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Gregory J. Sweers

16145 SE Old Petrovitsky Rd.



Renton, WA 98058

greg.sweers@att.net
Ofc (425) 271-3924  

Cell (425) 260-1406

Business Development Manager

Driven business development and marketing engineer with an excellent track record of building new business using technical and business acumen combined with proven deep experience in ROI marketing.  Experience in implementing timely and effective campaigns using proven business development techniques to create early traction for technology solutions.  Success in managing multi-channel proposals in B2B and consumer space, establishing new distribution channels, creating partnerships and negotiating business deals using competitive analysis skills and market analysis expertise to identify, assess, and close deals.  Over 14 years of experience in product management with 6 years experience in creating pipeline opportunities, establishing selling platforms, modeling market opportunities, business plan development and sales account management.  Proven effective Internet management skills selling data solutions and distribution implementations to corporations including pricing strategies and margin management.  

Profile – Some Career Accomplishments

· Achieved $900 million sale through EFFECTIVE market analysis using statistical techniques, software modeling, primary research data, published reports and government-supplied statistics to isolate the opportunity and close the deal.

· Extensive EXPERIENCE in product marketing campaigns supporting over 30 campaigns including Internet based products and services channel development, leading market analysis teams and channeling sales teams with in-depth KNOWLEDGE of business buying processes gained from expert competitive analysis skills resulting in closure of new product business.  

· Created new CUSTOMER base by developing a business plan for $20 million business, performing all market analysis including visits to potential customer and competitor sites, securing launch customer, creating contracts, and managing the customer interface both before and after the sale.

· Developed successful STRATEGIC and tactical ‘day-to-day’ 120-day turnaround plan for Internet service company including customer relationship building, product team leadership, hiring, communications, after-market support, outside agency support and new channel development.

· LEADERSHIP team experience setting direction for corporation and performing planning and strategic exercises for key business expansion decision-making.

Experience

Director - Business Development

Continental DataGraphics (ISP) – Bellevue, WA                                          

Jul. 2002 - Apr 2003

Managed and created all business development functions from ground up for Internet-based applications and data provider.  Developed business opportunities through analysis and recommended course of action, opened new selling channels, performed strategic business case analyses for Internet-delivered thin client data services, created new business plans and go-to-market strategies and introduced under-leveraged sales opportunities using personal contacts, relationship building and sound business principle skills.  Led new industry initiative in trucking market to deliver parts data based on assessed market value to the corporation and strategic alignment of data services capabilities in adjacent market including plan development and launch.  Created new sales account worth $4.5 million within first 6 months in digital services to provide alternative to meet forecasted sales plan.  Originated and executed a 120-day plan to create sales traction in medical and legal markets that included completion of detailed marketing plan complimenting the sales plan and managed actions against the plan to ensure success.

Director – Sales and Marketing

BAE SYSTEMS North America Inc. – Victorville, CA               

Dec. 2001- Apr. 2002

Develop strategic sales and marketing department for $20 million business, created market traction using marketing principles and tools for start-up business.  Managed all sales efforts before and after sale, produced quarterly financial reports and closed services deals.  Managed successful marketing and communications plan through community connection and partner relationships as company expanded into new community.  Also performed business manager function as follows: 

· Financial and forecast reporting

· Closed new business sales worth $1.5 mil

· Built customer base by generating 8 proposal requests within first month.

· Structured and wrote contractual agreements with potential partners such as Proprietary Information Agreements, Memorandum of Understanding and General Terms Agreements with one partnership resulting in an RFP from a major customer for services to 1100 aircraft.

· Negotiated launch customer $150,000 deal and closed up-sell opportunity with 3 follow-on contracts.

Director – Business Development
BAE SYSTEMS North America Inc. – Mojave, CA

Jan 2000- Dec 2001

Performed markets analysis and defined market demand for strategic growth opportunities, launch strategy, identification of customer targets and strategic partnerships with other suppliers to ensure winning new business proposal after launch.  Built pipeline for unique services offering utilizing customer relationships and leveraging new product-to-market plans.  Developed and managed key partner contracts to expand business opportunities within B2B market space.  Directed studies of the industry and developed strategic initiatives within the corporation to enter a $6 billion market not yet exploited that grew the business by 20%.

· Performed market analysis, commissioned study, managed marketing evaluation and created expansion plan.
· Create multiple business case studies to ensure financial viability of new opportunities.  
· Developed operating budgets and sales forecasts within the business plan.  
· Closed engineering services partnership with major customer and validated viable business opportunity for senior management.

· Performed year long expansion plan viability analysis and presentation to top management seeking approval of resources for viable business opportunities.

Marketing Director
The Boeing Company – Seattle, WA 

Jun 1997 – Jan 2000

Performed trade studies, developed product recommendations based on marketing intelligence, gathered data to perform studies, completed industry analysis through research, product assessment and marketability resulting in sale.  Created tag lines and target messages for Boeing products while managing team of 4 computing and data support personnel in support of analytical functions for which I was responsible. 

· Prepared sales for strategic selling through quantitative technical and economic analyses for product replacement and identified growth opportunities in support of sales campaigns.  

· Evaluated new component technology economic and market viability.

· Developed new methodologies for marketing analysis and provided customers special consulting services of their marketability using software and data analysis skills.

· Performed expert guest speeches and classroom instruction for customers interested in market analysis disciplines.

· Led many direct customer aircraft cost studies with one fleet study resulting in sales of $900 million in replacement products into major airline customer.

· Conducted economic savings analysis of component support realizing NPV revenue of $500,000/Airplane.

· Leveraged market acceptance of new aircraft product through an effective communications plan. Authored articles in industry periodicals and created story lines including smart engineering advantage stories and comparative analysis results developed by my team.  Used analytical skills to clearly state advantage stories and condition markets for sales.

· Led trade studies, competitive analysis, and customer service value assessments.

· Consulted major Asian executive teams on the value of life long partnership with Boeing and created brand equity value to customer.

Lead Engineer - Customer Products 

The Boeing Company- Seattle, WA 

Jan 1995- Jun 1997

Developed services and product plans, managed team of 10 engineers and led customer initiatives for improving services.  Established digital data services plan and supported corporate initiative to advance digital solutions.

· Interfaced with customers to create technical solutions. Implemented new employee-training program to increase customer satisfaction, reducing customer complaints by 10%.  

· Structured new internal computing system and training to lower operating costs by 15%.   Appointed by the FAA to B757/B767 Industry Steering Committee Chairman for technical expertise and knowledge.

· Led on-site customer operations evaluations for major airlines assessing infrastructure and efficiency concluding with recommended course of action.

· Traveled to customer sites and performed software evaluation to ensure future effectiveness of data delivery by new internal software solution.

· Managed group of 10 engineers in several customer disciplines.

· Demonstrated design solutions to FAA consistent with FAA regulations.

Customer Services Engineer 
         
The Boeing Company – Seattle, WA

Jun 1989 – Jan 1995

Maintained major product launch manager responsibility for service readiness.  Guided customers to effective in-service support solutions after 2-year evaluation of new product on schedule and within budget.  Chaired industry design committees on B757/B767/B777, created customer-in solutions that strengthened alliance with airline customers, performed on-site airline evaluations, and performed aircraft human factor and maintainability assessments.

· Elected to customer services management development program

· Converted detailed technical data into customer support products
· Researched and responded to 10 customer technical queries weekly

· Designed customized technical manuals and instructions for customers

· Instructed customers on systems design, operating and testing procedures

Software Systems Integration Engineer 

Boeing Military Aircraft Company - Tukwila, WA

Jun 1986- Jun 1989

Created system interface specifications, software test documents, conducted maintainability and trade studies with USAF systems officers, created software solutions supporting releases.  Managed successful delivery of software content.

Subcontracts Configuration Management Engineer
Boeing Military Aircraft Company – Tukwila, WA 

Jun 1985-Jun1986


Wrote contract language for supplier interface and system change documentation.

Education

PhD Studies
Design Decision Model     

Cranfield University
2008

(Part time studies program expecting completion in 2008)

Grad Certificate
Marketing Management
Seattle City University
1999

MBA w/honors
Marketing/Bus Strategy
Seattle City University
1999

MBA w/honors
Technology Management
Seattle City University
1995

BS


Electrical Engineering
Michigan Tech University
1985

Additional Education Training

Customer Services Development Program

Basic Customer Relations

Effective Team Building and Time Management

Project Management


Community Services


Michigan Tech University Advisory Board

Hospital charitable society board - Lancaster, CA

Kiwanis Club of Renton – President

Kiwanis Club Member

Kiwanis Board of Directors


Affiliations

International Society of Aircraft Traders (ISTAT)

Wings Club

Association of Records Managers and Administrators (ARMA)

Association for Corporate Growth (ACG)

Washington Software Alliance (WSA)

MIT Entrepreneurial Forum (MITEF)

NW Entrepreneurial Forum (NWEN)

Awards and Honors

· Letter of Appreciation from top management for successful completion of flight test

· Award of Commendation from United Airlines for contribution to B777 program.

· Letter of Recognition for successful completion of B777 ‘1000 cycle’ test program

· Certificate for Outstanding Performance for developing customer support program.

· Pride in Excellence Award for Information Technology Automated Publishing and Maintenance Planning System

· Certificate of Outstanding Performance for customer technical working group chairman services

· Pride in Excellence Award for outstanding supplier services and new product launch
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