Alberto Daire

     Alberto Daire is President of Liberty Power—the nation’s fastest growing independently owned retail electricity supplier, and the only minority owned company of its type with a national presence.   In this capacity, he oversees the overall operations of the company.

     In 2001, Mr. Daire teamed with other professionals from the energy, telecommunications and financial services sectors to create Liberty Power.  The corporation is focused on providing affordable, reliable energy solutions to business customers throughout America. Headquartered in Fort Lauderdale, Florida, Liberty Power supplies power to over 25,000 businesses and government agencies, including the U.S. Department of Defense, and the Department of Homeland Security.  Liberty Power also serves over two dozen Fortune 1,000 companies, including New York Life, Bank of America, JCPenney, Bausch Lomb and IBM. In just six years, Liberty Power grew from four to ninety employees and from a start up enterprise to a corporation grossing more than $120 million in 2006.  Liberty Power expects to surpass the billion dollar revenue line in the next three years. 
The corporation has also established the Liberty Power Foundation, whose mission is to support educational programs targeting disadvantaged youth in the communities it serves.

Prior to building Liberty Power, Mr. Daire served in management and leadership roles at General Electric and Nortel Networks. Born in Miami he graduated magna cum laude from the University of Miami, with a Bachelor of Science Degree in Industrial Engineering and later earned his MBA from the University of North Carolina at Chapel Hill.  He is a member of the Young Presidents Organization of America.
Mr. Daire currently resides in the greater Miami area with his wife Elizabeth and son Sebastian and daughter Jillian.

How do you define business growth?

We see business growth as exceeding expectations for customers, investors, and team members. We’ve experienced hyper growth-averaging annual revenue growth of about 250% per year for the last five years.  The challenge is to balance revenue growth with profitability and to make sure you have the right people on board.
Who is the best corporate leader in terms of business growth?

Jack Welch at GE.  As a former employee, I saw firsthand how he was able to significantly grow an organization with many completely different business units.  Additionally, he always strived to develop talented leaders and continuously improve the organization.

What were the pivotal growth points in your company? What caused them?

The pivotal growth points occurred when we understood which market and regulatory framework would be most beneficial to our business model.  We decided to focus on one market (New York) and one sector (small businesses) before expanding into other areas.  It was the right decision at the time since some of our competitors did not fair as well.

We predicated our growth strategy on a three prong approach.

1. Provide best value to the customers

2. Build a scalable structure

3. Invest in our people

We have implemented processes, programs, and structures to complement this strategy, and for the most part, those actions have paid off well.
To whom did you turn for help or guidance?  
We have been very fortunate to have friends and advisors who have helped us at different times.  There were a couple of times early on when we were close to being out of business.  In those times we used resourcefulness and hard work, and we were able to persevere and use those situations as growing lessons for Liberty Power. 
      We have also hired people whom we trust and from whom we can learn.  That has been a phenomenal source of knowledge and help. We have a fast paced and open and collaborative decision making process, that capitalizes on the intellectual and professional diversity of our entire team – not just the senior management team.  
Were there any resources valuable to you?

Our most valuable resources are our principal assets –our people. Beyond that, we’ve looked to expertise in key areas such as technology, and specialized services such as risk management and customer invoicing. When necessary, we have outsourced consulting help.
What are common mistakes made when growing a company?

A corporate executive needs to have both organizational structure and processes in place without slowing growth too much.  A balance between internally focused processes/structure and externally focused sales growth activities is important. 
What advice would you give to future entrepreneurs at Northwood University?

First, have a strong belief in yourself while staying humble. Keep trying–failure is sometimes good, and one always learns even with failure.

Second, surround yourself with those who are not just smarter than you at what they do, but are first and foremost people of integrity.

Third, do your homework–there is no substitute for effective due diligence.
Fourth, understand the rules that affect your business, such as regulatory requirements.

Fifth–and most important–have fun along the way.

