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	4712 Outer Bank Drive

Norcross, GA 30092

USA
	Home: 770 446-6837

Office: 404 556-3911

 Dan@crmpublications.com

	Management Consultant Role


Results oriented senior consultant with industry experience in product development, professional services, payment systems, and manufacturing/operations.  Highly effective in maximizing returns in the services portfolio by aligning development, operations and marketing resources with customers and market trends.  Demonstrated success in leading organizations and projects through: 1) strong ability to communicate a sense of urgency, 2) effective organizational and marketplace assessment and decision-making, 3) balanced approach to building consensus and driving for closure and 4) strong execution skills by developing systemic plans and a focused course of action.

Representative Accomplishments
	· Product line profitability – 20% increase on $140M software revenue base from packaging and positioning
	· Executive in fast growth, Inc 100 company (#4) , lead role in R&D, manufacturing, IT and procurement

	· Resolved issues with $300M payment systems impacting over 1,200 retail outlets
	· Point of sale requirements and vendor analysis for two major QSR companies

	· Managed lighthouse accounts – new systems management tool, first sale in F200 account
	· Managed healthcare related engagements for materials and procurement for hospitals & industry associations

	· Reorganized remote engineering/operations group, (150+ staff) delivered key projects on schedule, expanded India development responsibilities
	· Vendor selection strategy – managed requirements and selection process for major cable operator and #2 QSR company ($20M to $100M buy)


Professional Experience

CRM Management Group, Inc.
   2001 - 

Principal – Management consulting engagements in business development, organizational change, vendor selection, project management,  requirements planning and visioning and product & corporate positioning. 
       Engagements:  Wendy's/Arby’s Group, Emageon, Inc., Netuitive, Inc., Chick-fil-A, Morris Communications, Church’s Chicken, , Experient Group, Inc. 

Key results:

· Prepared a business/functional requirements plan and vendor selection evaluation for a new point-of-sale system (POS) at two major QSR companies
· Lead efforts for identifying key requirements and vendor evaluation criteria for gift card processing, credit payment systems, restaurant back office functionality, enterprise level management and point of sale hardware and software
· Lead efforts to get priority product deliverables completed, including integration of new image archive system into an existing product line.  Development environment with both Java and .NET applications, as well as considerable legacy systems 
· Managed  expense reductions (150+engineering, 100+ operations) to be in line with corporate revenue projections
· Managed key business prospects examining new systems monitoring technology (e.g. Shering-Plough, Merrill Lynch, Southern Company)
· Developed metrics for monitoring success of credit and gift card programs, examined options for moving to a customer loyalty program
· Sarbanes Oxley 404 compliance work for general computing controls
Antec Corporation’s Electronic System Products (ESP) Division, Duluth, GA
1994 - 2001

Vice President Business Development                                                                           Antec is now Arris Group, Inc.
Company focus: Product development professional services for the cable, consumer electronics and telecommunications industries.  Annual fees exceeded $14 million with over 100 full time professionals.
Contribution: Managed the largest client with over 150 staff involved in hardware and software development of an interactive television system.  Later took responsibility for all business development; key wins included Thomson (RCA) and Broadband Access Systems.
Key results:

· Managed technical product development for an interactive television system development for a venture formed by TCI, Continental and Cox Communications. Found, closed, and oversaw fees representing 35% of total revenues

· Formulated retail launch plans for DOCSIS compliant cable modems for major cable operator
· Account management for a range of cable television related projects including video-on-demand, settop security, residential voice and data services, hardware cost reductions, and new circuit designs
Digital Communication Associates (DCA), Alpharetta, Georgia                      
1990 - 1994
President & General Manager;  Vice President, Product Development                       Attachmate acquired DCA 1995
Company focus: Leading supplier of emulation and communications products.  NYSE, $250 million annual revenues 

Contribution: Managed two business units, full P&L responsibility.  After a reorganization, assumed responsibility for product development and product management, overseeing a total staff of 250+ in four locations across the USA.

 Key results:

· Restructured software products into new product lines to create a $25M revenue upside
· Introduced an all-new product line that generated revenue in excess of $50M after three years
· Performed due diligence for potential acquisitions, including two valued > $45M
Arthur Andersen & Co., Atlanta, GA  
1986 - 1990
Senior Manager 
Contribution: Consulting engagements in distribution, retail, healthcare, and technology companies, focusing on new business development and service delivery strategy.  
Key results:

· Led team to evaluate $200M+ accounts receivable portfolio, developed scenarios for collection challenges based on payment history
· First year fees in excess of $500K, growing to $1M in subsequent engagements.  Accomplished during a time when competing with Andersen Consulting in many of same accounts
· Turned around problem client situation (hospital purchasing) – delivered quantified savings after previous consulting team had been unsuccessful after several engagements
Hayes Microcomputer Products, Inc., Norcross, GA
1981 - 1986
Vice President Manufacturing & Engineering

Company focus: #4 on Inc. 100 fastest growing companies, revenues from $2M to $160M in 1986
Contribution: Final position VP Manufacturing and Engineering  
Key results:

· Managed engineering organization growth from 20 to 200+ engineers. Created new departments and functions as needed including configuration control, manufacturing engineering, QA and documentation
· Cut material costs by 47% on high volume products in a period of 10 months. Implemented just-in-time deliveries for components that required large amounts of space and were locally manufactured
· Implemented programs to improve the development process as the organization grew, including confidentiality protection, patent reviews, trade secret protection, product documentation, document retention, and manufacturing turnover procedures
Arthur Andersen & Co., Atlanta, GA

1978 - 1981
Education
THE GEORGIA INSTITUTE OF TECHNOLOGY

Master of Science in Industrial Management May 1978

THE WEST VIRGINIA UNIVERSITY

Bachelor of Science in Economics, March 1976
