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Objective

As a keen ex-player, I would now like to use my marketing expertise to contribute to the growth of a sport that I love.
Professional Summary

Commercially astute marketing executive with 20+ years experience managing growth in international, fast-paced environments. 

Specific expertise in use of digital technology to manage change and increase brand engagement.

Lacrosse experience
Keen player from age of ten through to late twenties when I got involved in club lacrosse, representing Hatch End.
Represented school first team, Newcastle University first team, Hampshire and North of England.
Operating at a fast pace, making calculated decisions and winning as a team are all aspects of the game that I now enjoy at work!

_______________________________________________________________________________________________________

Core Skills
· Leadership and communication across large teams (100+)






· Business acumen: ability to identify new opportunities & embrace innovation
· Demonstrated revenue growth in global markets
· Experience in building/re-positioning household brands
_______________________________________________________________________________________________________

Board level experience
As head of global marketing for Arkadin, part of the NTT Group, I sit on the Global Transformation Committee.

This board comprises 16 senior executives from multiple functions/regions and meets every quarter to discuss progress/plans.

Currently the GTC is working on Arkadin’s 5 year transformation plan to move from a legacy comms provider to global UC player.

Experience and Achievements
VP Global Marketing, Arkadin (2014 – present)
Arkadin (part of NTT Group) – London
· Part of leadership team that achieved growth from €200m in 2014 to €290m in 2017





· Led global brand re-launch and worked with CEO and Board to create strong value proposition, then embed widely
· Re-organised marketing team of 55 to focus on digital marketing, achieving marketing-influenced revenue of €12m
· Initiated award-winning digital customer adoption program which generated incremental revenue in excess of €4m

· Set up global Customer Satisfaction program which increased CSAT score from -7 in Feb 2015 to +4 in Dec 2017
· Leader of Arkadin’s digital transformation program, setting the strategy by creating a digital roadmap and managing Sales, Customer Operations and Marketing programs to achieve agreed goals
Commercial Director (2013 – 2014)
The Bright Side (toy industry) – Southampton
· Designed and built an online showroom (The Show Cloud) using mobile first approach.  This transformed the start-up’s business by creating agile communications between agent/distributor and toy company and boosted the pipeline by 45%

· Identified opportunity and agreed commercials with new partner Skwooshi, which became a top seller in the party range

· Handled all distributor meetings at the October Hong Kong Toy Fair, building new business pipeline of £360k
Planned career break to start family (October 2009 – December 2012, children now in full time education)
VP Marketing & Product Development, Europe (2007 – 2009)
Premiere Global Services (NYSE: PGI) – London
· Following acquisition, management of NetConnect client base, achieving 96% customer retention and 15% GM increase

· Set up and executed Pricing Optimisation program resulting in incremental revenue of $1.6m

· Launched new company website in eight countries, increasing ROI by 22% through an aggressive Pay per Click program

· Organised highly motivational Sales kick-off event in Barcelona, delivering “One Company” pitch to 250 staff from Premiere’s European business divisions and affiliates

Sales & Marketing Director, Europe (2004 – 2007)
Premiere Global Services (NYSE: PGI) – London
· Managing team of 125 European sales representatives, overachieved annual target of $35m by $7m ($42m)
· Re-structured entire sales force into Hunter and Farmer teams, establishing best practices across both disciplines with associated KPIs – this focussing of skillsets created a $400/rep productivity gain
· Launched series of high profile sales and marketing campaigns based around sporting events such as the World Cup
· Built new marketing team focussed on accountability and Sales alignment
· Initiated customer growth program resulting in 200%+ growth in some key accounts (CitiGroup, Network Rail)
Head of Campaign Execution, BT Business (2003 – 2004)
British Telecommunications plc – London
· Responsible for delivery of BT Business’ national TV, radio, press and digital campaign with a budget of £52m  
· Led the development and delivery of a new and award winning TV campaign working with Ogilvy, which repositioned BT Business brand as a value brand and triggered a 10% increase in acquisition
· Won support for a consistent (one voice) advertising approach across BT Business Broadband, Mobile, Calls & Lines and ICT divisions.  This brought together internal teams and created economies of scale within marketing activity.
· Took decision to down-size team from 40 to 28 to hit required budget – created program to retain all high performers
Business Manager Ireland, BT Conferencing (2002 – 2003)
British Telecommunications plc – Dublin
· Responsible for the set up and commercial success of BT Conferencing’s new Ireland venture, a partnership between BT Conferencing and Esat BT. 

· Full P&L responsibility and year one revenue target of £500k
· Creation of entry strategy into Irish market, including product mix, pricing and sales/channel strategy.  Removed cost from P&L by slim-lining portfolio, concentrating on high-margin products only.
· Managed base of 100+ clients and built strong relationships with key customers such as Flextronics in Cork and Dublin
Global Marketing Planning & Strategy Manager, BT Conferencing (1999 – 2002)
British Telecommunications plc – London
· Responsible for BT Conferencing’s global marketing activity and ROI assessment
· Secured funding for joint venture with Albacom and played key part in Albaconfrerenza joint venture in Rome, building offer, briefing Italian sales team and providing market insight and customer intelligence
January 1998 – April 1999 | Senior Chargecard Manager, BT Chargecard 

July 1995 – December 1997 | Marketing Analyst, Marketing Planner, Sedgwick Group plc
Education
1984 – 1989  St Swithuns School, Winchester (9 GCSEs)
1989 – 1991  Marlborough College (3 A-Levels)

1992 – 1995  University of Newcastle-upon-Tyne:  BA (Hons) Psychology 2.1

Professional Qualifications
1999
  CIM Postgraduate Diploma in Marketing – Mintel prize for best CIM Analysis & Decision case study paper worldwide
2000  MA (Marketing) with Distinction, focus on successful marketing of new technologies

Awards
2016  “Female Executive of the Year” Stevie award for company transformation using digital marketing techniques
2017   Best in Biz Gold award for SmartStart program, awarded for more creative use of new digital marketing technologies to   
     maximise business impact.

Other skills
Experienced public speaker

Fully media trained

Conversational French speaker
Strategic evaluation


Digital marketing expertise	


Strong commercial awareness


Political astuteness, able to deal with conflict























