3. Discuss a defining experience in your leadership development. How did this experience highlight your strengths and weaknesses as a leader? (400-word limit) 

Over six months, as a software department manager at Servision, a two-year old computer security start-up with 50 employees, I was able to initiate and lead the development of the  IVG400 Video Gateway, a product that allowed the company to enter the emerging market of mobile security surveillance systems.

It won the Product Achievement Award at the International Security Conference (ISC-West) Exhibition in Las Vegas in 2005 and has since brought the company over $2,000,000 in revenues. During the course of the project I played manager, critic, business strategist and cheerleader roles, some of which were a stretch for me.

After perceiving an opportunity of entering the market of low-powered mobile surveillance systems in 2004, I formed a product design after a couple of days of intensive research. At the time I was a recently promoted software department manager, lacking a real-world experience in bringing a new product to market. I appealed to the company’s CTO, my strongest advocate within the executives group, and worked with him as my advisor. With his backing, I was able to convince the executives to launch the development by demonstrating potential of the market and providing a clear timetable for development milestones. 
 
I overcame the initial skepticism of the hardware department manager and succeeded in reorganizing our departments and allocating engineers for a joint team, by consistently requesting his participation in decision making process and emphasizing the importance of his role within the project.

To speed up the development process I organized weekly brainstorm meetings with the newly formed team and requested a short daily report from each team member.  I asked the CTO and CEO to participate occasionally on these meetings to depict a broader vision and emphasize the importance of the project for the company. To improve the interpersonal relations within the team—hardware and software development cultures are very different — I conducted informal after work gatherings. 

Selling my ideas and working with a cross-functional team required operating by instinct: I was good at sensing resistance, finding workarounds to impasse, both technical and personal, and keeping everyone inspired by a vision I really believed in. That style was effective and gave me confidence that I could see opportunities for great new products and also drive them to production and sales.
