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FA BIA N  M .  WEBER  
Mobile: +1 (734) 709-2077 • fabian.weber77@gmail.com • www.linkedin.com/in/fabianmweber/ 

 

Digital Transformation Executive 
Digital Transformation | Business Models | Strategic Planning | Technology Roadmaps | M&A and Partnerships 

 

A skilled and accountable leader, exemplifying a unique combination of creativity, drive, dedication, collaboration, 
and mentorship with 20+ years of experience in the electronic components/systems and electric motors/drives 
manufacturing industry, who works tirelessly for the organization and its people. Specialties include demonstrated 
strengths in growing sales by multiple factors and increasing profitability of highly engineered products and digital 
solutions by more than 25%. A natural driver in numerous disciplines providing innovation management, business 
model and technology roadmap development, market intelligence, business case and sales development, and 
companies' digital transformation into global high-growth organizations. 
 

An accomplished executive with a unique acumen to assess the technical and commercial viability of strategic 
opportunities with large enterprises in the automotive, commercial vehicles, consumer electronics, electric 
powertrains, high-tech/smart infrastructure, healthcare, pharmaceutical, power generation, and telecom/datacom 
industries.  
 

Executive Value 

 

✓ Translate Vision into Action – Create and define processes, capabilities, and metrics around innovation 
 

✓ Innovation and Product Development – Identify opportunities, listen, understand challenges, and deliver 
optimized solutions to customers 

 

✓ Leverage Partnership Development ─ For IP, licensing, and technology transfer opportunities through 
collaboration with project management and partners in the pursuit of ideation and innovation 

 

✓ Manage Ideas Portfolio ─ The selection process from conception to commercialization with stakeholders as 
the driving force supporting business development and product strategies 

 

✓ Lead the R&D and Business Development Teams ─ In a compelling and determined manner to acquire new 
target customers and increase profitability from existing key accounts 

 

✓ Identify, Design, Develop and Implement ─ Market-driven strategies to achieve revenue goals and the 
company's mission 

 

✓ Outstanding Delivery to C-Level ─ Communicate in a concise and effective way with executive leadership at 
strategic customers and prospects. Excels in connecting the dots and able to focus on the big picture  

 

✓ Rated 'Exceptional' by MIT Professors ─ Earned certificate of completion by MIT Sloan School of 
Management by completing a comprehensive AI Roadmap project for the organization as a participant of 
their "Artificial Intelligence, Implications for Business Strategy" data science course 

 

PROFESSIONAL EXPERIENCE 

 

DWYER INSTRUMENTS, An Arcline Portfolio Company, Michigan City, IN Feb 2022 – Present 
 

Dwyer Omega is a market-leading manufacturer of innovative instrumentation solutions for the global HVAC and 
process industries. Together with its sister company Omega Engineering, the group generates a revenue of $ 400M 
and employs a total of 1,600 individuals. The company's solutions and products guarantee high-quality 
measurements and readings, as well as maximum reliability in many critical applications. 
 

Chief Innovation and Product Officer 
 

Digital Transformation of the entire organization by leading a culture of innovation that ideates/creates, develops, 
and embeds connectivity and analytics throughout the products and services offering. Develop and implement the 
strategy to double the revenue of the company and grow Vitality Index to 20%. Executive Team Member of the 
combined Dwyer Omega organization. 
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• Lifted Sales 20% in FY22' ─ Grew North American market share with the introduction of strategic brand 
architectures, naming, and taxonomy of products that outperformed competitors’ offerings. 

 

• Grew Gross Margin from <50% to 60% in 2022 ─ Versus single-point increases in prior years. 
 

 

• Defined Digital Transformation Initiative from Scratch ─ Partnered with external consulting company to create a 
digital solution offering composed on smart IIoT devices and service-related revenues. 

 

 

• Increased Corporate Earnings by 25% FY21' to FY22' ─ Transformed the organization by introducing 
differentiated technology/product roadmaps, business plans/strategies, and progressive marketing plans 
covering a 5-year horizon to enter new verticals, increase differentiation, and improve gross margins. 

 
NORTHWIRE INC., A Lemo Group Company, Rohnert Park, CA May 2015 – Dec 2021  

 

LEMO is a leading development and manufacturing company of precision interconnectivity solutions used in various 
challenging application fields, including automotive, construction equipment, marine and underwater applications, 
medical devices, robotics, telecommunication/broadcasting equipment, as well as test & measurement 
instrumentation. Annual revenue is >$ 300M achieved through twenty subsidiaries employing 1,800 individuals on a 
worldwide level. 
 

VP Innovation and Business Development 
 

Transform and lead a culture of innovation by creating, formalizing, and embedding innovation throughout its 
products and services. Cultivate technology and talent and collaborate with colleagues to develop ground-breaking 
capabilities and ensure cross-pollination. Generate and execute upon a business development ecosystem, introduce 
proven-methodologies, best practices, analytics, and spearhead business development initiatives.  
 

• Grew Sales from $37M ARR to $54M ARR in 3-Years ─ Took the helm of an underperforming R&D, Design 
Engineering and Sales organization, evaluated the team, reassigned some resources for a better fit, and hired 
talent in dedicated areas. 

 

• Developed International Customer Base ─ To boost international sales 1200% by creating differentiation and 
global content. 

 

 

• Achieved 14% CAGR from 2016 to 2018 ─ Versus single-digit growth at main external competitors. 
 

 

• Defined an AI Insight Initiative from Scratch ─ Partnered with AI CRM solution field experts to identify early in 
the pipeline high ROI opportunities within Salesforce's cloud-based ecosystem via Machine Learning and Natural 
Language Processing/Generation. 

 

• Identified and Prioritized Opportunities ─ To focus on high ROI business, improve sales channel forecasting 
accuracy >20%, and save weeks of manual forecasting activities at the time of budgeting. 

 

• Produced Differentiation through New Technologies ─ Developed innovative connectivity solution architecture 
based on silicon photonics within 24 months by partnering with the right experts on a worldwide level. 

 

• Increased Corporate Earnings 14% FY16' to FY17' ─ Transformed the organization by introducing revolutionary 
technology roadmaps, business and marketing plans covering a 3-year horizon to enter new markets, increase 
differentiation, and improve gross margins. 

 

SONCEBOZ CORPORATION, Ann Arbor, MI and Sonceboz Switzerland September 2004 – April 2015 
 

Sonceboz Corporation serves key accounts in NA within the automotive, commercial vehicles, marine, health care/life 
sciences, industrial automation, power generation, and telecommunication industries. The Sonceboz Group is a privately 
held Swiss-based company with worldwide revenues of over $300M. It employs 1,200 individuals in five countries and 
develops/manufactures high-precision electric motors and intelligent mechatronic drive systems.  
 

VP Business Development (July 2009 – April 2015) 
 

Developed new business and negotiated contracts with major OEM and Tier customers in the assigned region. 
Managed P&L, budgets, and resources for the North American entity of the Group. 
 

• Lifted Sales Yearly 50%+ for 5 Consecutive Years ─ Multiplying North American B2B sales seven-fold from $9M 
to $65M by identifying, negotiating, and closing strategic business opportunities. 
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• Defined Objectives and Exceeded Revenue Goals 10 Concurrent Years ─ Advanced from Business Development 
Manager to VP of Business Development by developing a self-driven high-performing team and achieving >90% 
of personal goals. 

 

• Raised CSAT 15% in 2 Years ─ In entirety, enhanced the CSAT process, related surveys, reporting, and 
improvement plans, concentrating on novel and pertinent metrics and a redesign of sales administration 
engagement procedures to correct customer issues. 

 

Business Development Manager (November 2006 – July 2009) 
 

Established the North American entity of the Sonceboz Group and built relationships with target customers in the 
automotive, commercial vehicles, and industrial tools/equipment verticals. 
 

• Developed Strong Relationships with Tier 1 and OEM Customers ─ Moved to Ann Arbor, MI, opened a home 
office and fostered business with John Deere/BorgWarner, Ford/Visteon, Caterpillar, FCA/Montaplast, 
GM/Magna/Aptiv, and Stanley Black & Decker. 

 

• Expanded Operations ─ After the initial home office setup, in 18 months, opened 2,000 ft² subsidiaries, hired 
four, and in FY 12' extended team to 8 and moved to an 8000 ft² premise. 

 

Product Manager (September 2004 – October 2006) 
 

Built and managed a lucrative sales territory in Central/Western Europe within the medical devices, industrial 
automation, and telecommunication industry verticals. 
 

• Grew sales by 100% within 18 months – Developed business with Hilti Corporation, IDEX Health and Science, 
Ivoclar Vivadent, Lindauer Dornier, Roche Diagnostics, and Tecan in a territory spanning Austria, France, 
Germany, Switzerland, and the UK. 

 

• Slashed sales forecasting/reporting time by 50% ─ Automated and refined executive business review process 
for division directors and their sales teams. 

 

FLEXTRONICS, Solothurn, Switzerland December 2000 – July 2004 
 

The Swiss subsidiary of Flextronics generated revenues of CHF 330M in the early 2000s with 1,250 employees and served 
customers in the consumer electronics industry such as ADVA, Hughes Communications, Philips and Semtech. Focused 
primarily on optoelectronic high-speed transceivers for telecom/datacom solutions and low consumption sensing 
applications. 
 

Project Manager, Design for Manufacturing Analysis (July 2002 – July 2004) 
 

Developed new business with major OEM and Tier customers in the assigned territory. 
 

• Streamlined DFM analysis and production optimization process (eFlexDesign) – Automated analysis, 
industrialization, and production transfer of complex wireless communications systems with >3,000 components 
per Printed Circuit Board. Delivered subsequent international trainings in Austria, Hungary, Ireland, and Sweden. 

 

• Reduced industrialization timeline by 30% – For ADVA Optical Networking SE’s wavelength division multiplexing 
devices, and optimized BOM costs by double digit percentages through advanced analysis and strategic 
negotiations with suppliers. 

 

Design Engineer, Ultra-Low Power RF Transceivers (December 2000 – June 2002) 
 

Specified and implemented CAD environment for analog and digital design for New Product Introduction Center. 
 

• Boosted productivity of design services by 25% – Streamlined the entire design process including schematic 
captures, electrical simulations, and characterization of integrated circuits by improving interfaces between CAD 
solutions. 

• Authored and presented technical papers – Covering the automation of test and measurement technologies 
during National Instruments’ NIDays. 

 

Education 
 

Master of Business Administration (MBA), UMASS, Isenberg School of Management, Amherst MA, expected 
completion 2023 
 

Artificial Intelligence, Implications for Business Strategy, MIT SLOAN SCHOOL OF MANAGEMENT, Cambridge, MA 
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Certified Professional Innovator, UNIVERSITY OF MICHIGAN, Stephen M. Ross School of Business, Ann Arbor, MI 
 

Bachelor of Science in Electrical Engineering, Major in Microelectronics, UNIVERSITY OF APPLIED SCIENCES OF 
WESTERN SWITZERLAND, Yverdon, Switzerland 
 

Graduated with a 4.0 ─ Thesis honored by the Chamber of Commerce and Industry of the Canton of Vaud 
 

Languages 
 

English 
Full professional proficiency 
 

French 
Mother language, full professional proficiency 
 

German 
Mother language, full professional proficiency 
 

Italian 
Intermediate working proficiency 
 

Technology Competencies 
 

CRM, AI and ML Platforms ─ AWS, Azure, Salesforce, Tableau | CAD SW and DFM Analysis ─ Cadence, Valor | 
Programming Languages ─ C, C++, JSON, LabVIEW, Perl, Python | Technology & Product Roadmaps ─ Aha, Think-Cell 
| ERP Platforms ─ SAP, Infor ERP XA, and QAD | PLM Systems ─ Oracle Agile 


