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Residence:
21050 Somera Drive, Somewhere, California 97654

E-mail:
jgdoe@link.net

Telephone:
123.456.7890 (C)
EDUCATIONAL BACKGROUND

University of South Dakota Bachelors of Science Degree in Petroleum Geology - 1977

University of South Dakota Minor in Physics - 1977

University of South Dakota Minor in History - 1977

College of Notre Dame, Belmont Master in Business - ongoing

CAREER EXPERIENCE

XYZ Inc., Somewhere, CA (a subsidiary of ABC, Inc.)
2000 - Present

A long-range wireless technologies provider used for access, tracking and other applications.

President

ABC Inc., Somewhere, CA
1997 - Present

A Manufacturer and developer of wireless smart chip technologies and product data management software solutions.

Senior Vice President of Sales & Marketing

CFN, San Francisco, CA
1990 - 1997

A $3.5 B continental communications network linking companies through advanced computerized wireless devices.

Chief Executive Officer
1991 - 1997
Vice President of Sales 
1990 - 1991

Lonza Inc., Los Angeles, CA
1987 - 1990

An international company focused on world applications of chemistry in manufacturing.  

Regional Sales Manager

Nalco Inc., Los Angeles, CA
1985 - 1986

A specialty chemical company providing application chemistry to assist customers controlling production processes.

Executive Sales Representative

The Western Company of North America, Ft. Worth, TX
1977 - 1985

A petroleum service company offering services to major operators and producers throughout the globe.

Expansion Manager 
1983 - 1985

District Manager
1981 - 1983

Operations Supervisor
        1980 - 1981

Field Sales Representative
1979 - 1980

Service Supervisor
1978 - 1979

Training Program         
1977 - 1978

Executive Summary

A proven hands-on senior level executive with over 20 years of direct contributor front line leadership and sales experience in High Technology companies.  Held one CEO position and one President position, and numerous high impact revenue driving executive leadership positions.  As a proven leader possessing consummate sales and operations executive abilities, have lead two successful start-up companies, one of which is in the initial stages of IPO.  Have generated revenues of over $3.5 billion from building a new business starting from zero revenue and formed several successful national and global distribution networks.  Have formed numerous high leverage alliances with highly visible Fortune 1000 companies.  Have developed contractual relationships with Fortune 100 companies each averaging $38 million in ongoing revenues.

“And I’ve always been told that I was a person who would do well in a tuxedo or a pair of bib overalls.”
Joe currently receives two compensation checks as a result of simultaneously carrying the load of two roles.  Specifically, Joe is Senior Vice President of Sales & Marketing with ABC Incorporated, a manufacturer and developer of wireless smart chip technologies and product data management software solutions.  Joe is also the President of an ABC subsidiary spun off in 2000, XYZ Incorporated, a long-range wireless technologies provider used for access, tracking and other applications.  I will discuss Joe’s role as President of XYZ first.

There are a total of 4 people in XYZ right now.  Joe, the CEO, and two sales people working directly for Joe. ID Micro and ongoing sales fund XYZ.  When Joe started, XYZ had zero revenue and no viable product to sell until his third month after kicking off XYZ.  The revenue last year was approximately $500K with Joe being on track to do about $1M this year.

“It’s still small by any stretch of the imagination, but it’s a matter of overpowering the competitors that have been in the marketplace for several years or in some cases decades. It’s [XYZ] another technology in a very mature market. So as we introduced, it quickly became painfully evident that it’s yet another alternative to what was available to the customer—because the competitor list is fairly old and fairly extensive and fairly well entrenched into the customer base.  So the process for having a good technology and then overcoming long-term relationships it pushes your sales back a lot longer than you want it to be.”

To specifically and successfully to overcome that reality, Joe has invested in education of the customer base, “—those that would spec a given technology into a project—taking it into bigger markets—and by bigger markets I mean bigger projects—like the incorporation of a total Port construction project, or a new terminal at an airport, or a new computer building, or research and development center. Also developing alliances with complimentary technologies or complimentary products. We got heavily involved into the biometrics aspect of security access control so now we began to integrate along with Fingerprint Identifiers, as well as those that were just tagging information. So mostly just the education of the market—getting them aware of—here is another choice for you to have—here’s why this choice is equal to what you’ve been comfortable with and here is why it’s better—and also presenting to the customer a our significant responsibility toward responsiveness. If you’re going to do business with me you’re going to enjoy the fact that you’re doing the business because first - my people are knowledgeable, and second - my product works and third - when it doesn’t, I’m going to stand behind it and make it right.”
Reporting to the CEO to serve as full time President of the company. Joe’s XYZ responsibilities include sales management (as the de facto VP of Sales), strategic planning, strategic hiring, alliances, implementation of operational policies and procedures, development of software modifications, development of enhanced wireless technologies, distribution network, and target opportunities.  Two main target areas of technology opportunity Joe was able to make quick in roads into are with the airlines and Department of Defense.
XYZ is a division of ID Micro. They are fairly consistent and have similar product lines, but they are different enough to have different companies with XYZ, the smaller of the two, it’s more advantageous toward distributorship relations.  XYZ is a product line relative to long-range wireless technology used in access identification, tracking, supply chain management, and security access control.  Customers for that particular product line would be those in the “raised floor environment”.  He developed a relationship/partnership with IBM as a preferred partner and then assisted IBM in the development of “raised floor environment” (e.g., computer rooms) solutions.

“If we take the State of Georgia and then the University and Research and Development campuses there, an example of the solution (or the total system) would be that IBM would be awarded going in with new towers lets say and main frame devises—database collection devices—and would want to also offer a security upgrade to the University environment.  Or the State of Georgia in this case—where a staff person would carry an ID—this ID would be an RF-ID Tag with Long Range Readability—which in this case would be 20 to 40 feet. As they put in a new system then, we would also wire it up for integration of our technology into the environment where it was used to restrict or reduce the amount of traffic and also track the amount of traffic— specifically who came and went into the raised floor environment - who left - how long they were in there.” 

“Raised floor environments such as a computer room are environmentally controlled.  So our integration into that was to wire into the existing temperature environment—because we were also going to interact into notification if the room got too hot or too cold—that sort of thing—so we would also link our software into a notification system as well. But through this— if it were a new raised floor environment, we were required to become knowledgeable and familiar with the people that were either expecting the product line to go in there—such as the architects or the contract consultants—and also become familiar with the actual construction companies being used to build these particular environments. So we not only had to develop the relationship with IBM, but we also had to development the relationship for the contractors who were also going to work for the State of Georgia in this case.”

“We needed to develop relationships with the contractors if IBM was the lead—since we were the link back to the knowledge of this particular technology—so we were the ones who had to educate the contractors as to—this is the specification you’re looking for in this environment and we also had to educate them as to why our systems were as good as or better than—and in several environments we found that they would separate the specifications—even though IBM would be the lead—they may want to separate out who was going to do the security access control to that particular environment.  So it became important to become known at all levels of the construction phase.”

“I am the predominant personal interface to the construction contractors—specifically when we were gong into a new contractor or a new architect firm—to make sure that the ownership or the led management was familiar with us and to educate them as to why our systems were better than what our competitors were offering. So I was fairly involved with a lot of the initial installations—say 50%--then as we got more in tuned to what we were doing—say on a 25% level or when we got into a new architect firm or a new application or new spec. As a result of the majority of my background being engineering oriented, my ability to relate to those guys is pretty good.”

“So as we worked through those particular environments it also became necessary—to me—to work in the standards committees and as it relates to your current search—the standard change from what was identified as the Federal 209E and changed to the ISO14644. Similar standardization committees were also involved and required us to be involved in the RFID Community as it relates to both XYZ and ID Micro. This was also another good stop to get to be known better in the marketplace and within the industry. So I determined if we got ourselves involved in helping assist in setting the standards and also getting our protocols spec’d into the standards—then as the architect and construction firms and also the research engineers looking to do a project would see that these people have gotten themselves qualified into these particular standards and their protocols are already approved and so on and so forth. So I became very active within those committees and actually Chaired up two of them and then probably sat on three to five at any given time.”

I asked Joe to comment on the Sales & Marketing aspects of his role at XYZ.  “The marketing and sales role—that’s a portion that I just kept to myself under the same title of President—since it was such a unique overlap between ID Micro and XYZ. I have kept three sales people separate to where they just focused on XYZ, specifically and only, and if they came across some applications or installations that would make sense for ID Micro to be involved in, I would bring somebody else in at the time—but I wanted them to be very specific in that. So for both companies it was a matter of identifying the sales culture—establishing what we had identified as the target market for each particular product line—setting up the sales and training—both technically and for the general sales aspect and sales training of individuals to also the reporting and tracking and what I term as profiling of the customer and the customer’s account.”

Joe is very involved in actually driving the sales effort—both tactically and strategically. Tactically as in continuing to make sales calls—either in conjunction with his staff or maybe to an account local to Joe.  “It saves us the air fare for someone traveling down to an area that I am right next door too.”  Strategically, Joe has everyone participate in a weekly sales meeting teleconference where they strategize with respect to account performance - what they can do different/better—who else they should bring into the mix—do they need someone else as far as a referral—do they need people that are more familiar with the account involved as well for example.

As Senior Vice President of Sales & Marketing for ABC, a manufacturer of wireless smart chip technologies and developer of product data management software solutions, Joe was recruited by and reports directly to the CEO.  His responsibilities include sales management, strategic planning, strategic hiring, creating global value added supply partners, analysis of operations, analysis of target opportunities, implementation of policies and procedures, software development, establishment of strategic alliances, closing major business sales world wide.  

Joe played a significant role presenting and closing private and angel investors for their first two rounds of investments totaling $11.5 million.  The founders weren’t getting much traction and the VC’s did not take ABC serious for their third round until Joe developed and delivered the presentation which inspired the VC’s after being exposed to someone of his caliber with the organization who was able to evangelize the market opportunity. Joe is responsible for 12 employees at ID Micro, 6 of whom are sales people, and the other 6 consist of 2 in marketing, 2-hardware engineers, and 2-software engineer.

Being a true startup company Joe from zero with 2002’s revenue right at $2M, and $5.3M forecasted for this year.

Joe came on board in 1997, prior to release product being available approximately 18 months later toward the end of 1998 the company having good viable product for sale. So for close to two years he ran with out available market ready core product technology.

Still, I asked Joe if he could explain what seemed like sluggish revenue growth.  “Well for us it’s slower than plan—for myself—it’s slower than plan. Where I wanted to be was probably double what I’m going to be this year. Supply of the product has kept us from being there. Meaning, we can’t meet sales demand as a result of a manufacturing issue. I’m looking to take it off over to China at this point in time.”

“There are two key components to this particular technology—one is what we refer to the interrogator or the reader and a second component is the chip set technology. The uniqueness of it is what we refer to as active technology. That means the chip sets are battery operated. The readers or the interrogators are fairly standard once you make one you learn how to make them less expensive and make them quicker. So I was successful in developing the next relationship with the manufacturer of our latest generation of readers, however, our chip set production has failed miserably in its performance.  We have burned in the memory into our specific protocols, but for some reason there is a glitch in the functionality, which was not identified in the design phase. We think it’s more of a design flaw—which somehow the company producing our devices overcame post burn-in — but has failed to share that information with us. So we are currently working with them to determine how we fix that.”

“An example of the application of the technology in the case of a secure environment would be the most recent construction or upgrade to the Seattle Airport to where you want to secure, track and control the number of revenue-based vehicles that come into the airport (e.g., taxi’s, shuttle van’s).  So the readability of our technology isn’t dependent upon speed of what you’re trying to track.  So you can basically go as fast as you want—making sure that you maintain the speed limit of the airport—of course—but the distance or range—it doubles the distance range of any technology out there and the read speed.  It is similar to Fast Pass technology (toll way payment & tracking via radio), except the Fast Pass is a lower frequency with a higher wattage rate—so the reason Fast Pass is up above you, and you [want to]go by it at 60 mph, is because if you actually stopped and stayed in the lane you’d cook your self since the transceiver has the same power output of a microwave oven. So with our particular technology we get the distance and the benefits at a very low output. So we don’t need an FCC license requirement to operate or install this in the environment.   When we’re going into an airport—again—working with the architects, contractors and various consultants in the construction phase of the project—making them aware of those key points that they can move our technology around and not have to file for a new license was very important to them.”

“There were two example of applying our technology with Boeing. The first is tracking their tools in their tool room. Here it was a matter of working with their engineering group—research and development group—to identify what they were looking for to solve.  It’s the same as if you were going to go into the hospital to have surgery—the nurse at the end of the operation is going to count the number of sponges and tools that they used—making sure that they have everything on the right side of the patient. Similar to constructing an airplane—they want to make sure that the mechanics that came back in from their shift brought all of their tools back. Nothing worse than having a hammer float around the inside of an airplane wing at 35,000 feet. So that was one particular project.”

“The other project was converting assembly line airplane manufacturing and production, which for all practical purposes is one fuselage next to another. If you look inside a building, there are 30 airplanes side by side at an angle. As an assembly operation is finished at one station, they back the airplane out, and pull it at an angle into the next station until it moves all the way to the end of the building. At the beginning it started out as a tube and at the end of the building it’s a finished airplane.  What we worked with them on was the same as what Henry Ford designed in automobile manufacturing - the rolling assembly line. So the first thing that happens to the fuselage is you put the wheels on it and then we identified the craft with a tag and we tracked the timing as it goes by various marks on the floor and at each mark or at each point it had to have significant parts assembled onto it because it was always very slowly constantly rolling down the factory floor. “

“Our technology is employed as far as tracking the craft as it rolls across the floor, identifying the specific point that it comes to, and that triggers a notification through software letting say, the night shift, know it’s time to have these particular baskets of goodies to go on the airplane—wherein at one point in time on the floor all of the seats need to be installed—all of the upholstery needs to be put on the seats—different wiring harnesses and so the relationship between what comes out of their warehouse inventory to go on the plane is electrically posted to those that are watching and tracking it. Then that information goes back to the supplier, saying okay we’ve just used everything for this particular craft go ahead and deliver another set for the next craft. So this project involved working very intently and closely with the engineering group specific to the production of the 737 aircraft.”

“IER China, the Technology University for the Government of China, approached us for a solution to secure the boarder crossings between Hong Kong and Shenzhen, China.  IER China had reviewed every solution available to it as a major power within this industry.” 

“They were very interested in the attributes of our particular technology. So we began developing the relationship very casually with the government directly—but in the meantime really looking for a significant agent or someone that would have domestic recognition there so to speak. We’ve learned, what others have learned, that they do like to have real localized representation and involvement by a local-based company. As we evaluated agents, one particular agent in particular was also very active in what’s referred to as the University of China, which is also heavily funded - actually owned by the Chinese government. So all of the research and development that this particular agent was associated with was also associated with the government itself.  It was twofold in making the Chinese government aware that we were the people who had the technology they were interested in, and also having an agent, who I brought back to the states and educated them —this particular group—about the technology. I really had to take them at face value that I had identified a good honest group—that my technology was not going to show up on someone else’s web site tomorrow morning already duplicated.  I set up what I felt were very good controlling documents, and as long as everybody was honest that we developed this relationship/alliance between the IER and ourselves.  The IER group has assisted us in representation back to the Chinese government. I have since had some of the government officials come back to us, and go through our manufacturing plant where we made the readers.  This was also an opportunity to develop a strong relationship—a personal relationship with the individuals as they have come here to America. Our technology applied to the border crossings we identified tracks all of the people and vehicles that cross between Hong Kong into Shenzhen, China. Its potential growth is to every border crossing and every bridge crossing that they want to tag and track the people, products, goods and services that continually moves around.”

“So people, products, vehicles, basically would have ID Micro like tags on the person or the vehicles and then the radio interrogators would be built into the border crossing and into the road systems. Over the next five years the government has told us—and it is forecasted back to us—that the equivalent number of readers and tags that they want to us has a sales value of $78M dollars. As I secured the contractual relationship with the Government of China the initial order was for $500K and the ongoing relationship has a market value of $78 million.  This is secured through a joint venture relationship I negotiated with the representatives of the China Government.  IER plans on extending the technology system into the Hunan Providence as soon as they determine the economics of the implementation plan.  Additionally I convinced IER to commit $2 million towards the next fab run of silicon, they have also committed to investing an additional $2 million into the development of the next generation of the system.”

One Joe’s strongest attributes in the ID Micro and XYZ roles was the ability to listen, to form teams, and identify how the technology, or the product, can emerge into the marketplace, how to gain more sales and solidify strong ongoing relationships.  Whether it’s with consulting architect groups, construction groups, or standardization committees, these attributes had significant positive indirect impact on successfully closing deals.

After obtaining his Bachelors of Science Degree in Petroleum Geology with Minors in Physics and History from the University of South Dakota, Joe was recruited right out of college, by an executive alumnus based on the recommendation of his Geology professor, as a “trainee” in a one-year Training Program with The Western Company of North America, a petroleum service company offering services to major operators and producers throughout the globe.  Joe’s held several roles over the course of his career with the Company, and worked on the deepest wills in the world with a single job running into the tens-of-millions of dollars, and involved selling and delivering the actual completion of the oil or gas well and all that this implies (e.g., cementation, fracturing, stimulation, etc.).  Joe also gained in-depth experience working directly with Architectural Engineering consultants and Construction contractors.

“ I ended up with an education background —the majority of it is into geological engineering but there is also a good basic of physics and chemistry, relating directly to hands-on engineering capabilities. I’ve always been told that I was a person who would do well in a tuxedo or a pair of bib overalls. For me, that relates to the fact that you streamline your presentation—make it to where it is understandable to the individual that you are working to develop the relationship with or make the sale. Within the petroleum industry - coming out of college and going into the Company’s particular training program - it was a very hands-on environment where you learn that particular industry from the ground up. You are what they refer to as “a worm”, and your goal as a worm is to actually make it through the day without getting killed, either by some accident happening or one of your workmates having fun. Practical jokes were very prevalent in that particular industry in the beginning. But going through that particular service industry after a year of training background you’re then acknowledged and identified as “an individual”. 

Because of the integrity Joe displayed during his training program, he was the only college recruit allowed to go directly into a management role after only one year on the job. Recruited by the District Operations Supervisor, Joe was promoted from the Training Program into a Service Supervisor role. 

“They crossed me over into management because of my people skills, and the ability to get guys to do something that you asked them to do, mainly because you’re going to do it before you ask them. But that lead on into working with the contractors and construction groups that were either organizing the drill site, bringing in the drill equipment itself—building the roads—building the job site itself to bring in the drilling rig in to begin the work and drill the well and bring it in for production. I worked with a variety of different contractors, consultants and architects (mainly from the big petroleum & gas companies) in charge of different phases of what we were doing. For example, Exxon, Chevron or Shell guys had—what I would term as the best that money could buy. So it was always a continual process of determining the required interaction regarding what they’re constructing, and how to work with them out in the field environment.” This is also the point where Joe began to interact with customers. 

After approximately a year, Joe was promoted, recruited by and reported to the District Sales Manager. With responsibilities for sales into an assigned territory, Joe was promoted from Service Supervisor into a Field Sales Representative role.

Joe was able to establish great rapport with his customers.  “With customers it became somewhat difficult at times. After they had me on the job for a few days, they all wanted me to come back again and take care of their projects for them, which was a nice compliment but made for some really long hours.”

I asked Joe to describe his transition into sales. “Going into the sales aspect—for me was fun because at that point in time our biggest competitor was Halliburton. Halliburton would have a whole team of engineers making their sales pitch client presentations. My best memory I have is of an opportunity with Exxon. This job was to get a completion contract deal for a particular well from Exxon. You know the drill; each competitor had to present why our technology, people and ours was the best system. With this particular Exxon group, however, they made each competitor give their client presentations in front of each other. So there was myself—the team from Halliburton—the team from Smith International, and another team from B.J. Hughes. We each had about an hour to make a presentation on this one morning for this one particular project. Exxon—who could essentially take anybody that they wanted to chose us. I walked away with the award for the project after demonstrating our breadth of knowledge and sincerity, having a good crew and a good compliment of people behind us that you knew you were delivering what you said you were going to deliver enabling us to provide a job well done at the end.”

Again, after approximately a year as Field Sales Representative, Joe was promoted, recruited by and reported directly to the District Manager as an Operations Supervisor.   Joe’s responsibilities included the day-to-day operations and scheduling of all personnel and equipment in the district. 

“We would either build or float out a drilling platform [e.g., the Gulf of Mexico], rig up and perform work from there. Much of the work we did was either rigging up on the Gulf coast or on Lake Texoma, TX. Lake Texoma is a very large lake where we’d contract up to construct a floating barge, take it out to the particular well site, and perform our work. My operations role involved coordinating multitudes of men and equipment. Each job site would require between 30 vehicles on the average (e.g., tractor-trailer truck units), but somewhere between 30 - 50 people for each job site. I’d organize those up and have people leave the yards at 6:00 am - sometimes getting back later on that night. I’d coordinate probably anywhere from 6 - 10 of those jobs at any given time. This is where I really began to learn how to multi-task and coordinate the use of not only my time but the employees and equipment time. With the job site, I’d work in advance with the contractors to spec out what kind of operating platform we needed, and then work with the construction groups to provide/build the specific job site, whether it was on land or on water. I had heavy operations level interaction with contractors and construction groups.”

After approximately a year in his role as Operations Supervisor, Joe was recruited by and reported directly to the Regional Manager. Promoted into the role of District Manager. Joe’s responsibilities included all profit and loss for the district, ordering of the equipment required to generate revenue income for the Company, and hire and train all the necessary staff and personnel needed to operate the services.  Joe was given responsibility for an $84M budget and the charter to expand and develop a new district in the region.

“At the District Manager level, we would build ourselves—actually go out and buy the land and build yourself a building to operate from. The first one I did was in Oklahoma. I worked with the general contractors there to build the District facility, which includes our administrative offices, our research department building and then our warehouses and our maintenance facilities. This is where I became involved in working with pressurized air and pneumatic devices that we used to move our products around in powder form. As a District Manager, we brought the new product line—the cementation—into this particular region. This is where I learned how to work with forced air, and how to work with the nuances that pressurized environments created—whether it was humidity and heat and cleanliness, or not so clean. We introduced that product line into this particular region. Mine was the first district to be blessed with the challenge of doing so because I was always the good “guinea pig”. If you wanted to make it successful - you brought it to me, and I figured out how to work it, educate the customers, and get the people excited and trained, and then have the ability to go out and get it sold. When we first introduced that new particular product line at the district, the Company would’ve been happy as pigs flying if we produced a quarter million dollars of revenue in the first quarter. So when produced an additional $2M in revenue at the end of the first quarter they [the Company] were kind of happy.  That particular product line, just for my district, probably brought us in somewhere around $15M that  first year with my district’s annual overall revenue production around $48M to $50M.”

“We went out and really promoted our new capability to customers. We were number three or four in the market behind Halliburton and Dow Chemical and the others who’d been around for 30 years in these particular markets.  Customers were glad to see some friendly competition between established service companies, and were willing to look at something new.  Bit came down to delivering what -they- really needed and wanted—not what -we- thought they might want or need. We brought them exactly what they were looking for with good quality trained people and a system that delivered on performance.”

I mentioned to Joe that many of “THE CLIENT”’s employees had been with the company a long time. I asked if he’s ever come into a situation like this and how he approached it.  “First - earn creditability with them. Absolutely. Initially at The Western Company—if you wanted to make life hard for yourself - just tell somebody you are a trainee in a technical or management program when you’re thrown out with guys who have been doing the same thing you’re going to do for a year, and they’ve been doing it for five years.  What you’ve got to do, is just shut up, put up, perform, and let your actions and examples speak for themselves. Don’t attempt to spend much time on converting people with your voice. When I opened the new District, and then the Expansion Region [Joe’s next role], part of it was bringing new employed people into the structure. The other part was bringing trained, quality educated—when I say educated I mean educated through experience—Company employees in along with me. I remember opening the district.  The maintenance supervisor that I brought in had something like 30 some years of experience and there wasn’t much you were going to tell him, but you could sure get a lot of information from him, begin to understand what he knew, how you could use that to the organization’s benefit, and also give him some acknowledgement for the job he is performing.  It wasn’t a matter of taking credit for anything—it was making sure that the people who were knowledgeable and performed the actions that yielded successes got the credit they were due. Making sure that it all rolled downhill—that people under that particular maintenance supervisor got credit as well. As a college professor once told me—your degree gives you the license or the ability to now go out and learn. Hang it in your locker and look at it once in a while, but don’t do much more than that - except learn from it. In each of my roles within The Western Company in North America from - field sales and operations on, I was into older established markets where the average sales guy I was working with would have anywhere from 15 to 20 years’ experience. These were people that hired on out of high school—because the Company was a good employer with a good reputation in town—you didn’t have to move—you could still live at home with mom if he was 50 years old and that sort of thing. So they were very entrenched into what they thought was the best thing for the Company, and it was a matter of just setting the example, and proving to them by establishing credibility and respect with these people that you weren’t coming in there to instantaneously change things, and show and tell how much better you were than they. So there was a lot of that ongoing; continually being under a critical watchful eye of some guy that had a ton of tenure. You really needed to understand where people wanted to be, and that your goals and their goals were fairly parallel. So having an environment in which there is older, knowledgeable, well establish and well versed individuals - if you conduct it properly - it’s an absolute plus.”

After approximately 2-years, Joe was recruited by and reported directly to the President of the Company.  Promoted from District Manager to Expansion Manager, Joe’s responsibilities included expanding the Company’s operations into the Eastern US seaboard – specifically all hiring, distribution and service locations, sales and marketing; establishing corporate offices, corporate sales office, city sales office, five district service centers and all safety and operational compliance.  When Joe was promoted into the role of Expansion Manager, revenue by definition was essentially zero. When he left the Company a proximately two years later, his Expansion region was generating $200M in revenue.

“The Company’s goal of becoming a billion dollar organization could only be realized by adding another region thereby giving us a full compliment of coverage across the United States. So the last region to be built out was the Eastern Seaboard, or I guess you could call it the Appalachian Region. Basically I was told to take the technology, equipment and people, and go out there and establish a revenue base. If you know anything about Pennsylvania—this is where this particular industry started—so when you show up there last you are –really- late. You fall under the intense scrutiny of not only your competitors, but also the customers wanted to know where the Hell you’ve been for the last 35 years - and that is a difficult question to answer. It was a matter of going out there and identifying who the key players were, establishing relationships and securing economic commitments before one truck wheel was turned to head that direction. I forced a tremendous amount of pre-selling, and then we began to work getting the equipment identified for manufacturing and production. This was a unique challenge for us in the fact that a lot of the stuff we had, would work out there if it -didn’t- rain or snow—but if it rained of snowed—if the environment began to work against you—what we had to drag up and down the mountainsides for petroleum extraction wasn’t going to do very much good for anybody. We identified what equipment we needed to manufacture, and what equipment we could transport over to make it a successful region. After we had the market identified, and identified where we could construct and set up district facilities to house the equipment and people, I worked with the local area contractors and engineers to build and develop the building sites for us.  Essentially, we’d go set up what I called a “city sales site” - establish city sales offices and build a representation, begin to educate the marketplace and establish a sales force—making sure they were educated and trained. Getting people from the community showing up and involved, hiring local individuals to help fill out our work force, and then bringing in trained operators who could help get the new guys trained up and ready to be revenue producers for us. So in building and establishing the district environments and facilities related to those service centers, I worked with construction companies and engineering firms. I simultaneously began to work with the job-site consulting firms that wrote up specifications for the actual drilling job sites we were trying to win. It was critical to get the construction companies and architect groups to understand we weren’t going to be as easy to work with as everybody else already in town since some of our equipment didn’t really belong in that market because it was just too big. If they spec’ed out a particular job site that we could get our equipment onto, then we couldn’t even participate in submitting a proposal to try to win the work. I had to make sure that the construction groups out there understood what our needs were so when they wrote up their specifications or design a job that we could also participate. Getting them familiar with our special circumstances needs allowed us to be competitive within that market was critical.”

With The Western Company, the early 1980’s were a boom time in the Petroleum industry.  In the last half of 1984, oil prices were coming down and the expansion and exploration of the petroleum industry was diving into a downturn.  On the Eastern seaboard where Joe was located, unemployment was high (9-11%) given many industries weren’t doing well.  Joe was quite concerned finding himself not only at a company that was in trouble, but in a part of the country that was in trouble as well.  He proactively began a search to get out of this part of the country, and was contacted by a recruiter about a West Coast Executive Sales Representative opportunity with a company called Nalco, a specialty chemical company providing application chemistry to assist customers controlling production processes. Joe went back and interviewed with the Corporate executives, and was given a job offer reporting to the Los Angeles District.  Nalco’s main niche was in controlling water and fluids in a production process.  With a lot of their business coming form the petroleum industry and the production of crude oil.  The chemical additives for example could reduce the friction of the fluid moving through a pipe.  If you used water in a production process, you could use a different chemical additive to clean up the water after it had been used in the production process.

The Nalco executives that Joe interviewed with told him they were experiencing positive growth, and were going to open up a Ventura office. They would give Joe responsibility for establishing new business with customers in Southern California with the understanding that shortly after joining, Joe would be asked to start the new district in Ventura.  When Joe showed up in LA, he met his new boss for the first time.  When Joe was introduced to his new boss, his boss was talking to his boss’s manager who was informing Joe’s boss for the first time that the Company had hired Joe (i.e., Joe had a supervisor who had just learned of him, and wasn’t too excited to learn “here’s your new guy.”).    Joe’s supervisor’s boss had told him what Joe had been told by the HR department about the expansion.  Joe’s supervisor’s boss informed Joe that he had decided to not do the expansion into Ventura, and cut that out of his budget.  Joe had taken the position basically being sold a bill of goods by the HR department. Joe’s new supervisor gave him a $1M sales quota, and a new territory with new customers that had not purchased from Nalco before.  Joe produced about $400K in sales, and I failed to hit his revenue number his first year.  The largest obstacle was entrenched competitors having been in this geography for a long time.

“I tried to make the best out of a bad situation by asking customers what problems they had to see if there were other ways to leverage our chemical applications.  I got the idea that if you can clean things out of water, you can clean water out of things.  My thinking being that in the petroleum industry, when you produce a well, you get water, oil, and gas coming up in such a forceful violent nature it’s referred to as an emulsion.  In talking to our various chemists in the company they said it should work, but our chemical concentrations were to high to be used in this kind of an application.  So I bought a blender/mixer and a Ventura tube that I got from a supply house.  I could put that in a line, mix it with water, and inject it with the fluid that I wanted to ultimately clean out.  So after I had that figured out, the next thing I needed was a customer. I went to my boss and asked him if he’d be willing to donate chemical for a promotion.  He donated about $10K in chemistry, and I went to a large operator in the City of Long Beach, the Long Beach Oil Development.  I went to them and said, I want to try a pilot and if it doesn’t work, you don’t pay for it, and if does you do.  We refined the process, and it worked.  I ended up selling about $200K in new chemicals to this new customer for the year.  So for my second year, I ended up selling about $800K versus my $1M number. The biggest problem was that the competitors had been entrenched in the targeted accounts for the better part of a decade.”

Towards the end of my second year, Joe approached his supervisor.  They had come to terms with Joe’s being at the Company. Joe’s boss knew Joe wasn’t in the role he wanted to be (or that he thought he’d been hired into), and Joe knew his boss wasn’t thrilled about not being able to select his own people (i.e., never got to take part in the decision to bring on Joe). Joe asked his boss what Joe’s obligation to the Company to give the Company an opportunity to realize an ROI off of Joe’s employment and relocation.  His boss said that two years would be fine.  At the end of two years, Joe felt he had met the agreed upon obligation.  Shortly after, Joe started returning recruiting calls, and was recruited to Lonza, an international company focused on world applications of chemistry in manufacturing, as an Executive Sales Representative with the responsibility for opening new business in California, and the understanding he would be filling a Regional Manager position that was approved, but not budgeted yet.  The formal Regional Manager job classification was funded shortly after Joe started.  What worked to Joe’s benefit was that Nalco was a customer of Lonza.  This, combined with Joe’s background, made him a very interesting candidate for Lonza.  Lonza would provide the base chemistry stock for companies like Nalco to make up chemistry for production applications as well as selling directly to end user customers looking to manage their processes.  

Recruited by and reporting directly to the President of the Company, as Regional Sales Manager, Joe’s responsibilities included establishment of sales revenues in the 11 Western states, hiring a qualified sales staff; and generating enough revenue that the Los Angeles California manufacturing plant regained profitability. Starting out with three sales representatives reporting to him, Joe’s focused on market opportunities within the Petroleum, Water Treatment, Cosmetic, Confections, Health Care, Hair & Beauty, Pharmaceuticals, Specialty Chemicals, Plastics, and Manufacturing industries.  This is when Joe had begun to interact with the larger Western market manufacturing companies such as Boeing and some of the larger automotive manufacturers. Joe inherited a $5M revenue stream, and grew it to approximately $20M by the time he left the Company.
Lonza, Inc. was the United States’ specialty chemicals arm for an aluminum manufacturing company out of Switzerland called Alu-Swiss—which was a multi-billion organization and had manufacturing plants all over the world. The easiest way to identify a specialty chemical - whatever you can produce out of boiling an animal down to fat - that’s the basic chemistry that everything comes from. From there you synthesize and create hybrids. Then you do fancy biochemistry with it from there. Lonza really supplied base stock to a lot of the different industries throughout the world (e.g., they manufactured the base stock chemistry that’s used to clean up water for cosmetic customers like Allergen, Clairol, or Avon et al. to additives to food products such as sugarless candies). The applications were extremely diverse, and you needed to be very selective and very specific in the accounts you targeted given the number of different disciplines that you had the ability to go into was pretty large.

“There are a tremendous number of refineries on the West Coast. At this point in my career, I had a lot of experience with this industry. Within existing refineries, and new refineries being built, they are constantly going through remodeling and revamping phases. One of the product lines we had was a flow enhancement model that enhanced the characteristic flow of liquids. I worked with the architects and contractors that were either rebuilding, developing, or remodeling a given refinery or manufacturing facility, and then showing them how the inducement of this particular chemical into their product flow was going to aid and assist them - selling to them how our product introduced into what they were moving or designing would allow them to achieve different design goals within their blueprint. Our products would give them a higher degree of flexibility in what they were designing.”

When Joe was hired, though it was fairly underdeveloped, and only covered by the three sales people he inherited at the time, the Company felt Joe’s region had tons of potential.  In addition, there was one manufacturing plant in Los Angeles that was part of the region, but Joe didn’t have operations responsibility for it, he had region revenue responsibility. In other words, he did have to make sure that the plant was profitable by ensuring enough of the plant’s products were being sold to support it’s profitability. It operated at 90% to 100% capacity, and the intent was that the plant’s product line supported the West Coast market eliminating any need to truck or rail product out of Chicago plants to the West Coast. 

“Of the three sales people Joe inherited, he kept one, and encouraged the other two to move on. “I take great pleasure in is mentoring people—working with them and watching them grow. But there is a point in time when you set up an evaluation period—whether it is three months or six months—going through an evaluation process—setting expectations to reach defined goals, and supplying them with the tools—within reason—to be successful. Basically, it’s a matter of giving the individual the tools to make their own choices, and then encouraging them to make the right choices. So let’s say in this instance you set up a three month evaluation period for the three individuals based on performance goals in the past and what revenues we identified in the future that they had what they needed to be successful—they could request more assistance—whether it’s personal or hands-on—but ultimately you can see them making their own choices. Ultimately they are excited or enthused about their opportunity and they develop, or they’re just not a fit. I assisted two of those people to move out and move on, and recruited other individuals to take over their territory responsibilities. For me expectations are you either meet them, or you don’t. If you set up expectations and communicate those effectively to your staff such that everybody understands why you are moving forward in this manner, and they know you’ve heard their input and understood their thought processes, you can turn that environment around into a good healthy environment.”
Joe wanted the opportunity to advancement his career into leadership roles and assume a greater level of responsibility beyond what Lonza was capable of offering. He proactively began to contact search firms within the San Francisco area.  Joe was presented to a consulting firm that was working with a San Francisco based “start-up” CFN. The consulting firm was retained by CFN’s Board of Directors to identify an individual with background experience working with the West Coast petroleum marketer customer base that CFN was being initially structured to serve. Initially, as CFN’s VP of Sales, Joe worked directly with the consulting group and reported into CFN’s Board of Directors.  His responsibilities were to establish a direct sales force, a networking concept, develop sellable software packages, establish supply agreements, establish taxation contacts, establish training programs for operations, networked distributors and vendor relationships.  Joe had background in wireless continental communications networking technology from his days at The Western Company which involved satellite communications off of oil rigs, but it was more of just having had a good interaction between the consulting firm that was looking for the person and the individual (CFN’s Chairman of the Board) he ended up interviewing with believing that Joe could transition himself into what they were looking for that landed Joe the role.

“Between the initial contact with this group and actually getting down to the brass tacks of that particular job spec—I spent an awful lot of time in the library. They told me what the requirements were that they would be looking for so I spent a lot of time educating myself on those particular technologies. Actually going down and interviewing and meeting with people from Hughes Satellite and understanding the basic premise of how this technology worked. So I went out and got myself a real quick—immersed myself in the technology as far as an educational process in the meantime.”

“CFN established automated fueling centers.  Called Card Locks, they are like gas stations with nobody home. A continental communications network linked client companies through advanced computerized wireless devices.  We identified automated fueling center locations—sites that were owned and operated by a petroleum marketer.  These fuel sites were more “open” to the end user/customer (i.e., commercial truckers—commercial operators—whether it be FedEx or Hunt as an example). The concept was appealing to clients because the locations were open 24 hours a day, they were usually built on big properties, and it was all serf-service with the only thing the driver could get for his vehicle or himself was what his company authorized in advance. What we did, as a company was issued the cards to the actual drivers, allowed them to purchase what their company’s authorized (e.g., fuel, etc.), and then we would track those transactions/purchases reporting them back to the driver’s company. In addition to the cards, out of the 2,000 facilities we probably built and constructed 200 of the automated fueling centers. “

“Our revenue came from the actual switched purchase that included all of the fuel, maintenance services, meals, scales, communications, report generation back to the end users, and our software as well. We bought the petroleum, marked it up and sold it realizing the fuel profit and anything else that we sold in a facility that we built and owned.  In addition, we also got revenue off of just plain providing the service where we didn’t build and own the facility.”

“As it relates back to working with contractors, construction companies and architects—as we took our facility design across North America—it was a matter of getting multiple locations built in Chicago or Detroit or Boston or wherever it might be—so it was a matter of making sure we had the contractors that we were familiar with and could follow the federal, state and local requirements for the construction of these facilities and then have the architects design those up, have the contractors build them so they matched up the rest of the network of facilities based throughout North America. This is additional relevant interaction experience I have with the contractors and architects in this particular industry.”

Establish initial funding through network of 11 existing West Coast petroleum marketers (i.e., the 11 largest potential customers). Through my presentation, I convinced each to pledge $1 million to fund the start up and expansion of the Company. Though when Joe came into CFN as VP of Sales, he basically started from scratch with zero revenue.  The consulting group had been working with the design of the software that would track the transactions with the 11 companies representing the existing West Coast petroleum marketers (AKA “The Cartel).  Since the Cartel was already in the business, the day that CFN began business—CFN began generating revenue immediately as a result of being able to convert some of the existing jointly owned Cartel facilities over to the CFN model.

“In that first year—I know we ended doing $40M to $50M in sales that first year and the majority of that was from the existing Cartel if you will. We had about $10M in growth because of new relationships/new sites that were being built and brought on—new customers—expansion of that nature.”

The Board moved Joe out of the VP of Sales role he’d been in for about a year promoting him into the Chief Executive Officer role.  The move had been part of the plan from the beginning of Joe’s employment, and the potential to earn that role was one of the reasons Joe was attracted to the opportunity initially. The individual that was originally in the CEO role was from the consulting firm, and had developed MS and was unable to execute the role of CEO.

Recruited by and reporting directly to CFN’s Chairman of the Board, as CEO, Joe’s responsibilities were to strategically lead the company into new markets and establish broad network applications throughout North America, and apply leadership to the Company and its networked base of customers that would bring it to the top of the competitive industry.  
“In CFN’s second year, my first year as CEO, on top of the $50M that we started off with we added on probably another $100M of new revenue (not just cartel revenue) either by expanded end-user/customer base, new sites we built, or new relationships that we established - eventually growing the business to $3.5 Billion by the time I left. In the center of all this, I began a similar enterprise for Chevron and their market base, a new player outside of the original Cartel. Chevron was a totally separate product if you will outside of what CFN’s initial offering was. Chevron was the end user and customer if you will. We rolled this network out to their Chevron branded facilities. When I understood that Chevron was interested in doing something like this for their marketplace, it was lucky that 555 Market Street wasn’t that far from my office—so I could spend a lot of time down there just developing their upper management people - getting them to understand our success, and understand we could overlay a similar solution for them on top of ours. This was a way for Chevron to actually sell diesel fuel.”

“What it did was solve the problem for the Chevron. 70% of Chevron’s market ended up being diesel fuel for this particular enterprise. What these truck fueling networks did is solve the problem for the refiner and the producers of light ends or finished goods - how to get rid of the by-products of gasoline. Diesel fuel is actually one of the by-products of refining gasoline.  The truck fueling networks gave them an outlet versus dumping the diesel fuel on the open market and just let whoever wanted to buy it.  It actually gave them a means with which to sell this product and actually make a profitable revenue stream. Being one of the largest gasoline manufacturers in North America, they were so focused on the retail aspect of the market; it solved a big problem for Chevron. They had a large volume of this other product called diesel fuel. How to get rid of that, and how to make money off of it, was what we showed them how to do. So from there, Chevron could pick anybody in the world to do this.  I was able to show them existing and continued success, a believable presentation, and instilled confidence in our ability to deliver what we promised.  This was kind my approach. One of the things that really intrigued them was the relationship that I established with all of the tax revenue bases in the lower 48 states and having the ability to not just pick up the phone and call the person in charge of sales tax in New York or California, but having an understanding of how that could be handled and was expected to be handled. Chevron liked that a lot because that was a real significant way to save money, if you’re going to pay less taxes on your total revenue stream based on the sales tax or the state tax in that given local vicinity. So it was just a matter of showing them the success and convincing them that we had the reliability to perform for them. We since were rewarded the contract and operated it for several years after that.”

“Initially the way I structured both communications with all of the locations (each of which had a PC brain that is running the facility and collecting these transactions as they happened locally), the end users (and their electronic card access keys), and the people who owned the facilities was through telephone communication to each location. We set up an independent polling process at night where each location was automated back to a computer. All of the transactions were collect locally, and then we picked them up remotely at night via the polling process. The next thing I did was to take the card out of the driver’s hand, and establish a wireless protocol tag that was attached to the actual vehicle or truck.  The tag would activate the system at the fueling location, and then it would pick up the information through a wireless connection and link it back to the computer there at the site. Then I eliminated the telephone line and went to a satellite collection system/database system back to a host server. Then after all of the transactions were picked up and sorted, I would transmit them back via satellite communication either to the end user of the operation or the fleet, where his drivers were last night, and then also to the people that we purchase fuel from or transfer fuel out of their tanks either by supply arrangements or the end user just pumping it out to the saddle tanks of their trucks. This information would link into the software package that would report back to the end user’s fleet management person, for example, that would either report his maintenance schedule or his cost of operation. Then he could link that into his general ledger for his report at the end of the month or quarterly or whatever it might be.”

“For the fuel product clients, we were selling them a new way of doing business. For the end-user clients, what we were selling those individuals or those companies was control. The ability to accurately track their expenses, and to be able to report it back either as a cost of operation or say a responsibility for tax back to a given state. Probably the largest end-user customers that we had on these would be local municipalities, city governments, UPS, FedEx and then large trucking firms similar to say J.B. Hunt that you see running around the countryside. With someone like Hunt who operates in North America and has to report his sales tax usage back to every state in the Union, we gave them the ability to simply print out the report and stick it in the mail to whatever entity he or she had to report back to. So we streamlined their business, and made it easier for them—we gave them accountability and we also gave them the tools to reduce their expenses and overhead if that’s what they wanted to do with the information.”

“Again, you asked me to highlight construction, architectural engineering related experience.  For the locations that we built into the different service areas—I had to become knowledgeable of the contractors that were operating in those areas. We had to show them what we were looking to have built—have a local architect do the design—get it through the local city government as far as approval and then have that contractor to be subbed out to actually build that facility—whether it was one of ours or educating a local operator somewhere to do it on his own but with my support.”

Joe ultimately left CFN, being a “90s type of guy” allowing his wife to pursue a great career opportunity. “So what I decided to do was resign my position up there and follow her and the two boys down here to Southern California allowing her to pursue her career.  At this point in time, I already had a good relationship with the two founders of ID Micro and we began that recruitment process to structure up how we would eventually get this company organized and get it going and me be a key part of it.”

Candidate Compensation

Joe’s current compensation essentially comes from two companies given his dual roles as President of XYZ, Inc., and SVP of Sales & Marketing of ABC, Inc. and consists of $150,000 base and a $50,000 bonus plus lots of “start-up” stock options.  Joe’s compensation in his previous role as CEO of CFN consisted of a $200, 000 base and a $120,000 bonus.  Joe left CFN and took a $120,000 pay cut for the upside opportunity of pre-IPO stock options associated with his current role.
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