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TECHNICAL SALES EXECUTIVE 

Experienced Technical Sales Executive capable of leading strategic business development efforts to grow a 

technical business.  Expertise in product lifecycle management including strategic market analysis, partnership 

alliances, competitive positioning, company spokesperson duties and working with the product development 

team to incorporate market-driven improvements to move products to the next level. 
 

 

 

 

SUMMARY 

 Top performer with consistently high marks in 16 years with Microsoft, Oracle and Shell. 

 Twelve years global consulting experience to over 130 large multinational firms. 

 Strong communication skills with the ability to translate complex technical concepts into business terms. 

 Proven sales quota attainment of 827% while moving my geography sales from lowest rank to number 2 

of 18 in one year. 

 Increased Database Server sales to over 300% of quota on $50M in revenue. 

 Managing and directing the efforts of a 5 member team including field sales, inside sales and system 

engineers. 

 Successful multi-product sales, delivering on 6 products under responsibility and 12 other indirect 

platform products. 

 Effective virtual teaming with Developers, Product Management, Consultants, System Architects, 

Account Executives, Partners and Marketing since I have been a member of each group except Marketing 

in previous roles. 

 Outstanding consulting, communication and client relation skills resulting in high client satisfaction 

results. 

 Large audience technology conference speaker on firm’s technologies, methodologies and best practices. 

 Coordinator of multi-city technology seminars with 500 participants. 

 Author of technology direction white papers and methodologies. 
 
 

 

PROFESSIONAL EXPERIENCE 
 

Microsoft Corporation   Los Angeles, Dallas, Miami  1998-Present 
Solution Specialist, Senior Technology Specialist & Business Intelligence Field Product Mgr. 

 Top 30% Technology and Solution Specialist for Unified Communications & Collaboration, XML 

Data Integration and Database/Business Intelligence technologies. 

 Highly successful Solution Sales Professional for national, regional and local accounts responsible for 

$6M to $50M in revenue from 7 different roles. 

 Closed multi-year account sales opportunities in excess of $1M at three accounts. 

 Created & conducted award-winning Telecommunication .Net Day nationwide training and knowledge 

dissemination program to 420 participants. 

 Developed and implemented regional Business Intelligence Jumpstart Program involving 40 partners 

and 5 ISV’s to 250 participants. 

 Co-created and conducted first ever BizTalk Training Academy course.  Instructor for students around 

the globe in first class.  Course materials now in use by subsequent instructors. 

 Product launch speaker at 1 global and 7 regional software release events. 

AREAS OF EXPERTISE 

 Strategic Business Planning  Key Partnership Alliances  Strategic Selling 

 Corporate Communications  International Business Experience  Business Development  

 Leadership / Motivating / Mentoring  New Market Penetration   Global Business 

 New Organization Establishment  Cross Team Coordination IT Systems / Structures 



 Developed 7 Consulting and Reseller training airlifts to over 100 partners 

 Developed Microsoft’s National Transportation Strategic Direction White Paper in 2002. Noted 

speaker at Transportation conferences. 

 Global knowledge base contributor with outstanding accomplishments including 2003 Top Performer, 

Outstanding Technology Specialist 2002 and Dolphin Award Recipient. 

 Invited guest trainer at HP’s Internal Fall 2006 West Region Development Conference.  Trained over 

100 HP employees (Consulting, Sales & Sales Engineers) on Microsoft hosted and non-hosted Unified 

Communications Solutions. 

 Developed Accenture staff training on Microsoft’s BizTalk server offering and presented to over 200 

participants at Accenture-internal conference. 

 Participated in field rotation programs with BizTalk Server, SQL Server and Commerce Server 

development teams adding to my knowledge base. 

 Strong presentation skills to groups from 2 to 1000, ranging from CxO level to technical staff. 
 

Oracle Corporation   Miami, New York, Dallas             1994-1998 
Principle Consultant, Senior Consultant and Consultant 

 Global consultant for 92 clients specializing in Oracle RDBMS performance tuning, symmetric 

replication, data warehousing, Enterprise Application Integration, parallel database design, high 

availability backup/recovery and new technology deployment. 

 Integrated Oracle’s RDBMS and Applications with GEMMS third party software product suite at 17 

global client sites. 

 Creator of OFA (Optimal Flexible Architecture) design document for Oracle Database & application 

installation on Windows systems. 

 Developed and implemented Windows NT Optimal Flexible Architecture design at 37 enterprise 

clients.  Published design for use globally by peers and clients. 

 Project Management for subcomponents of large engagements including managing a team of peers, 

contract staff and client employees. 

 Member of Oracle’s Consumer Packaged Goods Software Development Team in Redwood Shores, 

CA.  Co-developed integration code for Oracle ERP Financial suite with 3 vendor partner’s software 

products. 

 Created custom SQL code to automate the Oracle Snapshot and Symmetric Replication process for 3 

clients.  

 Extensive configuration experience with Oracle ERP suite at over 50 global firms.  

 High-level systems architecture design with multiple tiers, platforms, networks and software. 

 Speaker at Mercury Interactive’s 1998 Global User Conference to share database testing best practices. 
 

Shell Oil Company    New York, Dallas, Houston  1990-1994 
Senior Territory Sales Representative and Territory Representative 

 Corporate representative responsible for $17 million territory with $1.9 million in profit. 

 Increased sales by 12% over quota, outpacing industry average by 10 points. 

 Established nationwide associate distributor program, complete with implementation plans, market 

analysis, cost analysis, needs assessment and market examples. 
 
 

 

EDUCATION 

Bachelor of Science Degree, Civil Engineering     University of Alabama       1985-1989 
Minor Concentration: Speech Communications 
 

Masters of Business Administration Studies    Southern Methodist University       1992-1993 
One year completed of a three-year executive program 
 

Business Management Curriculum  University of California (UCLA)       2003-2006 
On-going studies in Leadership and Management 


