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PROFESSIONAL SUMMARY 
Marketing leader with 20+ years’ experience driving revenue growth, go-to-market strategy, sales enablement, and market access across medical technology, electric utility, and professional services B2B markets. Recognized for building high-performing teams, launching new products, accelerating commercial execution, and using data-driven insights to capture market share.








CORE COMPETENCIES
Commercial Strategy: Go-to-Market Strategy, Commercial Excellence, Product Management, Market Access
Sales & Growth Enablement: Sales Enablement and Readiness Systems, Account-Based Marketing, Salesforce CRM, Marketing Automation, Power BI, Targeting & Segmentation, Sales Training
Brand & Communications: Digital Marketing, Social Media, Public Relations, Government Affairs, Web Strategy


PROFESSIONAL EXPERIENCE 
Hollister Incorporated, Libertyville, IL
Recruited to lead US B2B2C marketing strategy for global medical technology company’s largest growth opportunity, with accountability for revenue growth, product launches, market access, and commercial enablement.
Senior Manager, Marketing – US Continence Care | Feb. 2022 – Jul. 2026
· Revenue Growth: Grew US Continence Care business by 17% YoY, gaining 8% market share of $552M product market. Led 8 successful go-to-market launches, resulting in $12M in incremental revenue.
· Sales Enablement: Designed and implemented first account-based targeting and segmentation strategy through Salesforce, resulting in a 45% shift of sales activity toward high-value healthcare accounts.
· Technology Adoption: Built business case for company’s first AI-powered sales enablement and readiness platform. Achieved 15% improvement in sales skills and 23% increase in buyer engagement in first 6 months.
· Market Access: Spearheaded industry-first Medicare regulatory approval for equitable access to products, resulting in $9M of market growth and once-in-a-generation market reform.
· Team Leadership: Led team of eight direct reports to grow product and service businesses. Developed four reports into roles of increasing responsibility and increased marketing team engagement by 75%.

S&C Electric Company, Chicago, IL
Promoted to transform the global B2B marketing function into a strategic growth enabler for a leading electric equipment innovator.
Director – Marketing and Communications | Jun. 2017 – Nov. 2021
· Revenue Growth: Contributed to surpassing $1B in annual revenue after 5-year lull; grew annual revenue by 32% through marketing strategies, account-based marketing, and a shift to an insight selling approach.
· Product Launches: Achieved 127% 2-year sales growth for new product lines, from $110M to $250M. 
· Global Expansion: Grew key EMEA and APAC sales by 15% by leading global marketing expansions and setting structure for global-local marketing collaboration, oversight, and enablement.
Manager, Marketing and Communications | Jun. 2014 – Jun. 2017
· Pipeline Growth: Created digital strategy using Pardot marketing automation integrated with Salesforce CRM, doubling monthly sales qualified leads.
· Regulatory Affairs: Partnered with CEO to create Regulatory Affairs function, growing awareness of organization’s impact and barriers to growth with 18 elected officials and 6 regulatory agencies.
· Thought Leadership: Created S&C’s annual industry reliability report and PowerUp webinar series; spoke at 12 industry events, generating 24 sales qualified leads in year one.

EDUCATION | Bachelor of Science, Marketing, Illinois State University, Normal, IL | 2006
