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Start-ups    •   Fortune 500 Experience   •   Financial Services    •    Healthcare    •  International Experience
· Spearheaded the sales growth of two new outsourcing organizations and turned them into successful startups

· Achieved Inner Circle (a top sales producer) at Intersolv, Inc.

· Experience acquiring and growing major clients such as Morgan Stanley Discover, American Express, Providian Financial, Citibank, Marriott, US Air Force, University of Michigan Health System, University of Wisconsin Hospitals and Clinics as well as many others

Professional Experience
FirstRing, Inc., Sterling, VA  1999- Present (Acquired by ICICI OneSource, August 2003)

Vice President of Sales:
Report to the CEO with FirstRing, a Virginia headquartered, call center company with operations in Bangalore, India serving US consumers and businesses 

· Participated in start-up of FirstRing 

· Led sales effort and personally signed, oversaw implementation, and grew major clients such as American Express, Morgan Stanley Discover, and Providian Financial

· International travel to Bangalore for help with implementation effort and client relations

· Company has attained profitability with revenues over $12M annually
· As the senior executive in the US corporate headquarters, also oversaw legal/compliance issues as well as US banking relationships 
HealthScribe, Inc., Sterling, VA  1996- 1999

Director of Sales:
Reported to the Vice President of Sales of HealthScribe, a Virginia headquartered medical transcription company with operations in Bangalore, India

· Second salesperson hired by HealthScribe during start-up phase when revenues  were under $100,000 per month

· Top salesperson of sales team of 6. Responsible for over 50% of sales when left the company.

· Personally signed, oversaw implementation, and grew first major client (University of Michigan Health System)

· Signed and grew other major clients such as University of Wisconsin Hospital and Clinics, Eastern Maine Medical Center, United Health Services, as well as many others

· HealthScribe has revenues of $40 M currently

Intersolv, Inc., Rockville, MD 1995-1996

Sales Representative:
Reported to Vice President of Sales.  Telesales and some field work for sale of company’s Design and Analysis Tool along with consulting services

· #1 sales rep in group.  Achieved Inner Circle- award given to top producers in company

· Clients included Citibank, US Air Force, City of Calgary as well as many others

·  Interfaced with field sales, sales engineers and product managers for technically complex sales

ARSoftware. Landover, MD 1992-1995
Director of Sales:
Reported to the President & CEO of Applied Research Corporation, a government contractor doing scientific work.   Worked with CEO to start up AR Software, a reseller of commercial software

· Was responsible for positioning the company as a scientific software provider to utilize the expertise of the 150+ scientists working for the parent company

· Identified unique products in physics, chemistry, aerospace, and image processing for resale

· Clients included all the major National Labs as well major Fortune 500 companies

Education  

State University of New York at Buffalo (SUNY). BS, Psychology, Magna cum Laude

Hobbies

Yoga, bicycling, 

