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OBJECTIVE: Obtain a federal sales and marketing executive or similar position with a start up or established firm. 
PROFILE
Top secret cleared, hands on, high energy, entrepreneurial, federal sales and marketing executive with a strong record leading start-up and large national account sales organizations.   Extensive knowledge and experience managing video, network, data, voice and secure product and service sales.  Comprehensive sales and general management qualifications including all aspects of sales, business development, federal contracting, strategy and product marketing, as well as P&L, supplier, channel and COMSEC management.  

PROFESSIONAL EXPERIENCE
Ultra Electronics-Criticom, Inc. – Lanham, MD                              
1998 – 2009

Vice President Sales & Marketing
Executive lead for sales, business development, marketing, strategy, pricing, product offers, indirect channels, and supplier management for fifty person federal IT/Telecommunications integration and manufacturing firm focused in secure/non-secure video communications space.    
· Grew business from $4M to $25M at industry leading margins
· Establish firm as defense market leader for secure video communication.
· Created ISECTM   product line and grew revenue to $10M in annual sales.
· Marketed sale of firm to Ultra Electronics in 2007 for $33M. 

A T&T, Inc – Washington, DC & Morristown, N.J.



             1979- 1998 

Broad spectrum of highly successful sales and marketing positions across AT&T’s regulated and de-regulated federal businesses marketing carrier services, solutions, products and services.  Selected for executive career development and progressed to Vice President Defense Sales.

Vice President Defense Sales (1996-98)
Senior executive lead and client manager of 112 person AT&T global team marketing network services, systems and products to DoD.  Responsibilities included strategy, business development, customer satisfaction, sales, and P&L. 
· Successfully renewed and retained $400M revenue base and grew overall annual billings 10% all years

· Raised productivity 12% by re-aligning resources between inside, overlay and account sales teams.
· Authored sales strategy and plan for C4I business segment and AT&T IDACTM product.
Director Navy Programs (1990-96)
Led thirty-six person AT&T national account sales team marketing network services and solutions to USN & USMC.  Responsibilities included sustaining and growing $100M base, account management and closure of new sales.

· Sales lead for key HITS, NEXCOM-PTS, and C4I Operation Restore Democracy programs which captured over $400M in new Navy Program contracts.  
· Grew annual billings by over $40M and exceeded objectives all years,

· Consistently rated top Director within division and selected to Achiever’s Club 1991-95.  
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Telemarketing Director (1988-90)
Created and managed 72 person AT&T telemarketing team selling communication services, PBX products, low end voice systems, PCs, servers and calling plans. 
· Grew business from $0 to $30M in 20 months.  
· Reduced low end cost of sales by 60% with inside selling processes. 

· Leader’s Council (top 2% in sales performance) 1989.     

 Marketing Director (1986-88)
Directed AT&T federal marketing functions including product marketing, competitive analysis, sales compensation, training, business planning, advertising, product forecasting, trade shows and technical demonstrations.   
· Planned and constructed federal demonstration center
· Developed federal division’s business plan and negotiated commitments with other AT&T entities.
General Data Sales Manager (1985-86)
Recruited and led AT&T 20 person defense overlay sales team selling AT&T Data Systems P&S including PCs, LANs, servers and software.  
· Closed $25M in revenue in first twelve month period.  

· In support of Government Markets restructure, re-aligned team with national account structure   
Strategic/Financial Plans Manager (1984-85)
Authored division’s strategic plan and served as liaison for AT&T Information Systems - Federal at corporate headquarters in Morristown, NJ.
· Developed post divestiture regulated/de-regulated business plan to reconsolidate federal business.  
· Resolve federal CASB and divestiture issues and authored first A&T regulated/de-regulated comp plan. 

Sales Manager/National Account Manager –Navy (1979-83)
Sales and sale management responsibilities for executing and managing AT&T national account marketing of voice PBX systems, data products and network services to USN & USMC.  

· Exceeded team sales objectives and closed major $22M sale to USMC.  
· Ranked in top two for sales performance 1980-82.  Achiever’s Club 1980-81; Leader’s Council 1982.

EDUCATION / PROFESSIONAL DEVELOPMENT AND ASSOCIATIONS
Education
· Johns Hopkins University – MS Administration,  Summa cum laude – GPA 4.0

· Towson State College – BS Economics – GPA 3.1
Professional Development

· Wharton Executive Development Program  
· Princeton Leadership Development Program
· AT&T Integrated Sales Program
· COMSEC Custodian Training & Management

· Miller Heiman Sales Methodology
· Sales Force Dot Com Forecasting 
Professional Associations
· Association of U.S. Army 




· USMC Education Foundation

· Armed Forces Electronics Association  
· U. S Navy League







