Robert B. Whitney, Page 2

ROBERT B. WHITNEY

5509 Breamore Circle

Raleigh, North Carolina 27615

H (919) 846-6137

C (919) 260-2209

rwhitney1@nc.rr.com

summary

A results driven, cost-conscious sales and marketing manager with a demonstrated track record of achievement in business development, strategic planning, market research and analysis as well as pricing.  Spearheads initiatives and captures opportunities to establish the leading status of an organization.  Collaborates with colleagues to ensure the implementation of new initiatives.  Consistently exceeds goals to substantiate revenue.  With international industry experience, provides an establishment with an edge against the competition.

As an adaptable developer, opens new markets and fosters additional business by securing new contacts.  A customer focused producer who continuously provides practical solutions.  Utilizes a broad knowledge base and well-honed decision-making skills to increase brand name and awareness.  As a forward-thinking strategist, focuses on the whole deal while capturing the initial sale.  Leads teams and delivers top results.  A highly accountable performer who completes tasks and makes meaningful contributions, securing the lasting success of a company.  
experience

Tekelec, Morrisville, North Carolina 

Senior Manager, Commercial Marketing, 2007-2008 

Acted as internal consultant utilizing my knowledge of strategic pricing for creating new quote tool in Oracle. Trained product management in strategic pricing.  Verified and critiqued product management initiatives in strategic pricing. Evaluated and simplified product lines. Programmed Oracle Configurator Developer to organize company products for quotations and sales order creation.  Developing part numbers, bills of materials and user interfaces and ensuring entry of pricing data, including list prices, contract pricing and price list categories utilized in discounting and taxation calculations. 
· Greater than 90% of quotations done in Oracle. 

· Annual savings of $500,000 achieved
Senior Manager, Regional Market Management, 2004-2007

Prepared and presented business cases to executive management for approval of new opportunities and product requirements for Caribbean and Latin America (CALA) region and Europe, Africa, Asia and Australia (EAAA) region.  Served as advocate for regions with core organization to ensure complex solution navigation through existing processes not designed to meet international needs. Identified process changes and modified existing core procedures to expand scope and actions for international requirements.  Represented CALA region in monthly executive business reviews.

· Provided business planning for annual budgets and long-range plans for regions with input from sales, product management, finance and customer service. 

· Prepared and presented regional pricing, margin analyses and competitive climate to executive management.

· Collaborated with sales teams and customers to secure business and meet customer expectations. 

· Coordinated customer visits presentations/working sessions to ensure customer issues addressed.  

· Evaluated impact of product delivery slips on orders, revenue recognition and margins. 

· Grew CALA orders to $80,000,000 yearly, exceeding target by 40%. 

· Increased Europe, Asia, Australia and Africa region to $100,000,000 annually, exceeding targets by 25%. 

· Proposed strategic bid pricing and secured high margins as well as new customers for international regions.  

· Presented business cases for $500,000,000, accounting for regional growth. 

· Met customer requirements and minimized churn and cost overruns.

· Served as chairman of semi-weekly strategic business review, evaluating non-standard business opportunities and assigned resources.  

Senior Manager, Strategic Pricing and Marketing, 2000-2004

Determined product pricing strategies and configuration to ensure highest margins. Communicated results to executive management, sales, quotations and product management.  Developed and maintained quotation tools to ensure accurate preparation of solutions to customers, resulting in proper pricing, cost, configuration and margins.  

· Achieved margins of 80%.  

· Evaluated competitive situations, allowing selective discounting and long-range contract pricing to secure 80% of North American market.  

· Ensured requirements for revenue recognition fulfillment to exceed corporate revenue/quarterly earnings targets.  

· Provided financial analysis of business, product performance, up-to-date pricing by market and net present value/cash flow for customer justification.  

· Proposed and managed extended warranty programs, resulting in 10% of total revenue and 90% margins.  

· Analyzed finances for sales, finance, marketing, product management and executive management to clarify scenarios for management decisions. 

· Received and booked $300,000,000 customer purchasing orders into system to enable sale order set-up and delivery.  

Nortel Networks, Research Triangle Park, North Carolina

Director and Senior Manager, Japan Business Support, 1995-2000

Oversaw business development, including technical responses, quotations, contract negotiations, customer visit coordination, product management and delivery.  Provided business planning for budgets and long-range planning.  Presented to executive staff in Japan and North America new products and opportunities for approval. 

· Worked closely in Japan with in-country staff and coordinated efforts from numerous global facilities to meet product requirements.  

· Revitalized business in Japan from $70,000,000 yearly to $300,000,000.

Senior Manager, Finance, 1993-1995  

Gathered global development requests for six product lines.  Rationalized and prioritized funded development projects.  Published product plans of record and track spending as well as spending and performance to budget and delivery commitments.  
· Rationalized $2,000,000,000 R&D projects into $500,000,000 annual R&D budget. 

· Adjusted project spending during year to ensure maximum revenue achievement.

Senior Manager, International Marketing, 1988-1993  

Oversaw business development in international markets, including technical responses, quotations and contract negotiations.  Provided financial analysis, business case development and planning. 
· Grew Japan business to $300,000,000 yearly due to new product introduction.

· Captured new business in Tunisia, Poland, and Brazil.

ADDITIONAL EXPERIENCE
Northern Telecom Japan, Tokyo, Japan, Director Marketing, Public Switching, 1985-1988.  Provided proposals to customers, established pricing and strategies to capture market.  Negotiated long-term supply agreement.  Oversaw product management and trained local staff.  Supplied financial analysis/business case studies for new opportunities as well as budget and long-range planning. 

· Captured long-term supply agreement worth $2,000,000,000 over seven years.

· Negotiated contract across internal and customer functional groups, from pricing, shipping/delivery, new development, quality and finance.

· Established new office in Tokyo, trained local staff in Marketing, Project Management, and Finance.

Nortel Networks, Research Triangle Park, North Carolina, Manager, Strategic Pricing and Proposals, Rural Switching, 1982-1985.  Established prices and strategies.  Led team to provide quotations/technical responses to customers.  Oversaw financial analysis and business planning as well as quarterly forecasts and build planning.  Acquired major Bell system customers for rural switching.  Quoted $500,000,000 per year and won $300,000,000 in bids.  Restored viability of rural switching product through business case analysis and product planning, extending product life by 20 years. 

Supervisor, Cost Accounting, 1980-1982.  Determined standard costs for components.  Managed cost accounting transactions and journal entries.  Reconciled annual physical inventory valuation.

Hayes Albion Corporation, Jackson, Michigan, Assistant Controller and Corporate Financial Analyst, 1975-1980.  Oversaw cost accounting, payroll, general accounting, as well as corporate consolidation of periodic results and budget analysis.  Held responsibility for merger and acquisition analyses. 

education

DUKE UnIVERSITY, Durham, North Carolina 

M.B.A., 1984

ALBION COLLEGE, Albion, Michigan 

B.A., Economics, 1975

professional development

DUKE UNIVERSITY, Delta Management Leadership I, 2001

DUKE UNIVERSITY, Delta Management Leadership II, 2002

computer skills

Microsoft Office Suite, Microsoft Project, Oracle

personal

Married.  Enjoys woodworking and traveling. 

