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Profile

If you are looking for an executive that is extremely technical, bottom line oriented, personable that has strong understanding of finance, economics and and is business savvy, I am your person. I am a well-qualified executive who would be an excellent choice for a position with a company that has an exciting offering and aggressive growth objectives. Conceiving, developing and executing the strategies and initiatives that drive revenues, growth, competitive market positioning, profits and shareholder value is what I do best! Throughout my career, in senior executive positions in diverse industries, I have earned a track record of success in managing complex business initiatives, and achieving exceptional rather than expected results.


I have the distinction of being an executive who possesses the experience, capabilities and judgment for taking a business to its next level of success or resolving the deficiencies that impede its ability to grow and prosper. I am a “doer” who is highly skilled and visualizing and executing a plan and doing whatever it takes to deliver. I am driven by challenge and undaunted by obstacles. I am accustomed to and effective in high-profile executive roles, making high-stakes decisions. My management style can be described as “hand-on” and decisive, yet flexible - I value and reward creative thinking, initiative, teamwork, commitment and performance. 

Summary of Business Experience

Business strategist 


2 years

SY, LLC Business Development

2010 to Pres

· CEO, CIO 



5 years

TMD Development


2005 to 2010
· CEO and CIO and


14 years
TASCware, Inc (Medical Software)
1992 to 2005
   Executive Chair Board of Directors

· President & Owner


5 years

D&B Fabrications


1999 to 2004
· IT Director, Software Engineer
5 years

GTE & AT&T   


1985 to 1987
· Software Engineer & Oracle DBA
4 years

BCF Data Center


1985 to 1987
Summary of Executive Experience

· Completed exit strategy - Developed & sold companies.(EBITDA's: 30M, 16.5M & 2.85M)
· Work with mid size companies on Business Realignment, Business Development, Cost Reduction, Private Investment Profiles and ROI, Capital Infusion, Strategic Growth, Mergers and Acquisitions. 

· Extensive knowledge and experience developing Business Models/Plans:
· Executive Summary / Positioning Statement / Vision / Market Research /5-Year Financial Projections & Analysis 
· Sales & Marketing Strategy / Management and Personnel Strategy and Description / Investment
· Revenue Models / Product Life Cycle / Raising Investment Capital / Exceeded Board expectations
· P&L, Asset & Liability, Cash, Strategic & Mission Critical, Budgeting, Sales & Marketing
· Core business competencies include:
· New product launch, sales management, channel development, revenue generating partnerships, 
· contract negotiations, sales programs, strategic product marketing and management, pricing strategies
· competitive positioning and acquisitions.
Summary of Technical Experience

UNIX, Windows, Kernel level networking interfaces, O/S & IOS Development, C, C++,J2EE, Java, HTML5, API, CSS, Device Drivers, Object Oriented Design, Socket level development, Process/Thread/ File system & memory management at the kernel level, Cloud Technologies, Java Cloud Analytics, Wireless Networking, TCP/IP, .Net, Logical & Theoretical Design, Oracle, MySql, Microsoft SQL, Life Cycle Development And More

Education

Norwich University(Military Academy)
Montpelier, VT

3.89 GPA
1981 - 1985

BS - Computer Science and Minor in Business Administration

	Technical Business Strategist
	SY, LLC 

Canton, GA
	2010 to Present



For the past two years, I have worked with mostly mid size techmology based companies to develope, coordinate and implement a plan that increased their bottom line, reduced costs, increased productivity, decreased workload and coordinated their sales and marketing initiatives. Introducing high tech leading edge technology that would work with their infrastructure and product lines was also a high priority.  Most importantly, I assisted in taking their company to the next level or in some cases put company in a postion for buyout or a merger.  


My philosophy (Sales & Marketing Campainge) was that if I was unsuccessful in providing these initiatives as discussed with my client in the forfront, then there was no fee. I evaluated over 19 companies where they thought they needed help. I accepted 5 contracts and had a 100% success rate. After the initial evaluaution or the remaining 14 companies,  we, as a team, decided that they they were on the correct path and only needed a recomendations, which I provided at no charge.

	CEO & Director of Development
	TMD Development

Cumming, GA
	2004 to 2010



I put together a team that had the proven entrepreneurial, management, development and construction experience and combined this with my experience allowing us to execute on our business plan. We adopted a business model where we were both the  developer  and the general contractor. We have successfully accomplished our goals through implementing the following methodologies:

· Developed Business to include:
· Designed, Developed & Implemented On Line Project Management package for government regulated commercial projects
· Project Size 100M+ / Bonding / Insurance Certification(State & Federal guidelines) / Project Life Cycle / RFP’s
· Detailed Architecture Plans / Sub Contractor Plans / Change Orders / Legal Contracts
· Developer & Subcontractor Project Schedules / Invoicing / Accounts Receivable / Accounts Payable
· Responsible for employee motivational programs, compensation packages and benefit packages
· Negotiated 100+ corporate contracts that met minimum client portfolio generating substantial repeat business
· Responsible for all P&L, Asset and Liability and Cash Flow
· Maintained 17% profit margin as expected per investment commitee
· Employeed just under 100 employees. 
Sold the company and remained on as consultant during transitional period. 
	Owner and President
	D&B Fabrications - Alpharetta, GA
	1999 to 2004



Founded D&B commercial glass fabrication company in 1999 and offered store front solutions to Commercial Development projects. We installed glass, built metal frames, fabricated all materials related to commercial glass installation on projects up to 10 floors. The largest project was 1.9 Million and the smallest was 51 thousand and employeed 65 people.

· Annual Sales of 17.5M by 2002 with an 11% profit margin
· Established very strong B2B relationships with most developers in the Southeast
· Negotiated exclusive contracts with 30% of our clients
· Implemented stock option programs for key employees
Sold the company in 2004
	CEO & Chairman of Executive Committee
	Tascware, Inc

Alpharetta, GA
	1992 to 2005



I Founded TASC Operations Inc. in 1992, offering custom software solutions to the grocery, hospitality, retail, manufacturing, and industrial markets. 


We developed seamless communication and data protocol layers that would allow their new in store system to communication and transfer data to and from their host platform at corporate. Using a scope we captured communication data and determined the protocol and encryption algorithms used and developed new communication drivers that would allow their host platform to communicate with the in store system. We also developed software platforms that would enable companies to easily mobilize using wireless hand-held devices for a variety of markets


With our experience in engineering, development, theoretical and logistical design and project management, we had the knowledge to translate our wireless vision directly to customer and take this experience to new markets. Emerging into the medical arena where we developed an integrated Practice Management and Electronic Medical Records (EMR) Solution that significantly improved medical practice productivity. It integrated all the functions necessary to run a medical practice in an efficient, cost-effective and HIPAA-compliant manner.

· CEO, Medical Software Company. Started in 1992 with an annual revenue in excess of 350 Million by 2005.

·  Developed and executed business plan defined by the executive committee

·  Executive Summary / Positioning Statements / Mission / Vision / Market Research

·  5 Year Financial Projections & Analysis / Sales & Marketing Strategy / Management and Personnel Strategy

·  Core business competencies include 

· New product service launch, Sales Management, Channel Development, Revenue Generating Partnerships, 

· Contract Negotiations, Sales Programs, Strategic Product Parketing and Management, Pricing Strategies, 

· Competitive Positioning Acquisitions, Professional Services, Corporate Development and Staff Recruitment

·  Raised private investment capital using preferred and non-preferred stock and stock options.

·  Negotiated partnerships with AT&T,  Dell, GHN,  Oracle, Ricoh, Symbol, Telxon, NCR, Pitney Bowes, Monarch....

·  Responsible for sales, project management, IT and Financial departments.

·  Responsible for Cost Regulation, Budgeting, Forecasting, S&M Financial Plans, Assets, P&L, Business and Marketing Plans.

· Formed an executive committee which consisted of investors, Top CEO’s & CFO’s of other very successful companies.

Elected as Executive Chair by the board of directors

EBITDA 30M - Sold the company in 2005
	Director of Development

Communications Developer

Application & DB Developer
	GTE

AT&T

Burlington Coat Data Center
	Atlanta, GA

Atlanta, GA

Lebanon, NH
	1989 to 1992

1987 to 1989

1985 to 1987


	Expert Technical Skill Set

	· Unix, Linux, Windows
· Kernel level networking interfaces
· O/S Development
· Communications
· C, C++,J2EE, Java, HTML5, API, CSS, J.Net, Telcom
· IOS App Development
· Device Drivers, NDIS
· Data Structures
· Object-Oriented Design
· 
	· Security encryption
· Socket level development
· Process/Thread/ File system & memory management at the kernel level
· Web Services,
· Troubleshoot App & Database problems
· Cloud Technologies
· SIGINT, JEE
	· Java Cloud Analytics
· Hadoop’s Framework
· Wireless Networking, TCP/IP, .Net, TDOA, GPS, JSP, Struts
· Digital signal communications, Cellular Networking, Air Interface
· Logical & Theoretical Design
· Business Requirements
	· Excel, Word, Microsoft Project, PowerPoint
· Problem solving & Troubleshooting skills
· RDBMS - Oracle, MySql, Microsoft SQL
· Replication in SQL
· MS SQL Server Development
· Life Cycle Development
And More


Education
Norwich University - Military Academy - Montpelier, VT 
1981 - 1985

BS Computer Science and Minor in Business Administration
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