





SUMMARY





Innovative executive with extensive experience in developing and launching new products, services and business ventures resulting in top-line revenue growth.  Proven ability in setting strategic direction, leading teams and implementing processes that support innovation.  Demonstrated leadership, marketing, business development and management skills at global, market leading firms.





PROFESSIONAL EXPERIENCE





PRICEWATERHOUSECOOPERS LLP, Atlanta, GA                                                             


World's largest professional services firm with 150,000 employees in 150 countries and revenues of $18B.





Director - Global E-Business Corporate Development 


Developed investment alliances and ventures with leading providers of ebusiness technology, web design and systems integration.  Directed strategy creation, partner selection and negotiation, due diligence, business and operational planning, and legal contracting.


Established new business model that used alliances with leading web design firms (i.e., Rare Medium) to increase revenues by linking front-end web design with PwC' back-end systems integration skills.


Assessed 300+ ebusiness opportunities in North America and Europe, negotiated numerous agreements and contributed to $50M investment return.





BELLSOUTH CORPORATION, Atlanta, GA                                                                           


Leading provider of telecommunications services in southeast US, with 37M customers and revenues of $25B.





Senior Director - Planning, Development and Communications                                                


Managed 40-person organization responsible for business development, strategic planning and marketing functions in $3B business services unit.  Created 21st Century strategy and established new investment board and innovation process that resulted in a dramatic increase in new products.


Directed "fast-track" development of 30 new voice and data products during three month period including BellSouth's successful ATM service.


First to commercialize SS7 service, achieving first year revenues of $11M.





Senior Director - Corporate Strategy                                                                                            


Identified and managed strategic issues at the corporate level.


Led 50-person corporate team that formed Managed Network Services, a first of its kind alliance between BellSouth and EDS that operated and managed data networks.


Implemented new approach to investment and business development at Optus Communications, a $4B BellSouth company in Australia, resulting in ten new products.





Senior Director - Product Development                                                                                        


Directed 30-person organization that developed new services for complex business customers.


Developed 30 new products including conferencing, messaging and internet services, a ten-fold improvement from the previous year.


Streamlined sales and marketing functions by leading and implementing change management initiatives.





AT&T CORPORATION, Basking Ridge, NJ                                                                              


Leading provider of telecommunications services and equipment (now Lucent) with revenues of $97B.





Marketing and Strategic Planning Manager                                                                                


Assisted AT&T officers in transforming $4B premises equipment business unit that became part of Lucent.


Led strategy initiative that transformed a voice-based business into a data-oriented market leader.





Venture Manager - TeleSharing Systems                                                                                     


Founded start-up venture for premises equipment business unit and implemented new innovation approach.


Developed the DocuPhone, a product that provided simultaneous voice and document collaboration.





Market Development Manager                                                                                                      


Developed new domestic markets for network equipment.


Penetrated Independent telephone companies (GTE, United, Rochester, Centel) marketing advanced operating systems, achieving revenues in excess of $50M.





International Business Development Manager                                                                            


Recruited and managed team that opened new international markets for network equipment.


Established strategic alliances in Japan, India and Brazil which resulted in revenues of $300M.





Department Chief - Corporate Strategy                                                                                        


Devised AT&T's Data Networking Strategy which guided the company for ten years.





Product Planner - Western Electric Switching Division                                                              


Created Intelligent Network strategy that resulted in new $500M business.





XEROX CORPORATION, Rochester, NY                                                                                 


Leading provider of office equipment with revenues of $18B.





Progressed from Associate Engineer to Senior Marketing Analyst


Held positions of increasing responsibility in Product Development, Field Service, Corporate Strategy and Marketing organizations.


Re-engineered sales channels and marketing functions using new customer-centered approach.


Developed successful turnaround strategies including Xerox' acclaimed Competitive Benchmarking program.


Implemented new management system that used customer satisfaction to drive company performance.


Created computer models that simulated new product performance and predicted field and business results.








