Michael  possesses over 30 years of experience as a senior business development manager in the Australian and New Zealand ICT market. Michael has a breath of experience in systems integration, hardware, software and professional engineering and technical services arena. Michael is well versed in the local software market including Microsoft, VMware, Oracle, SAP, Novell and many others.
Michael major technology strengths reside in the Application Layer and Layer 2/3 Infrastructure Layers.
His major clientele include the enterprise market
Financial Services Institutions: NAB, ANZ Bank, CommBank, Westpac, Citibank, Suncorp, ING Direct, Heritage Bank, IOOF, Crown Casino, Medibank Private, BUPA, BankWest, Kiwi Bank, ASB Bank
Federal Government Departments: ATO, DoD, DoI, DoJ, TGA, Medicare, Austrac, DHS, Medicare, Centrelink
State and Local Governments: NSW and Victorian State and Local Government agencies.
Mining Companies: BHP, Rio Tinto, Oxiana Gold, Alcoa, Alcan, Comalco
During his tenure at Cisco Systems - Fast Lane Asia Pacific Michael sold into all the major ANZ Telcos, Banks, Universities and the Cisco Gold Partners which include companies such as:
IBM, HP, Data#3, Fujitsu, Alphawest, BT Australia, CSC, Dimension Data, IVision, L7 Solutions, Netstar Logicalis, UXC Getronics, Orange Business Services, Telstra, The Frame Group, Verizon, Corporate Express, NCR, NEC Systems and Accenture
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Profile
· Over 25 years of experience as a professional manager.
· Ability to direct complex projects from concept to fully operational status.
· Goal-oriented individual with strong leadership capabilities.
· Organized, highly motivated, and detail-directed problem solver.
· Proven ability to work in unison with engineering staff, contractors, and senior directors
Professional Qualifications
· Chemical Engineering - The University of Sydney 1985
· Computer Science - The University of Sydney 1985
· M.B.A. - Monash University 2009
· Masters of Nuclear Engineering - UNSW in progress
Industry Education
· Cisco Systems – Certified Sales Expert (CSE) 2008
· Cisco Security Sales Specialist.
· Symantec Sales Expert Plus CCS10.0 2010
· MCSE
· Certified Novell Sales Training (CNS)
· Certified Citrix Sales Professional Training (CCSP)
· Hewlett Packard Certified Professional
· Microsoft Business Partner
· VMware Sales Professional (VSP4) 2009
· EMC Storage Foundation Sales Professional 2009
· NetApp Data Foundations Certified 2009
· Hitachi Data Systems Sales Professional
· CommVault Sales Training
· Intel iRMXIII Operating System. Redwood CA
· Analog Devices DSP System Development & Programming. Boston MA
· Analog Devices Systems Engineering Introduction course. Boston MA
· Intel Australia – GID Sales Course
· Stratus - AS400 Basic Systems Introduction. Hong Kong
· IBM Australia - MVS/SP CICS
· Advanced C programmers course
· Mitsubishi Melsec PLC advanced programming course. Osaka
· Six Sigma Quality Accreditation Training
· Miller Heiman Strategic Sales Training
Relevant Experience & Accomplishments
Program Coordination
· Macquarie Generation network and security architecture refresh - $2.5m Contract
· AGMiT - Balanced $1.5 million services budget, resulting in 35 percent profit margin.
· Intellect – Obtained new mid market clientele such as Ausdoc and AMES
· Brennan IT – Opened green fields office in Melbourne in 2000 and grew the business to employ additional sales and engineering resource
Management/Supervision
· Directed recruitment and retention of supervisors and staff of 16 professional employees.
· Trained, supervised and evaluated staff, coached improvement management skills.
· Resulted in multilateral staff achievement of work objectives.
· Managed and developed over 20 contractors into goal-oriented, cohesive group.
· Successfully defined and implemented new projects.
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Employment History
IBM
GTS Cyber Security
December 2015 – Present
http://www-03.ibm.com/security/services/cybersecurity-assessment/
Leading a team of IBM Australia's top security talent
Business Unit Executive of IBM's Security Services Division. He has the responsibility for bringing IBM’s world-class services business to the forefront in Australia and New Zealand. A leadership role that encompasses: Sales; Marketing; Consulting & Systems Integration; and Solution Design. Mike brings over 25 years of industry based experience to the IBM team, holding leadership roles at business and development levels in Australia. He is an IBM Certified Executive IT Specialist and also an Open Group Distinguished IT Specialist.
Enterprises must now assume a compromised IT environment. Cloud computing, mobile devices and the Internet of Things (IoT) have increased endpoints and attack surfaces, rendering conventional perimeter security solutions insufficient. More organizations are now falling into two categories—those that have been attacked and those that will be. A disturbing third category is also growing that includes enterprises that have been hacked and will be again. This new reality demands an ongoing, intelligence-based incident response strategy that assumes constant compromise and prioritizes high-risk assets. Furthermore, to respond faster to attacks, incident responders must be armed with advanced forensic tools to provide visibility into the complete threat kill chain and root-cause data.
BluePoint - Google Enterprise Search Partner
BDM – Google Enterprise Search
January 2014 – December 2015
https://www.google.com/work/search/
BDM sales position specialised in selling Google Enterprise Search Solutions within Australia and New Zealand enterprise market
The Google Search Appliance is a rack-mounted device providing document indexing functionality that can be integrated into an intranet, document management system or web site using a Google Search-like interface for end-user retrieval of results. The operating system is based on CentOS.
The Google Search Appliance has significantly advanced its appeal to enterprises wanting to customize and manage installations, as well as to those seeking to include disparate content types. Google has also increased its flexibility in negotiating contracts for the appliance — its default pricing model is not attractive for very large projects and must be adjusted in such cases.
Strengths
· Google's appliance is very simple to install. Google's reference customers and users of Gartner's inquiry service report only brief waits to bring projects into the pilot or production stages.
· Google's appliance is low-maintenance. It does not demand substantial investments in staff.
· Google continues to invest in capabilities to expand its functionality and improve its service. Its clear pricing model makes costs predictable, and it has adjusted this model to allow greater flexibility.
Gartner Report on Enterprise Search Products
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http://www.gartner.com/technology/reprints.do?id=1-1XJ1YZK&ct=140716&st=sb
Major Wins with Google Search Appliance
ANZ Bank, National Australia Bank, CBA, ATO, Medibank, AHPRA, VAGO, DHS, Crown Casino, Kmart, WA Water Authority, RACS, Geelong Council
Responsibilities
· Drive and deliver strong business strategy.
· Be a great people manager, coach and be focused on the development of the sales team.
· Act as the C-level owner for all accounts in your portfolio.
· Evangelize digital media and act as a thought leader at industry sector conferences and seminars, and lead individual vertical/pod projects.
· Handle incoming leads from existing and prospective customers
· Handle a fast growing sales channel working with existing Sales and Solution Specialists
· Proactively prospect and qualify potential new customers
· Maintain, update and manage CRM on new, prospective and current client activities
Targeting the enterprise corporate to align Google solutions with their company goals and strategies. This role required me to perform a thorough needs analysis to understand the client’s major challenges, which would enable me to present the most valuable solution to win the business. Strong previous experience liaising with C level executives was essential for this role.
[image: image1.jpg]gemalto





Gemalto Asia Pacific
ANZ Regional Manager – eBanking and Enterprise
September 2011 – January 2014
www.gemalto.com
Regional Manager for Australia and New Zealand heading two divisions for Gemalto’s range of products for electronic banking and two factor online authentication.
As the regional manager, I was responsible for driving new business sales initiatives and pipeline activity around e-banking and online authentication in Australia and New Zealand, building up existing accounts and acquiring new accounts in banking finance and insurance companies, state and federal government agencies such as defense and health markets, centered on PKI solutions.
I devised and delivered a business plan as well as drove local vendor engagements, local territory and opportunity planning. I combined my capabilities of a subject matter expert in Information and Networking Security solutions with my awareness of market needs and perspectives producing a solid track record in Enterprise Solutions Sales.
Major Wins
ANZ Bank – 40,000 largest clients using Gemalto security tokens – Deal value A$2.0m
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Westpac Bank – Mobile Wallet – Deal value A$2m
Commonwealth Bank – Mobile Wallet – Deal value A$1.5m
Suncorp Bank – 2FA soft tokens – Deal Value A$2m
Dept Defence – Microsoft .Net Security Cards – Deal Value A$800k
Dept Human Services – USB Security Tokens – Deal Value A$500k
Dept of Health and Aging – eHealth Project – Deal Value in progress vicinity of A$50m
About Gemalto:
Gemalto is a world leader in digital security
In an increasingly connected society, Gemalto is the leader in making digital interactions secure and easy
Gemalto is at the heart of our evolving digital society. Billions of people worldwide increasingly want the freedom to communicate, travel, shop, bank, entertain and work – anytime, anywhere – in ways that are convenient, enjoyable and secure. We deliver on their expanding needs for personal mobile services, identity protection, payment security, authenticated online services, cloud computing access, modern transportation, M2M communication, eHealthcare and eGovernment services.
Our expertise spans the entire process for creating digital security solutions that embed the trust of our clients and their customers. We develop secure operating systems and run them on trusted devices – like UICC and smart cards, banking cards, ePassports, eID cards, tokens and other devices – which we assemble and personalize. We deploy the software for managing these, and the services they enable, throughout their life-cycle. And we innovate so our clients can offer more ways of enhancing the convenience and security of their end-users’ digital lives.
Key figures*
•€2,015 million revenue 2011
•10,000+ employees, 100 nationalities, based in 43 countries , serving customers of 190 + nationalities
•74 sales and marketing offices; 15 production sites, 28 personalization centers, 14 R&D centers
* March 2012
Gemalto software and services
Gemalto’s know-how and field experience mean we are uniquely placed to support our clients in the delivery to end-users of trusted solutions for the digital and wireless world. We do this by offering them a wide range of software and services that support and enable mobile financial transactions, mobile marketing, digital life management, international roaming and many other applications; plus the secure issuance of digital identity, rights and credentials, personalization and authentication. We also offer our clients a wide range of training, consulting, marketing and integration services.
Secure remote device management
To ensure that end-users always enjoy the latest services, our secure server software can connect with their devices when they are in the field and activate, update or de-activate them. For cellphones, this is done via Over-the-Air (OTA) platforms. ID badges, banking cards and USB tokens can be updated when they are connected to an ATM or a computer, often via a smart card reader. The result is that these connected devices can continue to evolve throughout their life-cycle. We also offer to operate these services on behalf of our clients, through managed services or profit-sharing contracts.
Personalization and production
Gemalto is the trusted partner for the individual personalization of millions of secure personal devices every single day, carried out under various security certification schemes at our 28 personalization facilities worldwide. These devices include SIMs, banking cards, ePassports, eID cards and so on. Particularly in the financial services sector, our personalization activity is gaining momentum as the worldwide deployment of cards increases and financial institutions look to outsource this activity.
Mike CV 2017
Page 5
We embed our software in a wide range of secure personal devices at our 15 production sites worldwide.
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Starcom Group
Senior BDM – Cisco Solutions Sales Specialist
June  2009 – August 2011
www.starcom.com.au
As the Senior BDM / Solutions Sales Specialist at the Starcom Group, I was responsible for driving local new business sales initiatives and pipeline activity around Information and Network Security Solutions into existing and new Starcom client accounts.
I devised and delivered a business plan as well as drove local vendor engagements, local territory and opportunity planning. I combined my capabilities of a subject matter expert in Information and Networking Security solutions with my awareness of market needs and perspectives producing a solid track record in Enterprise Solutions Sales.
My Main Duties at Starcom Group included:
· Responsible for driving sales initiatives and pipeline activity
· Work closely with sales management, practice managers, the line of business and sales teams to ensure sales opportunities are accurately forecast and prosecuted to closure;
· Develop strong relationships with clients, qualify their requirements and introduce Starcom’s solutions and services.
· Provide effective deal support and assist with product based sales for their line of business.
· Work with the Starcom solution architects to provide detailed and efficient professional service scope of works, Managed Services and accurate Bill of Materials to clients within an acceptable timeframe.
· Develop an understanding of Starcom’s market positioning, strategy and solution value-add as well as an up to date understanding of the various vendor solutions and roadmaps.
· Assist with the efficiency of the sales process engage in sales campaigns and proactively look for security opportunities to include Product, Professional and Managed Services
· Record and maintain sales statistics and account profile information in Salesforce.com
· Ensure effective communication of opportunities to lines of business, Solution Architect’s and Account Manager’s
· Demonstrated ability to evaluate options and select the most effective solution
· Negotiation & Influencing Skills: Understanding a situation from various stakeholders perspectives and creating a win-win outcome
· Building Relationships: The ability to create win-win relationships and to build broad networks at all levels.
Starcom is a leading Australian technology integration specialist with over 22 years experience in providing end-to-end infrastructure solutions to its customers.
Starcom tailors technology to your business. Our culture of lateral thinking and creative teamwork allows us to design and deliver innovative, practical, cost-effective solutions which leverage and maximise the investment you have already made in your IT systems - and provide flexibility and scalability for the future.
Starcom is vendor independent and can offer advice and real world integration experience across a broad range of technologies. Our collaborative approach has resulted in long-standing partnerships with our clients and vendors.
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Technical excellence is the cornerstone of our business, and we maintain the highest level of technical accreditations with the leading technology vendors.
Starcom’s services cover the whole spectrum of end-to-end infrastructure:
· Strategic business technology consulting
· Architectural design
· Systems integration and rollouts
· Project management
· Risk mitigation
· Supply of hardware, software and licensing
· Maintenance and support
Starcom is a leading technology integration specialist with more than 21 years experience in designing and implementing successful IT projects for our clients. Starcom's culture and values centre on agility, flexibility, collaboration, integrity, technical and service excellence and long term relationships. We have a proven record in taking projects from start to successful completion, on time and on budget. Their expertise includes the following solution areas:
· Security
· Infrastructure
· Virtualisation
· Support
· Information Technology Service Management (ITSM)
With longstanding industry partnerships and high-level technical accreditations from leading vendors including Microsoft, Cisco, VMware, EMC and Symantec. Starcom has extensive experience in working with Government agencies and is also listed on a number of Government Contracts.
Highlight: $2.5m Security and Architecture Refresh Project for Macquarie Generation at Liddell and Bayswater Power Stations and Ipera data centre. We hired a project manager who upset the stakeholders at Macquarie Generation. We had to pull him off the project and placed him into the Westmead Hospital project, I then became the PM for Macquarie living full time in Newcastle to finish the project. Both Westmead and Macquarie were happier with the arrangement and final outcome.
On June 30th 2011 John Hewson’s companies Starcom Group & Newsnet were placed into liquidation with Pitcher Partners after being in voluntarily administration for the past two years.
http://news.theage.com.au/breaking-news-business/pisces-group-in-voluntary-administration-20090604-bwff.html
Fast Lane Asia Pacific
Cisco Systems Education & Consulting Services
Senior BDM
January 2006 – March 2009
www.cisco.com
www.flane.com.au
Fast Lane Asia Pacific is the Australia’s only authorized Cisco Learning Sponsor Partner (CLSP) and is a member of
the global Fast Lane group of companies. Fast Lane Asia Pacific oversees the training and certification of all major Cisco Gold Partner network engineers and Netapp SAN engineers. We oversee all training certification across Australia, New Zealand, Asia and the sub continent.
Major accounts to manage included:
· Telco’s such as Telstra, Optus, New Zealand Telecom
· Banking & Finance clients such as NAB, ANZ, Merrill Lynch, Blackrock, GSJBW
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· State and Federal Government divisions such as Centrelink, DoD, DHS and many more.
· Enterprise clients such as Rio Tinto, BHP Billiton, Monash, UoM, RMIT, IBM GSA, HP, Fujitsu, ComputerCorp, Alphawest, Gen-I, BHTafe & UEComm
The position reports to the APAC Managing Director
Key Responsibility: Generation of Fast Lane training sales in Australia
· To plan and carry out sales activities so as to maintain and develop sales of Fast Lane training services within Australia in accordance with agreed targets.
· Meeting individual sales targets as agreed by the Fast Lane APAC Management Group.
· The development of new business opportunities either directly with the Australian client base or in conjunction with the Fast Lane Sales team.
· Liaise and attend meetings and other company functions necessary to perform duties and aid business and organisational development.
· Respond to and follow up sales enquiries by email, telephone, and personal visits.
· Maintain and develop existing and new customers through planned individual account support.
· Responsible for the determination of an individual sales plan and budget designed to meet sales targets within Australia.
· The Business Development Manager individual sales plan is to utilize a combination of approaches and strategies as determined by the Managing Director to target potential clients and generate sales from Vendors, Channel Partners and the general client population.
· The Business Development Manager is to report to the Managing Director APAC on a monthly basis on individual targets versus actual sales, prospective clients, developments, trends and other matters having a direct or indirect impact upon sales.
· If the Business Development Manager is falling behind targets and quotas, the Managing Director is to recommend a remedial action plan. In accordance with advice from the Managing Director - APAC, the Business Development Manager is to implement the endorsed remedial action.
· Ongoing liaison with Fast Lane functional groups such as Operations and Finance.
· Ensure all relevant sales information is entered, updated and maintained in the relevant Fast Lane information systems.
· Attend training to develop relevant knowledge and skills.
AGMiT
Senior BDM
January 2004 – January 2006
www.agmit.com
Intellect
Senior BDM
September 2001 – January 2004
www.intellect.com.au
Brennan IT
Senior BDM
January 2000 – September 2001
www.brennanit.com.au
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Prior to ICT over 15 years sales experience in
Industrial Automation and Process Control sales positions
Mitsubishi Electric – 3 Years
Sales Manager - Industrial Automation Controls Division
Analog Devices – 5 Years
Sales Manager – Industrial Automation & Controls
Intellution Software – 3 Years
Sales Engineer – SCADA Software
IBM  – 3 years
Program Support Engineer – CICS & MVS/SP
Esso Australia – 1 year
Graduate Engineer – Bass Strait Oil Platforms
General Interests
Commercial Pilot - General Aviation Flight Instructor
Angel Flight Pilot – Medical Evacuation Flight charity work
