
David Bigio
1915 Brickell Ave # C1213 Miami, FL 33129

Residence: (305) 860 8840 • E-mail: dbigio2003@yahoo.com

	Proven executive with 18 years of experience in developing and selling  technology and engineering services. Very successful building customer relationships and generating superior revenues with emphasis on developing and delivering high return solutions, e.g., grew the Schlumberger Smart Cards and Terminals business in northern South America from $ 0.4 M to $ 13 M in three years.  Excellent communicator with outstanding presentation skills. Broad multi-cultural  exposure  in Silicon Valley, South America,  the North Sea, West Africa, and Alaska. 

Expertise includes successfully managing P&L responsibility, successfully increasing Sales and Market penetration, Strategic Planning, Product Development, forecasting market needs, and developing new products to improve profits.  Very interested in selling technologically advanced products into Latin America.
Areas of experience include:  Emerging Technologies, Touch Monitors, Mobile & Wireless Market, Smart Cards, 

Fluent in English, Spanish and French.  

	CAREER EXPERIENCE

	Tyco Electronics – Elo TouchSystems                                                                            2004 - Present

	
	Area Sales Manager – Latin America Miami, FL
	2004–Present

	
	Manage all sales activities in Latin America for Elo TouchSystems. Elo TouchSystems is the leading manufacturer of Touch Monitors and components.

· Sales Person: Double the sales from the previous year.
· Relationship Management: Manage relationship with mayor distributors based in Miami.
· Distributor Recruitement:  Establish a network of distributors and value added resellers trough out the region. 

	

	HEWLETT-PACKARD COMPANY                                                                                   2000-2003                                                                                                          

	
	Business Development Manager – Mobility & Emerging Technologies, Palo Alto, CA
	2002–2003

	
	Led HP’s cross-company mobility.

· Solutions Development: Consolidated mobile client products (IPAQ, Notebook, Tablet PC) and connectivity (WLAN, WWAN, Bluetooth) while developing value-added mobile services to sell to HP’s customer base. Led the development of location-based services based on HP’s beacon technology. 
· Partnerships: Developed and managed partnerships with mobile operators and wireless internet service providers (WISPs). Supported the field organization in sell-trough activities with Telcos and NSPs. Created $ 2M in additional revenue for HP through strategic alliances.
· Training and  recruiting: Extensively  trained and developed employees and customers. Actively participated in executive briefings that consistently increased customers orders by 20 to 30% and expanded customer base  for HP. 

	
	Marketing and Strategy – Enterprise Mobility Solutions, Palo Alto, CA

	2001–2002

	
	Strategically created enterprise solutions for the mobile & wireless space. Specifically, focused on new technology targeting mobile professionals.  

· Program Manager: Managed the 'cooltown' program, a showcase of technology supporting HP's vision of mobility and pervasive computing. Created the brand and message around cooltown. Executed on a tight timeframe and built the cooltown experience center in Palo Alto and London on time and within budget. Participated in press/media outreach. 
· Business Development: Regularly hosted senior executives (CXOs) from global 1000 firms, explaining HP’s vision for pervasive computing and driving partnership opportunities.
· Leadership:  Selected and awarded the H-P’s prestigious Leadership Effectiveness And Development (LEAD), a program to prepare high-potential managers.  The award is based on accomplishments and outstanding leadership skills.  Only 285 employees are slected worldwide..
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	Business Development Manager, E-Services.Solutions, Cupertino, CA

	2001

	
	Spearheaded and led HP’s efforts in the area of e-servicesas part of a team of 125 employees worldwide. Primary activities included business development with xSP’s, .coms and other companies focused on the small to medium-sized business segment. HP’s first serious attempt to embark on Internet opportunities.

· Business Development: Commerce for the millennium. Led business development opportunities with CFTM* customers, up to and including: initial negotiation, term sheet development, financing structuring, and business alliance agreements. Achieved aspirational goals for number of deals.
  (*)CFTM was the first web based ecommerce solution offered by HP for small and medium businesses. The service was provided by Internet Service Providers and carries wanting to better utilize their data centers and offer more services to their customers.

	

	KX SYSTEMS 
	1999– 2000                                                                                                                   

	
	Director of Marketing and Business Development, Palo Alto, CA  
	

	
	Expanded Kx’s presence beyond the financial sector. Created a services division to deliver web-based, B2B solutions. Assisted in the ‘whole product’ definition of the latest product. 

Kx’s flag ship product Kdb, is a high performance analytical database management system that enables rapid application development and is ideally suited for extremely large web enabled solutions.

	

	SCHLUMBERGER                                                                                                        1986 – 1999

	
	Schlumberger Smart Cards and Terminals, Regional Manager northern S. America Region, Bogotá, Colombia  
	1996 - 1999

	
	Grew business from $0.4M to $13M. Lead the sale, design and implementation of several custom solutions using smart card technology.  The solutions included a prepaid re-loadable solution for movie goers based on memory chip cards and a similar solution for users of parking garages. Worked extensively with the banks to educate them in technologically advanced payment methods. Became the preferred vendor for Smart Card based payphone systems. Traveled extensively throughout all of South America. Maintained technical liaison role with technical centers in France and USA. Responsible for completing RFPs, tenders, including one for USD $ 50’000.000 for the entire payphone network for the city of Bogotá, and for positioning the company in the new markets entered. 

	
	Schlumberger Oilfield Services, Product Manager - Coiled Tubing data acquisition system    1994-1996

Houston, TX

· Challenge: develop a PC based data acquisition system that is 99.9% reliable and that can be used by non PC users. Work with a group of engineers that are traditionally known for delivering solutions that no one wants to use.

· Result: An excellent system, widely adopted in the company, still in use, developed in time and in budget.

· Key to success: Understanding of end user needs and limitations. Understanding of why previous projects failed. Excellent communication and motivation. Perseverance. Dedication. 

	
	Schlumberger Oilfield Services, Engineer Alaskan Operations, Anchorage & Prudhoe Bay, AK, 1993-1994                                                                         

Product Manager for the Coiled Tubing Logging technology and solution development. 1992-1993 - TX

Developed the technology that enables the logging of horizontal wells utilizing coiled tubing with electrical cable and special adapters.

Field engineer, Norway, Denmark, Cameroon, Gabon                                                                 1986 – 1992                                                                      
Worked as an electrical logging field engineer in the North Sea offshore platforms for five years, followed by field assignments in Western Africa for three. This work required a spirit of adventure, excellent engineering skills, entrepreneurial resourcefulness, and the ability to handle extreme pressure under the most adverse circumstances to get the job done for the client the first time and on time.
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	AWARDS

Recepient of the National prize for research in orthopedics, Colombia. Developed an instrument for the surgical alignment of the tibia that greatly improved the success rate of the partial knee replacement procedure.   

RELEVANT COURSES / SEMINARS

Leadership Effectiveness and Development (LEAD) 

Crossing the Chasm / Inside the Tornado 

Executive Marketing Program   Winning market leadership in technology-Intensive businesses      October 1998

University of Western Ontario and American Electronic Association (AEA), Santa Cruz, California.

Designing usable human Interfaces    Austin, 1995 and 1996 University of Texas, Austin
Total Quality Management Houston, July 1994.  Argentina, Nov 1998 

Marketing  (Schlumberger’s MBA curriculum)  Paris, March 1997

Finances for non-financial managers     (Schlumberger’s MBA curriculum)    Houston,  March 1994



	VOLUNTEER

· Leukemia Society of America – Fund raising through Team in Training.
· HP e-inclusion – Organic certification and other projects.
· Fundacion Cardio Infantil – Bogotá, Colombia –  Fund raising and event coordination support.
· Museum of Science and Planetarium, Miami, Florida



	PERSONAL
Fluent in English, Spanish and French.

Married 5 years, no children.

Willing to relocate.

Worked for seven years in Offshore Oil platforms in the North Sea and the west coast of Africa. 

Marathon runner and triathlete.
Excellent golfer.


