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PROFESSIONAL SUMMARY

Information Systems Executive with proven professional, technical, financial management and problem-solving skills directing IT strategic planning, systems architecture design and business application development in both established and start-up telecom business environments. Hands-on leader who excels at building, developing and leading high-performing technology teams; transforming underperforming information systems and processes; and aligning technology initiatives with business goals.  Scope of experience includes leading cross-functional project teams of 30+ staff and contractors; participating in merger and acquisition activities; and developing strategies for outsourced and hosted applications development and IT operations.  Active Secret Level Security Clearance.
KNOWLEDGE & STRENGTHS
program & staff management   (   vendor negotiation & budget management   (  CRM / ERP system implementation   (   software-as-a-service & outsourcing strategies   (   business process design   (  enterprise application integration   (  merger / acquisition integration   (  government contractor & commercial business environments   (   business intelligence / executive reporting solutions
PROFESSIONAL EXPERIENCE
Intelsat - Washington, D.C.,  
1986 - 2009
Originally recruited to Intelsat  in 1986.   Intelsat transitioned from an inter-governmental organization to a private company in 2001 and created an independently operated business unit, Intelsat General Corporation in 2003.
Intelsat General Corporation (IGC) - Bethesda, Maryland

Leading provider of commercial satellite services to US government and NATO. Annual revenue over $350 million.

Director, Information Systems
2007 – 2009
Managed development, consolidation, conversion, and integration of business systems.  Provided leadership for project team members.  Directed and managed all phases of the software development life cycle related to new system development and functional enhancements to existing applications.

· Led Program Management Office and 25 member cross functional, matrixed team to upgrade enterprise systems.  Managed project budget of $3M.  Architecture included core Microsoft-based ERP system (Dynamics SL), a hosted CRM solution (Salesforce.com), and additional best of breed point solutions.  Project replaced legacy systems and achieved a 20% improvement in the sales to cash process.  Received ERP Program Team Leadership award.
· Negotiated and managed vendor contracts supporting system implementation and post-deployment support.  Managed vendor budgets and work assignments.  Developed issue tracking methodology to monitor and evaluate issue/enhancement requests and authorized vendor activity.  Effort significantly controlled costs and improved forecasting of project expenses.
· Led project to develop trouble-ticketing and call center functionality within existing CRM architecture to support acquisition of 24/7 Network Operations Center.  Managed project costs, vendor contracts, requirement documentation, training and post-deploy support.  System deployed on-time and under budget and resulted in seamless integration of NOC data and processes.

Director, Information Technology  
2003 – 2007
Responsible for the overall planning, organizing, and execution of all IT functions to meet customer requirements.  Managed network infrastructure, applications, Helpdesk and development of new technical solutions.

· Architected and implemented all IT operations and infrastructure for newly established US Government contracting business unit.  Oversaw IT budget, software development, service/support, regulatory (SOX) and security compliance within a rapidly growing business, managing infrastructure and support for a company growing from $90 million to over $350 million in six years.
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· Established scope, budget, and processes with management to ensure effective information delivery model.  Activity led to the exploration and introduction of scalable, cost-effective product platforms, web-based collaboration tools; the incorporation of web2.0 capabilities; and selection of hosted and on-premise solutions into the IGC product set.  Received Outstanding Employee Award.

· Directed corporate IT integration and development efforts for M&A activities.  Developed strategies, negotiated IT transitional services, lead integration team, and oversaw all IT and system development efforts.  Successfully met corporate objectives within budget on deals ranging from $300M to over $1B for the acquisition of both commercial and federal service providers.
· Championed  and managed corporate CRM system, Salesforce.com.  Designed and maintained all system security and functionality.  Implemented development methodology for rapid development and system design.  Conducted user training and adoption activities.  System standardized and streamlined sales, customer support and accounting process creating significant internal efficiencies.

· Led IT Sarbanes-Oxley (SOX) regulatory compliance activities and oversaw implementation of new Helpdesk Trouble-Ticketing system, passing audit in the first year and establishing a highly effective IT control environment.
Intelsat Ltd. - Washington, D.C.

Leading provider of fixed satellite services worldwide. Annual revenue over $2.2 billion

Senior Program Manager, Information Products & Strategies 
2001 – 2003
Manager, Sales & Marketing 
1997 – 2001

Directed and managed newly created 12 member business systems group. Collaborated with IT, functional units and management to implement CRM and customer support systems which streamline internal processes and improve customer support capabilities.
· Responsible for development of new processes and system architecture to create eBusiness and CRM capabilities.  Aligned sales and business operations activities to improve global sales and service opportunities.  Introduced new capabilities supporting sales, back-office operations, invoicing, and marketing.

· Managed 30+ member matrixed team and delivered $12 million Siebel CRM program that accomplished major organizational transformation through automation of a global sales force supported launch of a new product line, and developed new corporate customer management and customer care capabilities.
· Led Sales and Marketing effort in a cross functional team to re-engineer business operations supporting Intelsat transition from an inter-governmental organization to a private Corporation. Established customer care objectives, customer segmentation strategy, and a model for targeted sales and service functions.  Received Intelsat CEO Award for Intelsat Privatization Efforts.
· Championed sales and marketing efforts to develop an enterprise architecture aligning customer-facing sales and invoicing functions.  Architecture included creation of a large document management repository allowing Intelsat owners and customers to review, search and collaborate on over 40 years of corporate documents through a secure, customized web portal searchable in multiple languages.  Received Intelsat Best Change Agent award.
· Pioneered concept and development of a new eBusiness portal providing real-time, secure access to commercial, operational and technical data for over 6,000 customers worldwide.  Developed application strategy, marketing plan and brand identity.  Product was groundbreaking in industry and resulted in significant customer satisfaction improvements and sales support savings.  Received two CIO Magazine awards for “Top Customer Care Sites,” and The Financial Times’  “Best e-Business Product” finalist.  Received Intelsat Outstanding Team Contribution award.
Various Sales, Marketing, Business Analysis, Business Intelligence & Customer Support Positions
 1986-1997

Education

BA, Journalism – American University School of Communications, Washington, DC
PMP Certification – currently in progress; anticipated completion - 4Q09
