Profile

Dynamic 20-year career reflecting a pioneering spirit and superior technical and marketing performance in the Information Technology and Professional Services industries.  Developed business solutions for Symbol Technologies, ThruPoint, Inc and Cabletron Systems for both enterprise and service provider markets focused on emerging technologies to meet each market’s diverse needs.  Successful lead multi-national development teams to create and deliver large-scale mission-critical projects on time and under budget.  Team-based management style and excellent interpersonal/communication skills. Demonstrated achievements in:

	· Business Solutions Creation/Development
	· Financial Analysis/Business Impact Analysis

	· Strategic Sales & Market Planning
	· Project Budgeting & Forecasting

	· Team Leadership & Collaboration
	· High End Client Presentations/Briefings

	· Market and Product Analysis
	· Strategic Architecture


Expertise

Possesses a high-energy leadership style.  Developed solutions based on market drivers and customers’ business needs.  Leadership contributions in directing skilled sales personnel, consulting directors and consulting teams to analyze architect and deliver focused business solutions. Constantly utilizing a relationship oriented service model to discover, identify and recommend solutions to solve business problems.

Work Experience

Solutions Architect –XXX, Inc. – 2004 to Present

Direct report to Senior Vice President and General Manager of the Symbol Solutions Division responsible for developing industry best practice approaches for designing, delivering Enterprise Mobility Solutions which include:

· The development of the Symbol Solution Design and Verification Center
· Mobile Computing Platforms

· Management Systems

Responsible for building cross functional teams to designed to develop reference architectures and best practices to enable symbol to accelerate revenue growth in key business units Mobile Computing, Wireless Infrastructure and Management Divisions as well as reduce post-sale support burden by developing  architecture that could be implemented successfully for the customer.

Developed the standard method of engaging customers and implemented processes throughout the Americas, EMEA, and Asia Pacific.
Performed in-depth research and development and developed best practice materials (training, whitepapers, how-to documents) in the following technology areas:

· Wireline – Wireless Integration

· Mobile and Portable Computer Management 

· Identity Management and Public Key Infrastructure
· Wireless Access Control with 802.1x, 802.11i(WPA/WPA2)

· Wired and Wireless Quality of Service using WMM(802.11e) for converged networks (Voice/Data)

· VoIP (both Wire line and Wireless)

Major Accomplishments:

· Developed corporate solutions strategy that resulted in the development of a new Symbol Business Unit titled the Symbol Solutions Division

· Developed and delivered comprehensive reference architecture for wired-wireless integration which resulted in the acquisition of more than $100,000,000 in additional revenue.
· Developed comprehensive LAB infrastructure to test and validate mobility solutions for vertical markets such as retail, transportation and logistics, and enterprise office solutions

ThruPoint, Inc – january 1999 to July 2004
Vice President Solutions Marketing – ThruPoint, Inc. – 2001 to 2004
Direct report to founder and CTO of ThruPoint responsible for developing and delivering professional service solutions to both enterprise and service provider markets.  Complex solutions ranged from technology focused integration services to solution roadmaps designed for demand creation based on fluctuating market conditions. Solution Roadmaps for both markets covered:

	· Service Provider Service Creation
	· Enterprise Convergence

	· Service Provider Operations Optimization
	·  Enterprise Infrastructure Optimization

	· Security


Responsible for creating and executing a joint go to market strategy for Service Provider Service Creation with ThruPoint’s strategic partner Cisco which resulted in jointly developing stronger business relationships with Verizon and SBC. 

Responsible for the development and execution of partnership strategy with key technology vendors.

Major Accomplishments:

· Developed Sales and Technical Support Strategies to help a major wireless manufacturer qualify, characterize and position their wireless solution set to the enterprise and service provider market

· Developed competitive marketing collateral for sales force

· Developed customer qualification and characterization tools to effectively compete in the WiFi marketplace

· Gained key knowledge of wireless technologies including:

· 802.11a/b/g using Wireless Switching as well as traditional Smart AP technologies

· Security Protocols such as LEAP, Kerberos, TKIP, and 802.11x

· Security best practices such as VPN overlay over wireless

· VoIP over IP over Wireless QoS and Seamless Roaming

· Wireless management

· Developed Service Creation and Operational Excellence Roadmap solutions which generated 20% of ThruPoint’s 2002 revenue in both EMEA and US markets.

· Supported and closed $20 Million Euro in 2002 with ThruPoint’s EMEA sales and delivery teams with new solution training and support within Germany, UK, Italy, Netherlands.

· Developed and executed partner development strategy to generate relationships with key technology vendors such as MicroMuse, SMARTS, Aprisma, HP, NetIQ, netForensics.

· Developed joint Service Creation Strategy between ThruPoint and Cisco Systems to allow both organizations to partner effectively to build solutions for the ILEC, IXC, and Cable markets.

Director, Solutions Development – ThruPoint, Inc. – 1999 to 2001
Developed, branded, marketed and delivered the ThruPoint OptiPointTM suite of Packaged and Component Solutions as well as developed the OptiPointTM Delivery Methodology which allowed ThruPoint to change the way professional services are sold and delivered.  The OptiPointTM solution set was a first to market professional services offering that focused on offering solutions to both Service Provider and Enterprise customers in a fixed price, fixed length and fixed deliverable manner.

Primary responsibilities included developing tools for Sales, Recruiting, Training, and Delivery organizations through a standard ThruPoint solution development methodology.  The development methodology was structured so that any technology solution would pass through the same process and yield a common set of tools that each part of ThruPoint’s organization could count on to effectively enable them to support leading edge technology solutions.

Responsible for supporting ThruPoint’s filing of their S-1 for IPO by articulating the ThruPoint solution development engine and its market and customer value to position ThruPoint with our investors.
Major Accomplishments:

· Established standard business practices for Service Delivery, including both resource and financial management aspects that maximized resource utilization and dramatically improved margins.  
· Implemented a standard methodology in the US and EMEA Solution Development, Training, Sales Support and Delivery Support.  This methodology allowed ThruPoint to move into emerging technology areas within weeks of making a decision to move into that space.
· Developed a pricing model for Fixed Price / Fixed Deliverable projects that provided margin management, resource requirements, outside expenses, and cash flow models.
· Supported the opening of regional offices in the Domestic US, EMEA and China.
· Managed a global team of ThruPoint Practice Directors responsible for solution development and marketing.

Cabletron Systems, Inc – November 1990 to December 1999

Director of Business Development – Cabletron Systems – 1998-1999

Promoted to corporate technical marketing staff to lead in developing business relationships with key application vendors such as Microsoft, Tibco, Netscape and Lucent Technologies.  Specialized in the area of Convergence (Voice, Video and Data Integration) technologies.  Fostered the use of Cabletron network management and infrastructure products over our competitors by developing marketing materials that promoted the added value of combined applications and enhanced network infrastructure support.  Developed custom solutions based on of IP Multicast Services, Control Services, Management System Services, Security Services as well as Topology and Pathing Services for Cabletron’s customers and articulated how they provided value to business applications.

Regional Pre-Sales Manager – Cabletron Systems – 1996-1998

Directed highly skilled inter-networking and communications infrastructure engineers in the area of pre-sales engineering and marketing for the Northeast Region of the United States.  Created a technology and vertical marketing oriented pre-sales support model to assist corporate engineering/marketing as well as regional sales efforts in gathering and defining customer requirements as well as delivering customer solutions.  Gave briefings and presentations to CIO/CTO level staff at key customer accounts to attain new, maintain and grow existing and close new business.  

Manager of Advanced Technologies – Cabletron Systems – 1992-1996

Technical leader of the New York City office focusing on strategic technologies and services.  Participated in weekly product engineering meetings and provided input in the development and roll out of Cabletron’s SecureFast suite of products.  Created whitepapers and marketing materials.  Promoted Cabletron products and services with presentations at analyst briefings and seminars.

Senior Systems Engineer – Cabletron Systems –  1990 - 1992

Designed and implemented large scale networks for various industries focused mostly in the Investment Banking Industry.  Performed in depth technical presentations to all levels of management and technical personnel.  Acquired an in depth understanding of bridging, routing and switching technologies.  Performed competitive analysis and acquired knowledge of Cabletron’s competitive strengths and weaknesses against Cisco, 3-Com, Bay/Nortel and others.

Major Accomplishments:

· Created Vertical Marketing and Technical Specialist program increasing Cabletron’s North East Regional revenues by 40 percent

· Five Cabletron Superior Support Awards for exceptional technical abilities.

· Appointed to Strategic Product Engineering group to present Cabletron Systems’ future technical direction to key customers.

· Addressed the 1994 Paris ATM conference presenting Cabletron’s advanced switching networking strategy.

· Appointed to Cabletron Field Technical Advisory Council tasked with being technical liaison between customer base and corporate engineering staff.

Hardware: Cabletron, Cisco, Bay, 3-Com, Fore, Sun, Netcom, Silicon Graphics, DEC

Layer 2 Technologies: Wi-Fi, Ethernet, FDDI, Token-Ring, WAN (Frame Relay, T1/FT1, PPP) ATM, MPLS

Layer 3 Technologies: TCP/IP, IPX, DECnet, AppleTalk

Layer 4 and above Technologies: IDS, Firewalls, VoIP, IP Telephony, Content Switching

Operating Systems: SunOS, Solaris, IRIX, Windows 95/98/NT/2K/XP, Linux

Grumman Data Systems – Systems/Network Engineer – 1986 - 1990

Responsible for managing entire Grumman DECnet network as well as 12 VAX/VMS and UNIX systems in various facilities. Implemented Ethernet local area networks connected via Wellfleet Routers and Vitalink Bridges. Provided system management support for UNIX, VAX, and PC networked systems.  Implemented state of the art Proposal Center Information Management System that replaced outdated manual proposal creation system with advanced networked and automated system.

Major Accomplishments:

· Project Sterling Award from Grumman for superior technical abilities.

Education

State University College at Oswego

Oswego, New York

BA in Computer Science  1986 

Other interests

Windsurfing, Skiing, Guitar, Cooking, Motorcycling, Cycling

