
 

For more information, please visit www.ngs-global.com 
 

Chief Executive Officer – Technology, Private Equity Backed 
 
Background 
Our client was one of the leading private equity firms in the industry, who acquired a $2 billion-dollar public 
company.  Prior to acquisition, the company had fallen on tough times, underperforming at a significant level. 
The company was a leading supplier of materials to the semiconductor industry which was sold directly to the 
end user. The PE firm saw an opportunity to buy an underperforming asset and apply their operational 
expertise, financial skills, and governance capabilities for a company with promising potential.  
 
The Need 
Our clients’ strong bias was to find an executive who had a proven track record of turnarounds in the broader 
technology sector, but in a business of scale of minimally $2 billion-dollars. There was a high preference for a 
sitting CEO with a proven track record, and the initial focus was identifying candidates with a strong technology 
understanding and commercial orientation; yet someone who understood how to create operational efficiencies 
within a troubled global manufacturing platform.  
 
Our Search Process 
Our search process was to find someone who had “been there, done that”. However, we felt there were a few 
outlier candidates who, although they were not sitting CEOs at the time, had the physical, mental, technical, 
strategic, operational, and vision for the what could be accomplished with the organization. We presented 7-10 
candidates on this assignment, of which 98% were proven and successful CEOs in their current companies. The 
traditional candidates could show they had stepped into many other turnaround situations which were PE-
backed and had all done a successful job at right-sizing those businesses. Ultimately, with a big push from us, the 
client agreed to see the candidate who had not been a CEO, but rather someone who had the energy, passion, 
and the vision for what could be accomplished with this enterprise. Once the board had interviewed that 
candidate, as well as other candidates, they opted to choose the only candidate that had never been a sitting 
CEO. This was in large part due to the incumbent taking the time and energy to truly understand the industry 
and the platform the company competed; took the time to lay out, the 7-10 core challenges the company had so 
the broader board could recognize this individual knew what they were speaking of; and had an action plan to 
address each of these specific problems. Moving forward, this CEO not only turned the company around, but 
delivered one of the highest return on investment that the PE firm had ever made.  
 
Our NGS Global Value-Add 
• Thorough and comprehensive knowledge, understanding, and challenges of the sector in which the 

company competed. 
• Finding candidates who had a very clear vision, strategy and action plan as to how to fix the problems.  We 

thought outside of the traditional box, and ultimately found a candidate that we don’t believe any other 
firm would have discovered.  

• The ability to articulate why a multibillion-dollar troubled company could be appealing to a candidate.  
Having equity-owner partners who do the work themselves, in-depth understanding and knowledge of what 
the true issues are, and then the credibility in the industry to articulate them to the right candidate was 
important.  

• Working with a board that was willing to listen to “out of the box” thinking versus thinking they had all the 
answers. We challenged traditional norms in all the right ways, the fact and analytic base, and showed the 
client a broad range of individuals we believed could solve their specific problem. 
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