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PROFESSIONAL PROFILE
Results-driven enterprise sales executive with 37 years generating $100M+ across AI, Cloud, SaaS, IoT, Energy, and Data Centers. Recognized for resourceful problem-solving, analytical thinking, and clear executive communication that translate complex technology into measurable business outcomes for Fortune 100/500 and Federal/SLED customers. Adapts quickly to shifting markets, leads cross-functional virtual teams, and owns the sales cycle from pipeline build through executive close. Continuously learning and is fluent in AI-enabled selling tools, modern CRM/data platforms, and the methodologies (MEDDPICC, Challenger, Force Management) that drive disciplined, data-informed decisions.
CAREER PERFORMANCE SNAPSHOT
	5×
President's Club
	105–200%
Quota Attainment
	$100M+
Career Revenue
	$45M+
Pipeline in 9 Mos.
	12
Companies Built


CORE STRENGTHS & DIFFERENTIATORS
▸ Problem-Solving & Process Improvement: Built Federal go-to-market motion at Energy Exemplar from zero, designing outreach into FERC/DOE/NERC and closing $2M+ ARR in 10 months at 108% quota.
▸ Communication & Executive Presence: Translate complex AI, Cloud, and IoT platforms into board-level business cases — earned trusted-advisor status with C-suites at CBRE, IKEA, Huntington National Bank, and the Federal Reserve Board.
▸ Cross-Functional Collaboration & Adaptability: Built GSI co-sell motions with Accenture, Deloitte, Cognizant, Microsoft, and Wipro at Dell Boomi; delivered 160% of quota at Compuware during the 2008 recession; launched four net-new verticals (Legal, Utilities, Federal Energy, AI) ramping to quota in under a year each.
▸ Analytical Thinking, Tech Literacy & AI Readiness: Apply MEDDPICC and Force Management to qualify rigorously — generated $45M+ in 9 months at Carrier/Abound; hands-on seller of AI/ML, iPaaS, IoT Edge, and Cloud (AWS/Azure/GCP); active user of AI-enabled prospecting and CRM tooling.
▸ Initiative, Accountability & Follow-Through: 5× President's Club; 105–200% quota across 12 companies; scaled Dynamic Restoration to $8.8M (332% growth, back-to-back Inc. 500); consistently retained and grew Fortune 100/500 accounts.

	PROFESSIONAL EXPERIENCE
Enterprise Sales Rep │ Carrier Global – Abound AI Platform    2024 (BU Dissolved)
1. $45M+ net-new pipeline in 9 months — one of the fastest pipeline builds in division history; applied MEDDPICC and AI-enabled prospecting.
1. 100% MBO targets achieved in under 7 months across Healthcare, CRE, Data Centers & Retail
1. Trusted advisor to C-suite at CBRE, IKEA, Huntington National Bank & major health systems
Sr. Sales Executive – Federal & Fortune 100 Energy │ Energy Exemplar (Blackstone/Vista) 2024–2025
1. 108% of $1.2M quota in just 10 months; $2M+ net-new ARR closed.
1. Built Federal GTM from zero — secured FERC, NERC, DOE, USEA, NYISO & PJM executive engagement.
1. Forged alliances with Deloitte, Microsoft & EPE, opening new channel revenue streams.
Strategic Sales Executive │ Dell-Boomi (Francisco Partners/TPG) 2022–2024
1. 182% of $1.1M quota; $2M+ revenue in year one across Fortune 500 accounts
1. Closed multi-year SaaS deal in 6 months — CEO recognition for fastest high-value deal in region.
1. Built GSI co-sell motions with Accenture, Deloitte, Cognizant, Microsoft & Wipro
Sales Director │ Axway    2020–2022
1. 100% quota Y1; 108% ($1.35M) Y2 — selling API Management to HSBC, BNY Mellon, Comcast & Merck
Enterprise Software Sales Executive │ Software AG (acquired by IBM) 2018–2020
1. 130% Y1, 112% Y2 — launched net-new Utilities focused Business Unit from inception.
1. Closed landmark SaaS deal with NextEra Energy/FP&L; led Cumulocity IoT Edge platform sales.
Global Sales Executive – Hybrid Cloud │ IBM Corporation    2012–2016
1. 120% ($1.4M FY13) → 200% ($2.6M FY14) → 100% ($4.5M FY15) = $8.5M+ total revenue
1. President's Club & IBM Top Gun — ranked Top 4 of 200 middleware sellers nationwide.
1. Closed $1M+ deals with Federal Reserve Board, Commonwealth of PA, PPL Energy & Unisys
1. Selected enterprise-wide for Harvard Business School Extension — 1 of 2 reps chosen.
Commercial & Major Accounts Manager │ EMC Corporation    2011–2012
1. 105% of $2.5M quota Y1; 110% of $2.7M quota Y2 — promoted to Major Accounts/SLED
Earlier Career Highlights │ Compuware • Dynamic Restoration • Internap • CoStar    1997–2010
1. Compuware (2007–2010): 160% of FY08 quota during the recession; built $0→$4M+ pipeline launching the national Legal vertical; President's Club
1. Dynamic Restoration/USA (2004–2006): 332% revenue growth ($2M → $8.8M); back-to-back Inc. 500 (2005, 2006)
1. Internap (1999–2004) & CoStar (1997–1999): co-launched Internap's pre-IPO Philadelphia office; built 401 N. Broad data center; sold eBay, SAP, State of Delaware, 19 PA universities; helped take CoStar public
	CORE COMPETENCIES
▸ Enterprise Sales Leadership
▸ C-Suite Engagement
▸ Go-to-Market Strategy
▸ Revenue Growth & Quota Excellence
▸ Complex Deal Negotiation
▸ Pipeline Development
▸ AI & Digital Transformation
▸ Cloud / SaaS / IoT Platforms
▸ Federal / SLED / Healthcare
▸ Consultative & Challenger Sales
▸ Alliance & Channel Partnerships
▸ Fortune 100/500 Accounts
PLATFORMS & TECHNOLOGY
AI/ML • AWS • Azure • Google Cloud • API Management • iPaaS • SaaS • IoT Edge • Blockchain • ServiceNow • Splunk • SAP • IBM Middleware
EDUCATION & CREDENTIALS
BA History / Pre-Law • Widener University
Harvard Business School Extension
MEDDPICC • Challenger Sales • Sandler • Force Management / Command of the Message • IBM Top Gun • BANT • Solutions/Value Selling
INDUSTRIES SERVED
Energy & Utilities • Financial Services • Healthcare & Hospitals • Data Centers • Federal/SLED • CRE • Telecom • Retail • Media & Logistics



