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Qualifications for Technology Professional
Dynamic, results-driven MBA with a strong background providing first-rate technical, application, and pre-/post-sales support of high-tech products.  Effective team leader who has managed up to five personnel.  Offers proven abilities in service center and account management as well as developing and maintaining relationships with customers in the semiconductor, chemical, nanotechnology, defense and alternative energy industries.  Computer skills include Microsoft Windows, Word, Excel, PowerPoint, and Project.  Expertise encompasses:

	-  Marketing Analysis
	-  Technology Management
	-  Contract Manufacturing
	-Management Consulting

	-  Business Development
	-  Quality Control
	-  Account Management
	- Inventory Control


Academic and Professional Credentials

Master of Business Administration in Technology Management, University of Phoenix, 2005

Bachelor of Science in Chemical Engineering, University of Delaware, 1993

Electronics Technician Nuclear “A” School, Naval Nuclear Power School, United States Navy

Member, American Marketing Association (Former VP of Workshops Silicon Valley Chapter), Noncommissioned Officers Association, American Institute of Chemical Engineers, AICHE (Secretary of Northern California Chapter), Northern California Japan Society 
Professional Certified Marketer, American Marketing Association, 2007
Inbound Certified Marketing Professional, Inbound Marketing University, 2009

Key Accomplishments

· Led initial penetration of epoxy products related to hybrid automotive, lithium ion battery, aerospace and wind turbine blades into United States Market
· Managed sales in second half of 2006 in excess on $6M and $8M in 2007 while improving OTD over 20% during that time.
· Managed sales of $1.4M+ in 2004 and $1.1M in 2005, averaging monthly sales of $135K.

· Boosted on-time shipping from less than 50% to 90%.  Improved cycle count accuracy from 25% to 65%.

· Implemented new systems/procedures for online shipping, production order printing, and inventory data entry.  Established key performance indicators (KPI) to establish goals as well as track and monitor performance.

· Achieved an average order turnaround time of five days, outperforming the main factory average of over three weeks.  Achieved 90% same-day or next-day turnaround on critical accounts.

· Resolved an issue on a tool at UMC Japan, which not only prevented significant revenue loss, but also resulted in the purchase of over $5 million in additional equipment. 

· Ensured compliance with ISO certification requirements during two outside audits by functioning as the sole point of contact during the local implementation of an ISO quality program and associated operating processes/procedures.  Expanded staff and inventory levels to double production levels prior to a downturn in the economy.

· Awarded a Letter of Citation for spearheading improvements that substantially increased the quality and efficiency of a divisional preventive maintenance system. 
Career Track

Frost & Sullivan, Account Executive
2010
Worked with clients to develop innovative growth strategies around emerging and disruptive technologies via licensing, acquisition, joint venture, and partnerships. Effectively penetrated and managed an assigned group of industry accounts in Alternative Energy (Wind, Solar, and Wastewater) to create a strong client base. Applied critical thinking, creativity and effective business communication skills to identify critical client needs and formulate appropriate Frost & Sullivan solutions. These solutions include subscription for market research and consulting services. Exercised effective consultative sales strategies and closing techniques to successfully achieve individual sales and performance.
Nagase America, Sales/Marketing Manager
2008 to 2009
Built new business in the fields of Automotive, Heavy Electric, and Wind Turbine blades segments by searching new business seeds; by selecting and contacting potential suppliers/customers to determine their needs in consideration of the strategy of the Nagase Group; visiting them to make persuasive business discussion about our products and services; and by focusing on the activities required to close deals. Developed business relationships by cultivating relationships via telephone, e-mail, and in-person. Frequently requested updates on new developments, industry presentations and market reports.
Bentek, Account Manager
2006 to 2008
Responsible for establishing and attaining sales, margin contribution, monitoring inventory goals, and forecasts for each customer program, including new opportunities for assigned contract manufacturing accounts. Responsible for identifying and resolving conflicts and eliminating barriers that can threaten the customer relationship. Identifies and pursues additional manufacturing, development, testing, and prototyping opportunities from the assigned customer base.

Brooks Instruments, Manager – Technical Response Center
2003 to 2006
Managed local facilities and test apparatus to provide a safe working environment and cost-effective operation of the Fremont response center.  Oversees all aspects of local staffing to ensure effective, accurate inventory management and order processing to meet customer demands for rapid turnaround product availability.  Provides customers and local sales staff with product application support throughout the entire sales process.  

Novellus Systems/GaSonics International, Product Support Engineer/ Technical Support Engineer ………2000 to 2003

(GaSonics International was acquired by Novellus Systems in January 2001)

Responded to hotline, written, and Internet-based inquiries from customers regarding company products.  Troubleshot nonfunctioning electro/mechanical equipment and software applications to identify problem areas; recommended corrective action.  Participated in the installation of a tool to enable software engineers to test a critical software upgrade.

Provided technical support to field engineers, customers, and others involved in the troubleshooting and repair of semiconductor manufacturing equipment.  Served as an internal quality system auditor, assisting in companywide preparation for ISO 9000 certification.

United States Navy, Nuclear Reactor Operator / Electronics Technician
1996 to 2000

Performed and supervised the repair, alignment, calibration, and troubleshooting on all systems vital to the operation and safety of a nuclear reactor onboard the USS Topeka.  Played a key role in the successful completion of an occupational reactor safety examination.  Received two Letters of Citation for outstanding performance of duty during two western Pacific deployments.
