
The Honorable Dale Hardy Roberts
Secretary/Chief Regulatory Law Judge
Missouri Public Service Commission
P .O. Box 360
Jefferson City, MO 65102-0360

Dear Judge Roberts :

MWC :ab
Enclosure
cc :

	

Office Of Public Counsel
General Counsel's Office
Robert Lock

NEWMAN 9 COMLEY & RUTH
PROFESSIONAL CORPORATION

ATTORNEYS AND COUNSELORS AT LAW

July 12, 2004

Re:

	

Computer Network Technology Corporation

Very truly yours,

Mark W. Comley
comleYM@nclpc.com

Please find enclosed for filing in the referenced matter the original and five copies of an
Application for Certificate of Service Authority.

Would you please bring this filing to the attention ofthe appropriate Commission personnel .

Please contact me if you have any questions regarding this filing . Thank you.

ROBERT K . ANGSTEAD MONROE BLUFF EXECUTIVE CENTER TELEPHONE : (573) 634-2266

ROBERT J . BRUNDAGE 601 MONROE STREET, SUITE 30l FACSIMILE : (573) 636-3306

MARK W COMLEY P.O. BOX 537
CATHLEEN A . MARTIN

JEFFERSON CITY, MISSOURI 65102-0537
STEPHEN G . NEWMAN

JGHN A . RUTH
www.ncrpc.com



In the matter of the Application of Computer Network

	

)
Technology Corporation for a certificate of service for

	

)
authority to provide intrastate interexchange and

	

)
non-switched local exchange telecommunications services )
in the State of Missouri and to classify said

	

)
services and the company as competitive .

	

)

2 .

BEFORE THE PUBLIC SERVICE COMMISSION
OF THE STATE OF MISSOURI

ILE
JUL 1 2 2004

APPLICATION FOR CERTIFICATE OF SERVICE AUTHORITY

I All statutory references are to Revised Statutes of Missouri 2000, unless otherwise noted .

Ser-Vi"11,pri Public

Case No.

Comes now Computer Network Technology Corporation (hereinafter sometimes referred to

as "Applicant" or "Computer Network"), by its undersigned counsel, and hereby applies pursuant to

Sections 392 .361, 392.410, 392 .420, 392.430 and 392.450 RSMo1 , the Federal Telecommunications

Act of 1996, 4 CSR 240-2.060 and 240-3 .510, for authority to provide intrastate interexchange and

non-switched local exchange telecommunications service(s) in the State of Missouri and to classify

said service and company as competitive . In support ofits application Computer Network states as

follows :

1 .

	

Applicant is a corporation duly organized and existing under and by virtue ofthe laws

of the State of Minnesota and is registered as a foreign corporation in Missouri with certificate of

authority to conduct business in Missouri . Computer Network's Certificate of Good Standing is

attached hereto as Exhibit A.

All inquiries, correspondence, communications, pleadings, notices, orders and

decisions relating to the case should be addressed to :



and

Mark W. Comley
Newman, Comley & Ruth P.C .
601 Monroe Street, Suite 301
P .O. Box 537
Jefferson City, MO 65102-0537
Telephone : 573.634 .2266
Fax : 573 .636.3306
comleym@ncrpc .com

Robert Lock
President & CEO
Windfall Resources International, L.L.C .
7144 North Harlem Avenue, Suite 323
Chicago, 1L 60631

3 .

	

Questions concerning the ongoing operations of Applicant and all ofits subsidiaries

following certification provided above should be directed to :

Gregory Barnum
Computer Network Technology Corporation
6000 Nathan Lane North
Minneapolis, MN 55442

4 .

	

The registered agent for Applicant is :

National Registered Agents, Inc .
300-B East High Street
Jefferson City, MO 65 101

5 .

	

Applicant seeks authority to provide intrastate interexchange and non-switched local

exchange telecommunications services throughout the State ofMissouri . Therefore, Applicant seeks

statewide authority. Computer Network seeks to offer non-switched local exchange and

interexchange point to point private line special access services to existing and/or new data storage

clients . In providing these services Computer Network may rely upon its own facilities or the

facilities of other carriers whether within an exchange or between exchanges .

6 .

	

Applicant possesses the technical and managerial expertise and experience necessary

to provide the services it proposes . Background descriptions of Computer Network's management,



which demonstrates the experience and expertise, are attached hereto and incorporated herein by

reference as Exhibit B.

7 .

	

Applicant is financially qualified to provide interexchange and non-switched local

exchange telecommunications services in the State of Missouri .

8 .

	

Applicant will offer telecommunications service in accordance with applicable law.

Applicant is willing to comply with all applicable Commission rules, and is willing to meet all

relevant service standards, including but not limited to, billing, quality of service, and tariff filing

and maintenance .

	

However, consistent with the Commission's treatment of other certificated

competitive local exchange telecommunications companies, Applicant requests that the following

statutes and regulations be waived in accordance with . § 392 .420 and 4 CSR 240-32 .010(2) :

STATUTES

392.210.2

	

-

	

Uniform System of Accounts
392.240(1)

	

-

	

Just & Reasonable Rates
392.270

	

-

	

Ascertain Property Values
392.280

	

-

	

Depreciation Accounts
392.290

	

-

	

Issuance of Securities
392 .300.2

	

-

	

Acquisition of Stock
392.310

	

-

	

Issuance of stock and debt
392.320

	

-

	

Stock dividend payment
392 .330

	

-

	

Issuance of securities, debts & notes
392 .340 - Reorganizations

REGULATIONS

4 CSR 240-3 .545(2)(C)

	

-

	

Rate schedules should be posted at central
office

4 CSR 240-3 .550(5)(C)

	

-

	

File

	

exchange

	

boundary

	

maps

	

with
Commission

4 CSR 240-10.020

	

-

	

Depreciation fund income
4 CSR 240-30.040

	

-

	

Uniform system of accounts
4 CSR 240-33 .030

	

-

	

Inform customers of lowest price



9 .

	

The above-referenced rules and statutory provisions, or their predecessors have been

waived with regard to other interexchange carriers (Case No . TA-98-361) . These rules or statutory

provisions are principally designed to apply to non-competitive telecommunications carriers . As a

result, it would be inconsistent with the goal and purpose of Section 392.530 to apply them to a

competitive telecommunications carrier such as Applicant, and, for this reason, Applicant

respectfully requests that the Commission waive the application of these rules .

10 .

	

Computer Network seeks classification of itself and its services as competitive .

11 .

	

Applicant will comply with all orders and regulations ofthe Commission applicable

to providers of competitive interexchange and non-switched local telecommunication services except

those that are specifically waived by the Commission.

12 .

	

Applicant further requests a temporary waiver of4 CSR 240-3 .510(1)(C) . This rule

requires that an application for a certificate of service authority to provide telecommunication

services shall include a proposed tariff with a 45-day effective date . Applicant has not yet developed

its Missouri tariff, but at such time as all facts necessary for the development of such tariffs are

known to Applicant, it will promptly file said tariffs bearing no less than a 45-day effective date with

the Commission.

13 .

	

Applicant submits that the public interest will be served by Commission approval of

this application because Computer Network's proposed services will create and enhance competition

and expand customer service options consistent with the legislative goals set forth in the Federal

Telecommunications Act of 1996 and Chapter 392, RSMo. Prompt approval ofthis application will

expand the availability of innovative, high quality and reliable telecommunications services within

the State of Missouri .



14 .

	

Applicant has no pending actions or final unsatisfiedjudgments or decisions against it

from any state or federal agency or court which involves customer service or rates, which action,

judgment or decision has occurred within three years of the date of application .

15 .

	

Since Computer Network is requesting certification as a new tamer, no annual

reports or fees are overdue to the Commission .

WHEREFORE, Computer Network Technology Corporation respectfully requests that the

Commission grant it a certificate of service authority to provide interexchange and non-switched

local exchange private line special access telecommunications services as herein requested, classify

Computer Network and its proposed services as competitive and grant a waiver of the aforesaid

statutes and regulations .

Respectfully submitted,

Mark W. Comley
NEWMAN, COMLEY & RUTH
601 Monroe Street, Suite 301
P .O . Box 537
Jefferson City, MO 65102-0537
(573) 634-2266
(573) 636-3306 FAX

Attorneys for Computer Network Technology
Corporation



STATE OF MISSOURI

	

)
ss.

COUNTY OF COLE

	

)

ATTORNEY VERIFICATION

I, Mark W. Comley, being first duly sworn, do hereby certify, depose and state that I am the
attorney for Computer Network Technology Corporation, applicant in this proceeding; that I have
read the above and foregoing Application and the allegations therein contained are true and correct to
the best of my knowledge, information and belief, and I further state that I am authorized to verify
the foregoing application by the above said applicant.

Certificate of Service

Mark W. Comley

Subscribed and sworn to before me, a Notary Public, this 12`h day of July, 2004.

Itwu-n, Y11
Notary Public

" NOTARY SEAL"
Annette M. Borghardt, Notary Public
Cole County, State of Missouri

My Commission Expires 3/11/2006

I hereby certify that a true and correct copy ofthe above and foregoing document was sent by
electronic mail to General Counsel's Office (gencounsel@psc.state.mo .us) and Office of Public
Counsel (opcservice@ded.state .mo.us), on this /1"21 day ofjuly, 2004.
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EXHIBIT B



THOMAS G, HUDSON
'

	

45 GideonsPoint Road

	

Residence : 612-401-0195
ToakaBay,MN 55331

	

Offrcc

	

612-797-6100
Summary of Qualifications

Creative, results driven, technically proficient CEO; general manager, experienced in Technology Development, Systems Integration Services and
Consulting, Global Marketing and Sales, for Services, information Content, Systems and Technology industries: have created corporate business
strategies and systems implementation teams that enable technology to address customer business problems and opportunities . I believe in aggressive
leadership, building results oriented teams, and getting the results .

Computer Network Technology

	

1996 to Preterit
President and ChiefExecutive Officer since 7/1196 : Minneapolis based company stalled at $78 million in revenues ; 500 people ; high technology
computer and wide area networking firm serving the large Fortune 500 companies worldwide. Wc are a data access and delivery company; we connect
any device wany server at any distance and speed, and any user to any application and dare We provide solutions in three areas: channel networking,
mainframe, server and Internet gateways ; and storage area networking .

This is a turnaround situation that involves reestablishing a profitable growth model with new products, expanding the market niche and adding new
technology partners. Currently at approximately $100 million in revenues . Early on we are addressing several specific priorities :

"

	

developing and communicating a simple, clear direction and vision for the future;
"

	

staffing a new executive management team;
"

	

revitalizing me pipeline ofnew, products;
"

	

developing a new product strategy includingthe Internet and storage area networking ;
"

	

improving the quality of products shipped;
"

	

introducing an expanded go-to-market strategy, including OEM and cese11er channels .

The McGraw Hill Companies

	

1993 to 1996
Senior Via President- Corporate Development

	

Responsible m CEO for developing corporate strategy, assessing investments in new
businesses, acquisitions, new products and sales channels.

Senior Vice President and General Manager- general manager ofF.W . Dodge, 1993 . Responsible for wholly owned. fully integrated division ofparent .
Dodge s The leading provider of iriformation/content to the construction industry in the US . Its $160 million revenues come from three primary
businesses: reports on all new building projects in the US; plans and specifications information ; and economic analysis and trends .

Dodge was in a classic turnaround situation: market dominant, growth through price increases, not customer driven, and limited in automation
deployment Revenues had stagnated for five years and profits had eroded eighty percent .
"

	

cut costs by $5 million in the first six months through downsizing and redeployment;
"

	

repopulated the entire executive team in sales, CFO, systems, editorial, product management, production and distribution by recruiting top
talent and experience;

"

	

established process improvement teams for rc-engineering out waste and improving internal and external customer satisfaction;
"

	

developed two new software products and created a major national marketing launch program to generate new revenues from existing and
new customers;

"

	

improved overall competitiveness ofinformation product line by making significant tactical design adjustments to improve
competitiveness;
established the unit's first goal setting, performance management and appraisal system for over 1500 employees at all levels;
rc-built the incentive system to incite growth and reward top performers .

These actions resulted in twelve months of business growth and the first real mvenuc and profit improvement in six years. Profits doubled the
second year based upon subscription increases and cosi/productivity, improvements .

111M Corporation

	

1968 to 1993
Developed worldwide strategy and implementation team for international financial services industry customers:
"

	

managed industry hardware development". Charlotte, NC; Boeblinger, Germany; Tokyo, Japan;
"

	

introduced new base of financial application software and architecture;
" began professional services/systems integration teams worldwide, focused on vertically integrated industry segments;
"

	

established eight equity alliances and two new startup corporations ; one has since gone public and the other has been acquired, all with substantial
capital gains for IBM; a third spin offwas later acquired as part of the core business-

General Manager with investment responsibility forworldwide missions :
"

	

achieved all major measurements and objectives on time, in budget for last three years. Established quick response teams to cover two potential
liability exposures ;

"

	

direct responsibility for profitable worldwide revenues in excess of S1 .8 billion ; developed strategy and deployment for matrix management of
512 billion in revenue;

"

	

direct responsibility for 1300 professionals in worldwide development, services and consulting, marketing and sales ;
"

	

personally directed capital investments in newjoint ventures, startups, and new equity alliances in excess of5150 million;
"

	

managed terms and conditions for diverse marketing channels forproducts and services;
"

	

chairman of internal "community" for finance industry of worldwide executive team, to determine requirements and priorities;



"

	

measured and recognized for profit contribution, customer satisfaction, employee morale, quality, competitive ranking, market share and growth
over a sustained time period ;

"

	

effective at cost cutting both before and during a business crisis : personally cut 650 staff from my division's headquarters ; closed large development
and manufacturing site through effective economizing and standardization . Organized rightsizing for 14,000 person division .

"

	

quality review board executive and owner ofSolution Integration Process for 113M Corporation.

Senior Executive for wide array ofsystems development for new products, application and systems software and services offerings, including-
6

	

managed startup operations to large multi-site development efforts ; budget exceeded $300 million annually ;
developed application software for mission critical applications in banking including: deposiu, loans, trusts, trading, EFUEDI . branch banking,
telemarketing and servicing, consumer home banking, capital markctt, risk and profitability management,

"

	

developed unique products for the finance and distribution industry customer set; check/image hardware and software, branch delivery system
products, and self service (ATM) machines;

"

	

established architecture for industry applications : development of tools and models for improving productivity and quality in application design and
rapid promtypcs;

"

	

developed new business line for Japan and other Asian countries for. printers, displays, POS and banking terminals, communications protocols, and
application design and rapid prototypes ;

"

	

justified development ofKagjiJ language for all IBM system software ;
"

	

developed first OEMline ofbusiness offerings for storage products business ;
"

	

developed alliances and a subcontractornetwork to red=risks and internal hiring, as well as gain required specialized skills to accomplish the
objectives its a timely fashion.

Other Marketing and Sales experiences include overall responsibility for :
"

	

worldwide services industry marketing including finance, brokerage, insurance, and distribution;
"

	

directed applications software sales, scrvioes and consulting to large banking clients;
"

	

US industry marketing executive for services industries;
"

	

business area manager-marketing for all IBM products in Asia Pacific in Tokyo;
"

	

national marketing manager for small and distributed systems ;
"

	

international large account sales manager for largest financial customer,
"

	

sales executive for brokerage accounts in NewYork

Creator of innovative partnerships in response to market needs and competitive pressures:
"

	

established eight equity alliances andjoint ventures for IBM solutions in specific application niches;
"

	

established multiple customer joint development contracts to ensure focused development efforts and lower risk . Established multiple alternate sales
and service channelsviajaintventures in Japan and Far East countries.

Broad based functional and international management experiencewith proven results:
"

	

recognized as avisionary leader for developing new ideas and strategies; implementation through team building and people management
"

	

assignments in worldwide marketing, application development services, consulting, planning, and general business management;
"

	

started outsourcing business for IBM in finance industry to meet customer needs and address severe competition to our core businesses . Spun this
department ofrto another unit focused only on outsourcing : 1SSC;

"

	

generally viewed as the authority on marketing and development investments for the services sector,
"

	

. speaker at numerous industry leadership functions including : ABA, Group of Thirty, World Economic Council, MIT and Harvard, as well as many
newspaper articles and a television news and commentary feature. These generally focused on "the impact oftechnology and leveraging technology
in the finamn industry."

Vice President Services Sector Division

	

1988 to 1993
Responsible for worldwide systems development, services/consulting and marketing in financial services industries. $I billion profit and loss
responsibility; $300 million budget 1300 peop)e-

Vice PrmidentPlans and Control. General Products Division

	

1987 to 1988
Responsible for business plan management for worldwide revenue and profit, quality assurance for new product introduction, and marketing brand
management -

General Manager. Product Development Tokyo. Japan 1985101987
Newproduct development for banking, POS, printers and communications hardware.

Group Director_ Product Marketing Tokyo. Japan 1984 to 1985
Responsible for marketing, brand management and new product introduction for Asia Pacific Group.

Various Strategic Planning and Product Management Positions 1982 to 1994

A Series ofIBM Systems Engineering . Sales and Marketing Management Positions in the NewYork Territorv 1968 to 1992



Harvard Business School, Advanced Management School, 1990

MBA, Finance, New York University, 1974

BS Electrical Engineering, University ofNotre Dame, 1968

CNT, Board of Directors, 1996 to Present
Seer Technologies, Board of Directors, Carcy, NC, founded in 1990 to 1993
Financial Technologies, Board ofDirectors, New York NY, founded in 1990 to 1993
Hagan Corporadon, Hoard ofDirectors, Audit, Dallas. TX, 1988 to 1993

lnfortnation Industry Association, United Way Executive Campaigner

Who'sWho in American Business

Harvard Alumni Club; Notre Dame Sorin Society

Top Secret clearance - current

Married 29years, four children ; enjoy skiing, boating and gardening

Education

Memberships

Family



GREGORY T. BARNUM

Responsibilities :

Tricord Systems, Inc.
Plymouth, Minnesota

EXPLRIENCE

Computer Network Technology Corporation
Plymouth, Minnesota

4760 Bayside Road
Orono, Minnesota 55359
(952) 472-7992 (home)
(763) 268-6110

Vice President ofFinance,

	

July 1997 - Present
Chief Financial Officer and
Secretary

- Directly responsible for Accounting, Treasury, Credit and Collections, Contracts,
Facilities, Financial Reporting, Investor Relations, Information Technology, Mergers
and Acquisitions, Operations Planning, Order Entry, Supply Chain Management,
Taxation, and the duties ofthe Secretary to the Board.

Senior Vice President ofFinance and

	

September 1992 - July 1998
Administration, Chief Financial Officer
and Secretary

Hired as Sr . Vice President of Finance and Administration and CFO in September 1992
after the Company had postponed its initial public offering due to serious internal control
and system problems . My initial responsibility was to implement the appropriate controls
and systems in order to complete the public offering . The Company's initial public
offering was completed in March 1993 . My primarily responsibilities then shifted
towards more of an operations role, including implementation of aggressive inventory and



cost reduction programs, ISO 9001 certification, materials management and the formation
of operating units in the U.K., France, Germany, Canada, the Netherlands and Mexico. In
February 1997, the company made a strategic decision to exit the enterprise server market
and enter the storage management market, as a software developer . I participated in
successfully right-sizing the Company and then resigned to pursue a more challenging
opportunity

Responsibilities :

- Directly responsible for Accounting, Treasury, Credit and Collections, Facilities,
Financial Reporting, Human Resources, Investor Relations, Management Information
Systems, Materials Management, Operations Planning, Order Entry, Taxation, andthe
duties of the Secretary to the Board.

Cray Computer Corporation
Colorado Springs, Colorado

Executive Vice President, Finance

	

November 1989 - September 1992
Chief Financial Officer, Treasurer and Secretary

Cray Computer Corporation (CCC) was spun-off by Cray Research, Inc. (CRI) on
November 15, 1989 as a publicly held company. Previous to this CCC functioned as a
division and subsidiary since 1983. In May 1988 the division was relocated to Colorado
Springs from Chippewa Falls, Wisconsin . As Corporate Controller of CRT I transferred
with the division with the responsibility to assist the founder, Seymour Cray, and the
newly appointed President in establishing the operation, My assignment was for 2 years
at the end of which I would relocate back to Minneapolis as Vice President, Finance.
When CCC became a separate company in November 1989, my decision was to stay with
CCC.

Responsibilities :

Directly responsible for Accounting, financial Reporting, Operations Planning,
Management Information Systems, Data Center, Human Resources, Facility
Maintenance, Contracts, Investor Relations, G1stomer Visits, Taxation, Treasury and
the duties ofthe Secretary to the Board.



Cray Research Inc.
Minneapolis, Minnesota

Vice President, Finance - Colorado Operations
Corporate Controller
Accounting Manager

Responsibilities :

- Responsible for establishing Accounting, Financial Reporting, Operations Planning,
International Operations, Tax (1980-1982) and Treasury (1980-1982) functions .

Peat Marwick Mitchell and Co.
St. Paul, Minnesota

Supervising Senior

Responsibilities:

- In-charge responsibilities on medium to large size jobs.

Bachelor of Arts in Accounting- 1977
College of St. Thomas
St Paul, Minnesota

EDUCATION

Certified Public Accountant - Minnesota 1979
Certified Public Accountant - Colorado 1990

Organizations:
American Institute of Certified Public Accountants
Minnesota Society of Certified Public Accountants
Financial Executives Institute
Collaborative CFO roundtable

March 1989 - November 1989
May 1983 - March 1989
August 1980 - May 1983

June 1977 - August 1980

- Computer Audit Specialist - involved training in computer audit techniques . One of
two in the St. Paul office.



Edward J. Walsh

Experience

	

2001 - Present

	

CNT

	

Minneapolis, MN
Vice President -Strategy, Marketing and Alliances

" Responsible for CNT's Strategy, Marketing, Product Management and
Marketing, Alliances and Channel Sales teams.

Vice President-Storage Solutions Group

" Responsible for CNT's Storage Solutions Group for North America. This
included Sales, Pre-Sales and Professional Services Delivery teams.

1988-2001

	

Articulent

	

Hopkinton, MA
An$88 million systems integratorandetmsuldng company focusing on dam management
solutions . Business partners Include IBM, Digital Equipment Compaq, EMC,Mivosoft
and ATL,

VP of Field Operations

"

	

Responsible for all of AniculenPs Sales, Pre-Sales and Professional Services
teams.

District Manager

350 Lynrhnlm rant

	

Wark; 763-268-7509
Mcdina, MN 55340

	

lionre:763-478-8504
FtlwflM©nc t u+m

" Responsible for Articulent's Mid-Atlantic and Metro NewYork districts-
Managed the region's Sales, Pre-Sales and Professional Services teams.

Data Management Consultant

"

	

In order to accomplish Berkshire's goal to penetrate strategic accounts in New
York's Financial District, I focused on penetrating and managing these new
accounts .

District ManagerI Sales Representative

"

	

Movedto New York City to open, establish and grow Berkshire's business in
the MetroNew York region .

Sales Representative I Wounder

"

	

Berkshire was incorporated in 1988 . Berkshire was a storageOEM at this time .
the second person ai Berkshire my roles were many and diverse. My roles
included product concept development, product launches, sales, product resting
and product installation.



Jan 1988-Dec 1988

	

EMCCorporation

	

Hopkinton, MA
Marketing

" Worked in the marketing group responsible for compatible products for Digital
Equipment Corporation's Systems .

Education

	

1992

	

University ofMassachusetts

	

Amherst, MA

" B.S . in Marketing with Minor in Computer Science.



WIIJJAM C. COLLOTTrt:

7610 Crestview Dr.

	

(716) 878-4008
Eau Claire, Arisconsin 64701

SUMMARY

Aversatile professional with in-depth knowledge of operatingsystem, networking and
software development. Proven expertise in systems development from microcomputer to
supercomputer operations withknowledge ofboth hardware and software integration and
operation. Familiar with UNM local area networks, wide area networks, servere and client
systems.. Strengths include creativity, high onergy, innovation and proven ability to
analyre end solve problems.

SUMRCODMPUTER SYSTEMS 1NC., Eon Claire WL

senior software rughneer

	

1990-1903

Wrote the detailed test plan for the test and integration of the 55-18upercornputer.
Executed the teat and integration ofthe SS"1 which covered hardware and software
installation, testing ofthe hardware and the UNIX operating system. The tasks also
included installation and integration of FIIPPI 110 devices including disk, andnetwork
devices on local and wide area networks. This project involved interfeting with several
hardware and software groups, both internal and external .

Responsible for the design, tooting, and implementation of network capabilities first on a
Sun platform and then on the SS-1 Supercomputer. WroteC programs to test the memory
inrarfaoe from the Network Systems router to the Sun. Worked closely with the vendor to
approve, test and install a HIPPI driver on the Sun platform to fully test the IaPPImemory
interface capahility. The network capabilities included FTP TCP/IP endNFSUDP/1P over
Ethernetand Hl"I.

Responsible for all networkvendor interfadng and n9gstiations of contra cue h,tween SSr
anti the vendors. These included Zkel, Ultra Technologies, Neteter Io-, Computer Network
Technologies and Network Systems Corporation.

CONTROL DATA CORPORATION, Ardtx1 Sills, MN.

Section Manger

	

1988 - 19911

- --Managadmgjor-software projects including aU person -wl ieouea, hiritkg and porfui'meuee .-
appraissle. Conducted communication meetiogs, and presentations to upper management.
regarding $nantia] and schedule perfbrmaoce. Wectively u0ssd matrix management, to
got p4ecta completed on time and within budget

Directed all aspects ofnetworkfile archiving between a Control DataCyber server and a
UNIX client system . Managed this 14 person prujed andkept the prtjed on schedule and
an budget. Responsible for the selection ofperipherals which were atFacitod to the Inc
server. including Network Systems Data Exchange hardware, Mud*Tape Cartridge
subsystem, Storage TechnologyTapes and Control Data Disks.



VD/ZY/va 1d : .o

Managed a $28 million dollar prgjectforhardware and delivery of several key fentares for
the Naval Surface Weapons Canter including common inpuboutput queues, moflelevel
oecurity end several otherfeature enhancements. The system wee accepted on time andthe
pruiect was on budget.

Manageda Management Information Cantor which supported two software development
groups and other end users. This center achieved a 9898+ productiou availability alongwith
ahigh level ofefficiency and cost effectiveness.

unit manager

	

1980-1986

Evaluated, designed and developedtwn"key solutions for largo customers. The solutions
were derived by evaluating the customers request br proposal as well as competition from
other vandors. My group developed the software featmea for several large systems.
Provided the Interface between the marketing and development organisations for fixture
products .

Consultant

	

1976 - 1990

Planned the migration of applications from the CDC NOSoperating system to the NOSMN
Operating system. Designed, coded endimplemented an operating system on thePLIO
hardware which included interrupt handling, VO drivers anda coromanicstioninterface.

Scalor Programmer

	

lose - Ion
Using the Control Data aesemblyy language, designed andimplemented acommunication
subayutem far the Master Operating System. Managed multiple prgjod groups, mainly in
theDO and driver areas ofthe operating eyutem,

System Analyst

	

1986 -1988

Installed and supported the Master Operating System world-wide for Control Data
Corporation. Analyzed and solved many e=emslydifficeit problemsthat could not be
solved by local analysts in the oonntry.

Hardware InteVatlon BmgAas:ar

	

1988 - 19w

Debuggedthe instraetione end 1/0 on theCDC 3300 and installed the systems on site.

EDUCATION

Metro StateUniversity, 9k . Paul, Minnesota

B.A. Sualnese 1ffapsgemcat,

	

1878

Control Data Corporation
attended eltenaive computer courses

International Business Machines
attended ChiefProgrammer TopLevel Design course



PROFESSIONAL OBJECTIVE:

QUALIFICATIONSUMMARY:

PROFESSIONAL EXPERIENCE

Key Accomplishments:

Resume of

James A. Fanella

Senior Vice President, Yahoo! Enterprise Solutions (YES)

Confidential

23 Wescott Drive

	

Home: (847) 842-9331
South Barrington, Illinois 60010

	

Mobile: (947) 909-0417
Email:jafaneM@yahoo.com

To join a company as Chief Executive Officer (CEO) where I can utilize my expertise in profitably growing
an existing fins.

A results driven Senior Vice President at Yahoo!, a S8 .4 Billion Market Capitalization firm, with over 23
years experience in building profitable companies that achieve high growth. A leader with extensive
expertise in strategic planning, product development, engineering, sales, consulting services and technology
solutions implementation . Currently running Yahoo! Enterprise Solutions worldwide, a 5200 million
business unit, that make up over 20% ofthe company's revenues.

9IOI-Present

	

Yahoo, Inc.

	

Sunnyvale, California

Responsible for leading all enterprise offerings far Yahoo! . Key business groups include: Enterprise
Portals, Broadcast Rich Media, Small Businesses, e9tores, Collaboration Solutions, and satellite businesses
in Europe and Asia Generating over $200M in revenues with 420 employees.

"

	

Developed and implemented a strategy that enables YES to best leverage the Yahoo! brand and
network. This strategy involves providing businesses with Yahoo! enterprise content and enterprise
web services fully integrated with other business applications behind the corporate firewall . These
secure enterprise services also have the customization of My Yahoo! and the "industrial strength"
capabilities needed in the workplace.

"

	

Expanded distribution channels to include OEM relationships with SAP, SUN, and 13EA that include in
every portal software sale, Yahoo! enterprise web services and content

	

This new approach has
enabled YES to aggressively expand footprint and connection to the desktop. In addition, this OPM
channel has provided Yahoo! with electronic access to cross sell more services to millions ofenterprise
desktop users.

"

	

Provided the capability of enterprise clients to buy Yahoo! web services andpremium content in a "self
service" model either directly through their own portal or through the newly developed YES portal .
These web applications are very scaleable and are now providing predictable, recurring revenues with
highermargins. SBC/YahoolpackagedservicesforSmallandMediumBusinessesisjustoneexample .

"

	

Built an infrastructure that enables Yahoo! to rapidly close large contracts in Fortune 2000 clients via
leading with strategy consulting, then synergistically selling all of Yahoo! Enterprise Solutions, and
providing Project Management Office (PMO) delivery services.

"

	

Ontrack in 2002 to grow revenues 28% and EBITDA 133% over 2001
"

	

Recruited (6) key executives leading each business unit, sales and operations
"

	

Key client wins include: Cigna, McDonalds, Merck, Bayer, Honeywell, State ofFlorida, Merrill Lynch,
and Compaq



9/00-7101

	

Commerce One

	

Chicago, Illinois

Vice President, Global Services

Led Global Services Group with Fortune 500 clients that included: Ford, BP Amoco, Covisint, Trade
Ranger, Pantellos, and Quadrem. Was responsible for $175M in P&L services revenue and leadership
responsibility for over 700 people.

Created and implemented vision that incorporated new approaches to expediting liquidity in exchanges.
One new approach provided packaged "private labeled services" to e-marketplaces that were offered to
their perspective buyers and suppliers. Restructured sales operations to industry verticals that doubled
revenues from 2000 to 2001 . In addition, developed additional practices in supply chain optimization,
strategic sourcing, private labeled e-marketplace services, and virtual supply chain offerings. Also
developed a national Project Management Office to ensure project quality amongst all existing projects .

Recruited seven senior executives in leadership roles that is the key to doubling revenue growth in 2001 as
well as providing the necessary financial discipline and focus. In the past 15 years, have never missed
revenue and EBITDA targets .

11/99-9/00

	

AppNet, Inc. (acquired by Commerce One)

	

Chicago, liliaois

Group President and General Manager

One ofthree Group Presidents responsible for running a 5120 Million pure play e-business company. Had
service line Presidents as direct reports with a focus on full "end to end" e-business services managing over
500 people and $62 Million in direct P&L responsibility . Services include: strategic planning, technical
architectural planning and implementation, application development, and integration services . Reported to
Chairman and CEO.

Created and implemented vision of company to focus on Fortune 200 customers and providing them with
"end-to-end" services ranging from strategy to full implementation .

	

In addition, focused on integrating 13
companies that were part of a large rollup .

	

Implemented numerous integration efforts to streamline
company delivery and sales efforts including a knowledge management database and resource management
system. Directed due methodology and development of re-useable object libraries and integrated delivery
process used to condense project lifecyle to major "90 day deliverables ." Set company strategic plan and
prioritization of company e-business initiatives and was involved in leading several key acquisitions . Key
financial accomplishments include: doubled business revenues, increased EBITDA from 3% to 21%, and
decreased bays-Sales-Outstanding from 93 days to 37 days .

Since joining the firth, was awarded five of the largest B2B and e-business contracts in due U.S, including
UCCnet, Prime Outlets, BP Amoco, Ford Motor Company, and Nationwide Insurance valued at over $65M
in initial contracts. Personally recruited top management team oftwelve people, all ofwhich were formerly
CEO's and top executives ofmajor companies. Sample project initiatives include:

D

	

UCCnet-was the largest 820 contract ever won at the time .

	

Involved real time updates of ail retail
transactions ova the interact viaXML. Over 40,000 companies subscribed to this network.

D

	

Ford Motor Company-Dcveloping consumer connect initiative that allows, "build to order" cars over the
intcmet.

D

	

BP Amax-Devcloping 82B portal that allows customers procurement of Natural Gas and Liquids (NGL)
over the internee.



Accomplishments Include:

g/94-10199

	

Unisys Corporation

	

bombard, Illinois

Managing Principal/Partner (9198-10199)

Responsible for leading an insurance Consulting Practice with 1999 service revenues of over $25 Million
and 55 people. Responsible for general management and operations that included : developing faaancial
services core competencies, delivery model, full practice P&L, strategic alliances, business development,
and project delivery.

"

	

Integrated Financial Services Lines of Business To Best Meet Client Needs
"

	

Streamlined Services Delivery Infrastructure By Creating Service Templates
"

	

Built Up Business Pipeline To Over $200 Million
"

	

Closed TenNewClients In First Halfof 1999
"

	

Implemented New Business Development Model
"

	

Increased Practice Gross Margins Over 25% From 1998
"

	

All Engagements Are On a Time & Materials Basis and Referenceable
"

	

Increased Several Key Strategic Alliances

Senior Principal/Partner (8194-9N8)

Responsible for building an Insurance Consulting Practice focused in the Midwest Specific responsibilities
include: business plan creation and execution, profit accountability, business development, project quality
assurance, recruiting, skills development and project delivery .

	

Developed new delivery model to instill
discipline and focus on a selected group of core competencies.

	

New delivery model was critical to the
success ofthe practice- Waspromoted to Senior Principal after only 18 months ofjoining the firm.

Si wificant Accomplishments:

Developed a virtual Internet bank for a $24 Billion insurance company by providing services from
strategic planning to frill implementation of products and services. Worked directly with CEO,
President, COO and executive staff on vision, product and service offerings, brand differentiation,
distribution channel mix, marketing plan, success metrics, competitive analysis, risk management and
Phase l of producUservice implementation .

	

In addition, assisted in filing for a thrift charter with the
Office ofThrift Supervision (OTS) as well as completed an information architecture.

"

	

Awarded multi-million project at the largest workers compensation provider in the state of Michigan to
integrate Cover-All and Pyramid that will provide a new client/server integrated Underwriting and
Claims solution Competed against Ernst&Young, Deloitte & Touche, and PriceWaterhousecoopers .
This solution involved significant process redesign, data migration from DMS II to Oracle, building
intranet and extranets, Cover-All gap analysis and modifications, change management consulting, and
the over-all integration and project management offive subcontractors.

Provided data migration services to three of the largest non-standard auto providers on new client
server platforms.

	

Our services provided each of these clients with the ability to execute their multi
state expansion strategy on a single open systems platform .

	

In addition, strategic and IT architecture
planning services were also provided.



Significant Accompli

Awarded multi-million Customer Information Systems Project at United Fire and Casualty Insurance.
The services performed included an initial customer segmentation study to match customer-buying
attributes with the optimal suite of insurance products . The new system now allows UFC to
aggressively cross sell to their existing customer base. In addition, this solution has enabled UFC to
become more customer focused on existin and new marketplaces . As a result of the new Customer
Information System, revenues are up 31 % with operating expenses being reduced by 28%.

Awarded a major consulting engagement with the largest health care provider in the United States to
assist in their execution of their rapid acquisition strategy . We lead a team of consultants in creating a
template and methodology that will enable this client to expeditiously convert newly acquired
companies into their current IT infrastructure. It is the implementation ofthis strategy that has been the
key to their success.

" Implemented an Environmental Claims system for CNA Insurance . Solution involved complex
workflow redesign, rapid application development, and imaging technologies .

	

Currently system
enables CNA t0 access complex claims history expeditiously .

	

As a result of this system, CNA has
aggressively reduced their claims toss ratios .

1989 -1994

	

Aigltal Equipment Corporation

	

Chicago, Illinois

Senior Project Manager, Professional Services
Responsible for project management, risk reduction and contingency planning, gross margin after project
completion, client satisfaction, management of project consultants, recruiting and new business
development.

Implemented an automated Underwriting, Claims, and rating system for Shand, Morahan & Company.
In addition, provided consulting to Shand's executive staff on developing information architecture to
support business strategies. The new solution cut Shand's annual Information Systems costs by 56%.
Most importantly, Policy underwriting which once took weeks, now can be processed in minutes,
thereby resulting in increased customer satisfaction . This project resulted in $4.8 million of services in
the fast year.

"

	

Second year at Shand Morahan & Company project managed an additional $1.2 million in projects,
which competitively displaced Hewlett Packard, Comdisco and Benyom . These solutions involved
network integration consulting and have made it easier for Shand's customers to buy their products.

Won a $960K consulting project at Near North Insurance. Project Managed and developed customized
Client/Server Bond Tracking System that has improved customer service by enabling Near North's
customers (i .e . Amoco, McDonalds) to electronically purchase surety beads in seconds versus their
competitor's average of six days .

Provided consulting to CEO ofMid America Title on complete customized solution to revamp their old
real estate title system . Utilized Business Process Re-Engineering m significantly reduce title closing
time and processes . This new client win resulted in over $580K in consulting and application
development revenues_

Successfully competed against IBM consulting to win an $820K project at Alden Management Services
Corporation. The new solution automates the management of their managed care facilities by
determining room availability, service needs, and profitability of each facility .



1979-1989

	

BurroughsCorporation Oakbrook,Illinois

Senior Account Manager

	

(1985 - 1989)

Account Executive

	

(1979-1985)

Primary responsibility was new account development with a focus on the Financial Services industry .

Significant-. ccomplishments

Sold Allstate personal lines Property d Casualty Insurance nationwide check processing system (or
$5 .2 million. All insurance premium checks .,, cl processed and are ready for deposit directly to their
local bank with this solution . Today over S25 million a day is being processed by these systems which
are very mission critical to Allstate's cash flow .

Managed implementation of check processing systems for all other Allstate Divisions: Allstate
Commercial, Life and Motorclub.

"

	

Part ofsales team that sold American Hospital Supply large order enrry system . This system positioned
American Hospital as the worlds leading supplier of medical products by expediting the delivery or
hospital orders faster than any oftheir competitors.

Sold Kemper Insurance and Dean Witter Reynolds financial system solutions totaling $13 million,
both of which were new accounts .

Attained 120% of quota seven out of nine years and sold over S7 million in new competitive business
in last two years.

PUBLICATIONS:

Articles published in Insurance and Technology. Best Review, National Underwriter, and C'PCU Magazine,
Quoted in over 50 publications in 2002 on topics ranging from the Poture of portals, premium content, and
monetizing value on the internet.

OTHER ACTtV (TIES:

Served as Chairman of the American Management Association .

	

Currently a member of the Board of
Directors ofPlanetCAD, a CAD-CAM and supply chain software provider .

EDUCATION:

School

	

Degree
Western Illinois University

	

Bachelor of Business



SUMMARY '

A Certified Public Accountant vrith 10 years of progressive axperience with KPMG Peat
Marwick assisting companies in the manufacturing and high technology Irxkutries,
inciudhg annual audits, due diligence and acquisition activities, corporatstax matters,
external firmndal reporting and various SEC filings.

EDUCAMON

University of Minnesota
Minneapolis, MN

EXP9 tit=NCE

GPEAT MARIMCK
Minneapolis, MN

JeffreyA. Bartelaen, C.P.A .
12405 51st Avenue North
Plymouth, MN 65442

(Nome) 559-7368
(WoOO 337-9384 - Confldantfat

Bachelor of Science- Accounting
Cranuiative G.PA - 3.514.0

1980 to 1984

Senior Audit Manager
1991 to

	

t

1989 to 1991
St3RAusA4ox
1985to 1989

Engagement Senior Manaaar for a variety of companies in the manufacturing and high
technology industries. Respormbilities include overall managemerd of the audit
process, billing and collection, client relations, techniml research and finanGal
reporting assistance with a variety of SEC fi11ngs, Including registration statements,
Forms 10-Q, 10-K and annual report Clients were also assisted with special projects,
including due diligence for acquisition targets, intemal audit activities and corporate tax
issues.



Jeffrey Bertelsen, C.P.A.

Representative Oents and Services Provided

"

	

GNB Batteries'rechnology Inc.

o Advance Machine Company -

"

	

Computer Network Technology Corporation -

6

A $700 million manufacturer of automobile and industrial batteries which is a wholly
owned subsidiary of Pacific Dunlop, a$5 billion public company based in Melbourne
Australia_ Activities Include management of the annual audit assistance with
financial reporting under both U.S . end Australian Generally Accepted Accounting
Principles, intemal audits, due diligence for acquisitions end spedal operational
audit activities resultkV in significant savings from consolidation of the finance
function .

A $8t) million manufacturer and distributor of wmmerrial and Industrial floor
maintenance equipment Activities include management of the annual audit
assistance with purchase accounting, end due diligence provided for the Danish
mrparafionwhich subsequently acquimd Advance Machine Company.

A $60 million mm ufacturer of computer networking equipment Special services
provided include assistance wM two public offerings, technical accounting
assistance with respect to acquisitions (purchase prico allocation, purchased in-
process research and development exchange of stork options. and pro forma
financial information requirements) and accounting assistance including
consolidations andforeign operations.

Grand Casinos, Inc. -

A large casino entertainment company with operations located throughout the
United States. Special services provided include assistance with foLr public
offerings of debt and equity securities, accounting for debt with detachable
warrants, equity method accounting, consolidations with minority interest and
eramings persharetechnical Issues.

OtherClients Include:

IMI Comelius, Inc. " Dahlberg, Inc.
SoDak Gaming. Inc, . Pirelli PowerTransmission, Inc.
Caprice, Inc. " Caribou Coffee, Inc.
&icon Cordage, Inc. " Toro, Ink -VYheelhome Division



Personal 8ioAraphy: Mark R. Knittal

r n hs

-Strong mix of business, technical, and marketing skills .

- ExceUent communication skills .

-Strong analyticistrategic planning ability.

- Substantial operational experience managing large organizations .

-Significant dedication to work.

Work Hint

	

(all posiftons at IBM)

'Sept 1995 to present Director of Campus Product Marketing

- Responsible for all marketing and sales support activities for IBM LAN
products, Including Hubs, concentrators, Lan SwItCheS, routers, adapters, etc.

-1990 revenue responsibility: $1.1 billion.

' 1992 to 1995: Directorof Network Integration Products

-1992 to 1993 : La Gaude France ; Responsibilities:

- Establish new business unit responsible for Intelligent Hub LAN products .
- Establish affiance with major Intelligent Hubvendor. Alliance scope: joint
development, manufacturing and marketing-

- Strategy/planning, development (hardwarelsoftware), marketing of new
products. Products developed include Token Ring, Ethernet, and ATM LAN
concentration products, and a new suite of object oriented Network Management
applications to support the new hardware.

-1993 to 1995 : Responsibilities expanded to include workgrouplstackable Hub product
group, located in RTP. North Carolina .

-1994 to Sept 1995 : Relocated to RTP, North Camtha . Responsibilities expanded to
include new Switched Lan/ATM product group.

- Results: Intelligent Hub business unit established successfully, including joint affiance with
outside company. This is nowthe fastest growing business segment in the Networking
Hardware Division, with revenue of app 8400m, and app. 300 employees (approximately
50% hardware engineers, and 50% software engineers.) . As part of this responsibility . I led' ,
the definition of the IBM campus ATM.strategy, and led the design, development, and
standards activities related to campus ATM.

' 1990 - 1992 : . Director of Advanced Connectivity Systems. La Gaude, France. Responsible forStrategy development and systems management of new multifunction network controller



system . Recently announced as the Mvays2220 Switching Family .

' 1988- 1990: Systems Manager for Network Management RTP. Responsible for

tech nicaUmarketing strategy development and plan management for all Network Management
activities in IBM. Participated in company wide System Mgmt strategy definilionlimplementation

efforts .

	

,

" 1997- 1988: Product manager for Advanced Telecommunication Products ; RTP. Responsible
for software development activities associated with APPN . This was a new organization,
which I created and staffed to develop a new, portable telecommunications access meld for
host and personal systems. This group eventua'ly grew to be approximately 130 persons.

' 1985 -1986: Manager of Vtam Design and Performance group: RTP. 2nd line position, with
responsibility for all product design and performance assessments for VTAM, a very large/
complex host telecommunication access method .

" 1984 - 1985 : Managero(SNA System design; RTP. Managed a group of top system
designers responsible for ne% SNA architecture enhancements . Including APPPJ,

' 1982 -1984: Manager of Large Systems Technical strategy ; Poughkeepsie. NewYork
Particiapted in the definition of the 5)390 Sysplex strategy definition . Responsible
for Integration of networking into this strategy .

1980-1982: Lead Systems Engineer for Federal Reserve Bank team ; Chicago, Illinois_
Led design for Fed Reserve Communications Systems/90's (FRCS/90), which was
a complete rewrite of the Fed Funds Transfer system, based upon IMSIFast Path,
and VTAM.

' 1975 - 1980 : Systems Engineer; Chicago, Illinois . Technical support for large accounts in
Finance Industry . Principal role: Data Base and Data Communications specialist,

' 1977 -1978: Hired by IBM as Systems Engineer In Chicago, Illinois . Spent first year in
required sales and technical training classes

Education

Bachelor of Arts degree from Eckerd College - Saint Petersburg, Florida. PAs:or Philosophy .

- Master of Arts Degree from University of Chicago - Chicago, Illinois . Major. Analytic
Philosophy .

'Other:

-Attended IBM Systems Researcfl institute in 1881: facation ; New York City ; duration : 10
weeks.

-Attended Business Management program at 1Nnarton School of business for 2 weeks in
1987 .



RobertRBeyer
4950 Shady Island Circle
Mo=d,MN 53364 . .

(612)470"6019
Offioo_ (610638"7104
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. Reap=ed
andviewed as astrong leader by cauior executive meaagemwr.

PWessional Experience:
NCRCc:pwatian, Down, Ohio

	

1999 to present
VifPraid=4$i%b Avsilsbility Ser

	

1997 to Pmt
Provide strategic, twticaL and operational lr~pIn mppotting computer mvice
dciivory operation.

"

	

Design and a[ecgta US comp=service delivery madsupport oper~dons modd
providing boain-clear pea& margins-

"
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c alliances.
"

	

Provide leodenhip and direction 1n the design ofthe High Availability Services
orgmizzion whichcoat= o£over 400 eagin=s, 30 diatict mamgeas, and5 region
ditteiom

.

	

Provido lsad®hip andsupport to internatioml partners in impkmanting US support
and service msthodologiea

. Patwor wirhNCRl6sdeechip teaua formulating strategic ditmdvn for NCR's key
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mPpoafor two ofNCR'Skey iaitiatfves-
"

	

Executive spoaaor for keyatgttmim

" 4puations Management . parso=el Management
Financial Maaagamew " 9tcategic Platming

" program DevelopmentandDeployment " Caahact Nejodatiaw
Change Management " Conmcr managatttm
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Robats zerfw

Additional hrofesaional Experkam
~Cg~lea~~r W~iatdhoC'a,omputem Account Dirccmr
'Powarm

	

sales Engin=
South Dakota State LInivaalty, Lecturer in Bleotricsl Eagiaeeria Department
TL Sysaaaa, Satan deer
Hughes aircraft, Reld Eugmea

MOttary:
United State Marine Corfu

	

1978 to 1982
" Promoead mwitcrioualyy to Sapeunt in 20 months, h=mblydim

Education:
"

	

South Dakota Stoic Utuversity, HS EWttiwl Bngipeering 1986, 3.4 413A.
"

	

Kollar Gtadade Scbaol ofhfimmemenr, various comses.
"

	

Uuivasitty of9r. Thomas, S)Mudw NIBA, complete 1999 .

Rafarsn~ Avei6tale upon Request

AehisvamentsliewmpWbmRnt5
Receivedhi8}=assoa9a1e aadsfaetion ratiuw while =pmvmg =Vemer sadatkedon
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" PastNCR empluyto to ataead AT&rs Lcadeahip Dcwlopment program .
-

	

F=xeded revenum and profit obje~va every year.
He=n-data revenut per amodate m the tnd~.

"

	

Developed and Wd4ed aipport mefdologiea drat were adapted by worldwide
operation and weuhs in peoiitable vah"dd sctvwGL

"

	

Ledanal ftmctiatal team is seating new scrvicowonand aligning support
ayamtma is lam than thca marths .

-

	

Selexted by pears as one of tbc "Beat of the Beet"

Director, Budam Crldcal Support Servte=

	

1993 to 1997
"

	

Raponsiblo for savru ragioml maaagm and era 100 ap4tpwt repraestuttva in
providing posti+" support faTan"sysupam the WastemRegion.

" DeVed, Developed, and Deplo* buaft= edtieA support methodologies that
wem imptenentcd admit the world .

"

	

Pardaipeted onnomerqu5 moss f motionai team is sapporda NCR`s key iuitla&M

Exacutivc Account rdaoager

	

1993 to 1993
o R esponeRe for key TaadzU mBt7m~ is the lama tW atria.
Diaaiet Rftnager

	

1992 to 1993
"

	

R=po=blo for loading 26 ;fiold caginc= in supporting key Tcaadata cust .,-r_.
System Support Repre sentadve

	

1989 to 1992
"

	

Responsible for oruite hudwae and sofwua support at Taad='z largmt cuaomer.


