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PROFILE

· College and university level instructor teaching sales and marketing, and information technology courses in classroom, hybrid, and online settings at Northeastern University, Endicott College, Cambridge College, Bunker Hill Community College, and Year Up. Experienced developer and instructor of customized sales and marketing training for companies and organizations.  
· Accomplished LMS implementer for higher education.
· Skilled client relationship manager with proven ability to open doors and create new business opportunities to expand market presence and share in companies ranging from start ups to Fortune 500. 

· Consultant to small and medium sized start-up companies for the development of their strategic sales and marketing programs for business development, cash flow projection, contract negotiations, and agreements.

PROFESSIONAL EXPERIENCE

1998 – Present   NORTHEASTERN UNIVERSITY, BOSTON, MA

Adjunct Professor, College of Professional Studies
· Teach undergraduate and graduate degree courses in management, management information systems, and marketing.  Classes are lecture based, hybrid, and on-line
2005 – Present   CAMBRIDGE COLLEGE, CAMBRIDGE, MA

Adjunct Professor, Evening College

· Teach undergraduate and graduate degree courses in management, management information systems, and marketing

· Teach both lecture based and online courses

· Spearheaded development team for the evaluation and implementation of online instruction with Moodle LMS. 
2012 – Present ENDICOTT COLLEGE, BEVERLY, MA

Adjunct Professor, Van Loan School
· Teach graduate degree courses in management, management information systems, and marketing.  Classes are lecture based, hybrid, and on-line

2005 – 2013   YEAR UP, BOSTON, MA

Director of Corporate Internships, 2008- 2013
Central team member responsible for managing all aspects of the corporate partner relationship:

· Identify and deliver Year Up’s value proposition to up to 80 prospects and customers annually
· Manage all aspect of due diligence, implementation and account management: track and plan partner account profile, call reports, sales forecast, and sales plans; responsible for acquisition of seats comprising >30% of Year Up’s annual internship revenues
· Facilitate apprentice/partner relationship; track performance, maintain contact, provide support, and resolve problems
· Serve as member of academic learning community, assisting current students with internship preparation
Learning Director – Instructor, 2005 - 2008   

· Responsible for the development, implementation, evaluation and presentation of core curriculum of the Information Technology and Investment Operations tracks
· Developed junior faculty to insure cohesive program of instruction in both tracks
· Advised and mentored students in college and career goals

· Facilitated student events every week that built a strong community 
2000 – 2006 BUNKER HILL COMMUNITY COLLEGE, CHARLESTOWN MA

Adjunct Professor, 2000 – 2006   

· Areas of instruction include business, management, and computer information systems degree programs

· Provide additional instruction and consulting services with the Workforce Development Center to business and organizations in Greater Boston
1990 - Present   THE DAVIDGE GROUP, MARBLEHEAD, MA

Director
Provide sales and marketing consulting to small and medium sized companies primarily in the area of business development, including:

· Development and implementation of sales and marketing programs

· Development and implementation of education and training programs

PRIOR EXPERIENCE

· Over 30 years in senior-level sales and marketing management positions in the office automation, electronic media, LMS programs and e-commerce industries.

· Instrumental in the development and implementation of Value Added Reseller, OEM, and Distributor channels throughout the United States for Interleaf Corp (Boston, MA), Canaan Computers (Trumbull, CT), and Fortune Systems Corp (Belmont, CA).

· Award winning sales manager for direct sales programs at Honeywell (Boston, MA), Lexitron Corp (Chatsworth, CA), and IBM (New York, NY).

· Responsible for business development, sales and marketing, and distribution programs for SensorTel Corp (Harrison, NY), InfoBit Corp (San Jose, CA), eScene.com (San Francisco, CA), Ultra Media Corp (San Jose, CA) E-Book Inc. (Fremont, CA), Spectranet Corp (Johnson City, NY), and Hitachi Corp (San Jose, CA).
EDUCATION

Northeastern University, Boston, Massachusetts

Master of Science, Telecommunications Systems Management

Black Hills State College, Spearfish, South Dakota

Bachelor of Arts, Business Administration

