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Are you asking yourself, your leadership, or your board of directors how you can grow marke�ng 
qualified leads by double digits? How can you increase revenue? How can you build and ensure 
employee happiness and sa�sfac�on? 
 
I am an enterprising customer focused B2B growth engine leader with a natural ability to bring together 
marke�ng, business development, and sales into a comprehensive life cycle process. I specialize in the 
ability to create new revenue streams, create compe��ve advantages, and forge loyalty with clients and 
business partners. I build winning teams driving transforma�on and growth. 
 
In my role with TUV Rheinland, I was responsible for Marke�ng and Communica�ons in North and South 
America genera�ng $151M in annual revenue. Reporting to the regional CEO for the Americas, I led a 
team of 19 marketing professionals for one of the world’s leading testing service providers with more 
than 20,600 employees and annual revenues of approximately 2 billion euros. My key achievements 
included: 
 

• Increasing Marketing Qualified Leads (MQL) 31.31% in 2022 
• 7% increase in annual revenues in 2022 
• Projected to increase MQL by another 23% in 2023 
• Projected increase in annual revenues in 2023 of 6%-8% 

 
Finally, I served on Americas leadership team creating cross country, cross market, and cross 
divisional strategy representing 2,200 employees in North and South America. 
 
What process did I utilize to build, implement, manage, and drive this success? 
 



 



 
 
 
 
 


