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PARTNERSHIP SPECIFIC EXPERTISE & EXPERIENCE

2019 to Present: CONVERSENSE CONSULTING▪ Portland, OR
Founder/Principal at www.conversenseconsulting.com
Conversense Consulting offers a comprehensive set of business development, marketing, and strategic go-to-market advisory services specific to developing and selling transformative digital solutions both direct and through the channel. Our clients include high technology businesses and solution providers looking to establish or expand their market presence, partnership programs, offerings portfolio, and revenues with new digital software and services. In addition, we work cross-industry with clients seeking to extract value from digital, data and AI technology investments and use cases. 

·                 Specialize in working with SaaS, consulting, digital agency, and managed services based B2B companies.
·                  Provide proactive and research-based insights/recommendations to convert ideas into tangible outcomes.
·                  Identify and align people, process and technology best practices and IP to create new services & revenue models. 
·                  Advise on clients’ direct and partner-based portfolios’ GTM viability based on competitive analysis & market readiness.
·                  Engagement details on page 2 of this document.
         
2022 to 2023 – Interactions LLC ▪ Boulder, CO. 
Vice President- Partnerships & Growth Strategy
Global responsibility for partnership development/management and go-to-market strategy for conversational AI-based customer engagement platform. Interactions SaaS-based portfolio offers and addresses contact center, sales/marketing, and internal applications' requirements, featuring human-assisted NLP/NLU (voice) and digital-based intelligent virtual agent (IVA) technologies. The primary focus of this role is the design/ implementation and progression of the company’s first partnership program. Responsible for partners’ customer acquisition pipelines in terms of growth, revenue achievement, and competitive advantage.  

·       Designed and created all aspects of fledgling partnership program, including business plan and partner GTM strategy. 
·                           Responsible for creating unique partner solutions to foster digital transformation and AI automatization.

2016 to 2019: [24]7.AI ▪ Portland, OR
VICE PRESIDENT - STRATEGIC PARTNERSHIPS
Assumed global accountability for partnership development, management, and go-to-market strategy for global system integrators (GSIs), digital agencies and cloud/BPO provider channels for [24]7. ai’s market automation, AdTech and customer experience SaaS platform. 

·               Designed/evangelized alliances' joint value propositions for a suite of DX/CX interaction technologies. 
· Directed the performance of 6 global team members driving/managing a $30 M annual revenue stream.

2011 to 2016: IBM (VARIOUS ROLES AND DIVISIONS) ▪ Boulder, CO
           IN WATSON COMMERCE SOLUTIONS FROM 2013 TO 2016
GLOBAL ALLIANCES LEADER
Managed a $120 M SW/SaaS channel pipeline of new business development opportunities through the GSI/consultancy partner channel. Jointly positioned and sold hybrid SaaS and professional services solutions with leading digital agencies and consultancies, bringing to market eCommerce, personalization, and AI-based marketing and analytics models to meet the demands of enterprise-scale transformative operational imperatives.

· Managed five of the division’s largest GSI relationships representing solutions inclusive of commerce cloud, marketing       automation, data monetization, and digital experience analytics.
· Responsible for the performance and management of 8-10 global team members while overseeing $100 plus aggregate      pipeline. Maintained a primary focus on the progression of GSI alliances’ pipelines in terms of revenue achievement, sustainability, and growth.

2008 to 2010: INTERA COMMUNICATIONS ▪ Atlanta, GA
VP of BUSINESS DEVELOPMENT
Acted as senior principal with operational responsibility for sales/business development, partnerships, marketing, and operations management for a SAAS-based mobile e-commerce and AdTech start-up. Designed/implemented the operating model, both direct and partner GTM strategies for this new B2B managed services advertising startup. Role required selling to and partnering with a diverse customer base inclusive of digital marketing agencies, media houses, and entertainment firms.  Achieved $6 M direct and $9 M channel first year run rates. 

2004 to 2007: ACCENTURE ▪ Atlanta, GA
ACCENTURE INFORMATION MANAGEMENT SERVICES DIVISION
CLIENT PARTNER
Led and managed virtual teams of up to 35 cross-industry consultants and business development representatives, achieving an annual run rate of $20 M in direct and $25 M of indirect revenue from the division’s largest SW partners as derived from a $100 M total pipeline.

· Created this newly formed division’s partner and alliance program offering integrated services and software solutions.
· Managed 10 plus analytics and data SW Platform and ISV relationships representing solutions inclusive of marketing and operational analytics, data management & monetization. Responsible for the performance and management of global team Maintained a primary focus on the progression alliances’ pipelines in terms of revenue achievement, sustainability, and growth.


CONTRACTED PARTNERSHIP-RELATED CONSULTING ENGAGEMENTS 
VIA CONVERSENSE CONSULTING LLC (2019 to PRESENT):


                                                                                                   LIVEPERSON

A four-month engagement to establish North American partner strategy and operationalize GTM initiatives for this NYC-based global cloud platform/SaaS provider offering AI-enabled messaging and “Conversational Commerce” solutions. The project required an assessment of the current partnering approach, as well as partner program optimization and governance recommendations. Project required revision of partnership qualification criteria and development process, working with marketing, product management, and engineering to establish partner-based value propositions and GTM approaches. Worked with senior management to define varied partner revenue generation strategies across diverse geographies, industries, and market segments. Advised on partner organizational growth tactics and coverage models. Implemented cadence standards and governance procedures for pipeline progression in terms of forecasting, revenue achievement quotas, and related partner deal growth metrics. Designed and established a partner GTM workshop model and QBR process. Created a comprehensive compensation plan defining rules-of-engagement between direct sellers and partnership directors.

                                                                                            AVAAMO

A three-month engagement to operationalize partner GTM initiatives and governance for two (2) equity-invested global systems integrators at this Silicon Valley-based conversational AI (C-AI) SaaS startup. Assignment necessitated the design and implementation of a joint marketing strategic plan in combination with a credentialization/collateralization of joint solutions and wins. Deliverables also included a partner business plan focusing on mutual value prop evangelism & alliance awareness campaigns. The engagement also required the planning and strategy to create a Center or Excellence/Expertise (CoE) at each of these global consultancies. This effort focused on defining respective CoE goals while securing practices’, alliance teams’ & executive “buy-in” and sponsorship. This involved promotion of mutual operational standards for the combined team’s participation, along with establishing and executing a clear framework for training, project management, and related joint solution design/build process. Activity and deliverables entailed the conceptualization of a collaborative offering to be developed by the CoE (i.e. implementation accelerators, best practices, advisory program structure, integration standardizations, etc.). Upon completion of the pilot offering structure, the project then required the GTM rollout out of the finalized offering. Designed a client target identification/segmentation process, in combination with an associated client engagement “playbook”. The final deliverable was a written dissertation documenting the offering evangelization methodology and a partner-wide training & certification process.


                                                                                          UNIPHORE

A one-month engagement to assess, develop, and modify a global strategic partnership business plan for this Silicon Valley C-AI, automation, biometrics and contact center analytics SaaS startup. Engagement necessitated translating and enhancing the company’s strategic partnership vision into an operationally robust and functioning partnership program. Deliverables included designing a partner training and certification program in collaboration with training and customer success teams. The project focused on the creation of a variety of GTM playbooks encompassing the partner qualification criteria, recruitment, onboarding, and ongoing alliance management process. Related playbooks included those for partner growth metrics and measurement, collaboration efforts, and conflict management. This playbook also incorporated partner director, partner, and direct sales team interaction framework, governance/cadence, and alliances’ commission's management process.

                                                                                    NICE INCONTACT

A two-month engagement to assess, develop, and create the necessary planning and go-to-market rollout of a “digital-first” customer engagement interaction portfolio. This external market evaluation entailed understanding competitive positioning and developing a SWOT analysis of leading global CX SaaS providers and platforms. This comprehensive study of the digital customer service software and CCaaS market required identifying the market landscape and trends’ impact on diverse competitive dynamics. 

Outcomes of this project included a definition of the market space, structure, adjacencies, and related sub-sectors. It encompassed a full review of market dynamics such as buying criteria, perceived customer value, and ROI expectations. The assessment and associated recommendations included competitors’ various technology approaches, promoted features/capabilities, and competitive positioning. The assignment necessitated a review of technology trends' impact on best-of-breed dynamics, pivotal in choosing an organic versus M&A platform enhancement approach. Lastly, the assessment included both direct and partner-based go-to-market and pricing considerations, as well as a forward-looking view of prospective solutions’ design and differentiation insights.

                                                                                           ZENDESK

An eight-month engagement to evaluate and enhance a global partner strategy and operationalize GTM initiatives for this Silicon Valley-based global cloud customer experience SaaS provider. The project required an assessment of the current partnering approach and executing on an enhanced GTM strategy, working with such partners as TCS, Wipro and Accenture. Project required working with internal and partners’ marketing, and product management to establish mutual value propositions for resell, influence and managed services GTM motions. Worked with senior management to define varied partner revenue generation strategies across diverse geographies, industries, and market segments. Implemented cadence standards and governance procedures for pipeline progression in terms of forecasting, tactical deal-shaping and tracking partner growth metrics. Designed and established partner GTM workshop models and QBR processes. 


							

HCL Technology

A six-month assignment creating and leading ISV partnership GTM strategy in combination with support of the IBM global partner relationship. Engagement necessitated advisement on P&L structure, revenue growth, partnership development/management strategy, delivery, and customer experience for the IBM global account. Interim lead of a multi-national team of business development, delivery, marketing, and technology experts to maximize revenues and attain the highest level of client satisfaction to create/sustain a $50 M plus revenue stream. Provided an entrepreneurial & strategic approach for both direct and partnership sales & delivery success. Focused on GTM planning and execution to drive revenue based on digital, data, cloud design, and engineering services. Acted as “trusted advisor” articulating valued thought leadership and insightful POVs to drive alignment and mindshare via transformative services. Oversaw comprehensive client management lifecycle to generate/manage bookings, billings, and revenue.

