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Global Business Development & Technology Executive
	Growth
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Emerging Markets
Corporate Strategy

General Management

Marketing 

Channels
Sales
	· Initiate game-changing strategies for major growth or business turnaround in global markets.

· Create double-digit revenue growth, despite volatile conditions or unlikely marketplaces.

· Passionate expert in digital access as a pathway to both corporate profit and world progress. 

· Architect/leader of Intel's groundbreaking "World Ahead" strategy/execution for emerging markets.

· Extensive experience working/living in China and growing markets in India, Brazil, Russia, and 41 other countries.

· Engage highest levels of government and industry in multiple developing countries. 

· Presented at World Economic Forum, World Congress of IT, and other leadership gatherings. 

· Gave countless interviews as Intel spokesperson and expert in channels and emerging markets.


International Business & Technology Experience 
INTEL 
1995 to 2008
Beijing/Shanghai, PRC; Santa Clara/Folsom, CA; Swindon, England; Portland, OR  

	Executive Highlights
	Led international teams to deliver millions of dollars in revenue by discovering untapped markets, radically expanding brand and global presence, building enduring partner relationships, and deeply connecting the company to the customer.
· Pioneered new $75M revenue business group in China, expanding operations to six countries.
· Turned around Intel’s falling market-share in China's Internet Café market, doubling to 60%/$80M.
· Drove expansion into emerging markets to revitalize Intel’s lagging revenues during “dot-bomb” recession. 
· Increased channel share of Intel's desktop revenue from ~25% to 40%.
· Created consortiums/alliances to facilitate digital access/revenue growth in emerging markets. 
· Strategized/executed billion-dollar "World Ahead" program, launched in multiple emerging markets.
"This was Intel at its finest … simply fabulous efforts."  
Paul Otellini, Intel CEO, on leadership/execution of Intel’s World Ahead launch.


MANAGING DIRECTOR, Strategic Business Development, Beijing, PRC  (2006  to 2008)

Recruited by Intel China VP/GM to restore Intel’s market-share position in Internet Cafés, one of China’s largest defined computer segments.  (Share had plummeted from ~70% to ~30% over three years.)  

	
	· Delivered $80M in incremental revenue and doubled market-share to 60% within one year, by rapidly developing turnaround strategy and leading team of 10 functional managers and 150 sales staff.
· Drove positioning, pricing, and co-marketing strategies to expand market coverage, while leveraging partner alliances to achieve 4X increase in sales coverage.
· Charged by GM to set up semi-governmental consortium to influence the PRC ’s energy policies.

· Steered startup of the China Electronics Energy Savings Council, a consortium of top government, industry, and academia, focusing on energy savings policies for high-tech products.  

· Built alliances with iCafé industry associations, government entities, and franchisers to align policies.


GENERAL MANAGER, Emerging Markets Platforms Group (EMPG), Shanghai, PRC (2005 to 2006)
Started a new business venture in China to build/sell computer products designed for the unique challenges of developing nations.  

	
	· Delivered >500,000 PC sales in 2006, with expected annual doubling/tripling of growth.

· Grew revenue to >$75M for 2006 with business plan to reach $500M by 2010.

· Established HQ in Shanghai and four design centers in China, India, Africa, and South America. 

· Directly managed 150+ employees in marketing, engineering, and product design, and drove >100 matrixed sales teams across 15 countries.
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EXECUTIVE SPONSOR, World Ahead Program, Shanghai, PRC & Santa Clara, CA (2005 to 2006)
Strategized and drove Intel's groundbreaking "World Ahead" program designed to spotlight Intel's effort to "cross the digital divide" and expand technology's reach to vastly underserved populations—creating connected communities and a market for PCs with Intel chips.

	
	· Built strategic plan for historic $1B World Ahead program that reinvigorated Intel’s thought leadership and propelled Intel to reorganize sales force based on World Ahead's success.

· Launched in 15 countries. Formed partnerships with local/global PC and software vendors, NGOs, mobile and telecommunication companies, and financial institutions.

· Met with cabinet-level ministers of education and information technology to establish plans and funding for programs to help local economies and concurrently create Intel chip markets. 

· Drove PC training program expansion to 10M teachers and donation of 100,000 PCs to schools by 2010.

· Drove a $30M program with the PRC government to bring PCs to 800 million rural villagers.

· Won $12M deal for 400,000 PCs in Mexico.

· Launched Computers for All Nigerians with Nigerian President Obasanjo.


CHIEF OF STAFF TO VP OF SALES/MARKETING, Santa Clara, CA (2003 to 2005)

Advisor and key executive to senior VP (one of top 15 at Intel). Aided in managing operations for $35B business/5,000-person sales and marketing team. Drove strategy, planning, and operations for VP-level staff.

	
	· Drove corporate-level strategic projects, including business plans to reach $50B in revenue in 5 years and expand Intel's global operations.

· Drafted, prepared, and approved VP's internal/public communications, including keynote speeches, internal senior executive presentations, written articles, and press interviews.

· Exposed to the inner workings of the CEO office and entire sales and marketing organization.

· Competitively chosen for position (Intel's leading executive development program).


DIRECTOR OF MARKETING, Reseller Products Group, Folsom, CA  (2000 to 2003)
Managed $4B channel marketing business and worldwide staff of ~100 regional marketing personnel.  

	
	· Grew channel sales from ~25% to 40% of Intel’s desktop PC revenue, despite stagnant industry. 
· Tripled Intel-affiliated system builders from 40,000 to 120,000. 

· Delivered 4X increase (150 to 600) in emerging market cities with an Intel "presence."

· Spiked Intel’s developing countries’ market-share from mid-60s to high 70s. 
· Drove strategic effort that saved and then tripled marketing budget, despite company-wide budget cuts.


MARKETING MANAGER, Worldwide Server Channels (RPG), Portland, OR & Santa Clara, CA (1995 to 2000)
	
	· Led worldwide marketing campaigns and programs to grow server channel business.

· Drove 10X growth in Intel’s server channel business worldwide from 1997 to 2000. 


Early Career Experience

	DAVID CORPORATION, San Francisco, CA, 1992 to 1994
Assignments in Quality Assurance, Product Management, and Information Systems (for software company).

FREEMAN & MILLS, INC., Los Angeles, CA, 1989 to 1992
Senior analyst, providing management consulting services to corporate management and law firms.  


Education
	UNIVERSITY OF CALIFORNIA, Berkeley, CA/Walter A. Haas School of Business
MBA, 1996 - Marketing and High Technology; Partners for Entrepreneurial Leadership

	POMONA COLLEGE, Claremont, CA

BA, 1989 – Economics


