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OBJECTIVE


Challenging Executive Sales, Marketing, Consulting, or Management Position

SUMMARY


High-energy sales and marketing executive with strong revenue contributions as member of sales & management teams in technology market space. Excellent communication skills, especially creative and technical writing, with Board level presentation and negotiation skills.  Has a working knowledge of enterprise systems solutions (ERP, CRM), technology platforms, and network environments, as well as communications, workflow, and document imaging applications. Consistent record of high revenue achievement with ability to turn concepts into marketing successes. Polished media spokesman with experience and contacts in marketing and advertising.  Target market experience includes Distribution Channels, Telecommunications, Higher Education, Healthcare, Government, and Distribution.

PROFESSIONAL BACKGROUND

EARTHLINK, Atlanta, GA






January 2006 to Present

Director Business Development – Value Added Services (VAS) Group – Aluria Software: defined market universe for OEM/SDK sales; instituted call tracking/prospect development/forecasting processes; finalized negotiation of over $3,000,000 in new OEM/SDK contracts; managed transition of Aluria Software into the EarthLink VAS mainstream, retaining all existing contracts.  
C. J. SHAWN & CO., Owner/Principal

                                                                                       www.cjshawn.com 
EXECUTIVE CONSULTING ASSIGNMENTS and POSITIONS:



  1992 to Present 


WACHOVIA MORTGAGE CORPORATION, Atlanta, GA                                     June 2005 to January 2006      

Mortgage Consultant/Loan Officer – Originated and closed retail mortgage loans across a wide spectrum of clients,  offering a full array of first mortgage and home equity products and services for both home purchase and refinance. 

ADVANCED TECHNOLOGY SERVICES, INC., Atlanta, GA                            January 2000 to October 2003
Vice President Sales & Marketing -- Revitalized sales & marketing efforts as part of turn-around, managed Internet subsidiary start-up & M&A activities. 

Created Business Plan for redirection of document imaging Company; focused sales efforts on Healthcare and Higher Education target markets, resulting in 150% increase in revenues; personally managed relationships with Vanderbilt Medical Group, Emory, Northside Hospital and University of Alabama at Birmingham; organized Monthly Seminars to create Prospects; Sought out, organized, and participated in industry specific Trade Shows, i.e. SACRAO, GAPS, etc.; personally designed and created new Web page; designed and wrote copy for new collateral material; developed revised VAR program; negotiated Federal GSA Schedule; negotiated statewide education contract for State of Tennessee.

MICROFORUM, INC., Toronto, Ont., Can.                                                              June 1997 to November 1999

General Manager -- Led reorganization of turn-around reporting to CEO as key member of Management Team 

Instrumental in raising $8,000,000CDN in new capital; managed Sales and Marketing Departments, while serving as key member of turn-around management team; coordinated and edited all product related PR; wrote and coordinated (law firm & investment bankers) all Corporate and investor relations PR; managed coordination of collateral, i.e. print, Web, packaging; wrote copy for new collateral material relating to new company direction; managed open house for investment community, clients and partners; created (wrote) revised Business Plan, including graphic representation of component synergies; managed several strategic relationships relating to Internet initiatives; helped create and manage revolutionary on-line software store, Softmania.com.

INTERNET FRONTIER, INC., Toronto, Ont., Can. and Atlanta, GA (Microforum, Inc. Spin-off)

Vice President US Operations -- Spearheaded US market introduction of e-Commerce suite; 

Identified over $2,000,000US in potential business; closed Internet engagements with national firms, notably Home Depot; managed complete sales cycle (from cold call prospecting to analysis, demonstration, proposal and close); maintained liaison with Microsoft US, participating in focused marketing efforts & trade shows; interviewed and selected US marketing communications firm; wrote and distributed Press Releases.

MICROHELP, INC., Marietta, GA                                                                                                      1995 to 1996

Director, OEM, Government & Major Accounts -- Created and managed OEM, Gov’t & Corporate Sales Channels 

Managed strategic partner relationships; created “bundle” opportunities and joint marketing programs; negotiated Federal GSA Contract relationships; positioned new product with Fortune 500 accounts.
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INTERSOUND MULTIMEDIA, Alpharetta, GA                                                                               1994 to 1995      

Sales & Marketing Director -- Developed Multimedia (CD-ROM) Product Channel Sales & Marketing Programs 

Gained shelf space with major retailers for new multimedia music software packages; designed collateral material; created ad campaigns; positioned products in Trade Press with reviews coordinated with advertising; wrote and managed distribution of Press releases; developed distribution channel (retail); participated in national marketing groups; Chairman of Software Publishers Association Marketing SIG.

DIGITAL DESIGN, INC., Jacksonville, FL                                                                                                     1993 National Account Manager -- Created multifunction hardware marketing plan, built National Account sales 

Positioned unique multifunction computer within major national accounts, such as Coca-Cola.

DIGICOM SYSTEMS, INC., Milpitas, California                                     

                               1993

National Sales Director -- Established Channel Sales Plans; penetrated major National Retailers 

Implemented profit incentive programs to increase channel sales through major retail outlets; positioned modem products in major national retail chains: CompUSA, BusinessLand, Radio Shack, etc.

TSi POWER, INCORPORATED, Norcross, Georgia 
                                                                          1992

Vice President, Sales & Marketing -- Reorganized Sales, Generated Business Plan, Increased Revenue Base through Distribution Channels 

Created Sales Brochures, price lists, VAR Reseller Program; wrote unique VAR Sales Manual for reseller channel; managed distribution partnerships; negotiated major multi-year contract with Unisys for resale to Federal Government; negotiated Europe/Asia distribution deal through Swedish company.


HAYES MICROCOMPUTER PRODUCTS, INC., Atlanta, Georgia 


   1985 to 1991 
Vice President - Sales, Americas Region; 

Rapidly rose from Sales Representative to Vice President by creating successful marketing and sales programs for Federal Government and Strategic OEM accounts.  Managed sales and marketing of modems and communications products for the Americas Region: USA, Latin America, Canada; introduced Hayes products to Latin America, coordinating all sales, marketing and PR programs through channel partners; served on industry panels and SIGs; represented Hayes at major industry conferences and trade shows and served as product spokesman for Latin America and Canada.

WORDPLEX CORPORATION, Atlanta, Georgia 




 1983 to 1985 

Director, East Coast Operations; 

Opened Atlanta Regional Office for international word processing equipment manufacturer; expanded market to Washington, DC, and created Federal Government sales office; grew organization to cover East Coast with offices in New York, Washington and Atlanta.


RAYTHEON DATA SYSTEMS (Lexitron Corp.) Washington, DC/Atlanta, Georgia  
1978 to 1983 

Regional Manager, Atlanta, GA; 

Promoted from Sales Representative to Sales Team Manager in Washington, DC office; achieved President’s Club awards each year as Sales Rep and Manager; promoted to Manager of Atlanta Regional office; grew business to over $20 million annually through concentration on major accounts and vertical markets.


XEROX CORPORATION, Washington, DC 





1968 to 1978 

Senior Account Executive; Manager, XIP Program.

Various sales and management positions; achieved numerous sales awards and PAR Club and President’s Club awards.


PROFESSIONAL AFFILIATIONS

AMSP -- Association of Microsoft Solution Providers; 

President, 1999-2000 

SPA -- Software Publishers Association; 



Chairman, Marketing SIG, 1994-1995 

EDUCATION – RECOGNITION

University of Virginia, Charlottesville, Virginia 


Outstanding Young Men of America

Old Dominion University, Norfolk, Virginia 


Who's Who in the South & Southwest 

PUBLISHED

"Breaking Through Distribution Barriers," Computer Retail Week, October 17, 1994

"Effective Cash Management with Document Imaging," White Paper, December 2001 
"Maximizing the Benefits & Safety of Document Management in the Healthcare Industry," White Paper, January ‘03
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SELECTED ACCOMPLISHMENTS

(
SALES REVENUE GENERATION

· Consistent achievement of revenue and growth objectives

· Spearheaded US Market introduction of Internet Frontier’s iFrontECS suite of e-commerce applications. Identified over $2 million in potential outsourcing and OEM business solutions.

· Grew channel sales for Digicom by 200% through innovative channel partner programs.

· Increased annual sales revenue by 150% for TSi Power by redirecting sales and telemarketing efforts.

· Generated revenue growth in the Americas Region for Hayes of 115% in declining market by implementing creative channel partner incentive programs.

· Personally closed new OEM account for TSi Power, negotiating a multi-year, million-dollar contract.

· Managed revenue growth of Southeast Region for Raytheon Data Systems to over $20,000,000 annually through concentration on major account client relationships.

· Planned and led introduction of Hayes products into the Federal Government and OEM marketplace, growing the new division to over 15% of total corporate revenues.  Focused activities in specialized trade press to increase market awareness for end users and channels.

(
MANAGEMENT - STRATEGIC PLANNING

· Researched, wrote and developed comprehensive Business Plans for venture capitalists and to provide strategic directions for future growth. (Advanced Technology Services, Microforum, Internet Frontier, Intersound Multimedia, TSi Power)

· Engineered restructuring plans for turn arounds, maintaining revenue growth and customer satisfaction, but controlling expenses through redirection of resources and downsizing. (Advanced Technology Services, Microforum, Hayes)
· Performed analysis, generated business segment initiatives, implemented plans and monitored success, involving the management of strategic relationships, tracking market trends through partnerships, and coordinating product introductions.  (Digicom Systems, Hayes)
(
INTERNET and E-COMMERCE

· Created Internet marketing plan for Internet Frontier.

· Established content base and multiple back end distribution links for Softmania.com, an innovative online software store.

· Implemented community-building strategies for Gamesmania.com and Softmania.com.

· Assembled network of strategic relationships with Internet leaders such as Alta Vista, Yahoo!, BizRate, Visa, MasterCard, BottomDollar, resulting in increased traffic, online sales and advertising value.

· Personally designed and created several interactive Web sites in the small-business sector.

(
MARKETING COMMUNICATIONS

· Created design and wrote copy for brochures, specification sheets, ad copy and training manuals. (Advanced Technology Services, Microforum, Intersound Multimedia, Hayes)

· Developed and implemented channel marketing programs. (Internet Frontier, MicroHelp, Digicom, Hayes)
· Acted as spokesman for products in multiple markets, serving on panels at trade shows, such as Comdex and SPA Forums, and participated in technology conferences and SIGs. (Intersound Multimedia, Hayes)
· Positioned new products in trade press analysis articles to coincide with product introductions. (TSi Power, Hayes)
· Wrote and promoted publication of press releases through local, national and trade press.  (Microforum, Intersound Multimedia, Hayes)
· Coordinated media campaigns and promotions to reach all levels of distribution channels simultaneously. (Microforum, Intersound Multimedia, Hayes)
