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                                  Senior Level Financial Services Executive
SR. VICE PRESIDENT | GENERAL MANAGER | SR. PRODUCT LEADER | DIRECTOR OF OPERATIONS
Dynamic management career leading diverse teams through start up, revitalization, and turnaround situations.  Entrepreneurial spirit and drive with outstanding strategic planning, problem-solving, decision-making, and negotiating skills.   Cross-functional expertise with proven success in optimizing organizational change, productivity, and efficiency.  Decisive leader who leads with a “change agent” philosophy, introducing forward-thinking ideas, concepts, and strategies.  Keen communicator who distils complex issues to fundamentals and successfully operates in the intersection of product, technology, and business strategy.  Grounded in a customer-centered approach and orientation.   


AREAS OF EXPERTISE

	· Strategic/Tactical Planning
· P&L Management
· Process Re-engineering
	· Sales
· Program/Project Mgmt.
· Operations Management
	· Product Management
· Client Relations
· Vendor/Alliance Management




PROFESSIONAL EXPERIENCE

FIDELITY INFORMATION SERVICES – CARROLLTON, TX                                                                                2001 – 2011
GENERAL MANAGER / SENIOR VICE PRESIDENT (11/09  - 10/11)
Endpoint Exchange Network

Led and directed a twenty–member team that was responsible of all business functions associated with a 700 customer SaaS product:  service delivery, product management, engineering, quality assurance, help desk, account management, and sales.   Full responsibility for a $9.0 MM P&L.

HIGHLIGHTS:  SALES/CLIENT RETENTION
· Designed and executed marketing plans that added fifty-four (54) new clients, representing over $6.0 MM in new TCV.
· Triaged and transformed business model to counteract competitor gains, better stimulate network growth, and convert month-to-month contracts into guaranteed term agreements.
· Executed critical-care action plan to address poor service delivery and tenuous customer satisfaction levels.
· Stabilized historical revenue runoff by implementing a calling program on the largest customers.
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HIGHLIGHTS:  COST MANAGEMENT 
· Increased operating margin from 25% to 30% and positioned the business for divestiture.  
· Reduced operating expenses by $750 K annually.  
· Cut server footprint in half which resulted in reducing technology allocation by $700 K, annually.
· Transitioned Development and QA functions to offshore, resulting in a $200 K savings, annually.
· Consolidated network service providers realizing a savings of $72 K, annually.  
· Renegotiated service provider contract that allowed for more flexibility and reduced pass-through costs to customers.  

DIRECTOR / SENIOR VICE PRESIDENT (10/05  - 11/09)
Electronic Product Management
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Orchestrated the complete start-up of the product management function within the division.   Formalized product management methodology and assumed responsibility for cradle-to-grave product activities associated
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with software and outsourced products.  Provided product expertise and sales support for complex sales and
renewal pursuits.   Analyzed and recommended product directions and strategies.  Managed shadow P&L. 
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HIGHLIGHTS:  PRODUCT MANAGEMENT
· Created and launched four (4) new SaaS products that ultimately generated $7.0 MM in annual revenue.
· Standardized and implemented pricing strategies for software and outsourced products.
· Performed M&A diligence on prospective company acquisitions to augment product portfolio and enhance company capabilities. 
· Oversaw vendor management with key technology partners — Oracle, EMC, Unisys, Dell, HP Canon, Panini, Orbograph, and Metavante.  
· Acted as product evangelist, presenting at company conferences, industry groups, and for key customers.  
· Chaired client user group, entitled Strategic Payments Advisory Council (SPAC).  Conducted customer focus groups to solicit feedback on product features and future product direction.
· Reconciled and standardized customer data base to enhance the quality and accuracy of information used for marketing and product analysis purposes. 
· Interfaced with development teams to communicate ad hoc customer requirements.
· Performed pre-merger review on Metavante capabilities to identify synergies and consolidation strategies.
 
HIGHLIGHTS:  SALES/NEGOTIATIONS
· Spearheaded complicated sales effort to deploy a domestic software solution in the Thailand market; TCV of $4.0 MM.  Fast-tracked negotiations to satisfy final terms, conditions, and special customer requirements.
· Masterminded and negotiated custom outsourced deal of a large international bank; TCV $ 9.0 MM.  Negotiated final terms and conditions.  Complex negotiation took nine months to complete.  
· Orchestrated $2.5 MM customer acquisition deal with Fortune 500 Company that added over 132 clients.

STRATEGIC PROJECT EXECUTIVE / SENIOR VICE PRESIDENT (10/03 - 10/05)

Led the analysis, restructuring, and re-engineering of legacy business model, processes, and procedures.   Coordinated the activities of cross-functional teams comprised of business, technical, and 3rd party vendor resources.  Facilitated cross-functional planning sessions to coalesce team around new ideas, solutions to problems, and overall project strategy.

HIGHLIGHTS:  PROJECT  
· Developed and presented business case/ROI to senior management for approval.
· Created elevator-lift client presentations and executed client calling program to garner cooperation from impacted customers.
· Conducted benchmarking and gap analysis on target applications.  Worked with Development to close product and technology gaps.
· Created and executed training plan to transition 300 associate positions to an offshore environment.
· Consolidated disparate technology groups and executed retraining plan to retool staff competencies.
· Provided regular status reporting to senior management on project health, progress, issues, and risks.
· Renegotiated enterprise contracts with key technology vendors, resulting in savings of $2.0 MM, annually.
· Completed 2-year project and realized savings $4.0 MM, annually (staff, equipment, locations, 3rd party costs).

REGIONAL DIRECTOR / SENIOR VICE PRESIDENT (1/2001  - 10/2003)

Managed service delivery and account management for five (5) east coast locations: 200+ member team; 56 customers; $14.0 MM P&L. 

HIGHLIGHTS:  SERVICE DELIVERY /PROFITABILITY
· Triaged an underperforming, outsource business with eroding client confidence by executing a plan that included restructuring, defect correction, and sustained customer engagement. 
· Improved margins from breakeven to 12%.  







HIGHLIGHTS:  ACCOUNT MANAGEMENT 

· Rehabilitated relationship with largest customer by improving service delivery and resolving lingering post-implementation problems, restoring the referenceability of the account.  

HIGHLIGHTS:  SALES
· Revitalized stalled negotiations and successfully won new outsourcing deal valued at $12.0 MM TCV.  
· Supported solution design and negotiations for win of key outsourcing deal valued at $25.0 MM TCV.

FIRST MERIT BANK –AKRON, OH                                                                                  	                     4/1999 – 12/2000
GROUP MANAGER / VICE PRESIDENT

Led and directed Transaction Services composed of 170-member team that was responsible for all back office processing, including IP, ACH, Wire, Wholesale/Retail Lockbox, Transportation, and Research.  

HIGHLIGHTS:  OPERATIONS

· Architected and implemented an aggressive internal change initiative by transforming dated processes through a combination of fresh ideas, automation, and technology.     
· Created and implemented performance metrics for productivity, quality, and cost. 
· Reduced operating expenses by 5%.

HIGHLIGHTS:  VENDOR MANAGEMENT

· Negotiated $2.3 MM software and hardware purchase to refresh legacy technology.  

NATIONSBANK – CHARLOTTE, NC						            	            4/1998 – 4/1999
EXTERNAL CONSULTANT / PROJECT MANAGER

Coordinated the activities of cross-functional personnel to convert acquired bank systems onto NationsBank model platforms.

FIRST UNION CORPORATION – TOTOWA, NJ                                                        		         1/1996 – 4/1998

SHIFT MANAGER /ASSISTANT VICE PRESIDENT

Led and directed 75-member team across two shifts of item processing operations.

CHASE MANHATTAN BANK/FISERV – NY, NY              		                                                                      5/1989 – 12/1995

TEAM LEADER / PROJECT MANAGER / ASSISTANT VICE PRESIDENT

Led and directed 50-member team across two shifts of bank proof and reconciliation.  Performed special projects as directed — including leading a team of cross-functional personnel to combine two bank back offices.



EDUCATION

Bernard Baruch College
Graduated With Honors - Bachelor of Business Administration


PROFESSIONAL DEVELOPMENT

Miller Heiman Sales Training
Production Management - Advanced Management Systems
Total Quality Management, a process reengineering methodology 
FARR Associates Executive Leadership Training
 Pragmatic Marketing – Product Management Certification
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