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SUMMARY


I am a performance-driven general management leader with comprehensive knowledge of a variety of industries and a demonstrated ability to formulate and execute business plans that achieve outstand​ing results.  I have successfully directed the activities of finance, sales, and marketing departments. 
EXPERIENCE


C&C Residential Properties, Dallas, Texas    Vice President, Acquisitions Analysis
    
2006 to 2011

· Hired, trained, and managed a top-ranked team for acquiring properties at significant discounts.  Have placed #1 or #2 out of 250 offices every year since 2007
· Participated in a task force that optimized SEO, SEM, and Pay-per-Click internet strategies. 
· Presided over 14 offices in the DFW area as the Ad Council President and managed the $2 million advertising budget for billboards, broadcasting, internet, and direct mail campaigns.
· Developed and implemented a lead generation and intelligence gathering system that identified incremental qualified leads from a base of over 4 million area homes.

· Performed analytics on key drivers of the business and directed resources to the highest yielding sectors.
SPC TelEquip, Dallas, Texas        Director, Sales and Business Development,


 2000 to 2005


· Directed a sales campaign that converted AT&T and Verizon to the new broadband repeater. Expanded sales to major telecom accounts by over 50%. 

· Developed relationships with outdoor cabinet OEM partners to promote the new cabinet product line. 

· Implemented a technical support program with manufacturer representative partners to support the core products with large distributed customers, AT&T, Sprint and Verizon. 
Corning Cable Systems, Keller, Texas, Product Manager, Fiber Optic Products, 

1995 to 2000

 Managed a diverse broadband product group based in the US and Germany. 
 Launched the company’s new field-installed fiber optic connector, creating awareness of the new technology. 

 Expanded the scope and revenue base of the splice closure pro​gram by gaining the North American distribution rights for a successful line of closure products from Siemens.  

 Revamped the portfolio to clearly differentiate it from the competitive products and added features to the portfolio that attracted new business from new and existing customer segments.
 Grew program revenue from $3 million to $25 million in three years through sales, marketing, and product development efforts.
AVIALL, INC., Dallas, Texas Program Manager, Helicopter Turbine Engine Services, 
1992 to 1995
 Managed financial, sales and customer service activities in North and South America for the company’s helicopter turbine engine services program.

 Hired, trained, and managed the activities of a top-producing North and South American sales force.

 Directed sales and marketing activities to diversify the sales mix beyond the dominant OEM segment and into other growing segments.  
 Oversaw the consolidation of three facilities into one facility in Dallas.  Handled all of the transfer activities, including gathering customer buy-in and relocating key employees.
 Implemented a prioritized account activity system for the regional sales managers to focus activities on the key customers and opportunities. 

AVIALL, INC., Dallas, Texas Manager, Financial Planning and Analysis


1988-1992
· Managed a staff that evaluated and presented all capital spending requests and managed a $20,000,000 capital budget. 
· Developed and implemented the annual business plan and the five-year strategic plan.  Reported earnings and analyzed variances. 
· Evaluated several strategic alternatives including labor contract negotiations and scenario analysis, a $200 million component distributor acquisition, and several new engine programs. 

ADDITIONAL EXPERIENCE


AMERICAN AIRLINES, INC., Fort Worth, Texas: Senior Financial Analyst.  
· Performed several airline acquisition analyses and presented the recommendations to senior management.  
· Performed discounted cash flow analyses on new domestic and international route opportunities and evaluated various aircraft acquisition and equipment financing alternatives. 
· Modeled the financial impact of the two-tiered wage scales on fleet and route expansion. 
· Evaluated the incremental traffic and revenue impact of adding dozens of new domestic commuter O&D markets with the American Eagle program.  

GENERAL MOTORS CORPORATION, Delphi Division, Flint, Michigan: Product Engineer  
· Worked in a variety of engineering, manufacturing, and management roles as part of a cooper​ative education program at Kettering University.  
· Published a thesis on diesel fuel management systems.
EDUCATION

Wharton Graduate Division, University of Pennsylvania, Philadelphia, Pennsylvania


 MBA, Finance/Marketing majors

Kettering University (formerly General Motors Institute), Flint, Michigan 



 Bachelor of Mechanical Engineering, cum laude, ME-EE major, Tau Beta Pi Engineering Honor Society, President of Phi Kappa Sigma Freshman Honor Society
