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Monica has been in the telecom industry since she 

graduated college. Always having a love of math and 

science, Monica chose to major in Industrial Engineer-

ing at the University of Toledo in Toledo, OH. Initially, 

Monica started her major in Computer Engineering, 

which at the time was a brand new and exciting �eld. 

In her freshman year, after taking several programming 

classes that didn’t appeal to her strengths, which were 

more people-oriented, she switched majors to 

Industrial Engineering. She chose Industrial Engineer-

ing because that major focused on process improve-

ment and was a great background for an eventual 

career in technical management.

Monica has been in numerous management roles 

throughout her entire career. From starting out 

managing a customer care team, to running a $250M 

multi-state region for sales, she has always had a love 

for business acumen, running her job like it’s her own 

business, and encouraging her team to be the best 

they can.

Monica started in a 2 year management training 

program in Ohio at Sprint and spent 12 years diversify-

ing her expertise through numerous positions. She 

moved over to the Sales side of the business 5 years 

into her career and never looked back. “I love the 

strategy of technical sales and the challenge that 

involves in helping a customer solve their issue or 

business need!”, said Monica. “I am a people person 

and I enjoy coaching my team to be their best, and 

thinking out of the box to show value to exceed a 

customer’s expectations.”

She attained her MBA in Business Management from 

Ashland University in Ashland Ohio, on a part time 

basis over 4 years as she and her husband built their 

family. “Pursuing my MBA part time in the evenings, 

allowed me to work full time and still raise my family. It 

was a challenging time and it took a lot of commit-

ment. However, it was a career goal I established and 

with my family’s help, and a little extra time, I was able 

to graduate with honors.”

She has held sales and sales management roles at 

Covad, a former DSL company. Monica also held 

numerous sales leadership roles at Level 3 Communi-

cations in Ohio and Colorado, most recently being the 

VP and General Manager of Sales for the Rocky 

Mountain states at Lumen (former CenturyLink). Now 

as Evoque’s new Channel Chief, she is leading the way 

on revamping the Channel program and has goals to 

double sales results year over year in this young high 

growth company.

Monica continues to support the technical community 

via being on the Board of Directors at the Colorado 

Technology Association. She also loves to support 

events focused on Women in Technology as they often 

provide a great support network!
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A couple of weeks ago I made the following bold 
statement on LinkedIn that seems to have resonated with 
many: ⋯the tech hiring process is so broken. Talent says they 
can’t get hired. Employers say they can’t find qualified people. 
Trust is nowhere is the process. Companies are simply shifting every 
developer “one company left” (not increasing the talent pool) and 
very few are focused on retention. It does not need to be this way⋯

Mere days later we are now faced with angst from several 
employers regarding Colorado’s Equal Pay for Equal Work 
law to display salary bands on job ads. Do they think their 
salary bands are proprietary?

I recently completed a job search myself. I thought I 
would unpack the data from my own search to see if my 
hypothesis plays out. This article also goes out to those of 
you who have asked me to share my process.

Power Up My Search

To start my recent search, I actively noti�ed two of my 
networks (Techstars Mentors, and 7CTOs). I turned on 
LinkedIn Availability so that recruiters could see I was 
looking. I sent a request out to a few close allies, and I 
tweaked my resume to add recent experience.

I’m highly data-driven, so I created an Airtable grid to 
track my opportunities. This included a full weighted-ma-
trix on which I could evaluate every company across 
multiple vectors that were important to me. (We’ll talk 
about how that works a bit later.)

Getting Seen

My data clearly shows that having strong and proactive 
peer networks already in place was key for me to be seen 
by potential employers. Almost half of my opportunities 
came through referrals. Most of the rest came inbound 
through LinkedIn.

I did cold-apply to a small number of opportunities. For 
100% of my cold applies, I received no acknowledgement 
that my application as received. 100% of these cold 
applies were to Colorado-based employers.

Referrals were plentiful and they came from a wide variety 
of sources. My tightest, and most proactive, relationships 
clearly paid o� — 64% of my referrals came from people I 
know personally and interact with often.

LEARNING: These results are an amazing example of trust 
in action. Referrals have high trust. Cold applies have low 
trust. Build and activate networks of peers now, so that 
you can activate that network when you need it.

Targeting a Growth Stage Company

I’ve always been a believer in seeking roles, companies, 
and missions that interest me. The following data tells you 
a bit about how I targeted companies and measured 

them.

I’ve been in startup world for a while, but spent more than 
half of my career at larger companies. I wanted to move 
back toward a larger company in growth mode so I had to 
factor this into my search. By activating certain peer 
networks, and highlighting key experience on my resume, 
a full 52% of my opportunities were in the scale-up-
/growth stage which was my target.

Targeting an Appropriate Job Title

Tech executive job titles are often interchangeable when 
the skills are nearly equivalent, so I needed to target 
multiple job titles too. All of the roles were more/less 
similar roles with di�erent titles. Some pulled more on my 
technical experience, and others pulled more on my 
leadership experience.

There was no measurable di�erence in average base 
compensation except for early stage startups (as expect-
ed).

However, there was considerable di�erence in base 
compensation by the size of the team I would be leading. 
Yes, I did �nd that salaries were lower for running 100+ 
teams, however my sample size here was pretty small.

Many people have a lot of angst around taking a “lower” 
job title and they end up missing out on key opportuni-
ties. Higher titles in startups typically equate to lower 
titles in larger companies. I found that, when leveled for 
the actual skills of the role, compensation was similar — 
especially across my desired roles (CTO, SVPE, VPE).
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WHO IS HIRING? OUR SPONSORS!

NOTE FROM THE EDITORS

J e n n i f e r ,  M a r g i e ,  D o n n a  a n d  N i n a

SIM Women,  a long with our sponsors ,  have dec ided to postpone the S IM Women Conference unt i l  May 20 ,  2022.

We fee l  that  i t  i s  in  everyone's  best  interest  to push the event out a  b i t  unt i l  some of  the mandates/recommenda-
t ions for  mask ing and indoor gather ings  pass  by .

Anyone who has purchased a t icket  has been fu l l y  re funded.

Let  us  know i f  you have any quest ions .  Thank you for  your t remendous support !  We look forward to ce lebrat ing wi th 
you next year .

MARK YOUR CALENDARS

September 10 :  Grat i tude Encounter - -  an hour 's  journey 
into the power of  grat i tude .  Emai l  Jenn i fer@Placed-
By .com for the reg i s t rat ion l ink .

December 3 :  Hol iday Give back event-- -  In-person 
event !

Reach out to Jenni fer Harding for sponsorship in fo!  

https://kevindmonroe.zoom.us/meeting/register/tZ0pd-2rqjksGddrnIcrr1wtpDkkxmn1jZY0
https://kevindmonroe.zoom.us/meeting/register/tZ0pd-2rqjksGddrnIcrr1wtpDkkxmn1jZY0



