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435 East McKinley Avenue, Sunnyvale, CA 94086
Executive Summary

VP Sales and Account Management GTM leader with a proven record of building profitable sales teams for startups and high-growth technology companies. Over 25 years of experience managing enterprise sales operations and consistently executing sales strategies to drive growth in competitive markets. Expertise in guiding organizations from initial startup through expansion phases, establishing strong foundations, identifying opportunities, and delivering significant revenue and market share gains.
Industry Expertise

Extensive experience selling emerging technologies, including cloud computing and infrastructure, virtualization, data storage and recovery, SaaS solutions, data protection, as well as web and email security. Demonstrated adaptability and endurance in a rapidly evolving industry.
Leadership and Team Development

Recognized for building, developing, and managing top-performing inside sales teams. Skilled in applying analytical, managerial, and motivational abilities to drive key initiatives and deliver measurable sales results in a global business environment.
Core Competencies

· Revenue, Profit & Market Growth
· Sales Pipeline Development
· Team Leadership & Development
· Sales & Revenue Forecasting
· Engineering Joint Selling / Telesales
· Executive & Board Presentations
· Contract Negotiations & Closing
Professional Experience

DigiCert – Leading Provider of Digital Trust

Regional VP Sales (2/2016 – 5/2025)
· Oversaw regional sales and account management, including hiring, coaching, and developing team members to achieve sales and revenue objectives.
· Developed and executed strategic account plans to retain and grow client relationships, identifying upsell and cross-sell opportunities.
· Collaborated with Product, Marketing, and Customer Success teams to ensure alignment and meet client needs.
· Set and achieved revenue targets, provided accurate sales forecasting, and reported on performance to leadership.
· Built and maintained strong relationships with key decision-makers, serving as executive sponsor for critical accounts.
Worldwide Director, Inside Sales

A Cloud Provider of Continuous Automated Breach Analytics (9/2013 – 1/2016)
· Recruited to build the inside sales organization from the ground up, supporting 4 Field Vice Presidents in the US and UK.
· Worked with VP of Global Marketing to develop lead generation campaigns.
· Built team of 10 inside sales lead generation and two quota-carrying reps in the US and UK.
· Managed all aspects of inside sales operations in close collaboration with leadership.
· Achieved aggressive goal of 200 appointments in 2014, with projected 100% increase in 2015.
· Established plans to expand the quota-carrying sales team in Q4 2015.
Carbonite Inc. / Zmanda Inc., Sunnyvale, CA (7/2010–8/2013)

Director, Inside Sales — US, Canada, Europe, Australia
· Built entire sales organization and strategy for Zmanda, leading provider of open source backup/recovery software (acquired by Carbonite in 11/2012).
· Managed a team of 5, selling to enterprise, education, telco, web, federal, manufacturing, and SMB markets.
· Held full revenue responsibility and managed all aspects of sales, including forecasting and negotiations.
· Reported directly to CEO and presented at Quarterly Board Meetings.
· Achieved revenue targets and expanded markets, integrating channel sales to drive growth.
· Expanded territory oversight to include Europe and Australia.
· Improved lead conversion rates by implementing monthly webinars and website enhancements.
· Restructured and strengthened sales force, creating incentive programs and performance reviews.
· Introduced a 30-day trial program that improved customer satisfaction and lifted sales.
· Led collaboration between sales and engineering through a defined software trials process and weekly meetings.
Veriphyr, Inc., Los Altos, CA (1/2010–7/2010)

Director, Inside Sales — US, Canada
· Recruited to set company direction, strategy, and sales foundation for a SaaS Identity and Access Intelligence startup.
· Established inside sales operations, systems, and processes, scaling the team to meet rapid prospect growth.
Proofpoint, Inc., Sunnyvale, CA (1/2005–4/2009)

Senior Manager, Inside Sales — US, Canada
· Led inside sales for a SaaS data protection vendor, driving 30% year-over-year growth and supporting IPO in 2012.
· Built highly effective teams, training and guiding sales reps to 105% average quota attainment.
· Developed new commission incentive programs and defined revenue metrics.
· Expanded inside sales team from 5 to 16, with many promoted internally.
· Directed lead generation and contract negotiations in diverse markets.
· President's Club for Sales Management, 2006; Outstanding Achievement Award, 2005.
SurfControl, Inc. / LittleBrother Software, Scotts Valley / Milpitas, CA (8/1998–1/2005)

Sales Team Leader & Senior Sales Executive, Inside Sales (1/1999–1/2005)
· Managed inside sales team selling Internet Content Filtering software in the US and Canada.
· Worked with Channel Division to evaluate partners.
· Consistently achieved 110% of team and individual quotas each year.
· Identified and recruited new channel partners.
· Received Superstar Award, Team of the Year Award, President's Club (2003, 2002).
Education & Achievements

· Master of Business Administration (MBA), concentration in Marketing, University of Incarnate Word, San Antonio, TX
· Board Member, Paul Tapsal Foundation (9/2011–Present)
