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SUMMARY

Senior sales, operations and strategic planning executive responsible for major global and national accounts.  Successfully managed global sales teams and a 300 person technical operations team.  Highly effective in new business generation and account management.  Consistently negotiated and managed complex, multi-million dollar contracts.  Strong leadership and business skills developed at USAF Academy and enhanced via Wharton Executive MBA.
professional EXPERIENCE

Alcatel-Lucent
2006 – 2007
Account Director

Led the Lucent- Sprint Nextel sales alliance in the Northeast and Mid-Atlantic areas focused on the sale of a network based Voice over IP (VoIP) service.  Major responsibilities included:

· Training of the Sprint-Nextel sales force in the technical and operational details of the service offering, including both network and premise-based elements.

· Working with the Sprint-Nextel sales force on such key accounts as Westinghouse, Unilever and the Archdiocese of Newark to establish and manage field trials and secure multi-year contracts.
Velocita Wireless
2004 – 2006
National Accounts Director
Planned and implemented a major account retention program designed to retain the largest and most valuable wireless messaging accounts on the Velocita network.  Successful execution was crucial to Velocita’s ability to sustain customer and revenue levels that ensured its financial viability.  Major accomplishments included:
· A thirty percent acceptance rate of the retention offer among the targeted national account population, ensuring an annual revenue stream of $15M.

· Personally securing retention contracts with some of Velocita’s largest accounts, including, but not limited to:  Zurich Financial Group, Jefferies Securities, The Scotts Company, Simpson, Thacher & Bartlett LP and National Mentor.

AT&T
2002 – 2004

Global Account Director, Signature Client Group
Led the ten member AT&T Global Account team responsible for Roche Holdings, one of the world’s largest pharmaceutical firms and one of AT&T’s 250 largest accounts. Position was responsible for the complete customer experience with AT&T, including sales, contract negotiation, provisioning,  maintenance and billing. Major accomplishments included:

· The negotiation of a three-year, $15 million contract for the US based Roche divisions, encompassing the entire range of AT&T services, including: Inbound and Outbound Voice, Domestic and International Private Line and Frame Relay, Remote Internet Access for the US-based F. Hoffman-La Roche sales force, as well as, Audio, Video and Web conferencing.  Although the contract carried a minimum value of $15 million, it generated in excess of $30 million over its lifetime.

· The development and delivery of four major proposals for the foreign-based Roche divisions, including Enterprise Virtual Private Networks (EVPNs) for both the Asia/Pacific and Latin America regions of F. Hoffman-La Roche Ltd., the largest Roche business unit, as well as Global Remote Access and Web Conferencing offers.

Nortel Networks
1990 – 2001

Account Director, Carrier Data Networks
Lead sales executive in winning numerous data networking opportunities at several high-profile start-ups and established telecommunications carriers within the Eastern US.  Directed all the pre and post-sale resources necessary to win the sale and ensure successful project completion, including engineering, new product introduction and project management.  Sales included:
· The $50 million data portion of a $780 million, multi-year contract with Teligent, a major wireless competitive local exchange carrier (CLEC), representing one of Nortel’s largest ever contracts.
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Nortel Networks (continued)
· A $10 million sale of Voice Over Internet Protocol (VoIP) equipment, Nortel’s first in the North American carrier marketplace, to NET-tel.  This equipment allowed NET-tel to carry traditional voice traffic over an Internet backbone, lowering its transmission costs and permitting it to offer more competitive long distance pricing.

· A $5 million high speed data network for Net2000, a major CLEC in the Eastern US.

· A $2 million upgrade of the Cable & Wireless (C&W) North American Frame Relay network and the introduction of ATM technology to that network.

Director of Sales, Enterprise Data Networks
Established and led a team of twelve account managers and sales engineers responsible for establishing Nortel as a competitive force in enterprise networking in the Eastern US.  Major wins included:

· A high-speed Frame Relay and ATM data network for the investment banking firm of Bear Stearns, connecting primary and back-up data centers, as well as, major regional offices throughout the US.

· A combined voice, data and video network for a regional health care provider, Bassett Health Care, allowing it to support such services as remote medical imaging to smaller hospitals and clinics, thereby improving patient service and reducing costs.

· An upgrade of the Dun & Bradstreet (D&B) global information services data network, which supported all the financial information services businesses of D&B worldwide.
Account Director, Network Integration Division

· Led the interdepartmental teams competing for the telecommunications outsourcing business at Bank of New England (Fleet Bank), the Connecticut State University system and Carolina Power & Light.  Each of these opportunities required an in-depth financial and operational analysis of the customer’s network.
· Developed and executed the Nortel video conferencing sales and marketing effort in the Eastern US, closing major contracts with Bear Stearns, Credit Suisse-First Boston, US Trust and the US Army.
AT&T
1976 – 1990

District Manager, Strategic Planning
Created two-year operational and five-year strategic business plans for the Network Operations Group, the engineering and operations arm of AT&T Communications, which served as the basis for AT&T becoming the low-cost network services provider in the domestic long distance industry.

District Operations Manager, Los Angeles Network Services District
Managed a 300 person technical organization with an annual operating budget of $13 million, a capital budget of $10 million and responsibility for the performance of the AT&T Public Switched Telephone Network throughout greater Los Angeles. Key accomplishments included:
· The installation of four new voice switching systems, doubling AT&T’s switching capacity in the Los Angeles Basin.

· The installation of the California portion of AT&T’s first transcontinental fiber optic transmission system.

· The management of the “equal access” cutover of 100 GTE and Pacific Bell central offices to AT&T.

National Account Manager, Transamerica Corporation Account
Managed an account team of fifteen people responsible for all aspects of sales and service to the $20 million Transamerica account, including the major subsidiaries of Occidental Life Insurance and Budget Rent-A-Car.  Key accomplishments included:

· Sold the first competitively bid AT&T Software Defined Network, eliminating all network services competition from the Transamerica account.

· Sold and successfully implemented a 250 location data communications network, used to provide on-line reservations services to Transamerica subsidiary Budget Rent-A-Car, as well as Hilton Hotel Corporation.

EDUCATION

BS, Engineering Management US Air Force Academy

Executive MBA, Wharton School, University of Pennsylvania

MILITARY

US Air Force, Captain and Pilot

Squadron Officer School, Distinguished Graduate

