Peter Gammon  
1524 Sunset Drive ■ Signal Mountain, Tennessee  37377 ■ (423) 902-3344 ■ peter_gammon@yahoo.com

Senior-Level Manager with 15+ years of experience directing sales, marketing, and business development in the high-tech and medical industry.  Strategic leader with a consistent record of driving growth and profitability in start-up and corporate environments.  Effective communicator who builds and maintains constructive relationships with investors, customers, and vendors.  Areas of expertise encompass:

Channel Development
Seminars/Presentations
Account Management 
Training/Development

Project Management
Contract Negotiations
Strategic Planning
Team Facilitation

Achievements

· Boosted revenues from $4M to $10M and profits from 25% to 70% while building a $40M sales pipeline.

· Expanded a sales channel 200% while enhancing awareness of product capabilities and value.

· Captured a $6M revenue stream with a key client by opening a critical new market.

· Initiated a product redesign, generating an additional $2M in revenues and 20% in profit.

· Increased revenues $10M through sales channel and sales team development.

· Grew startup revenues from $0 to $15M; positioned the company for profitable acquisition by IBM.

Career Profile

Airnet Group, Inc.
2009 - Present

Director – Business Development, Sales & Marketing:  Expand business model to include US wide sales along with establishing strategic alliances and indirect sales channel.

Integrated Voice Solutions
2006 - 2009
Vice President – Business Development, Sales & Marketing:  Coordinate development of direct and indirect sales channels, as well as strategic alliances within healthcare industry.  Reorganize sales & marketing process with technology tools, webinars, website design, and mailers.  Conducted direct sales while hiring and training new sales force.  Direct report to President & CEO.
EMS Imaging
2002-Present
Director, Business Development:  Open new territory throughout the Southeast for reseller based out of Nashville, TN.  Provided Document Management systems from DigiTech, Liberty, and new in-house system.  Services include back office service bureau, imaging, storage, shredding, and installation of dedicated systems.  Focus was healthcare industry with systems to hospital groups as well as physician practices.  Also marketed to legal and manufacturing industries.
· Established synergistic relationships with local competition and industry vendors
Ezenia, Inc.
2001-2002

General Manager:  Created direct and indirect channels, forged strategic alliances, and managed corporate development activities worldwide.  Administered ten direct reports and seven matrixed reports.

· Led the transition from hardware to software product offerings; revamped sales and marketing strategies.

· Established software as an initial DoD de facto standard for later acceptance as a formal standard.

IBM Corporation (acquired DataBeam in 1998)
1986-2001

Manager–Business Development/OEM Sales:  Led OEM sales/business development efforts for Lotus technologies.  

· Forged and maintained alliances with partners, system integrators, and software vendors.
Director–Federal Sales:  Launched and marketed products within IBM to government and corporate clients, securing major contracts with the Army, Navy, and FEMA.  Led the activities of 30+ reports nationwide.
Vice President–Sales:  Managed sales to government clients, indirect channel sales, and original equipment manufacturers.  Participated as a member of the executive team identifying a buyer for and selling DataBeam to IBM.
Director–Sales & Marketing - DataBeam:  Recruited to develop sales and marketing functions for this startup high-tech teleconferencing company.  Interfaced with engineers to redesign the core offering.  Won approval to bid on GSA contracts; awarded many contracts, which led to our collaboration product being accepted as DoD standard.
Education

Ohio University

Master of Business Administration – Management & Organizational Behavior

Bachelor of Science – Mathematics & Computer Science
