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RESUME ADDENDUM      CRITICAL LEADERSHIP INITIATIVES 
 
Instrumental in start-up’s rise to become “The ISDN Company.” 
As Product Manager, GPC Communications Inc., challenged to deploy pioneering ISDN product set into a market limited 
with ISDN switch capability, an initiative critical to start-up’s funding. To create market demand, convinced GPC’ 
executive management to create a simulator product sold to companies wishing to gain ISDN experience.   
 

Results Simulators generated 50% of firm’s revenue for first 18 months and opened opportunities with Apple, IBM, and 
others. These and further sales of related products helped GPC become known as “The ISDN company” 

 

Strengths “I see where the true opportunities lie, both at present and in the future. With this information I make 
subtle course corrections that have a great impact on the bottom line.” 

 
Repositioned non-competitive line and developed $40 million+ revenue stream 
As Senior Product Line Manager, Intel, charged with maintaining revenue and positioning division for future growth despite 
declining revenue, fading product set, and demoralized team. Repositioned product line / set and focused on new niche.   
 

Results Repositioning resonated with customers, the press, consultants, resellers, and Intel systems sales force. 
New product set exceeded two-thirds of division’s $62 million goal. Teams rallied and gained momentum. 
Several concepts went on to be successful in other divisions. 

 

Strengths “I evaluate the market, competitive environment, and company / product positioning to optimize current 
and future opportunities. I work across disciplines, garnering buy-in and building excitement.” 

 
Refocused firm in profitable direction 
As Vice President, GRAVES, challenged to refocus company’s drift towards becoming a value added market research 
organization, a less profitable business. Pioneered workshop methodology based on historical data and team expertise. 
Took cross-functional teams through structured planning methodology that leveraged skills, data, and industry expertise.  
 

Results Workshops led to more management oriented consulting, flipping practice areas from 90% value added MR 
to over 50% consulting and allowing GRAVES to compete profitably in an area that could tolerate higher fee 
rates. Allowed utilization of the firm’s best consultants, increased satisfaction, and decreased turnover. 

 

Strengths “I drive an organization forward through action, creating new products and services, building skills, 
generating momentum, and selling value add that increases perceived value of products and services.” 

 
Directly responsible for 70% of clients and 50% of revenue year on year. 
As President and Managing Director, PAL Associates, Inc., challenged to build new consulting and research practice. 
Leveraged client contacts to gain access to new decision-making areas. Created scenario analysis offering, enhanced 
planning workshop methodology, created a study of local communications resale to gain early revenue and open doors, 
and handled intensive cold calling. Focused on superior performance for branding and credibility. 
 

Results Secured three new client companies (now ten) within first year of operation, expanding within each 
company, effectively doubling clients. Gained a strong, branded reputation with 95% of clients agreeing 
to act as references. CAGR was 42% over first six years 

 

Strengths “My frankness and integrity are much appreciated by clients and allow me to develop a level of trust.”  
 
Secured largest contract in company’s history. 
As Product Manager, GPC Communications Inc., challenged to grow revenue and presence in a pre-ISDN market. 
Together with CEO, pursued and negotiated custom contract with Eastern Phone to make the GPC’ PC Terminal Adapter 
part of their offering. “Sold” product / GPC technical capabilities. Worked with engineering to design and cost out.  
 

Results $1.5 million contract was largest in company’s history and the largest ISDN customer premise equipment 
contract in the industry. Company gained further credibility with its investors, securing upfront 
commitments, and cash to continue corporate development. 

 

Strengths “I am a sales hit-man. I can be dropped into situations and add instant credibility through my 
professionalism and my command of the market, products, and technologies.” 

 


