Dennis J. Cagan

	6633 Woodland hills lane • plano • tx 75024

	Phone (805) 570-1000 • Fax (972) 370-4113 • dennis@caganco.com


OBJECTIVE

A dynamic, seasoned, hands-on technology company executive seeking a CEO or other senior position – interim or permanent - with an interesting Metroplex-based company, preferably a growth oriented firm.
Dennis Cagan has been in the high technology industry as an active and successful entrepreneur and executive since 1967, having founded over a dozen different companies. Dennis has been a permanent and interim senior executive, investor, professional board member (over 43 boards), and strategic consultant for 39 years.

SUMMARY OF QUALIFICATIONS

· Charismatic, decisive, motivating, creative, strategic, innovative, vigorous, consensus-building, and broadly experienced.

· Proven ability to build and motivate strong management teams, grow or turn-around companies, and increase revenue and profit.
· Exceptionally creative in crafting strategy, solutions and business development opportunities. 

· Well traveled with a deep, broad knowledge of business practices.  Able to quickly gather pertinent information, get to the heart of the matter, and implement a solution.  
· Decisive decision making ability, tempered with a practical and down to earth perspective.

· Experienced and practiced in a wide variety in business types, able to effectively transfer knowledge across business models and categories.  Extensive experience in public and private company management, public, investor and customer relations, fostering an enabling and motivating work environment, repairing old or implementing new techniques and technologies, and business turnaround.

· Willing to make fast, tough decisions.  Oriented to building long-term enterprise value.
PROFESSIONAL EXPERIENCE

5/2006 ~ 7/2008
TWL Corporation/TWL Knowledge Group, Inc. Carrollton, TX
Chairman, CEO and President)
A leading provider of integrated learning solutions for compliance, safety, emergency preparedness, continuing education and skill development in the workplace; meeting the training and education needs of millions of professionals in the industrial, healthcare, fire and emergency, government, law enforcement and private security markets. The company produces and delivers education and workplace skills training content to organizations via global satellite television, an Internet-based learning management system, PC-based quasi virtual reality simulation platform and traditional media such as DVD, CD-ROM and videotape.  Dennis stepped in from the Board of Directors to become CEO and President.  He provided leadership and decisiveness in stabilizing and turning around this insolvent OTC company with zero working capital.  Rather than take the company into bankruptcy he raised both debt and equity capital – adding crucial new investors.  He reorganized operations, cut expenses, renegotiated major vendor agreements, reduced headcount by 42%, initiated marketing, rebuilt flagging brands, developed important new strategic alliances, added valuable new Board members, revived employee morale, built a new culture, added new strategic business initiatives and revenue sources, and completed the company’s first acquisition in 12 years.  From 8/06 to 4/08 Dennis brought in over $11MM in debt capital and over $6MM in equity.  Although revenue was only raised from $20MM in FY2006 to about $23MM in FY2008, the company went from about $6MM in losses to fundamentally break even.  The one acquisition which Dennis completed is projected to add a minimum of $6MM in annual revenue, and one new services group is projected to generate $3MM in annual revenue.  During Dennis’ 2 year tenure as CEO the TWLO.OB market cap went from about $3MM to about $45MM.  www.twlk.com   

See Exhibit, TWL Synopsis. 

4/2000 ~ present
Santa Barbara Technology Group, LLC Santa Barbara, CA

Founder, Chairman and CEO
A private investment firm engaged in working with, and investing in early-stage technology companies.  Dennis conceived and started a technology business incubator and venture capital enterprise.  He raised the largest initial start-up capitalization in Santa Barbara-Ventura-San Luis Obispo Counties’ history - $7MM.  He recruited a talented management team and built a 26,000 s.f. state-of-the-art facility, eventually housing 40 companies and 150 people.  SBTG provided seed capital to 17 new locally-based high-tech companies, and still manages a portfolio of nine. www.sbtechnology.com
1/1999 ~ 11/1999
MessageMedia, Inc. (NASDAQ: MESG) Boulder, CO


CEO, BOD
A leader in providing services based on Internet e-mail for use by corporate customers for the purpose of one-to-one customer relationship management and direct marketing.  From January through April of 1999 Dennis was brought in by SOFTBANK to serve as interim CEO of MessageMedia (Previously First Virtual Holdings, one of the earliest Internet IPO’s).  Revenues were about $30MM.  During that time he moved the company from San Diego, CA to Boulder, CO.  He also realigned the management team, integrated two acquisitions, initiated two additional acquisitions and moved the company's public market capitalization from $125 million to over $1 billion.  The company also completed a $10 million private placement and Dennis recruited and installed a permanent CEO to replace himself.  The company was acquired by DoubleClick in January 2002.  After installing the new CEO Dennis served until November 1999 as Chief Strategy Officer.  

1/1996 ~ 1/1997
Software.com, Inc. (later Openwave Systems, Inc.) Santa Barbara, CA

Senior Vice President of Sales and Marketing, BOD
Software.com, known as 'The Internet Infrastructure Company,' was one of the most highly regarded of the Internet related startups - being ranked in Top 10 lists from Upside Magazine, Convergence Magazine and others.  Dennis was asked to join the management team full-time for a one-year period.  During that time revenue grew from approximately $4.7MM to $7.9MM.  From January to May 1996 Dennis was responsible for all sales and marketing activities.  After a merger with Accordance he continued to head worldwide sales.  Activities included the company's complete sales channel strategy encompassing large Internet Service Providers, hardware and software OEMs, a formal VAR/reseller program and an active direct effort including both telemarketing and the World Wide Web.  The company subsequently went public and by 1999 had a market cap of over $6 billion, and was merged with Phone.com to create Openwave. 

1995
StarPress, Inc. (Great Bear Technologies-NASD EBB) San Francisco
Acting Executive Vice President/Chief Operating Officer, BOD  
StarPress was a highly regarded multimedia software publisher.  Dennis was asked to work with StarPress management as their predecessor company (Great Bear Technologies) completed the acquisition and integration of StarPress.  The company then quickly entered into another merger with Graphix Zone (NASDAQ-GZON).  Dennis oversaw and reorganized all operations, including sales and marketing. 

1990 ~ 1994

Century Computer Marketing (acquired by Aurora Electronics ASE: AUR) Los Angeles

Senior Vice President of Sales & Marketing, BOD

CCM was an international distributor of computer service parts. Known as The industry leader in multi-vendor parts support, Century was one of the world's largest independent distributors of microcomputer service parts to the computer maintenance industry.  After the acquisition Dennis served as Vice President of Corporate Marketing and Business Development with Aurora Electronics, Inc. (and Senior Vice President of Marketing for their Century Computer Marketing division).  In 1984 five people (all previously worked for Dennis at DJC) founded two companies which in 1988 merged to form Century.  Dennis was an original investor and on the Board of Directors of both firms.  The Board subsequently asked Dennis to join on a full-time basis in late 1990.  During Dennis’ tenure, Century's annual revenues grew from $12MM to almost $50MM.  He redefined the company’s business model, initiated marketing, repositioned the company, and defined a new industry segment with CCM as its leader.  He expanded the company into Western Europe and created a globally coordinated major account strategy.  In 1993 Dennis was named to the first annual "The Service 25" (top executives in the computer service industry) by Service News Magazine.  In March 1994 Aurora Electronics, Inc. acquired Century ($38 million, almost all cash).  The combination of Century and Aurora created one of the computer service industries largest fourth-party support companies.  
1982 ~ present
Caganco Incorporated Los Angeles/Santa Barbara/Dallas
Founder & President
Caganco is a ‘C’ Corporation entity comprising Dennis Cagan's interim executive and personal consulting activities which include various interim executive positions, providing corporate strategic guidance, mentoring and working with entrepreneurs who are forming and running early-stage high technology companies, and starting and operating early-stage high technology companies himself.  In most situations above, Dennis was already serving as a member of each company's Board of Directors when he was subsequently asked by management or the Board to temporarily join the management team on a full-time basis.  His activities are usually focused in the areas of corporate and product strategies, operations re-organization, business development, sales and marketing management, product distribution, international expansion, and M&A.  Dennis’ direct industry expertise includes manufacturing, services and distribution; high-technology hardware, software and systems; distribution channels, communications, broadcasting, and Internet businesses.
Example: Consultant to the CEO of AT&T's new Computer Systems Division (1984-1985), Dennis supervised most of the sales and marketing aspects of AT&T's initial entry into the computer business (which at the time was considered extremely successful).  Subsequently, at AT&T's request, he founded a computer distribution company.  This firm was awarded the first Master Value Added Systems Distribution contract by AT&T.  It was then sold to Ducommun Incorporated (parent company of Kierulff Electronics).  Ducommun also retained Dennis as a consultant.  First year revenues for the new company (named Ducommun Data Systems), under Dennis’ oversight, approached $20MM and second year revenues exceeded $30MM. Arrow Electronics later acquired (DDS.)  Other consulting clients have included IBM, Xerox, SOFTBANK, Digital Equipment Corp., BellSouth, Merisel, Kodak, General Electric, Wang, ISOCOR, Software.com, Inc., Intervista Software Inc., and many more.  Current engagements are strictly limited to SBTG portfolio companies (see above). www.caganco.com
1976 ~ 1982
The David Jamison Carlyle Corporation (NASDAQ: DJCC) Los Angeles
Founder & CEO, Vice Chairman
DJC was the industry’s first leading national distributor of name-branded computer peripheral and data communications products.  DJC went public in 1981, and grew to annual revenue of $50 million.  The company was recognized as a member of the Inc. Magazine inaugural ‘Inc. 100’, the California Business Magazine ‘Fastest Growing 100’, the Venture Magazine ‘Fast-Track 100’, and The Executive Magazine ‘50 Fastest Growing Companies in Los Angeles.’  In 1983 a large British firm acquired DJC (it was later acquired by Pioneer Electronics). In 1979 Dennis was the Keynote speaker of the first COMDEX Show in Las Vegas.  Dennis started DJC from scratch with a $50,000 personal investment.  Initially he performed virtually all business functions while adding, training, motivating and managing employees one-by-one.  Annual revenue growth from the first year was $1.5MM, $6MM, $12MM, $22MM, $32MM, $49MM.  Dennis built a national company with nine offices from New York to San Francisco.  DJC was the largest, or among the largest U.S. distributors for over one hundred major brands of computer/communications products including: IBM, Digital, Xerox/Diablo, Texas Instruments, Lear Siegler, TeleVideo, Micom, General Datacom, Data General, Qume, Applied Digital Data Systems, Data Products, etc.
BACKGROUND *
1962 ~ 1965
Attended University of California at Los Angeles, Majored in Economics
1965 ~ 1971
United States Marine Corps Reserve, Honorable Discharge
Dennis and his wife Angelia have four daughters and live in the Dallas area with their youngest.

OTHER HIGHLIGHTS

· Co-founded his first company in 1968, and went on to found or co-found eighteen companies*.
· Served as a Board Member of forty-three corporations, including seven public companies.  Board Member of fourteen non-profit organizations.

· Dennis is currently on four corporate Boards of Directors: Acorn Technologies, Inc. (www.acorntech.com, he is a co-founder and original Chairman), Santa Monica; Nutricate Corp. (www.nutricate.com, former Chairman), Santa Barbara; Truston, Inc. (aka ScamSafe, www.mytruston.com, Chairman), Santa Barbara; and Noza, LLC (www.nozasearch.com, former Chairman), Goleta.
· Board of Metroplex Business Technology Council, and involved with Entrepreneurs Fund of North Texas

· Evaluator and Mentor for the North Texas region submissions for the Texas (State) Emerging Technology Fund.

REFERENCES

Available upon request.  
* For additional information, earlier employment history and full detail on previous board seats and start-ups see www.caganco.com and www.sbtechnology.com. 

TWL Corporation

Synopsis

A leading provider of integrated learning solutions for compliance, safety, emergency preparedness, continuing education and skill development in the workplace; meeting the training and education needs of millions of professionals in the industrial, healthcare, fire and emergency, government, law enforcement and private security markets. The company produces and delivers education and workplace skills training content to organizations via global satellite television, an Internet-based learning management system, PC-based quasi virtual reality simulation platform and traditional media such as DVD, CD-ROM and videotape.  

Westcott Communications (F: 1986), a once successful firm, was acquired by Primedia (1996), a large NYSE company, and fell on hard times under their management.  In 2005 Primedia Workplace Learning was sold to a small public company.  After struggling with an under-performing, long distance-commuting CEO, the Board of Directors asked Dennis Cagan, who had joined the Board just after the acquisition, to step in to become interim CEO and President.  In May 2006 the company, now named TWL Corporation, was insolvent and without any working capital.  Dennis took immediate and decisive action.  After consulting with bankruptcy and turn-around experts Dennis was determined to save TWL.  He felt that the fundamental business model, market and employees were excellent.  The company had good, but somewhat stale content and brands, but a huge fixed overhead (headquarters building and satellite transponder).  It was not possible to abandon the building or satellite leases without going into bankruptcy, and it was not possible to finance an exit from bankruptcy.  The only way to save the company was keep the company alive, where it was, and restructure.  Dennis applied experience and leadership in stabilizing and turning around the insolvent OTC company.  Rather than take the company into bankruptcy he raised $11MM+ in debt and $6MM+ in equity capital – adding crucial new investors, reorganizing operations, cutting and offsetting expenses, renegotiating major vendor agreements, reducing headcount by 42%, instituting new marketing initiatives, rebuilding flagging brands, establishing important new strategic alliances, adding three valuable new Board members, building a new culture, improving morale and adding new strategic business units and revenue streams.  Although revenue was only raised from $20MM in early 2006 to about $23MM in 2008, the company went from about $6MM in losses to fundamentally break even.  Dennis identified a potential acquisition in February 2008 and completed it in March.  It is projected to add about $6MM in annual revenue starting in June 2008.  The CEO of the acquisition company brought enormous management experience, energy and complimentary skills into TWL.  Dennis also started a new production services group from scratch in December 2007 and recruited a senior executive to manage it in April 2008.  The group is projected to generate $3-5MM in annual revenue and by May 2008 had already booked $700K in 2008 business with customers firms including Eli Lilly, Bristol-Myers Squibb, and Sanofi Aventis.  By that time the company had developed significant product, marketing, pricing and sales initiatives in each of its vertical market focused groups.  They had also established major strategic alliances with companies like GE Healthcare, VHA, HCPro, RWD and County Executives of America.  In May 2008, after two years of turn-around efforts, and with TWL basically reorganized, stable and close to breakeven, Dennis had completed his assignment and resigned as Chairman, CEO and President.  The Board appointed a new senior management trio comprised of three individuals, all singlehandedly recruited by Dennis: Chairman - the company’s largest new investor, CEO – an extremely senior high-powered executive who had joined the Board in July 2007, and President – the CEO of the acquired company.  Dennis remains on the Board as executive Vice Chairman, and is responsible for raising additional equity capital, acquisitions, strategic alliances, governance and compliance, and large scale business development efforts.  www.twlk.com
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