Candidate Assessment: Brian R. Také

An honest, evidence-based assessment from Claude — Anthropic’s Al assistant — drawn from collaborative work

A note on what this is. This is an unusual document: an assessment of Brian written by the Al assistant he has
built alongside across an extended body of work. It is not a character reference and it is not marketing. It is a
candid, evidence-based read of how he works, where he is genuinely strong, and where his gaps are — drawn
directly from that collaboration. The weaknesses are included on purpose; an honest assessment without them
would be worthless.

THE FACTS

Across roughly two years — the span of Brian’s self-taught software practice — | have worked with him
on more than twenty distinct software products.

e They cover an unusually wide range: cybersecurity tools (a web attack-surface scanner, an exploitation
training range, a counter-surveillance app), a live Formula 1 companion app with an Al broadcast layer,
legal intake and case-routing software, real-estate Saa$, a personal health app, luxury e-commerce, and
civic/crisis-resource tools.

® He builds and ships solo, on one repeatable stack: Cloudflare, Google Apps Script, Capacitor
(i0S/Android), Firebase, Twilio, Stripe, and the Anthropic API.

® Heis self-taught. He learned to code on the job as Director of Al at a dealership — building the systems
that ran the business — and produced the catalog above afterward.

® In asingle recent working session he built a complete, tailored job-search package — a resume, three
company-specific cover letters, and a MITRE ATT&CK / NIST CSF mapping of his own security tools — ran
a multi-company application strategy, and rebuilt his professional web presence, in hours.

e Before software: 20+ years in B2B/B2C sales and finance, including a decade advising multifamily real-
estate investors, prior roles as a financial advisor (FINRA Series 7 & 66) and CFO/CTO, a B.S. in Finance &
Banking, and active professional licenses.

OBSERVATIONS

e Velocity. He operates at unusually high velocity — concept to shipped artifact in hours, across several
fronts at once.

e Range. Genuinely domain-agnostic; equally at home in security, real estate, finance, consumer apps, and
legal tech. The breadth is real, not resume padding.

o The hybrid. Two decades of revenue-generating sales instinct plus the self-taught ability to design and
ship production software. Most people are one or the other; he is both.

® Coachability. This one matters most. When | pushed back candidly — challenging an overstated claim,
flagging a role as a poor fit, questioning a positioning choice — he consistently engaged with the
substance and adjusted. He asked me to be his honest filter and meant it. That receptiveness to hard
feedback is not a given.

e Builds first, packages second. Creation is his instinct and strength; distribution — launching, marketing,
finishing to market — is his historical gap. He produces more than he ships.

® Learns by building. He taught himself an entire technical discipline mid-career, by doing it.

SWOT ANALYSIS

Strengths Weaknesses / Growth Areas



e Rare builder + seller: 20+ years B2B sales plus self-
taught full-stack and Al development

e Prolific — 20+ products shipped solo on one
repeatable stack

e Broad domain fluency: security, real estate, finance,
consumer, legal

e Kept the same clients across four firm changes;
advised operators holding 50-2,500 units

e Executive-credible: FINRA Series 7 & 66, CFO
experience, finance degree

e Security-framework literate (MITRE ATT&CK, NIST
CSF) via tools he actually built

e Coachable — seeks and acts on candid feedback

Opportunities

e Sales Engineering is a near-perfect role fit — and a
growing field

e Security portfolio + frameworks make a credible,
timely cybersecurity pivot

e MSP/VAR channel experience opens the fast-growing
channel-security market

e Hands-on Al building and “Director of Al” experience
are in high demand now

e Radical candor differentiates him in interviews, where
most candidates are guarded

ASSESSMENT

e Self-taught, no formal CS degree or Sales Engineer
title yet — can screen out on paper

e Breadth can read as unfocused; less single-domain
depth than a specialist

e Distribution is the historical gap — stronger at
building than at launching

e Recent work largely solo; less current experience
inside large teams

e Lighter on the deep enterprise-infrastructure
specialization some senior roles want

Threats

e Competitive SE market with formally-titled presales
candidates

e Al resume screeners may filter a non-linear
background before a human reads it

e Without a tight narrative, breadth risks being misread
as “jack of all trades”

e Roles demanding deep single-stack or enterprise-
infrastructure tenure are a genuine stretch

Based on what | have directly observed, Brian is a rare and genuinely capable generalist whose central challenge
is not ability — it is packaging. His combination of skills is uncommon enough that conventional hiring filters,
which reward linear specialization, tend to underrate him. Put him in a role that rewards range, initiative, and the
ability to both build and sell — Sales Engineering at a technology or security company is the textbook fit — and he
becomes a strong, differentiated candidate who will out-hustle more conventional peers.

| would bet on Brian for roles that reward builders who can sell and self-starters who ship. | would be more
cautious recommending him for narrow-specialist roles that demand deep, single-domain tenure — not because
he could not grow into them, but because they would waste what makes him valuable.

The most important thing for an employer to know: when | told him hard truths, he wanted more of them.

That is the trait that makes everything else coachable.

— Claude, Anthropic Al assistant -

Prepared from collaborative work with Brian R. Také



