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PURPOSE

I bring predictable, repeatable and profitable operational and sales solutions as a business strategy for scalable growth, all while developing the high-performing teams to execute the plan.  

KNOWLEDGE
		
	· Healthcare process improvement
· Quality Management Systems
· LEAN Six Sigma implementation
· Risk management
· Relationship management 
· Presentations/public speaking
	· Director, Project Management
· Service operations leadership 
· Human capital optimization
· Cost analysis 
· Competitive bidding & proposals
· Change management 



HIGHLIGHTS

· Directed 17 healthcare project managers from Maine to Miami with approximately $190M in monitoring solutions, maternal infant care and anesthesia delivery installations while maintaining a Net Promoter Score rating of 72%
· Applied LEAN Six Sigma methodologies within ITPS Project Management Office implementing new product introductions and creating Quality Management System tools including customer facing Project Book, internal PM Workbook, detailed Work Instructions for key PM processes  
· Turned fledgling large account a complete 180 degrees through committed relationship management and team ownership techniques resulting in a $4.5MM capital expenditure in the first six months with an additional $10MM in the following year  
· Managed national IT contract for large technology staffing client (IBM). Fueled revenue growth from $200K to $25M annual in two years using customized field implementation process.  Successfully responded to influx of project RFP’s including outsourced solution-based concepts.
· Managed 18 key Fortune 500 contracts totaling annual revenues of greater than $200MM over 16 months.  Responsible for  relationship management, proposal writing, presentations, complex problem resolution, cost analysis, contract risk management and negotiation
· Served in the US Navy Submarine Service through Desert Storm operations.  Received Admiral’s Letter of Commendation.

EXPERIENCE

GE Healthcare									Dec 2002–Present
Director, Project Management - IT Professional Services			May 2008 – Present
ITPS Project Management Office						Oct 2006 – May 2008
Northeast Region Project Manager						Oct 2005 – Oct 2006
Northeast Region Relationship  Manager 					Dec 2002 – Oct 2005
· Developed a solution-oriented team for the eastern half of the U.S. managing approximately $190MM in installation revenue with a team of 15 Project Managers
· Standardized and enhanced ITPS PM Protocol and improved installation processes using LEAN Six Sigma methodologies
· Managed ailing Partners Healthcare account back to health through relationship management and dedicated operations oversight resulting in renewed customer buying commitment from $1MM to $4.5MM in the first six months with nearly $7MM by year end 

Johnson Controls		  						Jan 2001–Oct 2002
Key Accounts Manager
· Provide executive level consultative selling of building automation systems in NH hospitals
· Oversee construction of three large, complex, bundled offerings of building automation  systems 
· Increase customer satisfaction within service contracts by 20%
· Assist in service-sales and marketing strategy development, proposal generation, RFP response and financial execution

Manpower International 							Jun 1996 - Jan 2001
Marketing/Business Manager - Tampa, FL  					Jun 2000 – Jan 2001
National Account Manager - Milwaukee, WI  				May 1998 – Jun 2000
National Associate Account Manager – Milwaukee, WI			Jun 1997 – May 1998   
Senior IT Recruiter – Rocky Hill, CT						Jun 1996 – Jun 1997   

· Improved marketing/sales operations for 27-year franchise thru relationship management  
· Developed and implemented sales support strategy for 16 national contracts leading to revenue growth of 18% over 12 months, totaling $200M+
· Directed implementation, training and management of Manpower's new on-line procurement, tracking and reporting system UltraSource including regional account support team of five RM’s nationwide 
· Grew IBM and GECITS contract accounts by 200% over three years utilizing a customized operations support strategy 
· Negotiated and closed three additional national accounts through the RFP/RFI process totaling $27MM annual sales through RCP Account Management principals

United States Navy Submarine Service  						Aug 1986 - Mar 1992
Nuclear Engineering Systems Manager
· Coordinated all preventative maintenance items performed by entire Nuclear Engineering Department of this ballistic missile submarine
· Established priorities, assigned resources and documented all material efforts in ship’s material history records
· Received Admiral’s Letter of Commendation for showing exceptional operational management skill in coordinating repair of ship’s systems during submarine deterrent patrol
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B.S. Marketing Statistics - Cum Laude 		University of Connecticut                                    1992-‘96
(Urban Economics minor) 

United States Navy Submarine Service		USS Kamehameha 			         1986-‘92
(Nuclear Engineering Plant Operations)

Professional Learning:
· GE – New Manager Development Course, Crotonville Leadership Program 
· GE - Building Essential Leadership Skills (’08) and Principles of Project Management (’07)
· SAMA - "Initiating a Strategic Account Management Program" 
· RCP Strategic Account Management and The Oz Principal
· Six Sigma Vendor Black Belt 
