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Senior Sales Executive
Digital Marketing, Retail Media, Ecomm Platform Monetization, Shopper Marketing, Ad Sales & Vendor Partnerships, Sales Operations, Digital Media Performance Reporting, Insights & Analytics, SaaS.

Indispensable Role in Multiple Corporate Sales and Acquisitions     

Experience with C-level Negotiations, Investor and Board Member Relations

                                    Global Sales Experience

DICK’s Sporting Goods, Pittsburgh/Chicago











          May 2022-Jan 2023

Head of Vendor Media Sales, DICK’s Media Network

DICK’S Sporting Goods hired me to help “launch” their new media network. We separated amicably at the end of their fiscal year as the retailer changed direction and modified resource allocation for the new network.
· Formally launched in June of 2022, we successfully onboarded the most strategic vendor partners, then second tier vendor partners to drive healthy increases in YOY media spends.  
· Developed a comprehensive sales strategy to broaden network capabilities and deepen vendor participation, including audience targeting, channel options, and reporting enhancements.

· Created significant net profitability within the first six months from a baseline “breakeven”, by formally enforcing financial controls over the network in the form of balanced media rates, profit margin requirements, production charges and inventory management.  
Walmart Inc./Triad (WPP), Bentonville/Tampa/Chicago









         2018-April 2022
Head of Ad Sales/Vice President Sales, Sam’s Club Team 

Walmart acquired the entire Triad Sam’s Club Team and Tech Stack in Feb 2020 to form the Sam’s Club Media Group.  I was designated one of three “critical hires” to successfully complete this acquisition and to transition/integrate the teams into the new organization.  
· Monetized the ecommerce platform for Sam’s Club by leading the Ad Sales Team to higher sales performance and deeper relationships with advertisers and ad agencies.

· Grew Top Line Revenue by more than 8X over four years to $250MM+.
· Significantly increased net profit margin to the company every year, ultimately by 30% post acquisition.  
· Transitioned a large, national team of 70+ from Triad to Sam’s Club.
· Part of Senior Leadership Team responsible for annual planning, product roadmap, sales training, and operational improvements.
· Developed and implemented a network growth strategy designed to diminish risk on the network platform.  Achieved $87.5MM in ‘growth revenue” from lower tier vendors.  The percentage of “growth” revenue increased from 20% to 35% over two years.     

Dimension Design, Chicago, IL. 















     
  
2016-2018
Vice President Sales
 
Dimension Design was an experiential agency, expert at brand activations in a variety of environments.
· Improved Sales Operations, while managing a national team in three cities.   
· Managed P&L and designed Annual Sales Plan. 
· Drove organic revenue growth and EBITDA growth by over 20% year over year.  
· Developed formal training program to enhance the team’s sales skills and expand the revenue base.  
· Negotiated all multi-million-dollar contracts and partnerships.
PRN, San Francisco/Chicago 

















     2014-2015
Vice President Sales
 
I returned to PRN as a senior sales exec to increase corporate value for a second corporate sale.  PRN operated retail networks at Walmart, Costco, Target, Kroger, CVS. The company was successfully sold again in 2015.
· Immediately returned “lapsed” business from former clients, while instituting a collaborative approach for closing $1MM+ Rx deals. 
· Re-Established major client relationships inside channel sales headquarters and specialty ad agencies (Bentonville/Walmart, Minneapolis/Target, Cincinnati/Kroger) to exceed sales goals.  
· Led sales training sessions to improve revenue and drive a higher corporate value. 
Healthfocus International, Chicago, IL.




    










     2011-2014

Vice President Client Services
Led Sales Operations. HFI specialized in Shopper Research & Insights, SaaS, Data Solutions for CPG and Rx Brands. 
· After the loss of the firms’ biggest client, I was hired to replenish and grow the revenue base.   We increased our offered services, opened new verticals, and rolled out SaaS digital database. 
· Increased net profit by 20% by focusing on high margin opportunities.  
· Developed customized packages of consulting services for new product concepts and “launch” strategies.  I drove 75% of new revenue among QSR clients and increased Global Retail revenue by 35% in the first year. 
· Worked directly with international retailers in Europe, Australia, China and Canada. 
Kane Consulting, Chicago, IL. 

      










             


     
     2009-2011

Owner
 
My consulting firm specialized in Shopper Marketing, Retail Media and Brand Activation. 
· Played leadership role in multiple “start-up’s”, collaborating with senior execs on strategy, organization, execution of Sales initiatives, sales planning and client presentations.
· Expanded Media Network distribution, increasing corporate value.   Closed major deals with advertisers needing post-campaign insights and ROI data for their brands. 
PRN, San Francisco/Chicago



 












                   1998-2009
Senior Vice President Sales
 
Recruited as a senior executive who helped build the largest retail Digital-Out-of-Home Network in the US, resulting in a corporate sale of $285 million USD, delivering a 4:1 return for investors.  PRN developed in-store digital media networks for Walmart, Costco, Albertson’s/Safeway, Best Buy and others.   
· Team Lead, exceeded goals $28MM-$35MM.  Set sales quotas, budgets, and goals.
· Corporate Sales Trainer in 2009, executed a year-long training protocol to improve staff performance.
· Top revenue producer. Consistently exceeded goals; by 45% in ‘03, and by 31% in ‘05.  
· Inaugurated early sales adoption of the first in-store “smart network” at Walmart with the largest brand marketers, leading to data-driven optimization for in-store activations. 











  EDUCATION

Bachelor of Arts (BA) – Loyola University, Chicago, IL.
IAB Certified - Digital Media Sales

