
CASE STUDY

HARD-TO-FIND HYBRID ROLE 
FILLS SPARK IT TRANSFORMATION
A $500M biotech company faced mounting

difficulty securing Business Relationship

Managers (BRMs), hybrid leaders who

combine IT fluency with business acumen

and can operate confidently at the executive

level. Internal teams struggled with the

complexity of the search, but The Swan

Group repeatedly delivered exceptional

placements. Several hires advanced to 

CIO roles, demonstrating measurable 

long-term value and solidifying an ongoing,

trusted recruiting partnership.

“Our client returned to us again and again because we delivered what internal teams
couldn’t. These roles are rare, you need someone fluent in tech and business, trusted by
both engineers and executives. When three of our hires became CIOs, it proved the value
of doing the work in the middle.”

STEVEN SWAN
CEO



EXECUTIVE SUMMARY

A $500M biotech company, growing rapidly, faced critical hiring needs for Business

Relationship Managers (BRMs), hybrid leaders fluent in both IT and business strategy. 

The Swan Group successfully placed five specialized candidates, three later promoted to

CIO roles, proving long-term value and impact.

CLIENT CHALLENGES

Struggled to find candidates who

understood both business and IT.

Needed talent who could interface

with the C-suite and technical teams.

Internal recruiters lacked bandwidth

for such nuanced searches.

Every business unit defined the

BRM role differently.

Prolonged vacancies were delaying

critical IT initiatives.

INDUSTRY

In biotech, IT leadership requires not only

technical fluency but also deep domain

knowledge, regulatory awareness, and

alignment with fast-changing business

strategies. Business Relationship

Managers (BRMs) must translate complex

technology into actionable business

workflows, directly influencing drug

development, R&D efficiency, and

commercialization readiness. The rarity of

professionals who can bridge these worlds

makes the search uniquely challenging

and highly competitive.

APPROACH

The Swan Group applied decades of

expertise through a focused “work-in-the-

middle” process, assessing candidates for

strategic impact, technical fluency, and

cultural alignment. They targeted hybrid

leaders with proven experience at the

strategy table, capable of turning business

vision into executable technology

solutions.



OUTCOME

The placements strengthened the client’s IT–business

alignment and shaped their long-term digital roadmap.

Several hires advanced rapidly, with three promoted into

CIO-level roles, underscoring the strategic value and

longevity of The Swan Group’s approach.

Successfully placed five BRMs across commercial,

R&D, and corporate units.

Three hires advanced to CIO or other senior IT

leadership roles.

Enabled faster execution and delivery of enterprise-

wide technology initiatives.

These hires equipped business units to execute strategic

roadmaps with leaders who understood both technology

and business outcomes. 

The Swan Group’s consistent success has positioned

them as the client’s go-to partner for complex, 

high-impact roles, continuing to shape IT evolution and

long-term talent strategy.

HIGHLIGHTS

Five Business

Relationship Managers

successfully placed

Three of those hires later

promoted to CIO roles

Each placement assigned

to a distinct business unit

(commercial, R&D,

corporate)

Roles consistently

required hybrid fluency in

both IT and business

strategy



www.kipsearch.com

About Kip Search

Kip Search specializes in executive recruitment

for private equity firms and their portfolio

companies, delivering tailored talent solutions to

drive strategic growth. With a focus on cultural

alignment and operational excellence, Kip

Search connects top-tier leaders with

organizations across industries. 

www.swangroup.net

About the Swan Group
The Swan Group is a leading recruitment firm
specializing in connecting top-tier talent with
organizations across industries such as
technology, healthcare, and data analytics. With
decades of experience, they excel at identifying
candidates who align with both technical needs
and company culture. Their personalized, results-
driven approach focuses on understanding client
goals and candidate drivers, ensuring successful,
lasting placements. By leveraging an extensive
network and innovative strategies, the Swan
Group consistently delivers high-impact
recruitment solutions that address immediate
challenges and support long-term growth.


