up where things just did not look like they were going in the right
direction. We ended up selling out earlier than we really would have liked. Some of
the funding that we had expected to come in was pulled, so we were left without a
way of keeping the company going. It felt like a failure. It was heartbreaking to have
to tell a team of fifteen people who had just put their hearts and souls into this project
for the last twelve months of their lives, which we all thought was going to have a big
payoff, that: “Now it is time to close this project down.  It did not work, and it is
being sold off. You no longer have a job.” But I'd imagine it's an ongoing part of the
entrepreneurial process. Most venture capitalists will tell you that of ten deals that
they'll do, on average, two will be total failures, two will be not so great, and
somewhere between the remainder of one and six are going to be successful or
moderately successful. So, I know already going into the entrepreneurial situation
that something is going to fail. It still hurts, though, when you're going through it,
and real people are involved.  You just feel like you misled people, or you could have
done a better job as a leader.

Developmental Relationships

I always think of Steve Jobs [the founder of Apple] as a role model. Every
leader seems to have good and bad qualities. But one thing I loved about Steve was
that he was so focused, paid such attention to detail, which sometimes drove people
crazy, but he knew where he was going. He had an end point in mind for Apple and
for the Mac in particular, and he wasn't going to let anyone get in his way. I think his
ability to lead other people with that goal in mind was the single biggest driving
force for what became a $5 billion company.

One way that I have created access to opportunities for my team is through
engaging experienced people who have been through this before. They may be
working in a slightly different area, tangential to what I’m working on, but I try to get
them involved in my process or in just providing advice, because what goes around
comes around. I’ve often found that you build friendships this way. This isn’t really
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Rolodex building as much as it is finding people who have had similar successes and
trying to bounce ideas off them as you’re growing. The former CEO of Yahoo! has
been a big mentor to me in this way. He also utilizes my skills in his start-ups, and he
wants me to be on his team. There is an interesting give and take in our relationship.
By providing me with advice over the years, he also gets something in return: a good
soldier who has participated in several of the companies he has started, who helps
him as well.

Work/Life Balance

In a typical week, I work 50-60 hours.  I try to leave my office (which adjoins
my home) by 6 o’clock. I am on the road nearly every day, but I take very few
overnight trips, maybe one trip each month. I am never quite happy with the balance
in my own life and I am always trying to tinker with it. This includes person/work,
family/work, spiritual/work, and health/work balances. For example, making my
family or my health a priority is always a focus, but actually battling to keep these
things in perspective as I go through a busy week is not easy, nor am I always
successful. At any given stage in my family’s evolution, I’m striving to figure out
what my kids and my wife need. It proves very difficult. Even doing the simplest of
things like remembering to bring my wife flowers on a Friday night takes a lot of
effort with everything else going on. I think that’s where you lose your balance, when
you forget the simple things.

I do believe that I am a better worker and leader if I feel balance in the rest of
my life. And, although I can never be perfect in how I approach this balance, at least I
know that I am continually striving for it, because entrepreneur mentors have
warned me that it is impossible to start a company and have a family that still loves
you in the process. I always felt that if all success means is an unhappy family or a
divorce situation or kids that can't relate to you, then what is the purpose of having
gone through this? Balancing work and family has been a real challenge, but I think
the most rewarding part.

The basic challenge is that there are only so many hours in the day, and as an
entrepreneur, just like anything else that you would dive into and put your heart
into, your work is never-ending. Time is a real issue, and every hour I’m at work I
seem to be in the car and on the phone. There is always something better I could have
done. It’s like spinning pie plates. There’s a plate that represents family, another for
more money I could be raising, another for customers I could be turning up, another
for spirituality, and then the pie plate that’s called diet and exercise starts to wobble.
But I’ve got these other four plates spinning and just don’t have any hands free to
spin the last plate. But, setting limitations is critical. Things get cut off when I go
home to my kids, and sometimes people aren't happy with that; some customers go
unturned, and some money doesn't get raised—but then you figure somewhere
down the road you're going to get there anyhow, so you try to pace yourself.
Otherwise, you crash and burn at some point. A good leader has to keep the
momentum going.

Haykin’s Aspirations Today

I feel I have already reached the goals that I set out for myself before
graduation. So, now I have changed my goals (see Exhibit 2 for Haykin’s motivation
exercise). I want to create multiple billion dollar companies. I want to have been part
of several Yahoos in my life, whether I'm the CEO or the VP of sales and marketing, or
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even just the person that put the money into those may not matter. I get enjoyment
from the process of being there at the beginning when nobody realized that
something could be a really big success; I get a thrill out of being part of that initial
team. It's really interesting to sit in a hotel room—you are in a hotel room because
there is no office at the beginning. There is no office, there is no money in the bank,
there is just a bunch of people with an idea and everybody is working on the
weekends.

For me, the greatest challenge is how to shape as many other people's lives as
I can in this process. Moving forward I would like to use the entrepreneurial process
as an element for social change. I feel entrepreneurs who have gone through this
several times are fortunate to have gone through the process, and still come out
whole at the end with their learning experiences.  The question that faces me now is:
How can I refocus that learning? I want to focus this knowledge not simply for the
purpose of making money, but for the purpose of creating something really amazing,
for example interesting jobs for other people, or something environmentally sound or
something that gets us out of world situations that we would like to get out of.
Taking some social responsibility for giving back to the community is my next goal.
It is what is going to happen next. I feel that the first ten years coming out of HBS
have been all about putting the skills that I was working on to work to create several
start-ups. The next big challenge is how do you do that for the betterment of a large
number of people, and not just for the profit motive.

Of course there are many things that could keep me from achieving those
goals. The main one is loss of focus. I have a tendency to try and take too much on
and drive myself crazy in the process because I love new ideas. That’s why I’m so
lucky to have picked such a fascinating industry that attracts both creative artists and
creative business people. But if I’m not careful to focus my energy and my ideas, I
end up with too much on my plate and don’t help anyone really.
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Exhibit 1 Haykin’s Résumé

Randy M. Haykin
overview

• Successful track record in managing business and creative personnel.
• Firm knowledge of multimedia industry trends, participants and

technologies.
• Experienced in field sales, channel and marketing management.
• Creative, entrepreneurial and energetic.

 education

 1986-1988 Harvard Business School.   MBA with distinction.  First and second year honors.  President of
Small Business and New Enterprise Club.

 1979-1985 Brown University.  B.A. in Organizational Behavior and Business Management magna cum
laude.  Extensive Computer Science work.  Vice President of international business organization
(A.I.E.S.E.C.)  Freshman dormitory counselor.

 experience

 1/95-present INTERACTIVE MINDS, INC. SAN JOSE, CALIFORNIA

 Founding Partner.  Launched a national agency for new media strategic consulting, team building
and interim management.  Current clients include:  Oracle Corporation, Yahoo!, U.S. Postal
Service, IDG, and America Online.  Awarded contracts for setting up interactive divisions,
developing business and product plans, marketing/PR tactical implementation, OEM partnership
negotiation, and capital formulation.  Initial offices are in Washington, D.C. and San Jose, CA.

 3/95-10/95 YAHOO! CORPORATION MOUNTAIN VIEW, CALIFORNIA

 Vice President Sales and Marketing.  Member of start-up team responsible for the launch of
Yahoo!, the internet guide currently ranked as the #2 designation on the World Wide Web.
Responsible for sales and marketing strategy, staffing, budgeting, and day-to-day team
management.  Led internal and external team in advertising-driven model, branding and strategic
partnerships.

 1/94-1/95 VIACOM/PARAMOUNT, INC. PALO ALTO, CA/NEW  YORK, NY

 Paramount Media Kitchen - Director, Business & Operations.  Oversaw strategic planning,
business development and day-to-day production operations at Viacom’s 35-person interactive
design group.   Managed a team of five individuals that provided:

• production planning, facilities management, and technical new media support.
• strategic planning/new business development for online services and interactive TV.
• business models and deal negotiations for online services and ITV applications.
• internal business relationships with MTV, Nickelodeon, Showtime, and Paramount.
• external relationships with telephone, cable and software strategic partners.

 1988-1994 APPLE COMPUTER, INC. CUPERTINO, CA

 New Media Group - Manager, Strategic Marketing.  Responsible for Apple’s worldwide
strategy, planning and implementation of third-party relationships involving CD-ROM, desktop
video products and programs including:
• development and launch of a new CD-ROM multimedia product line for Macintosh

and Windows, that will produce over $150 million incremental revenue in one year.
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• creation and launch of Higher Education New Media Centers with 11 strategic
partners.

• management of third party bundles for education, business and consumer markets.
• market research and strategic assessment of CD-ROM and multimedia opportunities

3/92-3/93 Worldwide Multimedia Marketing - Manager of Programs.  Created world-wide developer,
channel marketing and sales programs for multimedia involving CD-ROM, authoring, interactive
learning, presentation and kiosk markets.  Established, designed, and launched Apple’s first
multimedia developer program (has since attained 900+ members worldwide).  Designed and
implemented solutions and success story program for field/channel using CD-ROM and on-line
materials and services.  Established Apple’s international on-line service for multimedia
information.

6/91-3/92 Apple U.S. - Business Development Executive.    Directed Apple’s small business sales
programs, seminars and market plans for Northern CA.  Initiated a Solution Providers program for
Northern CA consultants, VARs and systems integrators.  Held direct account responsibility for
four high-growth business customers.

10/89-6/91 Apple U.S. - Senior Account Representative.  Managed storefront relationship for Apple’s
largest North American reseller chain, Infomax/ComputerLand.  Responsibilities included account
management, training and motivation of over 100 ComputerLand representatives and managers,
management of retail channel marketing programs, and frequent customer sales calls.  Annual
quota - $20 million.  Golden Apple, top-ranked.

9/88-10/89 Apple U.S. - Sales Development Specialist.  Supported Apple V.P. Sales and 10 Western
regional managers through sales management projects and strategic channel projects in business,
education, and government markets.  Coordinated annual business planning, derived/allocated
sales quota for Western field force, created market segmentation and vertical solution studies for
five regions, managed project team that developed national market profiles for Apple account
managers.

1987 BOLT BERANEK AND NEWMAN (BBN) CAMBRIDGE, MA

Business Development Associate.  Reported to and worked directly with the Chairman/CEO and
Senior V.P. of this $250 million diversified high technology firm.  Developed and recommended a
strategic planning process for acquisitions based on interviews with senior management and sales
force, customer field visits and research on the company’s product markets.  Negotiations for two
acquisitions were later pursued on the basis of my recommendations.

1984 IBM CORPORATION  PROVIDENCE, RI

Sales Assistant, National Marketing Division.  Prepared proposals and made sales presentations
for mini-, micro-computer customer accounts.  Presented customer seminars on IBM hardware and
software.  Launched and coordinated activities for in-house Personal Computer Resource Center to
meet the needs of IBM customers and employees.  Authored The Executive Reference Guide to the
PC, a national marketing package for executives of key corporate accounts.

1985-1986 ALDRICH, EASTMAN & WALTCH  BOSTON, MA

Investment Associate.  Prepared market and financial analyses of real estate acquisitions of
commercial, R&D and warehouse properties for pension funds.

1983-1984 SPHERE TECHNOLOGY PROVIDENCE, RI

Assistant to the President.
Speech/voice recognition start-up.  Assisted in preparation and presentation of initial business
plan, initial market research and marketing collateral, and initial sales calls to customers in New
England area.
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published works

The Interactive Age. (1995).  Book aimed at senior and mid-level management on the evolving
New Media industry, corporate strategy and opportunity. Demystifying Multimedia.  (1994,
Random House).  Senior editor/author of 300-page guidebook for multimedia developers on the
process, tools and people involved in today’s multimedia revolution.  Rights granted to major
publisher for worldwide distribution in Fall 1993.

professional affiliations

Ronald McDonald House, Board of Advisors (1993-present).

Founder and Member, New Media Centers, Consortium of 22 college centers.  Harvard Business
School Assoc. of Northern California, VP Programs (1991-1993) New Venture Match, Founder
(1988-present). Silicon Valley entrepreneur-VC series.

1992-present CLIK (COMPUTER LEARNING FOR ILL KIDS) PALO ALTO, CA.

Co-Director.  Designed and  founded program which brings multimedia computing to seriously ill
children and their families.  Program has been funded and backed by the Ronald McDonald House
and Apple Computer.  Currently managing local volunteer staff of 40 with plans to bring program
to over 160 locales around the world.

personal data
Married, with  three children.
Working knowledge of French and Japanese.  Have lived in Europe and Japan.
Enjoy guitar, community service, and family activities.  Former puppeteer.
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Exhibit 2 Haykin's Motivation Exercise

Motivation Exercise
To what extent are you motivated by:
(Please indicate by circling one number 1-5)

Not at All Moderately Very Much

Recognition for your accomplishments 4

Monetary incentives 4

Opportunity to work with people you like 4

Opportunity to exercise influence over
events and people

2

High degree of responsibility and
accountability 2

High performance standards of superiors 2

Constructive feedback from superiors 3

Superiors who take direct interest in your
career

4

Well-defined goals and objectives 3

Working with intelligent people 5

Fear of demotion, pay cut, or dismissal 1

Interesting work 5

The challenge of difficult tasks 3

Promotion opportunities 1

Competition with peers 2

Opportunity to learn 5

Autonomy to do your work as you see fit 5

Work that you find meaningful 5


