John J. Dobson

407 Willow Road 

Oreland, PA 19075

484-467-8844

                                                                                     jackjdobson@comcast.net                          
Summary

Technology hardware senior level sales manager with global experience selling, electronic transaction peripherals, security appliances, gaming, voting, POS devices and related consumables.    A tenured professional with comprehensive skills and work experience with a proven record of driving revenue within an organization resulting in an increase to the top and bottom line performance.  

· Proven abilities in Original Equipment Manufacturer (OEM) sales, direct sales and product development, including profitable domestic and international sales experience, market penetration, and total account management.

· Experienced in cultivating C-level Executive relations.   

· Skilled in VLA account management. 
· Proficient in developing and successfully implementing both tactical and strategic sales strategies for new and existing clients.     

· Accomplished in complete sales program planning including market research, competitive analysis, penetration strategies, forecasting and product introduction as well as price and contract negotiations.

· Conversant with business practices, protocol, and negotiating techniques in most international markets.

· Designed, created, and implemented capabilities presentations for senior level clients both individually and at trade shows.  Accountable for designing and presenting sales proposals and price quotes.

Professional Experience

Gemalto, North Wales, PA                            



   2004 to December 2008 
Provides end-to-end digital security products designed to make personal digital interactions more convenient, secure and enjoyable. Services include the development of software applications, the design and production of secure personal devices such as smart cards, SIMs, e-passports and managed services. 

OEM Sales Manager - Account Executive/ OEM Partner Manager 

(Identity and Access Management (IAM) Business Unit)
Managed the largest revenue-producing customers in the North American region including Sun Microsystems, Inc., Schlumberger Limited, ActivIdentity Corporation, HID Global, Hewlett Packard and RSA, The Security Division of EMC.

· Personally averaged 45% ($5.6M) of the regions sales volume.

· Via strategic alliances and implementation of long term Supply Agreements, met and exceeded annual revenue objectives with an average revenue growth rate of 40% year on year.

· Exceeded aggressive corporate chartered minimum Average Sales Price (ASP’s)

· Pipeline development objectives and margin targets were consistently exceeded.
· Successfully migrated several enterprise corporations from an open platform to a proprietary implementation thus increasing the average ASP by 63% with a GM of 80% as well as securing long-term repeat business.

· Successfully engaged in direct sales and OEM/Partner Development roles to enhance relationships with existing customers and maximize revenue opportunities, as well as convert key identified prospects to customers/partners. 

· Identified partnership opportunities and negotiated critical alliances with strategic OEM companies in the security solutions industries for both commercial and consumer markets.

Peripheral Dynamics, Inc., Plymouth Meeting, PA




         1989 - 2004

A manufacturer of data entry equipment including magnetic stripe readers, smart card readers,  optical mark scanners and contact image scanners. Markets served were POS, access, lottery, voting, and security applications.
International and Regional Sales Manager
Reported to the Vice President of Operations.  Accountable for creating and maintaining International Sales. Handled all aspects of strategic planning and chartered to identify, contact, recruit, and contract new international distributors in Europe, South America, and Asia/Pacific Rim.
· Grew sales in both positions to 55% of company’s revenue to $8M per year.

· Spearheaded and maintained the International Sales Manager role in 1993 while retaining a Regional Sales Manager position.  

· Developed sales from a zero base internationally and turned sales productivity around in troubled areas domestically.  

· Strengthened market share from 0% to 50% internationally and improved domestic sales by 20% for a combined bottom-line improvement of 15%.  
· Provided team leadership for product development as identified by customers from concept to completion.    
· Responsible for securing the 2 single largest contracts - Intralot S.A. (Greece) and Inter Lotto (UK) in the company’s 34-year history which equated to $15M over 3 consecutive years.  

· Engaged in the use of extensive travel designed to provide hands on and face to face corporate presence to international prospects and customers. 

Education

St. Joseph’s University, Philadelphia, PA

Masters of Business Administration - International Business

LaSalle University, Philadelphia, PA

Bachelor of Science - Management and Marketing

Awards/Achievements

Gemplus H1 2006 Corporate Sales Excellence Club recipient

Gemplus H1 2006 NorAm Presidents Club recipient

Gemalto Ambassador Club
Co-holder Hold two patents for Gaming Industry products
Experienced with Siebel CRM
