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Kellogg Graduate School of Management. Northwestern University 
M.A. in Management 

University of Central Florida - MBA Coursework completed 

University of South Florida - B.A. Marketing and Accounting 

Professional Experience: 
9/06 - 6/09 K Group, dba XACCT.biz 

Owner 
Startup outsourced accounting service in Puerto Rico providing small and 
medium sized companies financial information only available to much larger 
companies. 

8/04 - 8/06 James Madison University 
Full Time Instructor 
Responsible for teaching Principles of Management & Interpersonal Skills both 
required courses for all business majors. Received average student 
evaluation score of 4.67 out of 5. 

1 /02 - 7/04 Islanet, Inc. 
President & CEO 
Responsible for all aspects of an undercapitalized, start-up Telecommunications 
Company, providing wireless data transmission and VoIP. Revenues grew 70% in 
the first year and became EBITDA positive. 

1/01 - 5/04 University of Puerto Rico 
Part-time Professor 
Responsible for teaching Principles of Marketing and Strategic Management. 
Received 83% excellent evaluation marks for presenting theory with real 
world examples. 

1/98 - 1/01 Centennial de Puerto Rico 
President 
Responsible for all facets of a high-growth, integrated telecommunications 
company including wireless, wireline, internet and cable TV. Revenues grew to 
$250MJyear with 47% EBITDA and 1,300 employees. Major responsibilities include 
Strategic Direction, Profitability, Marketing, Sales, customer Service, Regulatory, 
Human Resources and Technical Operations. 



1/97 - 8/97 Prime Co Personal Communications - Dallas, Texas 
Vice President/General Manager 
Responsible for the operations of the North Texas MTA including Engineering, Systems 
Operations, Marketing, Sales, Human Resources and Finance. Responsible for a shift 
in strategic direction which resulted in significantly improved results. 

3/90 - 1/97 United States Cellular - Chicago, III 
Vice President. Business Development - 1/96 - 1/97 
Responsible for restructuring Customer Service and Administrative delivery system to 
significantly improve customer service reduce chum and bad debt and improve 
efficiencies. Included designing new billing system requirements, developing 
staffing and training packages, deploying world-class call center technologies; 
adjust policies, streamline procedures and plan to consolidate 19 centers into two. 

Vice President. National Operations - 5/94 - 1/96 
Promoted to Vice President responsible for 6 MSA and 27 RSA markets. Twelve 
directs reports contributing $106M in revenue with over 500 employees. Full P&L 
responsibility. 

Regional General Manager - 3/90 - 5/94 
Direct responsibility for 6 MSA and 16 RSA markets with 7 direct reports and over 300 
employees. Full P&L responsibility with $40 million in 1993 revenue and $83 million in 
1994. 

1987-90 MCCA Mobile Communications - Jackson, Mississippi 
Director. Sales Support/Customer Service 
Developed programs for 400 sales representatives and 45 managers to meet 
corporate objectives in growth and customer satisfaction. Programs included sales 
training, development and administration of quotas and compensation, career 
planning, territory management and collateral material. Also leveraged customer 
service to reduce the customer disconnect rate. Responsible for changing 
employee attitudes, developing training programs, developing and administering a 
bonus program, initiating organizational design changes and developing customer 
communications. Also initiated and managed a customer service survey. 

1979-1987 AT&T, Inc. - Basking Ridge, New Jersey 
Through varied responsibilities beginning at Southem Bell in Orlando, Florida, I 
achieved the following major accomplishments: 

• Implemented geo-demographic segmentation plan to increase response 
rates in Equal Access. From basic attitudinal research, market segments were 
identified, messages developed and direct mail developed and mailed. 
Resulted in a 10% increase in response rates. 

• Developed national mass media strategy to increase effectiveness of $70 
million advertising budget. Managed equal access message development 
and implementation, resulting in excellent response rates in local markets. 

• Developed, tested and implemented sales budgeting and tracking system to 
manage retail sales results in Phone Center Stores. Set store objectives and 
administered a Manager Incentive Program for 400 retail outlets. 

• At various times managed a call center group, retail store and provided sales 
training. 



Consulting: 
2006 

2004 

2001 

1997 

OSI. Inc., an accounting and transaction-processing firm, performed business 
analysis focused on evaluating current sales to recommend an updated 
company growth strategy including penetration of current markets and 
expansion into US markets 

Atlantic Tele-Network, Inc., performed operational review and due diligence 
in the company's attempted acquisition ofTricom, a telecommunication's 
company in the Dominican Republic 

Verizon Information Systems, in Puerto Rico with business development on 
www.superoagespr.com the Puerto Rico superpages.com company, 
eVector. Inc., a US based software company, in new product development. 

Centennial de Puerto Rico operation assessment to improve intemal controls and 
efficiency. Reviewed all intemal processes and workflows and recommended 
changes. Resulted in offer of employment 


