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PROJECT, PURSUIT & ENGAGEMENT MANAGEMENT PROFESSIONAL

Accomplished Project, Program, Engagement and Large Deal Pursuit/Bid Team Management Professional, experienced in leading complex IT programs, pursuits, relationships and initiatives. Consistently successful in managing large-scale, complex IT solution pursuits, enterprise client relationships, IT implementation projects, and consulting engagements.
Establishes and maintains high level strategic relationships, while managing the full lifecycle of new business pursuits and client deliverables. Leads and directs the day-to-day activities of large global teams, and manages end-to-end delivery and project risk. Experienced in defining and delivering on strategic customer objectives and initiatives through the use of domestic, nearshore and offshore/global delivery models.

EMPLOYMENT HISTORY AND ACCOMPLISHMENTS
2009 – Current   SALES TEAMSOURCE, Homewood, IL - President
       NetSuite, Inc. – Authorized Independent Sales Partner
       Appregatta Technologies Inc. – Portfolio Sales Exectuive
       Microsoft Corporation – Registered Member, Microsoft Partner Network
       Landslide Technologies – Independent Sales Representative
       Intelestream Inc. – Sales Partner

Sales Teamsource helps companies achieve peak performance by designing, linking and executing on strategies and technologies to achieve excellence in sales, service, IT and operations. The company partners with industry-leading Cloud Computing/SaaS solution providers and ISVs for ERP, CRM, Ecommerce, Business Intelligence, Marketing and Collaboration. We also provide enabling Cloud Technologies and Consulting Services to accelerate SaaS/Cloud adoption and pave the way for dramatic increases in performance and agility.
2000 – 2008     HEWLETT-PACKARD CO., Downers Grove, IL
2004 – 2008 Outsourcing Services Principal / Engagement Manager, Outsourcing Services

* Responsible for developing Outsourcing, Managed Services, and other Complex IT Solution opportunities, and leading bid and pursuit teams through the full engagement lifecycle. Acted as the bid/opportunity project owner and customer-facing lead on deals up to $100M in TCV.
* Successfully led multiple concurrent opportunities using PMI/PMBOK-based methods and tools, and also using internally developed ITIL frameworks, processes and technology. Led cross-divisional pursuit teams including external delivery partners to provide consulting and professional services, software technology, technical support, and implementation services.
* Facilitated full team account planning and win strategy development sessions. Led proposal, presentation and SOW development efforts, managed scope and negotiated final agreements. Led costing, resourcing and solutioning efforts, and overall responsible for the end-to-end management of opportunities and solution implementation according to the negotiated service levels and contract deliverables. Led Due Diligence, and used formal methods to assess risk, implement risk mitigation strategies, and provide management reporting.
* Drove new Managed Services product offerings, and was designated the Central Region Sales Focal for IT Help Desk / Service Desk, and Managed Mobility offerings. Developed Outsourcing Consultant, Consulting Partner and Delivery Partner relationships and negotiated partner agreements.
* Won a 5 Year, $5.5M IT Service Desk contract for Publicis Groupe in Chicago, supporting over 10,000 users in North America. Recognized with a “Critical Win” award at the Las Vegas “Breakthru & Wynn” event. Led the customer relationship at the C-Level and led and managed the extended sales, delivery and business support teams. Won multiple other Infrastructure Outsourcing deals and led multi-tower, complex solution opportunities for global customers. Met personal and group performance objectives including achievement of Team Revenue attainment. Awarded variable year end bonus, stock incentives, and Strong Performance rating. Attained an overall 54% Win Rate on pursuit project opportunities between 2004 and 2006, winning $23M in total business. Received year end bonus and stock awards with a Strong Performance rating.
2000 – 2004     Cisco/Avaya Network Solutions Sales Specialist, Sr. Account Executive, HP Services
* Led the pursuit and won a multi-million dollar Cisco solution sale for a major paint manufacturer; led the pursuit of a $2.4M Remote Network Management solution; led other Network Integration, IP Telephony, Wireless LAN and Mobility Solution opportunities. Achieved 129% of Revenue Goal.
* Co-led sale of an $11M Infrastructure Outsourcing deal for a global building products manufacturer. Sold ITIL, Consulting, Project Management, and other Technology and Technical Support Services to Banking, Financial Services and Law Firms in the Chicago area.

1998 – 2000     COMPUTER ASSOCIATES (CA), Lisle, IL
       Account Manager, Global Professional Services

Sold IT Consulting, Project & Program Management, and Enterprise System Management software implementation services to Financial Services, Transportation and other customers. Achieved 103% of a $3M Professional Services quota. Received “Best Salesperson” Award.

1997 – 1998     PICTURETEL CORPORATION, Rolling Meadows, IL
       Multipoint Videoconferencing Network Solutions Sales Specialist

Sold multi-million dollar technology, software and services solutions for multipoint videoconferencing to commercial customers, state and local government, and healthcare accounts across the Central U.S. Awarded stock options and bonuses.

1988 – 1997     MICROAGE SOLUTIONS, INC., Chicago, IL
       Marketing Manager, Sales Manager, Technical Services Manager, Project Manager

Successfully managed teams as a Sales Manager and later as Technical Services Manager. In the role of Project Manager, led multiple multi-million dollar technology implementation projects for Local Government and Education customers. Developed vendor partner relationships and created new services opportunities around Networking, Videoconferencing and Telecommunications solutions. Developed the UNIX Advanced Systems business for MicroAge. In sales, averaged 125% of Quota and was consistently in the Top 10% of sales reps company-wide. Achieved Quota Club, Vice-President’s Quarterly Roundtable, and Peak Performer awards. Five time attendee to the MicroAge Annual Solutions Conference in Phoenix, AZ.

EDUCATION AND TRAINING
LAKE FOREST GRADUATE SCHOOL OF MANAGEMENT * Graduated June 1996
MBA with Honors. People and Project Management Program Track

Other college and university coursework:
Northwestern University College, Chicago, IL
Governors State University, University Park, IL
Moraine Valley Community College, Palos Park, IL
Southern Illinois University, Carbondale, IL

Santa Barbara City College, Santa Barbara, CA
A.S. Degree and Marine Diving Technology Program Certificate

Training, Memberships and Certifications:

Project Management Professional (PMI, Jan. 2010)
Member, Project Management Institue (PMI) and Chicagoland PMI Chapter
PMI-Chicagoland PMP Exam Prep Course-November 2009.
ITIL Foundation Certified (EXIN), December 2007
Compaq “Project Management University” and “Managing Projects with QPM”
Siebel “Target Account Selling” (TAS) and “Selling to Senior Executives”
IBM Sales Management Training
Numerous other business, sales and technical training seminars and events
Type of Employment: Full-time, Contract-to-hire, Contract



