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PRESIDENT – CHIEF EXECUTIVE OFFICER

Startups / Turnarounds / Corporate Development / Business Expansion / Entrepreneurial

Board-Level Planning / Resource Development / M&A Valuation & Integration
P & L / B2B / Sales & Marketing / Complex Negotiations / Mentoring / Multi-Industry

Strategic & Organizational / Planning / Program Management / Executive Team Building
Growth Management / Multi-site Operations / Negotiations / Emerging Markets
I have started, built, managed and sold several successful businesses. I excel at running sales and service driven companies in tough, competitive environments. I have proven success as an entrepreneurial executive, leading companies to profitability.
I have driven award-winning performance by leading multi-branch field organizations. By directing multi-faceted business operations and working as an advocate for the customer, I have dramatically increased revenues, market share, profits and shareholder value.

A well-rounded executive and a company’s top leader, I design corporate strategies that consistently exceed expectations. My areas of expertise include growth strategies, product branding and positioning, global business development, startups, turnarounds, reorganizations, Board-level presentations and complex negotiations.

An effective communicator and motivator, I consistently draw out the best at all levels of an organization. Teams I have recruited and trained excel at achieving the highest goals against tight deadlines. I approach every person and opportunity with a deep commitment to the highest ethical standards.

As a creative, strategic thinker with exceptional people skills, I am a natural leader who easily earns people’s confidence and respect. I am an avid, fast learner able to quickly grasp technical matters. Confronting disorder and achieving results through solid business management skills are real, acquired strengths. I thrive on driving success.

My focused sense of recognizing strategic opportunities, combined with my solid strengths in developing infrastructures to achieve success, add real value to an organization. My core competencies include, but are not limited to:
· Launching, expanding and turning around companies, achieving profitability
· Growing companies organically and strategic acquisitions 
· Creating and implementing customized sales and marketing plans
· Recruiting and leading high-performance, multi-national teams
· Developing and executing plans to increase market presence

As an excellent strategist who transforms concepts into practical solutions, I achieve superior performance by motivating and mentoring strong focus teams. I am a dedicated leader and loyal advocate, committed to the highest ethical and professional standards while helping people, teams and organizations succeed.
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CAREER SUMMARY AND HIGHLIGHTS
CEO / President, Leadership On Demand, Executive Consultant, Coach, and Mentor
2009 to Present: Facilitate and Lead CEOs, Presidents, and Business Owners of Multi Million Dollar Organizations to Greater Profitability, Business Leverage, and Expanded Margins. 
CEO / President, Premier Capital Lending, 2004 to 2010 ($200M in Annual Sales and $10M in Gross Revenues), Founded, developed and directed all corporate operations, including Sales and Marketing for this HUD approved bank. Managed 10 production branches doing business in 14 states. Completed key acquisition achieving monthly peaks of $20M in sales.

· Directed Aggressive Business Expansion. Company was positioned for rapid growth. Developed strategic plan to expand nationwide. Hired key executives to oversee critical functions. Launched multiple branch operations. Planned to start wholesale division. Doubled revenue pipeline to $20M/month in four months.

· Targeted, Acquired Innovative Companies. Company’s expansion plan included buying other companies. Identified strategic products that added value to existing portfolios. Conducted due diligence. Completed complex negotiations. Assimilated organizations, improving operations, generating $120M/year in new revenues.

Managing General Partner, Medical Imaging, LLC, 2003 to 2008. Asked to take charge of failing business. Restructured debt, operations and ongoing services. Recruited superior talent. Restored profitability within six months.

· Turned Around Struggling Business. Recruited to transform business operations for company losing money in a downward trending industry. Restructured operations. Released unproductive personnel, hiring new staff. Recruited strategic partners. Launched marketing campaign. Quadrupled sales volume, restoring profitability in six months. Sold stock in company to focus on other business ventures.
Division VP, Home Loan Corporation, ($1.3B lender), 2000 to 2003. Developed new markets and introduced new products, adding $50M in volume in first year at twice the profit margin. Oversaw multi-branch operations, opening multiple new branch locations. Managed team of 12 and $2.4M budget.

· Merged Smaller Bank with Nationally Positioned Lender. Decided to merge my smaller mortgage bank with the Home Loan Corporation. Utilized my training and experience in change diplomacy to achieve a seamless merger. Recognized by senior management for a job well done. 

· Tasked to Head New Markets Division. My nontraditional banking background made me an ideal candidate for this position. Discovered some new legislation that would require all manufactured homes to have a foundation, becoming real estate with real estate loans as opposed to the current chattel loans used for manufactured homes. Developed new loan product, tripling division's loan production in two years and doubling profitability per loan in this new market. Opened up new offices to handle this new legislated windfall, adding $50M a year to the Home Loan North Texas Region.
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CEO, AmeriCare Insurance Group, 1998 to 2004. Started this independent insurance agency, providing general oversight of all licensed agents. Partnered with local companies to cross sell products. Managed $500K budget.

CEO, Founder, AmeriCare Financial Mortgage Corporation, 1993 to 2000                           ($60M Mortgage Bank), Started full operations. Oversaw loan production. Managed new financial products. Recruited, trained sales team. Opened new branches.
President, AmeriCare Financial Group, 1991 to 1993. Negotiated major contracts with insurance companies to offer their products through this agency. Recruited and trained all sales managers and licensed insurance agents. Operated three agency offices in Texas. Developed all marketing and sales literature, managing $500K budget.
President/Owner, AmeriCare Plaza, 1998 to Present. Owned, leased commercial properties. Directed all new and build out construction, managing accounts payables and receivables.

Operations Partner/Franchisee, Grandy's Restaurants, 1988 to 1991. Owned and operated four Grandy's restaurants, one in Houston, three in Denver. Ensured compliance with all Grandy's operations and quality control guidelines. Was the first fast food restaurant owner in the nation to introduce credit card purchases. Nominated for Franchisee of the Year in 1989. Managed 12 staff and $2M annual budget.
President, Progressive Marketing, Inc., 1981 to 1988. Provided contract sales force for Dallas Ft. Worth home builders. Managed product for four home builders in seven locations, representing $120M in new home products. Directed staffing, advertising, overseeing model home and spec housing construction, approving floor plans and platting subdivisions, procuring permanent loan commitments, and managing all loan pipelines.

· Started Highly Successful Company. Decided to start a new company. Developed strategic partnerships with local investors. Secured line of credit with banks. Established, launched strategic plan to move into high profile market. Added new product lines based on consumer demand. Achieved profitability within the first  year.

· Exceeded Revenue Objectives. Recruited aggressively by a company wanting to establish market dominance. Analyzed market potential. Identified, targeted new client base. Set high sales goals. Developed, implemented marketing strategy. Doubled sales volume, generating $1.2M in new revenues.

· Contract Educator. Recruited to teach courses on real estate finance and marketing Contracted to design an advanced marketing course and create a text book for the course. Gained approval for new text book from UTA and the Texas Real Estate Commission. Expanded recognition among industry peers.
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Professional Achievements

 Real Estate Educator    1983      University of Texas at Arlington

Recruited to teach courses on real estate finance and marketing Contracted to design an advanced marketing course and create a text book for the course. Gained approval for new text book from UTA and the Texas Real Estate Commission. Expanded recognition among industry peers and increased company business exponentially.
 Radio Talk Show Host.  1995    KCBI in Dallas, TX  

 Served as a guest on a real estate law radio talk show and received the most calls ever. Contacted by the radio station to see if I was interested in hosting my own radio program. Developed the theme and promotional pieces. Made a significant impact for my business that lasted across the following decade.
Mortgage Banking Educator 1998 Le Tourneau University
Contracted to teach Best practices and marketing to Loan Originators and loan Processors
 Insurance Educator  2002  Taught best practices, products, and marketing strategies to    

 Heads of Insurance Agencies for nationally recognized Insurance concern.
International Business Practices Educator.  2004 

Asked to teach American Marketing Strategies to Russian businessmen outside of Moscow. Accepted the challenge. Reviewed, edited the training materials, customizing materials to fit my experience. Connected with the Russian businessmen, being voted the Business Communicator of Excellence. First Lecturer to ever be invited to the businesses and homes of successful Russian leaders, unprecedented as of that date.

Guest Speaker for numerous Real Estate Boards, Appraisal Boards, and HUD Seminars 
EDUCATION / PERSONAL
Education: PHD Business Communications from Ashwood University                             

MBA from Ashwood University, BBA from the University of Texas
Credentials: Texas Real Estate Broker License, Life and Health Insurance License, Property and Casualty Insurance License, Texas Mortgage Broker License, HUD Mortgage Banking National Certification, FNMA Seller/Servicer License.
Community: Founder, President of an Evangelical Motorcycle Ministry called the Sons of Thunder, partnering with local churches and charities to serve community needs.

Charitable: Founder, President of AmeriCare Ministry Partners, a 501c3 working in Africa, Russia, and South America, assisting charities, orphanages and private Christian Schools. 
