DIRECTOR
Lean Six Sigma / Operations / Relationship Management / Outsourcing 
Highly accomplished Lean Six Sigma Black Belt Consultant equipped with over fifteen years of operational leadership experience and a successful track record achieving superior levels of customer satisfaction, sales growth and profitable business operations. A change leader skilled in leading business process improvements, operational efficiency and enhancing cost effectiveness. Dynamic manager with a passion for challenge and a tenacious commitment to exceeding business objectives. Utilizes a results-driven management process that engages employees and links individual goals to the team and the organization. Possesses a methodical management approach that utilizes situational leadership and active coaching and mentoring.

CORE COMPETENCIES
	· Quality Tools
	· Interpersonal Skills
	· Production Operations

	· Analytical skills
	· Client Service Focused 
	· Transactional Environments

	· Creative Problem Solving
	· Organizational skills 
	· Lean & Six Sigma Training

	· Project Management
	· Team Building Skills 
	· Virtual Team Facilitation


PROFESSIONAL EXPERIENCE

AMERICAN EXPRESS COMPANY, Stamford, Connecticut
2007 – Present
Lean Six Sigma Black Belt/Controllership Quality Group Champion                                              
Brought on board to be the Quality group’s focal point in the Stamford Office. Planned and executed Lean or Six Sigma projects that increased process efficiency and effectiveness through reductions in cycle time, staffing requirements and streamlining operating procedures. Coached and managed Six Sigma project portfolios of all green belts in the Stamford Office. Conducted Six Sigma Green Belt and Lean skills training within Controllership.

· Created End to End process Scorecard for External Reporting that is now a benchmark in Controllership group.
· Improved the financial Close Process by accelerating the Earnings Release Process, Financial Review Book, Financial Disclosures and the 10Q Process internally by 72 hours.
· Improved the Hard Close Process (pre-work for the Annual Report Process) by speeding the completion of all tasks by 36 hours from previous year. The Team achieved their G1 goals of 95% of all information submitted.
· Coordinated efforts than enhanced and streamlined by 48 hours the Green Belt curriculum companywide.
· Improved Stamford’s office Administrative Aides efficiency on the job by 26.4%.
XEROX CORPORATION, Stamford, Connecticut                                                                                 1995 – 2007
Lean Six Sigma Black Belt / New England Region Champion

                                      2004-2007
Conducted Lean Six Sigma Black belt projects for the purpose of achieving high impact improvements. Projects were internal (Sales, Call centers) or at major client sites through consulting engagements (At the Customer for the Customer). Worked with Senior Leadership to identify Lean Six Sigma Project pipeline. Diverse experience base with Fortune 300’s Consulting customers of Xerox in: Insurance, Financial Services, Healthcare, Publishing, Media and transactional business environments.

· After six months in assignment was given the responsibility to coordinate the activities and assignments (Workload Balance) of all the Black Belts and Green belts within the northeast.
· Achieved Black Belt Certification within fourteen months in assignment. 
· Completed 10 Lean Six Sigma projects, delivering over $24.7 Million in total savings for Xerox and its customers. 
· Led New England to achieve number one status among all regions (13) in the Unites States for Lean Six Sigma Results in 2006.
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Director of Client Operations/Xerox Global Services 




            2001-2004

Managed eleven Client Account Managers overseeing 136 associates in implementing and delivering contracted consulting and managed services at 65 accounts in the New England Region. Had full accountability for P/L management of a $38.4 million annual revenue stream. Full operational responsibility that included: customer satisfaction achievement, resource utilization, materials management, equipment, assets and inventory management and control. Accountable for the development, recognition, and retention of team members
· Achieved account retention of 97.3/98.6% in the assignment.

· Realized year over year financial account growth average of 7.3% over a three year span. 

· Developed and monitored production and administrative processes that were implemented at regional and national level within the organization. 

· Achieved 94.4% Value Assurance Process Implementation.

· Accomplished employee satisfaction survey ratings 95+/100% every year. 

· Improved Customer satisfaction portfolio from 65% to 78% the first year and from 78% to 99.2% in the second year.
· Achieved diversity and Operation Balanced Workforce objectives every year.
Senior Client Account Manager/Xerox Business Services



            2000-2001
Workgroup leader of Nine Client Account Managers and 143 associates in implementing and delivering contracted managed services at 46 customer sites in NY city. Had full accountability for P/L management of a $12.4 million annual revenue stream. Identified and document best practices in the workgroup and coached new management team members. Full operational responsibility included: customer satisfaction achievement, resource utilization, materials management, equipment, assets and inventory management and control. 
· Saved account generating $3.2 million in annual revenue from cancellation through the development and implementation of an 18-point action plan.

Field & Site Client Account Manager/ Xerox Business Services

           
           1995-2000
Started as a Site manager and was later promoted to Field Manager. Managed up to 27 direct reports, leading the delivery of contracted managed services at multiple customer sites in NY city. Had full accountability for P/L management of revenue streams ranging from $600k to $1.8 million annual revenue. Full operational responsibility included: customer satisfaction achievement, resource utilization, materials management, equipment, assets and inventory management and control. Received non-exempt grade promotions every year by some of these selected achievements:
· Saved a $2 million annual revenue account from cancellation by conducting a major Overhaul of its operation.

· Reduced Non-billable overtime by 47.6%, then maintained it as a regular process improvement. 

· Cost reduction of 28.4% implemented at the site (Cost reduction improved the G.P.M at the account by 11.3%)
· Achieved employee retention of 98.4% and increased employee satisfaction by 12 points over 3.5 years. 

· Realized same account revenue growth of 174.3%  by major expansion leveraged by account relationship. 

· Created Performance Management Reports that were used as benchmark within organization.
EDUCATIONAL BACKGROUND
Bachelor of Arts in Economics, New York University, New York, New York
Lean Six Sigma Black Belt & Green Belt, Certifications awarded by Xerox Corporation 

Leadership Development:

	· Managing People and Processes
	· The Art of Balance
	· Win friends and Influence People

	· The 7 Habits (Covey Training)
	· Leadership Presence
	· Leading Cross Functionally 

	· Principle Centered Leadership 
	· Lean Document Production 
	· Lead On (CCL Greensboro,NC)



