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Career Objective
A leadership position responsible for Product Marketing in a software company 

Profile
· Ten plus years marketing software to enterprises, service providers and end users
· Experience marketing enterprise licensed software, Software-as-a-Service (SaaS) and packaged Business Consulting services

· Demonstrated track record of leveraging the 7-Ps (Product, Program, Pricing, Positioning, Process, People, Proof Points) – through sales presentations, ROI tools, case studies, white papers, Web content
· Outstanding Product/Market strategy and execution – Managed product lines up to $75M/yr revenue
· Awards: Genesys Executive Briefing Center Presenter of the Year – 2007; Frost & Sullivan Product Innovation award, 2008
· MBA and Master’s degree in Engineering
Unique Skills

· Markets: Contact Center, CTI, Routing, Reporting, IVR, Unified Communications, Multi-channel communications (SMS, Mobile Web, E-mail, Voice), Marketing Campaign Management, Customer Relationship Management, Business Process Management, Software-as-a-Service (SaaS)

· Strategic: ● Market Analysis – Market sizing, evaluating product metrics (market share, unit growth, profitability, etc.), win-loss analysis and product customer satisfaction metrics ● Product Planning – Business Case, prioritize requirements (Market Requirements Documents – MRDs) ● Positioning – Segment markets and develop unique, and optimum positioning/messaging/pricing ● Marketing Programs – Global Go-to-market planning and execution including sales tools (ROI, case studies, competitive analysis), blogs & cost-effective lead-generation/demand generation campaigns
· Tactical: Sales readiness and enablement of direct sales teams as well as sales channels/partners, competitive analysis, pre-sales support; Web – content, blog, email/newsletter campaigns, Webinars, white papers, presentations, case studies, ROI tools, brochures, data sheets, pricing tools

· Lead Cross-functional Teams: Product/Program plans, goal-definition, achieving executive buy-in, organizing resources & monitoring success for teams of Product Managers/Marketers/Engineers/Others
· Partnering: Develop partnerships for co-sell, re-sell as well as OEM to optimize product/go-to-market
· Tools: Requirements & Product Life-Cycle Management tools such as Accept360, Salesforce.com, Marketing Automation Tools, Siebel CRM Support, Cognos/Microsoft Excel for reporting/analysis
Professional Experience 
Sr. Product Marketing Manager, TuVox, Cupertino, CA



June 2008 - present
TuVox is the caller experience company providing speech-enabled and multimodal (SMS, Mobile Web) customer service solutions delivered as a managed service (SaaS) to over 50 customers including Acer Computers, American Airlines, Apple, BCD Travel, H&R Block, Virgin America and many others.
· Created and launched TuVox Success Programs series. With included Managed Services, customers like Acer, Virgin America and AMC Entertainment are experiencing increasing cost savings
· Crafted and launched multi-modal (speech+visual) customer service solutions leveraging, SMS, email and Mobile Web. Customers like H&R block are experiencing cost savings and increased caller engagement
· Led a company-wide software development and delivery process redesign to reduce process risk and enable TuVox to deliver highly complex and iterative Professional Services projects at a Fixed Cost

Sr. Product Marketing Manager, Genesys Telecom. Labs, Daly City, CA
         Jan. 2005 - June 2008
Genesys is the world leader in contact center software, serving over 4,000 companies worldwide. Responsible for two cross-product solution initiatives and one product line – MRDs, business case, product launch, ROI analysis/tools, benefits, positioning, pricing, launch, Web-content, collateral, influencing analysts, evangelizing
· Launched two cross-product solutions: (1) Genesys Business Process Routing and grew it to 10% of direct and influence revenue of company (>$20M/yr) and (2) Genesys Proactive Contact positioned in a high-growth market (North American Market: $213M/yr, 18% CAGR)
· Achieved 12% (2x industry’s growth rate) for the ‘Genesys Outbound Contact’ product line (>$20M/yr)
· Nurtured partnerships with strategic partners like FileNet/Oracle/Microsoft

· Won Frost & Sullivan award for Product Innovation – year 2008
· Managed pricing process for all products (price lists, price quoting tools, pricing guides)

Director of Marketing, Iron Speed, Inc. Mountain View, CA  


          

2003(2005
A part of MS Visual Studio ecosystem, Iron Speed makes tools for enterprise database application developers

· Managed marketing budget of $700K to drive online demand generation, achieving 169% annual growth in sales to IT developers at medium to large enterprises needing database-driven Web applications
· Marketing mix included search engines, e-mail marketing, e-newsletters, online forums and communities, partner Webinars and newsletters (Microsoft), banner ads
· Implemented comprehensive analytics to monitor and marketing and sales performance

· Drove roadmap with feedback through online surveys
Sr. Product Manager, nSite Software, Inc. San Ramon, CA
 



2002(2003

nSite provides on-demand (SaaS) Business Process Management applications to large enterprises such as Sun, Samsung, and Smart Modular
· Defined and developed market segment, product roadmap, pricing, and go-to-market strategy. Launched nSite 2.0(an enterprise application delivered as a service

· Created and managed competitive analysis/market research and outbound marketing content, including collateral, case studies, and Website content and marketing messages
Product Manager, ActionBase Corporation, S. San Francisco, CA



2000(2001
For knowledge workers, ActionBase provides an AJAX-based Business Process solution (Java applet and BP server)
· Teaming with the developers, provided requirements documents and launched 3.0 with Outlook integration
Product Manager, Technical Communities, Inc. San Bruno, CA




1998(2000

A developer of vertical, e-commerce-enabled online communities (Testmart.com was first) for high-tech products
· Crafted business model, developed Website story-board, the Information Architecture and managed the development process. Crafted and executed go-to-market plans
Education

· MBA, Drexel University, Philadelphia, PA
· Master of Science in Engineering, New Jersey Institute of Technology, Newark, NJ 

