
What I’ve Done: 

 Led enterprise software company 
brand turnaround that boosted brand 
position from 37th to 7th place, 
helping increase revenue 33% 
during worst recession in history and 
increase stock value 130%. 

 Doubled practice size and tripled 
average client billings for leading 
southeast marketing agency 

 Overachieved marketing revenue 
and profit goals by 75% year over 
year for leading computer distributor. 

 Designed and implemented global 
marketing initiative that generated 
$50M in revenue in six months for 
ERB. 

 Moved computer peripheral company 
brand to lead market position in one 
year, generating 100,000 sales leads 
while reducing marketing costs 
more than $500K. 

 Automated marketing operations 
for leading electronics 
manufacturer, saving nearly 
$700K in marketing and product 
development expenses 

 Part of marketing team that grew 
Bays revenue from $12M to 
$170M in two years. 
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Helping Itry International drive 
Solutions Marketing to a higher 
level of balanced, measurable 

performance. 



What I bring to the 
table: 

a) Experienced. Covers 20 years B to 
B and technology work. Marketing 
hardware, software, services, 
distribution and consulting 

b) Proven in both large enterprises 
and fast-growth start-ups 

c) Results-driven.  Solid track record 
of generating quantifiable results 
from marketing operations 

d) Strong leader.  Key ability to build, 
manage and positively motivate a 
professional team to achieve 
significant results 

e) Team Player.  Know how to drive 
results while supporting other 
executive priorities 

f) Fiscally responsible.  Know how 
to drive results while maintaining 
operating plan and budget. Have 
never overrun established budget. 

g) Creative problem solver.  Don’t 
even see the box. 

h) Quick thinker.  Can quickly digest 
challenge, evaluate opportunities 
and recommend course of action to 
produce results 

i) Self-motivated.  Low maintenance 
j) Solid functional experience. Deep 

understanding of marketing 
toolbox.  

k) Bench strength.  True 20 years 
experience vs. 1 year times 20 

l) Extreme work ethic.  Willing to 
work alongside team in both 
strategy development and tactical 
execution. 

m) Uncompromising ethical code. 
n) Fearless.  Willing to try new ideas 

and BBQ sacred cows. 

What I’ll do for Itry: 
 

 Expand Itry current market share in 
non-utility markets 

 Create the strategic link between 
corporate positioning and Sales 
execution 

 Continue positioning Itry as SDM 
vs. Asset Management 

 Accelerate transformation of Itry’s 
Sales process from feature/function 
to Solution Sales by providing tools, 
training and support 

 Deliver the processes and 
measurements necessary to ensure a 
steady stream of qualified leads to 
Sales 

 Develop and execute initiatives that 
convert prospects to customers 

 Drive non-utility market revenue 
for existing products and create 
platform for new product launch 

 Get Itry on the short list for 
appropriate opportunities in the 
non-utility sector 

 Immediately become trusted “go 
to” resource to  Manny Toth and 
team 

 

How I’ll Do This: 
Initial Priorities:* 

 Validate product messaging and 
differentiation 

o Sales perspective 

o Customer perspective 

 Identify non-utility Sales 
requirements and match to 
marketing realities 

 Execute initiative (if none exists) 
to accelerate movement through 
Sales pipeline 

 Evaluate and enhance integrated 
thought leadership effort 

o PR focus 

o Analyst outreach 

o Customer validation 

 Evaluate and recommend options 
re: marketing measurements, 
process for non-utility market 

 

 

 

* Based only on external view of Itry to date 
and obviously subject to change after 
discussion w/ Manny and team and 
necessary alignment w/ Itry established 
priorities. 


