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Operations Executive
Propelling Performance ( Optimizing Strategic Initiatives ( Driving Revenue
A Seasoned, Results-Oriented Operations Executive – with extensive experience providing dynamic leadership and tactical direction influencing growth and sustainability while ensuring quality service and a customer-centric culture. Strategic planner with recognized ability identifying and instituting inspired opportunities in support of revenue and corporate objectives. Proven leader and collaborative participant with instinctive capacity to recruit, foster, and unify top-talent. Demonstrated expertise in sustainable process improvement, optimization, business development, and integration.
Core Competencies

● Executive Leadership
● Organizational & Human Resources Leadership
● M&A Integrations
● Cross-Functional Collaboration
● IT Oversight & Strategic Planning 
● Quality Assurance
● Sales & Marketing
● Customer Service & Satisfaction 
● Corporate Communications
Professional Experience

MXR Imaging | San Diego, CA
2017 – 2019
A medical imaging and equipment sales and service company with 400+ employees generating $150 million annually.
Chief Operating Officer 
[image: image1.bmp]Directed sales, field service, and technical operations as well as the service call center and fleet management. Supervised marketing and legal activities, finance and accounting, national distribution, equipment installations, quality and regulatory, IT, HR, R&D, parts repair, and supply chain. Oversaw 300 employees with 16 direct reports. 
Leadership & Strategic Planning
· $1.5 million spike in annual revenue achieved, $640,000 safeguarded annually, and 15% enhancement in response time delivered by consolidating, closing, and reducing the size of warehouses, office buildings, and storage facilities.  
· 150% growth in service contract revenue, 95% hike in service contract renewal, and 20% advance in customer satisfaction attained by transitioning the focus from sales to the customer through consultative selling and service.
· 100% compliance achieved by implementing the organizations first employee evaluation and review process.

· 100% of organizational objectives attained in 18 months by constructing a strategic business plan.
· 85% surge in employee satisfaction grasped and 100% employee retention secured by devising a competitive benefits package, hiring a human resources director, publishing an organization chart, and instituting an annual employee review process.
· 75% escalation in revenue garnered and doubled capacity in six months by instituting process improvements and reporting structures, expanding resources, augmenting inventory, increasing R&D, and streamlining workflow.

Sales, Marketing, & Corporate Communications
· $100 million boost in revenue earned, 150% spike in service contract revenue delivered, and 20% acceleration in equipment sales achieved by providing new product offerings through a new branding initiative and marketing efforts.
· 70% rise in sales team satisfaction fostered by identifying, instituting, and driving the adoption of a CRM solution.
· 50% cutback in the installation time captured and 20% gain in field service facilitated in 18 months by addressing installation backlogs and garnering new service contracts.
IT Planning & Oversight
· $1 million reduction in payroll and $500,000 abatement in IT operational costs accomplished by successfully integrating 23 acquired companies throughout 18 months.

· $500,000 saved in annual consulting fees, $230,000 decrease in annual payroll, and $200,000 downtick in annual software maintenance expenses reaped by researching and migrating an ERP solution.
· Earned the first ISO:13485 certification for the firm by spearheading the acquisition of three ISO certified organizations, maintaining quality management systems, and providing services for medical imaging resources.

· $250,000 ebb in annual consulting fees generated, 100% adoption rate enabled, and 25% curtail in the defect rate cultivated by correcting a partially failed ERP implementation.

· $150,000 depreciation in annual maintenance fees and operational costs championed by migrating the firms email solution from IBM Notes to Microsoft Exchange.
· 100% improvement in communication, 60% wane in update errors, and 50% mitigation in issue resolution time obtained by implementing monthly IT and leadership meetings and creating a feedback forum for the IT systems.
IBM Watson Health Imaging | San Diego, CA
2015 – 2017
A division of IBM specializing in medical imaging solutions, clinical review, and artificial intelligence for medical imaging customers. 
Vice President, Professional Services  
Oversaw the project management team and technical resources implementing medical imaging solutions. Ran radiology, orthopedic, and eye care product lines. Served on the leadership team administering institution of all product lines.
· 25% reduction in the average implementation timeline secured and 15% upturn in customer satisfaction achieved by spearheading a high-performing cross-functional team comprised of ten senior enterprise project managers.
· 15% boost in billable hours accomplished by integrating three PMO groups, overseeing three product lines, and cross training project managers regarding each product line.
DR Systems | San Diego, CA
2000 – 2015
A medical imaging information system provider that develops software solutions for radiology and cardiology employing more than 200 personnel generating $50 million in annual revenue.
Chief Operating Officer | 2014 - 2015
Administered operations for software development, R&D, manufacturing, customer service, call center, technical support, field service, marketing, quality and regulatory, IT, and HR. Supervised 170 employees via 15 direct reports.
· $2 million spike in revenue captured by bolstering new business development, submitting a 510k to the FDA for a class II medical device.
· Launched two major software releases in 18 months by evaluating the product roadmap, new feature requests, defects, service issues, and enhancements. Delivered on time and below budget. 
· 98% employee retention rate obtained, 95% service contract renewal rate won, and bestowed number one ranking in customer service by establishing values and fostering a culture of collaboration, honesty, and dedication.
Vice President of Customer Service | 2008 - 2014
Led operations, training, strategic planning, and budgeting. Conducted mentoring, coaching, and ensured staffing levels. Administered service functions and maintained service level agreements. Bolstered annual service contract revenue, first call resolution, and customer satisfaction. 
· $27 million surge in annual service contract revenue championed and 95% renewal rate for service contracts delivered by implementing a call tracking software solution and developing a customer service call center.
· 100% inspection pass rate fostered by devising implementation policies, verification and validation checklists, and standard operating procedures as well as instituting audits and ensuring quality system adherence.
Director of Technical Services | 2000 - 2008
Managed all departments within the service organization comprised of help desk, technical support, field service, applications training, implementation, and project management. Oversaw 80 employees via 12 direct reports.
100 Million Spike in Revenue


$1.5 Million Uptick in Annual Revenue


$1 Million Payroll Reduction


150% Gain in Contract Revenue


70% Boost in Employee Satisfaction








