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SUMMARY 

 

A highly creative and innovative SENIOR MARKETING EXECUTIVE with a stellar track record of building brands, driving pipeline and revenue growth 
and delivering exceptional customer experiences. Proven aptitude in leading marketing teams to define and execute compelling, differentiated marketing 
strategies which help access new markets and shorten sales cycles.  A data-driven, forward-thinker who utilizes strong communication and interpersonal 
skills to work closely with cross-functional departments and business partners, drive innovation and create a high-performance work culture. 
 

 Digital Marketing 

 Field Marketing 

 Social Media 

 Marketing Analytics 

 Messaging/Value Proposition 

 Demand/Lead Generation 

 Competitive Intelligence 

 Mergers/Acquisitions 

 Marketing Strategy 

 Press/Analyst Relations 

 Go-to-Market Strategy 

 Branding/Awareness 

 Customer Retention 

 Field/Channel Enablement 

 Persona Development 

 P&L Management 

 SaaS Strategy  

 Executive Leadership
 

KEY ACCOMPLISHMENTS 

 

 Led Marketing functions in four organizations, including two public and two PE-backed companies. 

 Demonstrated success across technologies, customer segments, business models, and routes-to-market. 

 Commercialized more than 100 solutions for Pharmaceutical, High-Tech, Manufacturing, Healthcare and Financial Services clients. 

 10 years of P&L management experience 

 Conducted business in more than 12 countries. 

 Co-founded electronics start-up and grew revenue from zero dollars to $5M. 

 
EXPERIENCE 

 
SALESBENCHMARKINDEX, Dallas, Texas 
Marketing Consultant, 2019-present 
 

Joined to accelerate the development of SBI’s Marketing Best Practices. Co-leader on marketing workstream associated with CenterBridge’s 2019 
acquisition of marketing business assets from IBM. Provided leadership on setting up all marketing-related aspects of ACOUSTIC including branding, 
messaging, campaign design, persona development, buyer journey mapping and marketing operations. 
 
 
RDC, King of Prussia, Pennsylvania   
Chief Marketing Officer, 2017-2019 
 

Recruited to build marketing team, scale brand, build awareness, and drive demand generation for Vista Equity Partners portfolio company.  Led market 
strategy, awareness, brand management, demand and lead generation, sales enablement, content strategy, marketing operations, digital marketing, and 
events.  Created content for new Machine Learning (ML) and Natural Language Processing (NLP) offerings.  Oversaw implementation and testing of new 
instances of SFDC and Marketo.  Designed and implemented automated, multi-touch nurture campaigns using lead scoring and dynamic content.  Drove 
PR and thought leadership campaigns around human trafficking and artificial intelligence. 
 

 Increased overall marketing contribution from 20% to 43% in under 18 months. 

 Achieved three industry awards for excellence in regulatory technology (RegTech). 

 Improved web/PPC conversions by 250% while reducing impressions by 93%. 

 Influenced 87% of deals greater than $100K and increased inbound demand by 48% in seven months. 
 
 
REVITAS, Philadelphia, Pennsylvania  
Vice President, Products and Markets, 2013-2017 
 

Led product management and drove product strategy for LLR Partners portfolio company.  Oversaw events, PR/analyst relations, digital marketing/web, 
content, product marketing, and marketing operations.  Participated in preparation of pitch-deck and due diligence in support of sale by LLR Partners in 
2017.  Implemented formal lead nurturing and lead scoring using Marketo and HubSpot.  Introduced concept of buyer and user personas as foundation 
for content and campaign strategies.  Aided sales initiatives with whitespace analysis, market segmentation, and ROI sales tools. 

 Executed campaigns that contributed to 34% of sales pipeline for new prospects. 

 Re-architected product roadmap, messaging and go-to-market (GTM) strategy, helping shift EBITDA from ($11M) to $2M in three years. 

 Leveraged SFDC, Marketo, and HubSpot to drive 52% increase in net-new leads year over year. 
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CDI CORPORATION, Philadelphia, Pennsylvania  
Director, Global Strategy and Solutions, 2009-2012 
 
Spearheaded development, marketing, promotion, and design service management, application management, and security assessment practice areas.  
Worked across functions to create all solution messaging, content, sales tools, and Eloqua-based ABM campaigns.  Developed methodologies and all 
supporting marketing collateral for three key practice areas including service management, QA and testing. and application modernization.  Responded to 
complex, multimillion-dollar RFPs. 
 

 Contributed more than $30M in TCV wins at Ameriprise, Intel, McKesson, and Tufts University. 

 Chosen by CEO to lead corporate-wide messaging initiative. 

 Aided IT solutions business unit growth from 12% to 16% of corporate revenue.   
 
 

ADDITIONAL EXPERIENCE 

 
SAP AMERICA, Newtown Square, Pennsylvania, Senior Vice President, North America Marketing, 2007-2008.  Led team of 110 marketing and 
telesales professionals focused on lead generation and field enablement across 25 vertical marketing and all LOBs.   Spearheaded alignment across LOB 
and verticals for new marketing funding and resource allocation model.  Achieved 24% contribution to overall sales pipeline, exceeding target of 20%.  
Piloted low-cost, high-volume demand generation service that reduced cost-per-lead by up to 60%. 
 
OVERLAND STORAGE, San Diego, California, Vice President, Global Marketing, 2004-2007.  Oversaw team of four product managers, one 
product marketing manager, and 11 marketing managers across U.S., EMEA, and APAC.  Executed first fully digital campaign winning 2006 ACA 
Platinum award for campaign design.  Restructured 300-partner channel network, increasing per-partner revenue by 15%.  Designed and executed partner 
conferences on three continents leading to more than $35M in new business.  Exceeded corporate brand awareness improvement target of 50% (increased 
from 20% to 65%).  Identified new $600M market opportunity, three new product lines, and grew emerging business by 50% year over year. 
 
CA TECHNOLOGIES (Computer Associates), Islandia, New York, Vice President, Field Marketing/Brand Management, 2000-2004.  Directed 
team of 11 marketing managers across U.S. and oversaw lead generation and sales enablement across 1,200 products and the entire sales force.  Pioneered 
marketing programs and processes, leading to direct impact on over $60M in revenue.  Achieved 20:1 ROI on marketing spend in first six months.  
Launched family of 15 modular solutions in nine months, enabling penetration into $3B mid-market.  Transformed messaging and image of 
$2,000,000,000 flagship product to reverse market share slide. 
 
SYMANTEC CORPORATION, California, New York, Toronto, Vice President and General Manager, 1998-1999.  Vice President, Product 
Management, 1996-1998.  Group/Director Product Manager, 1995-1996.  Senior Product Manager, 1993-1995.  Product Manager, 1991-1993. 
Directly accountable for P&L and 190-person business unit generating $300M in annual revenue and 42% contribution margin.  Led software 
development, user design/experience, product management, QA/testing, documentation, and technical support.  Grew pcAnywhere from $8M to $190M.  
Guided WinFax and ACT! to market leading positions.  Directed company with 40% contribution margin.   
 
ECI TECHNOLOGY, New York, Co-Founder, 1986-1989.  Worked as lab chemist to create methodologies and offerings.  Wrote data acquisition 
application in PL/1, Visual C.  Created all marketing collateral.  Presented at tradeshows and conferences.  Grew business from zero dollars to $5M.  
Landed and retained key accounts in U.S. and Japan.   
 
 

EDUCATION 

UNIVERSITY OF NORTH CAROLINA, Chapel Hill, North Carolina, M.B.A., Marketing 

BINGHAMTON UNIVERSITY, Binghamton, New York, B.S., Chemistry  
 
 

CERTIFICATIONS 

Pragmatic Marketing Certified, 2017 
 
 

PROFESSIONAL DEVELOPMENT 

AEA Executive Marketing Program, Ivey/Stanford Executive Program, Palo Alto, California 
Computer Science Certification and Masters Coursework, Hofstra University, Uniondale, New York  
 
 
AFFILIATIONS 

American Marketing Association 
Beacon 
Drexel University and Baiada Institute for Entrepreneurship, Coach and 
Mentor 
Temple University and Fox School of Business, Coach and Mentor 
 

COMPUTER SKILLS 

Microsoft Office Suite, Salesforce, Marketo, SharePoint, LinkedIn, 
Canva, VideoScribe 


