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Can They Adapt to Your Game Plan?

Franka Winchester, Co-Founder and General Partner, Pacific Crest Group

We do a lot of workforce planning and recruiting for our clients, finding the administrative, managerial, profes-
sional and executive staff they need to help their businesses succeed and grow. Many companies fail to recruit
and hire with the evolution of their business in mind; you need people with different qualifications and strengths
for your business depending on your growth strategy. You have to consider where you are in your growth strat-
egy and staff accordingly.

Fill Out Your Lineup

If you want to use a sports analogy, you have to find the best way to fill out your lineup. If you need a strong
performer with a diverse set of talents that you can field in multiple positions, then you are looking for an
all-around athlete. If you have specific needs that will round out holes in your roster, such as a need for a place
kicker or a pinch hitter, then you have to look for a niche or position player with a unique set of skills that are
ideally suited to your current requirements.

The all-around athlete excels at multiple roles and can help facilitate growth if you are working with a lean staff.
These are the triathlon athletes who can “win” at different tasks. If your team is not in “change mode” as a startup,
or if you are trying to jockey for a role in a new market or launch a new product, then finding employees with a
diverse skill set who can adjust to your changing needs might be just the ticket. One of the biggest hiring
mistakes startups make is looking for niche superstars who can’t help build other aspects of the business.

Then there are the position players, who are the best at a specific task, like a relief pitcher or a designated hitter.

If you are in scaling mode, where you have an established operation and are trying to build your business based

on a solid foundation, then you need to look at the holes in your staff lineup to determine where the weaknesses

are and hire accordingly. For example, you may need a killer salesman with a full rolodex in a specific market, or
you may need accounting help with the deep expertise to optimize your billing system. If you have a more mature
operation, it makes sense to seek more seasoned experts to help you grow.

Clearly Define Your Need

No matter what positions you are looking to hire, you want to make sure you get the best possible resource to fill
the role. As you start your recruiting process, you want to be clear about whether your hiring criteria are better
suited to a niche player or an all-star, define the role accordingly, and be sure you capture it in a job description
that defines your need so there are no surprises, either for the new hire or the executive team. Remember that
your business needs will change with time, and so will your staffing needs, so while you think you may need an
all-around player today, you may find yourself looking to hire a niche superstar tomorrow. Plan accordingly.

Franka is one of Pacific Crest Group’s two co-founders, and currently leads our Sales and Marketing Depart-
ment. She has enjoyed working with clients over the years and her passion is to dramatically improve how
business owners run and grow their companies.

provides financial and real estate services. Franka earned a B.S. from California Polytechnic State University,
San Luis Obispo, as Summa Cum Laude and is an AORN Certified Ambulatory Surgery Administrator.
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Prior to establishing PCG in 2003, Franka held financial and human resources leadership roles at several start-up
companies, including Colo.com and Softbank, Inc. She is also the founder and CEO of Dakota Partners, Inc., that



