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PROFILE
Results driven, detail-oriented professional possessing a comprehensive knowledge base across many areas of Information Technology with broad experience in the areas of Professional Services and IT management.  
 Accomplished:  Manager, Consultant, Program/Project /Practice Manager and Business Developer.

Holding an in-depth understanding of current and emerging technologies and their applications within the business environment.  Seasoned in leading people, projects, and teams as well as directly implementing and overseeing technology programs. 
EXPERIENCE

The administration of enterprise level projects & budgets at national and multinational clients across multiple industries and market sectors.  

· Experienced in developing and implementing successful technology solutions to business problems.

· Extensive experience in information systems consulting including the areas of: 
· Solution Development
· Enterprise Architecture
· Design and Implementation
· Security
· Telephony: Call Center, IVR, 911, Emergency Responder solutions 

· Enterprise Networking
· Directory Services
· Storage Networking
· Enterprise Messaging
· Collaborative Computing
·  eCommerce
· CRM
· Business Automation 

· Excellent interpersonal and communications skills. Team player.

· Proven ability to determine priorities, schedule work, and meet critical deadlines within budgetary guidelines.

· Strong written and verbal communication skills.

· Qualified in Systems Management and Support.
· Practiced presentation and demonstration expertise.

· Extensive background in developing SLA based support services.
· ITIL trained and certified
· PMP trained in various methodologies

· Hands on experience at hundreds of companies in excess of 500K seats worldwide.

· Consolidating
· Implementing
· Migrating and configuring business processes
· Data-centers
· Networks
· Infrastructure Messaging and Telephony systems 
· Business applications 
· Strong backgrounds in Business Development, Resource Supervision, Program, Project & Engagement Management. 

· Performs public speaking assignments at seminars, conferences, and educational events.

· Published 3 books in the McGraw-Hill “Answers” series 
Areas of Business Expertise

· Strategic and Operational Planning

· Decision Making and Problem Solving

· Quality and Performance Improvement

· Operations & Staff Management 

· Presentations, Negotiations and Proposals 

· Multi-client matrixed Engagement, Project & Program Management

· Development of Service Level Agreements

· Vendor Partnership and Relationship Management 
· Storage and Recovery, Business Continuance, Management of Local and Wide Area Networks, Data Center Management.

· Business Continuance, Disaster Recovery and Crisis Management  

· National & International Multi-site Architecture Design and Implementation

· White Papers and Position Statements

· Business Development & Pre-Sales Support

Professional Experience

 2009 - 2021
Verizon Professional Services
International - 
· Deliver Verizon solutions and services in Security Telephony, Call Center Networking architecture, SaaS
· Provide overall team leadership

· Manage budget and schedule for multiple projects

· Function as customer interface and single point of contact

· Understand project objectives and obtain technical solutions and resources as needed to achieve a successful engagement

· Perform as an individual contributor
At Verizon professional Service I was directly responsible for successfully leading project teams worldwide in implementing Vz’s suite of solutions within Security [Cybertrust], Telephony solutions, infrastructure [data center builds] for multiple business sectors – Federal/State Gvt. Large Enterprise, Healthcare, application customization [IVR] and Managed Services Leading project teams of 3 to 25 resources  

2001- 2009
Business Solutions Architects
Middleboro Ma.

Practice Principle 
· Provide consulting, solutions architecture, project management and sales support on a contracted basis

· Lead teams
· Manage budget and schedule for multiple projects

· Function as customer interface and single point of contact

· Understand project objectives and obtain technical solutions and resources as needed to achieve a successful engagement.
· Perform as an individual contributor. 
Assignments: 
Harvard University –Manager of Programs FAS Computer Services  
Position Responsibilities:

· Develop Programs Management Office for Harvard FAS.

· Identified & qualify new technology initiatives
· Define functional specifications
· Work closely with project resources to ensure that projects & initiatives progress in a timely manner.

· Built relationships with Harvard vendors and internal University customer

· Developed a strategic backup solution and successfully implemented it.

· Developed a High-Availability failover system for critical servers and systems and successfully implemented it.

· Developed an E-Mail initiative to replace existing messaging system. 

· Develop Storage strategy

· Maintain regular communication with technical resources .and departments.
· Identify strategic proposals and develop requirements 
· Communicated strategic initiatives to management for appropriate action.

· Performed Customer Relationship duties.

· Engagement/Project Management

· Gather data and develop rough order magnitude numbers for Project review committee
· Provided subject matter expertise on various services and technologies.
· Participated in strategic plan discussions
· Meet with internal clients to discuss solutions and proposals

· Manage Solutions, Deliverables and Project teams.

· Activities and Actions


While at Harvard I have added value to the Faculty Arts & Sciences Computer Services group core competency in the area of Project and program management, through the creation of policies and procedures, white papers, training and mentoring of technical staff. and establishing access to subject matter through internal and external vendor channels.  Harvard FASCS group has decided to move to a project management methodology to ensure the successful completion of initiatives in a disciplined and structured way.  I was instrumental in initiating and successfully concluding a number of projects based on my understanding of the underlying technical as well as business challenges facing Harvard.  Additionally I have created a focal group for Program and project management in order to build a greater foundation and improved capability in this area.   Working with the standards group I have instituted ITIL based asset and service initiatives and established a change management process for instituting and tracking new work and assets.  I have also been influential in uncovering cost savings through standardization of vendors and considering TCO and lifecycle within initiatives.  In addition to the PMO I am also the primary vendor contact for FAS and coordinate projects, purchases and consulting resources.  

IBM: Sr. Technical Solutions Manager and Architect for IBM’s Global Professional Services Migration Factory and On Demand Outsourcing Group. 
Position Responsibilities:

· Identified new opportunities

· Deal qualification and initial determination of opportunity size

· Helped close, qualified IBM sales opportunities resulting in a signed contract for IBM Outsourced Services and Migration Factory infrastructure services.

· Worked closely with Engagement Managers and other lead sources to ensure that prospects are handled in a timely manner.

· Built relationships and promotion of extended capabilities to IBM and external customer

· Maintained regular contact with assigned accounts and new prospects, and served as main IBM-AMS business contact.

· Identified proposal development requirements and communicated same to Management for appropriate action.

· Provided necessary customer project information supporting development Migration Factory cost  proposals for SCONs (Server Consolidations), Assessments and migration work related to sales opportunities.

· Enter opportunity details into CRM  or equivalent DB for accounts and prospects on a timely basis, including contact information.

· Performed Customer Relationship duties.
· Technical Sales Experience – assisted in complex sales, solution selling and technical sales support role, selling computer hardware, software or services at the enterprise level.

· Engagement/Project Management

· Performed presales technical discussions

· Gathered data and developed ROM and Solution numbers for IBM Migration Factory proposals around Migration, Consolidation, Data Center Adds, Moves and Changes and Disaster Recovery.
· Worked with sales and delivery team to develop SLA based contracted services and agreement metrics for service delivery.

· Provided subject matter expertise on various services including Microsoft enterprise architecture esp. Windows NT/200x AD, Exchange, SAN Storage and SQL, Linux, Netware and UNIX.

· Participated in strategy and sales meetings

· Met with clients to discuss solutions and proposals

· Managed Solutions, Deliverables and Project teams.

· Activities and Actions


While at IBM I have added value to the Migration Factory’s core competency in Server Consolidation and Migration through the creation of white papers, training and mentoring of technical staff and establishing access to subject matter through internal and external vendor channels.  I was instrumental in closing a number of deals based on my understanding of the underlying technical as well as business challenges facing the client.  I took part in developing SLA’s for service delivery and managed the implementation and transition of services both onsite and at remote IBM datacenter locations..  While working on a number of projects I discovered latencies in the schedule and deficiencies in the scope of work regarding implementation that, if left unchanged, would have led to delays and customer satisfaction issues.  Additionally I have created a focal group for Microsoft technology in order to build a greater foundation and improved capability in the delivery of MS based technologies as they apply to IBM engagements.   I was also influential in uncovering additional business through the use of workshops and interviews that exposed un-considered or unknown technologies, interdependencies and linkages.  These organizational and technological interdependencies exposed additional opportunities and led to an increase in revenue and utilization.  Most  assignments required a broad cross platform understanding of OS (AIX, Windows, Linux), DB (SQL/Oracle/Peoplesoft) , Applications (proprietary and off shelf CRM,ERP etc.) and management software (Openview/Tivolli).   
Previous Assignments: EMC -: Sr. Program Manager-Consultant  
· Performed Customer Relationship duties.

· Performed presales technical discussions

· Participated in strategy and sales meetings

· Perform Project and Program Management duties as assigned.

· Lead implementation teams & multiple client, vendor and partner groups to deliver comprehensive Storage based solutions utilizing ILM, Data Management, Fiber Channel, SCSI, and switched  SAN/NAS solutions on EMC CLARiiON, Symmetrix and Centera product lines as well as integrating cross platform equipment and establishing business continuance through multi site replication , comprehensive backup and snap imaging.

· Assist clients in developing and implementing business continuity and crisis and disaster restoration solutions. 

· Provide ad hoc assistance to EMC corporate officers with development of go to market strategy for worldwide Microsoft practices.  
· Facilitate in the development of strategies, solutions and delivery products for EMC Global Sales and Professional Services around EMC and Microsoft Products and Technologies, specifically Windows 2003 Server, Exchange 2003 and SQL Server.  
· Perform Pre-Sales support duties with EMC and Partners 

· Participated in strategy and sales meetings

· Gathered data and developed ROM and Solution numbers

· Attend and give input to sales and technical training workshops.  Attend group, client and sales meetings.

Activities and Actions
While at EMC I was responsible for improving execution of implementations through use of a solutions architecture approach to the engagement as part of the overall effort between the Sales dept. and Professional Services.  Prior to this hardware implementation was viewed as a simple setup exercise performed by Customer Service.   The Solutions Architecture methodology called for discovery and envisioning meetings with the customer and establishment of a “storage design” rather than just a spec sheet.  Customer reaction to this was positive and in many cases led to uplift in hardware and services not uncovered before taking the clients business objectives into consideration.  While in this capacity I also improved EMC’s competitive and technical competency by providing technical information on Microsoft Technology and HP storage on an as needed basis, to support pre-sales and data migration efforts

During this assignment I also added value to EMC Professional Services efforts by introducing concepts and methodologies for going to market with value add solutions.  Utilizing my knowledge and background in the Microsoft and storage spaces from the perspective of providing Professional Services and marketable service offerings and solutions geared toward their core proficiency in storage expertise, ILM and Continuity, using my background in both Professional Services and Microsoft products. I met with various teams including market competitive teams as well as EMC subsidiary companies and divisions to help build internal partnering across product lines.  I also met with Vendor Partners to establish cross-company solutions utilizing those partners established delivery of services around MS technologies with EMC value added solutions.  My expertise in professional services and understanding of how Microsoft technologies traverse storage technology helped in the development of business solutions and offerings that allow EMC to expand its Professional Services offerings from storage specific to encompass a greater range of services.     
1998-2001
Digital/Compaq/HP - Global Services Marlboro Ma.

Sr. Solutions Architect / Business Development Manager

· Responsible for project delivery, business development, pre/post-sales technical support, and sales forecast for New England and Upstate NY region as well as National and International projects.

· Perform Pre-Sales support duties with and for dedicated sales personnel at named accounts and other opportunities. 

· Negotiated high margin, long term, multi-phased multinational and regional technology implementations.

· Negotiated and delivered long term IT Management outsourcing contracts.

· Delivered successful technology solutions.  

· Developed and delivered enterprise level solutions utilizing MS Windows NT/200x, and Microsoft’s Backoffice -.Net suite software, CISCO, Storageworks and Proliant hardware products and associated added-value applications from vendor partners.

· Delivered enterprise class solutions for Messaging (MS Exchange), Active Directory, SAN/NAS storage and Disaster preparedness and recovery.

· Managed multiple projects as Program Manager Project Manager or Lead Architect at team and executive sponsor level. 

· Developed business relationships and drove opportunities by working closely with clients, sales principles and delivery personnel to win opportunities and take projects to successful conclusions.  

· Contributed to meeting or exceeding sales and productivity goals year over year. 

· Consistently attained quarterly and yearly management and technical bonuses.  

· Developed effective strategies to increased chargeability and profitability through the development of timely solutions and accurate management of resources and budgets.

· Authored proposals, contracts, white papers, project plans, schedules and service delivery documents. 

· Developed and managed Microsoft Partner relationship to grow MS based business regionally, nationally and worldwide.

· Manage partnerships with major vendors ( Microsoft , Citrix, VMWare, CISCO, Avaya, NetIQ, Veritas, Mission Critical, CA, BindView, FastLane etc.)

· Perform public speaking duties, and give sales or technical presentations as required.

Activities and Actions


While at Digital-Compaq I filled various roles that included pre-sales business development support, technical delivery, project, program practice and resource management and vendor relations.  As a result I was frequently involved in a project from opportunity development through completion.  I was influential in developing opportunities, expanding scope and uplifting revenue as well as adding value to the deals through the introduction of vendor partners.  As a Business Developer I met directly with clients at the c-level as well as with technology managers and staff, developed proposals and created solution services that turned opportunities into won deals and enhanced the line of service product offerings.  I was also directly tasked with delivery of solutions as lead technologist and was engaged directly in architecture design and planning.  I was presented achievement awards and bonuses numerous times for helping to meet or exceeding quarterly goals around deal closure, license sales and payment milestones.   As a vendor relationship manager I developed business relationships with hardware and software vendors and introduced their products into our professional services offerings.  In many cases we were able to present clients with a choice of competing and complementary products and help them determine the most appropriate solution through “bake offs” and black box implementations.  As a Program, Engagement or Project Manager I worked closely with customers both internal and external to successfully meet the overall goals of the engagement.  I was also involved with the creation of go to market services and the creation of the service delivery kits used by consultants and architects to deliver the actual products and services to the customer.  As a Sr. Architect and Manager I was deeply involved in mentoring team members and Jr. staff.  I helped develop a mentoring program to grow the core competencies and business acumen of professional services delivery personnel. On occasion I spoke at technical conferences and client presentations as well as authored white papers on various subjects. 
Military Service

US Air Force Active Duty 
Avionics engineer / information systems
US Army Reserve 

Avionics engineer / information systems 
Education/Training/Certifications
ITIL V3, PMP Preparation course VMWare Infrastructure cert , U.S.A.F Professional Military Education (NCO Academy), UMASS, Harvard University  Degree Cand
