
BRUCE WEINER                                                                             66 Olive Street  Great Neck, NY 11020 

                                                                                                                                 HOME: 646.701.2012    bruce@weiner.net 

SENIOR TECHNOLOGY EXECUTIVE  

Dynamic, top-performing IT Executive directing highly successful client engagements for contracting companies and 

major corporations, with extensive credentials and experience in Information Systems management, design, 

programming, improvement, documentation, business applications, and company operations. Combines expert 

management skills with the creation of innovative, technologically advanced business solutions. Ability to translate 

technical detail into business solutions. Remarkable aptitude for assessing corporate strategic / product needs and 

delivering cost-effective technical business solutions that exceed customer specifications.  
 

AREAS OF EXPERTISE 

   Lifecycle IT Project Management 

   System Design & Delivery 

   Product Development 

   Service Management 

   Requirements Gathering 

   Service Management 

   $MM Budget Management 

   Technology Consulting 

   Contract Negotiations 

   Outsourcing 

 
 

EXPERIENCE  &  ACHIEVEMENTS 
 

WEINER.NET, LLC                                                                               2008-Present 

A global technology consulting company for travel related service organizations. 

President / Founder 

Established and grew company from ground up by bridging the gap between business needs and technology solutions. 

Sourced, secured, and negotiated contracts with new and existing clients. Establish and cultivate relationships with new 

and existing clients, ensuring ongoing support and high-level resolution of complex issues. Manage multiple hardware 

and software initiatives. Perform configurations of firewalls and review and support code.  

BUSINESS IMPACT: 

 Realized a 30% savings in travel cost for client through the selection and negotiation for a management of travel 

service provider and securing new airline corporate contracts.  

 Negotiated a 5-year contract for airline services company (including RFP) that relocated 3,000 call center agents 

to Canada, Singapore, and India.  Efforts led to a 35% savings in cost of ownership. 

 Directed a project to manage the startup of the offshore call center, which included providing a guide in 

interviewing and training new representatives on GDS/airline technologies.  

 Spearheaded a technology services initiative to install and deploy the Oracle ERP solution, which included all 

requirements gathering, RFP, and software solutions for all areas of the company. 

 Established and developed/procured all technology for three startups (Amsterdam, United Kingdom, and New 

York) which include building new web-based video streaming, pay-per-minute software on Flash/PHP/MySql 

platforms.   
 

 

NOVANTAS, LLC                                                                       2005-2008 

A leading provider of consulting, solutions, and research services for financial industries.  

MANAGING DIRECTOR 

Built a new Travel practice to bring Novantas methodology and solutions to the Travel industry. Oversaw $2M in 

annual revenue with full budget management for an average team of four staff members and up to 52 during large 

projects. Provided support for the Star Alliance efforts for creating alternative global distribution strategy and 

technology for a team of 11 airline executives. Global alliance consisted United, Lufthansa, Air Canada, Singapore, 

Asiana, and South African Airlines. Provided direction to a team of five consultants in managing a global task force 

for senior airline distribution professionals.  
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NOVANTAS (CONTINUED) 

 

BUSINESS IMPACT: 

 Reduced cost 20% on average for airlines in the alliance through the development of alternatives to the GDS’s 

and the renegotiations for airline GDS and Service fees. 

 Managed the Sabre Due Diligence efforts on sales to private investors, which included leading a team of 

consultants and three partners and 50 professionals in the effort to evaluate the plan for revenue growth, cost 

reduction, and technology management. Efforts included evaluating revenue projections through use of model 

of airlines and travel agency fees. Identified opportunities to reduce cost 22% globally through a modified 

sales/service model and 33% in technology cost through renegotiation with IT outsource vendors.  

 Managed a team of eight consultants, providing analytical and strategic support for the merger to the pre-

approval “clean team” of Travelport and Worldspan executives, which included the development of a go-to-

market sales / product strategy and cost reduction and authoring an industry benefits document deemed critical 

in obtaining approval from the European Union Commission and the Department of Justice for the merger. 

 Directed a series of technology due-diligence engagements for Private Equity and Venture Capital firms in NYC 

evaluating Financial Services and Travel Industry investments to both buy and don’t buy recommendations.  

 

UNITED AIRLINES, CHICAGO, IL                                                 1999-2004 

A major airlines company with global operations.  

MANAGING DIRECTOR, STRATEGIC SOURCING / VICE PRESIDENT - CTO UAL LOYALTY SERVICES 

Selected to oversee all procurements with approval authority for new contracts and renegotiations for commodity 

groups. Perform financial analysis for company products and services purchased by United, which included the 

identification of market benchmarks and data to drive cost savings within a $3 billion in spend. Managed the 

technology and distribution sales contracts for numerous areas of opportunity, including a $50 million spend in 

advertising services and $30 million for in-flight entertainment. Technology leader of the pre-bankruptcy UAL 

Loyalty Services, Inc group which was gathered for a spin-out of the Mileage Plus program and United.com. 

BUSINESS IMPACT: 

 Led the upgrade and replacement of the network infrastructure for United without any spending capital, which 

include desktop, laptops, printers, and routers desktop and laptop infrastructure. 

 Directed a project for desktop products and maintenance for legacy desktop software ultimately outsourced to  

EDS, resulting in avoiding $25 million in annual capital expense without an increase in operating cost. Facilitated 

an RFP and outsourced the maintenance and purchase of desktop hardware and software.  

 Recognized by the Bankruptcy Court for saving the company $350 million in annual cost without any 

service/quality impact by having zero vendor changes through the renegotiation of executory contracts.  

 Conceived and developed the Strategic Sourcing Department which was comprised of 3 directors and 8 

managers from scratch for the global procurement organization..  

 Led the deployment of purchased software for the electronic procurement process initiatives, which included the 

replacement of manual purchase requisitions and manual signature approvals.  

 Managed the GDS management and alternatives initiative, which was the single largest spending area in the 

organization with $380 million for the Global Distribution System (GDS) fees. Efforts included the negotiation of 

a five-year full content agreement. Designed and delivered a new strategy for the development of alternatives to 

GDSs. Communicated with venture capital firms and existing vendors.  Results included a negotiation of  25% 

reduction in costs. 

 Identified and negotiated a vendor funded replacement for aging technology powering United.com.  Architected 

a rebuild of United.com onto a ITA Software, Datalex Software and Travelport Software based platform.  Drove 

internal project management steering committee to ensure architectural and vendor goals were achieved.  

Delivered the most functional / cost efficient web based airline travel platform of its time. 
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PREVIOUS  EXPERIENCE 
 

BRIERLEY & PARTNERS, Dallas, TX - Chief Technology Officer  

  

EREWARDS.COM – Launch CTO 

 

INSURANCENOODLE.COM, CHICAGO, IL – Launch CTO 

 

FIRST MANHATTAN CONSULTING GROUP, NY, NY - Principal 

  

AMERICAN EXPRESS, NY, NY - Vice President 

 

BOOZ ALLEN & HAMILTON, NY, NY - Associate 

 

EDUCATION    |    TRAINING    |    MEMBERSHIPS 

 
Bachelor of Science, Electrical Engineering and Computer Science, PRINCETON UNIVERSITY, Princeton, NJ 

 

Certificate of Completion, International Relations and Public Policy, WOODROW WILSON SCHOOL OF 

INTERNATIONAL BUSINESS AT PRINCETON, Princeton, NJ 

 
 

 

TECHNICAL  SKILLS 

 
Databases:  Oracle (on Unix, Linux and Windows), MS SQL Server, Mysql, MS Access, Amazon RDS 

 

Database Design/Data Modeling:  ERwin, Oracle Designer, Oracle Warehouse Builder, Rational Software 

Architect, TOAD 

 

Business Intelligence: Business Objects/Crystal Enterprise, Oracle Discoverer, SAS Enterprise Miner, SPSS 

Clementine, SQL Server Analysis Services 

 

Source Control: Subversion, CVS, GIT, IBM Rational 

 

Travel: Sabre(GDS/Airline), Apollo, Amadeus(GDS/Airline), LH Systems, PROS, IBS, Unisys, Datalex, SITA, 

ITA Software 

 

Hardware: Unix, Windows, Mac, Sun, Apple, Hitachi, EMC, Amazon EC2 

 

Software: Oracle Suite, Salesforce.com, MS Project, MS Office, Visio, Rational Suite, Eclipse, Visual Studio  

 

Networks: TCPIP WAN, TCPIP LAN, Load Balancing, Cisco, X.25, SITA, AIRINC 

 

Languages: PHP, HTML, Javascript, Java, C, C++, Flash/ActionScript, Bash, SAS, SPSS, SQL, Unix Shell, 

XML, TPF 

http://www.baldwinmuseumofscience.com/
http://www.lucernepublishing.com/

