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	CAreer Summary

	
	· C-level executive with 25 years of expertise in enterprise leadership, including marketing, Sales, operations, finance and product management. 
· More than 25 years of global executive leadership experience with Global 2000 companies. 
· Domain expert in 2.0 Enterprise Revenue growth models, go-to-market strategies, innovative 2.0 sales and marketing strategies, operations, and process optimization. 
· Level- 5 leadership practitioner, high energy and integrity, strong communication and teambuilding skills, and a passion for innovation, continuous learning, and improvement. 

	Experience

	
	CMO Grow – CEO, Founder, January 2016 – Present

Founder and CEO CMO Grow focused on building growth plans strategies for companies ($10M - $150M+) by creating and implementing effective growth strategies and plans. CMO Grow is a national fractional CMO consulting group who brings the skills and know-how of building scalable, predictable growth results for any company.
Fortem Technologies – Chief Marketing Officer July 2016 – 2017 

Launched company as leader in drone aerospace security. Led company thru fundraising process. Created pipeline and funnel coverage for 300% YoY revenue growth. Established sales and marketing processes for scalable, predictable revenue acceleration.
Vivint Solar – CMO and Vice President of Business Development, 2013 – 2016

Chief Marketing Officer for 2nd largest renewable energy company. Created branding and go-to-market customer and partner strategies. Provided customer experience process mapping and alignment, improved all aspects of customer journey experience. Guided Vivint Solar thru pre-IPO activities culminating in successful IPO in October 2014. Cultivated dynamic high-performance sales and marketing team with strategy that drove industry innovation, improvement and exponential revenue growth. Improved sales qualified leads flow >200% and drove ROI innovation to generate industry leading acquisition model.
NEXThink – President of the Americas and Vice President of Sales, 2011 – 2013
Initiated company entity and sales operations in North America, drove enterprise sales strategies and recruited and on-boarded top national system integrators. Generated revenue with top teir consulting organizations including KPMG, Unisys, Capgemini, and Fruition Partners, etc.. 
Domo Technologies (previously named Corda) – COO, CMO 2011 – 2012
Developed integrated 2.0 enterprise sales and marketing strategies and methodologies. Managed operational policies and processes while driving continual process improvement across functional groups. Successfully relaunched and branded company from Corda Technology to Domo Technology.
Corda Technology – President and CEO, 2010 – 2011

Led Corda Technology through a transition of flat/declining revenue trend to linear growth, and successful acquisition. Drove innovative sales and go-to-market strategies. Optimized organizational restructuring while attracting top leadership and talent. 
LANDesk / Avocent / Emerson – Vice President of Sales and GM, 2003 – 2010
· Launched and managed all aspects of LANDesk’s Asia-Pacific enterprise sales activities, marketing, and operational strategies. Drove rapid expansion and revenue growth within Asia-Pacific countries. Launched start-up operational activities in 10 new Asia-Pacific countries. Increased sales revenue to $20 million and strong double-digit YoY growth while managing three mergers and acquisitions, declining investment, and Asia-Pacific financial crisis. Responsible for full P&L activities associated with LANDesk sales, marketing, and operations.
· Eight consecutive years of high growth (double-digit) and profitability.
· Four consecutive years of 100%+ sales target attainment.
· Established beachhead entry points within high priority verticals and target markets across Asia.
· Increased average selling price by 2x and successfully penetrated 20% of financial services companies in South Asia.
· Established strategic relationships and new solutions with Dell, Acer, and Lenovo and Global MSP’s, including Tata Technologies, Reliance, Wipro, Infosys, Cognizant, and TCS.
Novell – Vice President (Director) of Marketing, 2001 – 2003

Supported $650 North America sales quota through branding and demand generation activities. Managed $45 million-dollar A&P budget. Created innovative marketing and high yield sales generation programs. Defined and implemented closed-looped lead management process, business strategies, go-to-market plans, campaign management, and direct response marketing initiatives. Led North America channel strategies and programs, including platinum partner council. 
Novell – Asia-Pacific Marketing Director, 1999 – 2001

Led all demand generation activities and execution for $60 million quota. Increased qualified sales opportunities by 4x. Built strong channel engagement in Asia-Pacific countries by recruiting channel partners, establishing comprehensive channel programs, and initiating revenue growth throughout Asia-Pacific region. 

	
	Novell – Director of OEM Products and Channel, 1993 – 1999

Created integrated North America product and channel sales and marketing strategies. Established strategic OEM relationships and product bundles with IBM and HP. Focused on competitive positioning, pricing, and promotion strategies. Created and implemented channel marketing strategies, including knowledge transfer programs, channel tools, and promotion activities. 

WordPerfect/Novell – Enterprise Sales Manager, 1990 – 1993

Managed sales revenue responsibilities for upstate New York, including global 2000 companies and government agencies. Drove execution of multi-million-dollar MLA agreements with major government agencies and Fortune 1000 companies.

Gazelle Systems – Director of Channel Sales, 1980 – 1990

Established new route-to-market for Gazelle System distribution models.

Stuart James Investment Bankers – Manager, 1986 – 1988
Responsible for the largest transaction in the office for the year 1987.
New broker of the year award winner in 1987.

	Education

	
	M.B.A. 

BRIGHAM YOUNG UNIVERSITY, 3.85 GPA
Emphasis Finance and Economics
B.S. 

BRIGHAM YOUNG UNIVERSITY, BUSINESS MANAGEMENT 

Emphasis in Finance, Accounting and Marketing

	PROFESSIONAL Affiliations


    Deductr – Acting Managing Board Member (2012 – Present) 
    Work Activity Center (WAC) – Board ot Trustees

	Interests


    Golf, Fly-fishing, Boating, Mountain Biking, Learning, Biohacking, Family Time
