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Michael A. Berman 

COO ( President/GM ( CEO

Visionary, competitive operations executive who plans and implements winning strategies and guides high-performance teams committed to achieving corporate objectives. Track history of successfully creating and leading profitable organizations capable of competing in the global marketplace. Sales and Marketing expert who increases shareholder value by generating fast, significant, sustainable revenue growth. Quantifiable success in start-up/turn-around situations, and expertise in positioning both underperforming and healthy companies to reach next level of development. Polished professional with ability to manage full P&L responsibility. 

Career Highlights

· Overhauled corporate structure, organization chart, and extended business platform from strictly commercial mortgage to include defeasance and real estate sales. Enabled company to achieve 2006 run rate in excess of $20B. (Meridian Capital)
· Launched, built, and successfully sold venture management firm that offered consulting services to clients in start-up, turn-around, or post-merger stages. (CPath Solutions)
· Developed and implemented strategies to successfully turn around company profitability. Achieved EBITDA breakeven by end of 3Q and profitability by 4Q 2001. (eB2B Commerce)
· Devised market strategy which brought company out of $3M/month deficit. (Associated Global Systems)
· Led successful turnaround from revenues of $98M (1991) to revenues of $350M (1998), a 400% increase. (Airborne Express)
Core Competencies

Change Management 
P&L Administration
Negotiations

Process Re-Engineering
Organizational Design
Strategic Alliances

Revenue Initiative Development
Strategic Planning
Mergers & Acquisitions

Professional Experience

Outside Ventures

Parent company for several B2B operating units covering a wide range of services including merchant services, business funding, travel & concierge, and water distribution. Each business was a troubled company or a startup.
CEO, COO, CFO, CIO
August 2007 to Present
· Kept company solvent; radically reduced operating expenses by over 100%.
· Streamlined operations, right sized workforce, consolidated over a dozen business units into one.
· Restructured various agreements including vendor, employee, and contractor agreements.

· Settled onerous litigation.
· Collected funding sources for the company

· Implemented go-to-market strategies to stimulate double-digit growth in each of the business units.
· At Watermatic, created a new sales force, shifted focus from small customers to corporate accounts, and reformatted pricing, 

· At Merchant Services, focused on selling a full service product to client management.
· Instituted a new executive management team; brought in a credentialed CFO, and parted company with two of the five legacy owners.
Meridian Capital Group LLC
2005 to August 2007
Nation’s 3rd largest and industry’s fastest-growing commercial mortgage broker.

COO

· Overhauled corporate structure, organization chart, and extended business platform from strictly commercial mortgage to include defeasance and real estate sales.

· Enabled company to achieve 2006 run rate in excess of $20B.

· Reduced administrative staff head count by 30% by implementing new technologies; plowed the labor savings back in to hiring sales brokers, which increased the “feet on the street” by 25%.

· Increased EBITDA by 33% and generated 21% top-line revenue growth.  

· Reduced end-to-end sales cycle by 20 days on average. 

· Reduced expenditures by $11M on an expense budget of roughly $100M through contract renegotiations, new suppliers, and process improvement. 

· Opened new Meridian branches in Los Angeles and Dallas. Evaluated acquisition candidates (ongoing).

· Ran the due diligence and associated process for Sovereign Bank taking a 35% stake in Meridian.

CPath Solutions/Rogen International
2001 to 2005
$10M Global Consulting and Training Firm for Fortune 500 Companies

CEO/Managing Partner, Rogen International (2004 to 2005)

· Led integration of CPath into Rogen at 35% under budget. Cut operating expenses by >50%, ~$2.25M.

· Generated +60% revenue, ~$3.2M increase within six months through cross-sell strategy.

· Created company’s Intellectual Property and positioned firm as venture management. Achieved $10M/year within three years.

CEO/Partner, CPath Solutions (2001 to 2004)

· Launched, built, and successfully sold venture management firm that offered consulting services to clients in start-up, turn-around, or post-merger stages. Maintained +50% annual growth rate.

· Developed client processes for turnarounds to achieve profits of over $50M for over 36 organizations, from the large and traditionally established corporations like John Deere to the emerging Presentation Testing.

eB2B Commerce Inc.
2000 to 2001

Public Internet-based Supply Chain Management Company with $10M in annual sales

Executive Vice President, COO/GM

· Implemented strategies and structure that positioned internet start-up for survival and market success.
· Developed and implemented strategies to successfully turn around company profitability.

· Achieved EBITDA breakeven by end of 3Q and profitability by 4Q 2001.

· Eliminated four layers of management and reduced monthly operating expenses from $1.3M to $500K.

Vice President, Sales and Client Services (2000)

· Increased revenues from $750K to $8.75M in over 9 months.

· Recruited and developed 13-member sales staff, which resulted in average acquisition of 10 new customers per month. Achieved 98%+ customer retention.

· Initiated Company-wide knowledge management program; enabled ~$3M in staff/operational savings. 

Associated Global Systems
1999 to 2000

$35M Private Transportation Company

Senior Vice President

Held full P&L responsibility and supervised five direct reports. Instituted plans, policies, and procedures that ensured a rapid and successful turn-around.
· Implemented new sales/marketing techniques reducing sales cycle-time from 1 year to less than 4 weeks. 

· Reengineered sales, field and customer service organizations to stimulate growth and reduce costs by at least $.5M/year. 

· Devised market strategy that brought company out of $3M/month deficit. 

Norrell Services Corporation
1998 to 1999

$1.5B Staffing Services Company

VP of Customer Development

· Created and implemented successful turnaround which prepared company for a profitable merger; increased value of sales shares from $8 per to $21.75 per.

· Developed and implemented marketing strategy that brought in over $10M in 6 months.

· Generated in excess of 50% unit growth and 10% revenue growth over period of a year. 

Airborne Express
1981 to 1998

$4B Courier Delivery Service

Regional Sales Manager

· Created and deployed go-to-market strategy, the basis for the company’s competitive differentiator.

· Established eventual industry standard by creating first national high-volume corporate discount program, which by Y2K represented 80% of $4B revenues.

· Held full P&L responsibility for all strategic planning, budgeting, sales/marketing, training, cost control, operations, human resources, and MIS functions.  Oversaw 15 direct reports.

· Recruited staff to manage start-up of company’s first telemarketing center, which delivered $5M in additional revenues within 18 months.

· Led successful turnaround from revenues of $98M (1991) to revenues of $350M (1998), a 400% increase.

Education & Professional Development


MBA
University of New Haven
BA, Communications/English
Allegheny College
Professional Publications


Empire Magazine 
( Regular Columnist (2002 to 2004)


Business Journals: 

( Annual “Management Lessons” (2001 to 2005) 
( Evolving to Collaborative Business Relationships (2003) 
( Strategic Sales Growth Platforms (2003) 
( The SHAM Manager (2003)


