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Chief Revenue Officer     



CAREER HIGHLIGHTS  
· Drove $240M in deals at Bureau Veritas NAM (Public global company) – As the first CSO, opened new markets and expanded existing client relationships in Oil & Gas, Infrastructure, Construction, and Energy services with a data driven approach, overseeing a revenue team of 135+ sales professionals within the first 18 months.
· Led Go-to-Market Transformation at Cosaic (PE backed FinTech) – As CRO, re-architected GTM strategy selling into the financial services industry, leading a team of 15+, increasing revenue by 30%; achieved the company’s first $1M sales quarter and record-setting double-digit client retention, surpassing $10M+ in revenue. 
· Scaled EPAY Systems Revenue from $1M to $17M+ (Angel and PE backed HRTech) – Doubled revenue in four years (exceeding the previous 12 years combined) by redesigning the GTM approach and recruiting and leading a high-performing team of 18+.
· Revitalized Sales at TELUS (Public TELCO company with financial services focus)– Generated $4M+ in net new business within six months, including $ 2M from a previously unhappy Tier 1 international financial services client.
· Built CareerBuilder’s Market Presence – As Founding executive, grew revenue from $0 to $10M+ in three years, recruiting and leading a team of 30+; positioned CareerBuilder as the #2 national career resource for employers and job seekers. 
· Won Multi-Million Dollar Financial Services Deals – Turned around a struggling region and secured major contracts with Tier 1 financial institutions, including Bank of Montreal/Harris Bank, Toronto Stock Exchange, and ING Bank.

EXPERIENCE

Principal/GTM Architect  
POWERHOUSE CONSULTING TEAM - 2024 - Present
· Advise early and mid-stage technology-focused startups on how to accelerate revenue growth by architecting the right go- to-market approach with limited resources.
· Clients include Sapling, MemoryFox, Primary Venture Partners, Launch NY, AgriTech, Dekra, and others.
· Implemented sales qualification framework across client organizations, improving forecast accuracy by average of 37%+, win rates by 11%+, revenue by 100%+ and increasing average deal velocity using technology and process redesign.
EVP, North America 
Kallidus/Sapling - 2023-2024
· Oversaw the cultural and operational integration of the NAM acquisition (Sapling) to enhance team performance. 
· Developed innovative go-to-market strategies to penetrate new markets effectively. 
· Integrated scalable sales operations and enablement to support business growth.

Chief Revenue Officer (CRO)
Cosaic - 2021-2023
· PE backed company stuck at $5.5M in revenue for 12+ months
· Led revenue team in a Board facing role responsible for growing revenue in the financial services industry from $5.5M to a target beating 10M+ and almost doubling sales. 
· Rebuilt and provided leadership to a cross-functional revenue team of 15+ people; re-architected go-to-market approach, including strategy, structure, processes, people and data driven accountability.
· Achieved company's first ever $1M sales quarter.
· Established sales methodology (MEDDIC) and built out playbooks which increased average deal sizes by 11%, increased conversion rates by 60% and reduced time to sale by over 30 days with double digit client retention.
· Integrated sales methodologies into quarterly training programs for 15+ team members over 12 months, resulting in a 60% increase in conversion rates, 11% larger average deal size, and surpassing $10M annual revenue using Salesforce and Gong.io.
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BUREAU VERITAS NORTH AMERICA - 2018-2021
· Recruited by the CEO, I was the first CSO hired at the company and served as a core member of the NAM senior executive leadership team.
· Led and directed 135 sales, marketing and RevOps professionals and led NAM transformation from a reactive to proactive revenue growth approach.
· Revamped sales and marketing culture and NAM go-to-market approach; introduced RevOps and an intelligent and data driven approach to double digit revenue growth.
· Spearheaded efforts to win $240M in new sales in infrastructure, construction, food, energy services and oil & gas.
· Achieved 30%+ YoY jump in organic growth and 32%+ growth in sales pipeline ($416M increase to $550M).
· Generated a 50%+ increase in accounts won valued at $1M+.
· Co-identified and led new market opportunity amidst COVID-19 crisis creating a net new revenue stream of over $13M and over 100 new customers in 7 months.
· Established sales process, sales methodology, playbooks, training programs, technology stack and performance management.
· Designed, organized and hosted first ever company wide sales kickoff for 135 cross functional team members in sales, marketing, RevOps, client success and leadership.
· Directed coaching development initiatives across 135 sales and RevOps professionals, launching a quarterly training program utilizing Salesforce over 18 months to boost quota attainment by 24% and elevate onboarding efficiency for new hires.
Vice President, Sales & Strategic Partnerships
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· Served as a key executive brought on by the CEO to transform the company's go-to-market strategy.
· Co-led and built a revenue team of 18+ and grew revenue from $1M to over $23M+ in 5 years.
· Pioneered a channel program from scratch, partnering with Paychex, NetSuite, Microsoft, Verizon, Sprint, and T-Mobile, which increased market presence and revenue contribution from 0 to over $3M in revenue in its first year.
· Managed and sold several of the largest deals and multi-million-dollar global rollouts, including Compass Group, ISS, Brunel, and Wegmans.

Sales Director
TELUS Business Solutions (TELECOM) - 2009 - 2012
· Sold over $4 million in new deals to the financial services industry – Deals with Harris Bank/Bank of Montreal, ING Bank, Toronto Stock Exchange and others.

EARLIER ROLES 
[bookmark: _Hlk208993401]Founding Managing Director/Country Executive Leader
CareerBuilder.ca 
· Started Canadian business from scratch 
· Built team from 1 to over 30 
· [bookmark: _Hlk214436440]Grew revenue from $0 to $10M in 3 years.
· 
Vice President of Sales
InView 
· Top 1% performing sales rep throughout tenure, winning multiple Gold Club Awards.
· Directed a leading sales team of 15 in quarterly pipeline management using Salesforce, achieving 125% to quota over 8 consecutive quarters and increasing new business acquisition by 35% YoY
· Grew revenue from $1M to $21M in 4.5 years.
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Bachelor of Arts - McMaster University
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