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Summary – Senior executive with multi industry and international experience in General Management, Marketing, Sales, and Operations with  success in premier companies including; Procter and Gamble, Tambrands, Reebok, Visa, and Footstar.

Professional Experience:
Footstar Inc. 
1999-Present

CEO & President, Footstar Athletic Division, Mahwah, NJ  
3/02 – Present
Responsible for $1.0 billion athletic retail division which includes FootactionUSA (500 stores, $600M) Just or Feet (100 stores, $400M) and Uprise (3 stores, $5M), in addition to e-commerce. Collectively Footstar athletic is the second largest athletic specialty entity operating in 42 states and Puerto Rico employing 10,000 associates. 
· Integrated Footaction and Just for Feet into one division resulting in 20% reduction in staffing while concurrently upgrading personnel. 

· Created and successfully launched test retail concept and brand, Uprise, to address action sports footwear and accessories market.
· Repositioned Just for Feet and cut operating losses by 25% over previous year. 

· Forged partnership with Nike to differentiate Footstar’s Nike product and marketing vs. Footlocker with positive initial impact. 

CEO & President, FootactionUSA, Dallas, TX. 
8/99-3/02
Responsible for $600M FootactionUSA division of Footstar, including 500 stores, 6500 associates, and e-commerce. 
· Reversed three years of negative sales and profit erosion in 2000 with a 15% improvement in operating profit and 2% comp sales gain. 

· Repositioned chain’s consumer and  real estate strategy  for mid-long range market leadership in targeted segment.
· Created excusive product and marketing concepts with brand partners in addition to creating our own proprietary brands resulting in 60% of product unique to chain vs. less than 25% in previous years. 

· Store level manager turnover dropped from 45% in 1999 down to 27% in 2001, the best in the industry segment. Also, Footstar was a finalist for top 100 places to work in 01 with Footaction reflecting the best ratings within the Footstar organization.

· Footaction was recognized by the industry as “Trendsetter of the year” in 2001.

Reebok International Inc.  
6/90-12/92, 4/94-6/99

Senior Vice President & General Manager, Reebok North America, Stoughton, Ma 
9/98-8/99
Responsible for $1.6 Billion North American Division representing the Canadian and US operating groups. In 1999, the North American division reversed four years of profit decline delivering a 50% improvement in operating profit vs. 98.  

President, Reebok France & Vice President, European Sales & Operations, Paris France 
12/97-9/98

Responsible for third largest Reebok Division, Reebok France. In addition responsible for European integration strategy for operations and sales as well as Pan European accounts, Footlocker, Eurosport, and Sport2000. In 1998, Reebok France delivered an 18% increase in sales and doubled operating profit over 1997. Outperformed company due to innovative marketing partnership with Virgin Records and account partnership with Decathlon Sports. 
Vice President, US Sales, Stoughton, Ma. 
1/96-12/97

Responsible for $1.4 Billion in US sales, field/regional marketing, retail merchandising and customer service managing 450 associates, 2000+ accounts, and $90 million operating budget. Repositioned brand in premium retail channels, and successfully launched major account planning program, customer satisfaction initiatives, and new footwear technology platform for brand.
Vice President US Field Sales, Operations, and Marketing, Stoughton, Ma.  
3/95-1/96
Responsible for field sales, operations and marketing organization representing $900 million in volume, 2000 accounts, and staff of 175. Achieved 9% sales increase while concurrently reducing operating expenses base by 20% in 95. 
Vice President US Marketing, Stoughton, Ma. 
4/94-3/95

Responsible for development and execution of US marketing plan. Managed staff of 90, $110 million marketing budget, and successfully aligned marketing spend to company priorities and integrated plan with global product marketing and sales organization. 

Visa USA 
12/92-4/94

Vice President of Marketing, Retail & Direct Marketing Industries, San Francisco, Ca.  
6/93-4/94

Responsible for development and execution of business plan for $115 billion Visa U.S. retail transaction

volume. Developed industry specific marketing, advertising, public relations, and co-branded product development programs. In 1993, Visa’s share of retail transactions rose from 8.4% in 92 to 8.9% in 93, reversing MasterCard share gains due to major retail promotional partnerships with K-Mart, Target, Home Depot and Toys R Us, acceptance gained at Sears and May Co., and co-branded cards launched at Nordstrom and Toys R Us. 
Director of Marketing, Retail Industry, San Francisco, Ca. 
12/92-6/93

Responsibilities equal to Vice President Position for retail segment. Promoted 6/1/93 based upon initial six months of performance. 

Reebok International Inc.  
6/90-12/92

Western Division Director, Irvine, Ca.  
9/91-12/92

Responsible for 19 Western states with staff of 75 representing field sales, customer service, and field marketing for $200 million division. Exceeded 1992 sales and profit plan, (#1 of 4 divisions), created and launched influencer based target marketing programs which increased performance running, fitness, basketball, and Hispanic share in the West. 

Regional Sales Manager, Irvine, Ca. 
6/90- 9/91

Responsible for Southern Ca., Arizona, Nevada, Hawaii, and Guam markets representing $85 million in volume with staff of 19 sales managers/representatives. Exceeded 1991 sales plan by 14%, structured and built direct sales organization from an independent agency, and instituted account planning and call procedures to improve skill base and upgrade operation. 
Tambrands Inc.  
6/87-6/90

Trade Marketing and Sales Merchandising manager, Lake Success,  New York 
12/89-6/90

Responsible for development of consumer and trade promotions, new product retail launch plans, sales and in-store merchandising analysis/programs, and conceptual selling presentations. Successfully launched Tampax Compak, created flexible account promotion planning tool, and developed price elasticity model to aid sales organization in improving retail profits on our brands. 
National Accounts Manager, Lake Success, New York 
12/88-12-89
Direct responsibility for K-Mart account as well as creating framework for new Tambrands national accounts direct sales organization. In 89, K-Mart volume increased 17% vs. 88 while concurrently reducing promotional volume by over 50%.

Regional Sales Manger, Phoenix Arizona
6/87-12/88
Responsible for Southern California, Arizona, and Hawaii markets representing $30M in volume. Managed brokers and distributors to achieve sales, merchandising, and regional marketing objectives. In 88, volume grew 9%, #3 of 17 regions, and two of three brokers in region were elected to Tambrands “Presidents Club” in 98, which represents the top 10% of brokers. 

Procter & Gamble Inc., Health and Personal Care Division 
6/84-6/87

Unit Manager, Phoenix, Arizona
3 /86-6/87

Responsible for Arizona, West Texas, and New Mexico markets, University of Denver College recruiting, and regional Hispanic marketing initiatives. For 12 months ending 6/87, unit volume was up 32%, #1 in country due to successful Crest Tartar control and Scope peppermint introductions as well as account specific programs executed by team at Safeway. 
District Field Representative, Phoenix, Arizona 
9/85-3/86

Acting Unit manager with same responsibility stated above

Sales Representative, Fresno, Ca. 
6/84-9/85
Education

University of Denver, Denver Colorado

BSBA, 1984 (Honors)

(Personally paid for 100% for college through combination of working, grants, loan, and scholarships)

Iolani Prep School, Honolulu, Hi.

Graduated 1980

Achievements/Activities                                                                                                                                  

College – Outstanding Male Senior - 1984, Who’s Who in American Universities – 1984, Outstanding Young Men of America – 1984, President, Phi Kappa Sigma fraternity, IFC Rush Chairman – 1983/84
Industry – Recognized as one of top 20 Sports Industry leaders in 2001 by Sports Trend magazine, Footaction has won two industry awards in last three years for innovation and leadership. 
Philanthropy – Board of Director for PE for Life, active supporter of Big Brothers and Sisters of America, received outstanding citizen award from the major of Boston in 1997.

Personal – married with three kids, enjoy reading, politics, jogging, tennis, golf, and time with family. 


