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Senior Management Executive, Operations / Field Services
 (Energy | Power Generation | Oil & Gas | Gas & Steam | Wind)
Define vision, develop roadmap, and implement blueprint for success to build world-class, process-driven, quality-focused teams and organizations that consistently and repeatedly over-achieve key financial and performance goals.

Outstanding depth and breadth of diversified experience. Motivational, people-centric, strategic, and action-oriented.

Strategically manage P&L up to $200M and strengthen performance of U.S./internationally dispersed teams, hundreds strong, in companies up through Fortune 50. Outside-the-box thinker, capitalizing on organizational strengths for greater productivity and efficiency. Quickly sift through the “noise,” analyze key factors, gain insight into most complex situations, and execute solutions. Instill best practices and propel continuous improvement to identify and systematically tackle bottlenecks and problems.
	Ascended quickly through the ranks at GE, earning recognition as “Top Talent” given P&L charge of the company’s largest region with $6B billion in assets. Excelled at the GM level in another international company then went on to lead the U.S. expansion of a multibillion-dollar German company, building 2 profitable organizations from the ground up. 


	· Achieve benchmark-setting gross margins and revenue growth 
· Apply operational start up and turnaround expertise  
· Identify and capitalize on growth opportunities

· Enhance efficiency and achieve flawless safety  
	· Strengthen team performance and capabilities
· Drive customer satisfaction and account expansion

· Streamline and fine-tune processes
· Lived in or traveled to 25 countries on all 7 continents


Professional Highlights

FieldCore a GE Company (2016 – Present)  
 Houston, TX 
Built from the field up with talent, expertise and best practices from both Granite Services and GE’s Power Services. 
SERVICE Director – North America
Spearhead services operations of this GE-owned service arm, driving 3 segments within power-generation industry leading a team of 5 direct reports (Service Managers)/5 dotted line (Resource Managers), and 125 personnel with a combined budget of $40M.   
	SNAPSHOT: Drove YOY 11% margin improvement across combined segments with 14% projected growth in O&G segment. 


SELECTED RESULTS:
· Decreased COQ by 89% YOY while driving a Customer Sentiment score 38% higher then company average. 
· Led segments to ZERO Safety Rrecordable’s.
Hydratight (2014 – Mar 2015)
Deer Park, TX
World-class bolted-joint solutions and machining services to power generation, oil and gas, industrial, and aero industries. Subsidiary of Actuant; $1.4B company.

NORTH, CENTRAL, AND SOUTH AMERICAN OPERATIONS LEADER 
Held full P&L responsibility, managed $60M international region spanning North, Central and South America, overseeing field service and rental equipment. Led 7 direct reports 180+ indirect across Brazil, Trinidad, and 9 U.S., within matrix environment. 
	SNAPSHOT: Took the helm of a troubled organization struggling with poor margins, weak controls, and low morale. Piloted immediate action to rectify problems, spearheading development of 10 systematic initiatives and implementation teams. In the first 6 months alone, initiated crucial restructuring, streamlined and right-sized 2 organizations, launched 3 major Lean projects, and reversed downward sliding gross profits.


SELECTED RESULTS:
· Streamlined and right-sized 2 bloated organizations as a starting point to propel single-digit profit margins in field service to reach expected 30-35% levels.

· Developed plan to halt and reverse the erosion of margins due to improper billing practices.
· Devised plan to save anticipated 6-figures annually on travel costs by shifting from 100% remote training to 80% localized employee training.
Nordex USA (2008 – 2013)
Chicago, IL
$1.5B wind-turbine manufacturer based in Germany.

VICE PRESIDENT OF PROJECT MANAGEMENT AND SERVICES
Recruited to lead U.S. expansion for this large European manufacturer. Held $200M P&L responsibility and built 7-person leadership team, expertly overseeing areas of accountability: projects and services, along with safety, commercial/contracts, business development, and finances. Reported directly to CEO and interfaced regularly with board of directors.
SNAPSHOT: Spearheaded development, launch, and growth of highly profitable U.S. services operation from ground up for multibillion-dollar international wind-turbine manufacturer. Continued expansion with creation of project management department, then merged the 2, growing from 0 to 100 employees. Established excellent service-quality reputation with customers and key consultants.
SELECTED RESULTS:
· Produced profitability from first U.S. project delivered and completed company’s largest project globally – a $200M initiative at 19.4% margin.

· For 4+ consecutive years, consistently…

· led completion of all projects ahead of schedule and at/under budget;
· surpassed projected margins through improved processes, metrics, and resource utilization;
· exceeded contractual requirement for 96% availability 100% of the time (receiving many bonus payments).
· Built vital, growing organization that continually exceeded all performance parameters, such as in 2012:
	Project Sales (4 projects)
	Project Margins
	EBIT
	Service Revenue 

	$255M (81 WTGs installed)
	18.5% YOY increase
	9.27% (surpassing 7.82% target)
	85% YOY increase


· Led entire company worldwide with 98.4% availability, 21% increase in service margins, 36% lower service costs than other Nordex businesses, and company’s lowest loss-time incident rate.
Wood Group HIT (2007 – 2008) 
Houston, TX
International energy services company with operations in 50 countries and $7 billion sales. 

BUSINESS MANAGER (GENERAL MANAGER)
Managed P&L for $40M in renewable service contracts; reported to division president. Directed 4 department managers, 32 employees, and 225 contract workers.

SNAPSHOT: Personally recruited to lead the charge to turn around losses, drive growth, and establish organization and process control for this start-up division. Standardized processes and metrics, revived performance, and launched new business line and wind division that—in 1st year alone—added $1M revenue and grew to 18-person team. 
SELECTED RESULTS:
· Grew revenue 30+% to $60M in just 18 months.
· Brought order and standardization to chaotic organization; developed processes, analytical tools, KPIs, and reporting.

· Recruited, hired, and mentored new CFO; collaborated on identifying top revenue generating and cost-saving opportunities. 

· Visionary and key strategist behind business planning for new renewable energy services offering that evolved into development and launch of new renewable energy services division.
General Electric (1993 – 2007) 
Multiple locations in TX, GA, OH, NY, and IL
Promoted through fast-track leadership and management roles with this Fortune 50 company.

REGIONAL MANAGER, WIND PARTS AND MAINTENANCE (2006 – 2007)
Directed 180+ personnel in executing operations, maintenance, and warranty activities supporting 20+ service contracts generating $60+M annually. Maintained full P&L responsibility for region with $6+B in assets. 
SNAPSHOT: Handpicked to manage GE’s largest wind region comprised of 2,400+ wind turbines across 22 sites from Texas to California. Assumed expanded accountability when selected by GM from 3 peers to serve as acting pole manager with charge for all Americas, leading 300+ personnel and managing 4,000 wind turbines and $120M in O&M contracts.
REGIONAL MANAGER, WIND PARTS AND MAINTENANCE continued…
SELECTED RESULTS:
· Developed and successfully implemented business plan for Texas-based service center to support 1,000 turbines while driving down costs, lowering inventory, and increasing profits.
CUSTOMER QUALITY MANAGER (2004 – 2006)
Assessed customer needs, secured executive buy-in, and led cross-functional teams in project implementations that resolved quality issues across sales, supply chain, and service functions. Generated executive-level reports on customer issues/KPIs and reported to executive board. Mentored internal and customer employees in Six Sigma projects, processes, and tools. Built solid relationships and consensus between internal and customer executives through leveraged diplomacy.

SNAPSHOT: Identified as “top talent” and selected for highly sought after role considered as a top-10 position at GE: one of 23 worldwide Six Sigma quality experts embedded in strategic key customer headquarters. Liaisoned with customer and internal C-suite decision-makers. Challenged daily with driving quality and optimizing satisfaction of strategic customers.  
SELECTED RESULTS:
· Increased El Paso Energy site availability/reliability (85% to 98%), achieved $250,000 in savings, and reduced liquidated damage payouts 20%.

· Enhanced customer satisfaction at Reliant Energy; turned around behind-schedule gas turbine project. 
· Promoted business growth by forging strong customer relationships, implementing best practices at customer sites, and delivering operational improvements that boosted performance and satisfaction.
SERVICE MANAGER, GLOBAL INSTALLATION AND FIELD ENGINEERING SERVICES (2001 – 2004)
Led sales, installation, maintenance, and customer service operations generating $16.5M annually; supported 10 major gas/steam turbine customers. Managed 10 field engineers and oversaw teams of 100+ union and non-unionized personnel. 
SNAPSHOT: Analyzed KPIs to identify and implement process improvements and best practices that optimized productivity and quality. Led team to achieve #1 for regional sales volume in first year with 31% profitability compared to company’s 22% average. Sponsored all team members to earn Six Sigma Green Belt certification.
SELECTED RESULTS:
· Negotiated competitive $6.7M steam turbine outage with Tennessee Valley Authority; won GE’s first steam turbine business with TVA in many years. Grew contract to $7.5M with 36% profitability (vs. 28% projected). 

· Achieved zero reportable accidents/all work sites by instituting strong safety culture through training/auditing.
Earlier positions included multiple promotions with GE, quickly advancing from entry-level technical/controls engineering to project-portfolio management and leadership roles, working both within U.S. and internationally. Previously served as NCO/Staff Sergeant/Radar Shop Manager, U.S. Air Force and Petty Officer/Electronics Shop Manager, U.S. Coast Guard.
Education

Master of Business Administration (MBA) – Technology Management focus – 2003 ( University of Phoenix

Bachelor of Applied Science (BAS) – Business Management and Economics, 1999 ( State University of New York

Executive Development Program, Nordex / Babson College, 2010 & 2011 ( Leadership Development Program, Wood Group, 2007 ( General Electric Leadership Development Program, 2002 ( Six Sigma Black Belt Qualified
Presentation: Speaker, American Wind Energy Association, 2010 and Optimizing Wind Conference, 2010

Technical skills: Expert knowledge of DLN technology and gas/steam turbines and control systems; familiar with PLC and ERP systems such as SAP and Oracle; proficient with MS Office and Visio.
Exceeded all key financial goals


Revenue: 25% higher than target


Margins: $2M higher than target


EBITA: 10% higher than target
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