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SENIOR BUSINESS LEADERSHIP

GENERAL MANAGER
I build high-performing teams, direct them towards their targets and make sure they achieve their objectives.  I also deliver the strategic intelligence necessary for critical decision making.  
I produce results by leveraging four key elements:

· Processes and tools – efficient sales processes and sales enablement tools yield more targeted sales efforts and increased sales effectiveness.  
· Plans – clear, precise plans for territories, customers and personal development are roadmaps to success.   
· Performance measurements - against plans, hold individuals accountable for their success and failure.  
· Communication - with sales teams, with management and across the organization clearly establishes expectations, progress and results.   
I started my career with IBM and GE Capital.  I earned a BA from Georgetown University and an MBA from Columbia University.
The right opportunity combines my passion for process analysis and my professional sales and marketing experience working with both large and small companies.

PROFESSIONAL HISTORY

Talaris, Inc., Lisle, IL
2010 – Present
Talaris are the world experts in cash handling solutions.

Managing Director, Global Coin Products

Lead Talaris’ worldwide coin business.  Products include high-speed coin sorters and counter, self-service coin sorters, coin dispensers and coin wrappers.  Develop and implement the global strategy to turn around and grow the coin business.  

· Manage and coordinate the sales efforts of teams worldwide to sell coin products.  

· Direct product managers in developing and implementing local market-centric strategies and programs.

· Manage engineering team developing product innovations to meet market demand and competitive challenges.

· Oversee transition of in-house manufacturing and assembly to off-shore partners. 
Turbine Generator Maintenance, Inc., Cape Coral, FL
2008 – 2009
Privately held, leading provider of maintenance, repair and overhaul (MRO) services for turbines producing under 200 MW in the US, Caribbean and South America.

Vice President, Sales and Marketing

· Delivered over $30 million of new business, maintaining revenue levels in shrinking economic market

· Recovered over a dozen “lost” customers

· Built professional sales force by recruiting and training experienced, technical sales representatives
· Consolidated and streamlined proposal process to ensure:

· Faster turnaround  for bids and proposals
· Accurate pricing

· Consistent contract terms and conditions

· Complete offering to meet customers’ needs and clearly define company’s obligations

· Designed and introduced collateral with consistent branding

· Developed metrics to measure and track:

· Sales backlog

· Lead generation and qualification

· Sales representative performance

· Sales and marketing program effectiveness
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Wallace Management Group, LLC, Wilton, CT
2006 – 2008

Successful consultancy spun-off from MarketLINK providing management advice to US and international clients in the banking, security, education, health care and automotive industries.
President

· Wrote business plans for three start-up businesses

· Negotiated management buy-out of health care division of communications company

· Reviewed client sales operations to identify where system propels sales force and where it holds them back

· Examined all sales support processes – from lead generation to opportunity planning and from proposal creation to contract execution – to identify process improvements
MarketLINK LLC, Wilton, CT
1995 – 2006
Developer of sales enablement tools for Fortune 500 clients to improve sales effectiveness.
Co-founder, Managing Partner
· Major client:  IBM, GE, Deloitte & Touche, Samsung, New York Times Digital, FedEx, MeadWestvaco, Xerox, SunTrust Bank, Philip Morris International

· Sales force communications, customer service, best practices, customer communications, channel incentive programs, lead management, customer loyalty programs
· Grew revenue annually, generating over 50% margins
Right Source, Inc., Wilton, CT
1993 – 1995

Exclusive manager of IBM’s outsourced computer education and training business in New York Metro area.

General Manager

· Returned computer training business to profitability within 5 months by growing revenue by 150%, reducing overhead by 25% and re-negotiating key supplier contracts.
· Grew revenue from $2.5 million to $4.5 million over next 12 months.

· Based on performance IBM asked Right Source to manage their East Coast education business. 
Redwood Capital Corporation, San Francisco, CA
1992 – 1993

Privately held computer leasing company.
Vice President, Sales & Operations

· Recruited and trained sales team, building it from scratch

· Sold over $1.5 million of dated inventory, generating over $1 million gross profit.
GE Capital Computer Leasing, San Francisco, CA
1989 – 1992

Computer leasing division of GE Capital
Director, Marketing Programs
Western Region Sales Manager

Director, Inside Sales

Director, Remarketing

IBM Corporation, New York, NY
1981 – 1989

Systems Engineer
Marketing Representative

Marketing Manager

EDUCATION

Columbia University, New York, NY
MBA, Marketing/Finance
1981

Georgetown University, Washington, DC
BA, Economics
1979

DAVID P. WALLACE

www.wallacemanagement.com
130 Ridgefield Road
(203) 834-0143

Wilton, CT 06897 
dwallace@wallacemanagement.com
Selected Consulting Projects - Addendum to Résumé 
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Designed and implemented a comprehensive database system for IBM executives to communicate with their sales force of 20,000 representatives worldwide.  
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Created and managed marketing fulfillment center used by IBM to satisfy channel and sales force requests for marketing collateral (approximately 500 SKUs) and fulfill sales promotion offerings (Godiva chocolate, stadium blankets, Nintendo 64 systems, USB storage drives).  
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Developed concept design and managed project team to develop Lotus Notes-based application for IBM to track the accessibility characteristics of all its products.  This mission-critical application enables IBM to compete with confidence for over $1 billion of federal government IT products and services while demonstrating their Section 508 compliance.
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Designed, conducted and wrote over 30 market research surveys, analyses and reports for MarketLINK clients.  Managed the development of more than 20 white papers and ten product sales guides for technology industry clients.  

· Designed sales account information planning and lead tracking systems for MeadWestvaco to manage its sales opportunities across all territories and regions.  

· Worked with the three leading tobacco industry producers to design an inter-company, Internet-based communications system for sharing best practices in “Youth Smoking Prevention” initiatives worldwide.  

· Created and implemented “back-office” systems to manage McData’s business partner relationship programs.  Systems enabled partners to register for programs, file claims for partner incentives (spiffs), report activity to client executives and generate payments for approved claims.
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Designed and implemented system to manage flow of customer service email requests from IBM’s preferred personal computer users. Customer satisfaction measured before and after program implementation increased from 38% to 85% in nine months.
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Designed and conducted insurance industry survey measuring customer satisfaction with and effectiveness of email customer service programs.  Participating companies included:  Allstate, Nationwide, Liberty Mutual, Progressive, GEICO and TIAA-CREF.  Wrote and delivered analysis paper summarizing the industry’s use of this emerging customer service medium.

