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PROFILE

I am an experienced IT Professional with 25 years proven track record in sales and services environments demonstrated by successful achievement of targets as both a business leader or divisional head.  I have strong commercial leadership and general management skills with the ability to communicate effectively at board level and with technical personnel.

I have led IT solutions companies through various stages of growth, from initial establishment to regional deployments in Europe and Asia Pacific. This has enabled me to gain valuable experience in identifying what is required to enable a business to be successful, attract the right personnel and build long term client/partner relationships that are outcomes orientated.

CAREER HISTORY

ESET (www.eset.co.uk)






Apr2017-Present

Managing Director

ESET is a global leader of endpoint security and data security solutions. It has been trading in the UK for 20 years and has seen double digit growth for most of those years. I was appointed as Managing Director for UK&I in Apr 2017, post the acquisition of an Exclusive distribution company representing ESET to the UK market.

I am responsible for all aspects of the operation including Sales and Marketing, Technical support, Finance and Human resources. My focus is to growth of net revenues via a fully engaged single tier model, growth of our people in regard to professional and personal development, and to cement ESET as a front of mind vendor for customers and partners when searching for Best in class security software.  
Arctic Trucks International  (www.arctictrucks.com)

Sept 2015-Feb2016

Chief Commercial Officer (Contract)
I was appointed to the Chief Commercial Officer to grow the Arctic Trucks brand into international markets. Responsible for all commercial matters of the company. 
KaspeRsky Lab UK & Ireland (www.kasperskylab.co.uk)
Sept 2013 – Sept 2015
Director Strategic Alliances  and Partner Eco System
I was appointed to the Board Director to the Kaspersky Lab Holding Company, Kaspersky Lab Limited (KLL) in August 2014. KLL is the top company of the group with all geographies under its remit with Eugene Kaspersky as its Chairman. There are five Board Directors of KLL with responsibilities for group governance and performance. Annual revenues of approx $1Bn.
Due to the company's strategic priority to grow its enterprise business with its new Security portfolio, I was also asked by Eugene Kaspersky to undertake the role of Director of Strategic Alliances and Partner Eco System. I am responsible for the establishment and implementation of the New Harmonised European Partner Program and initial formation of the European Alliances business unit that will integrate with the company's current business model. I have engaged in business development activities, and presenting the Kaspersky group  to Tier 1 System Integrators, LARS, Outsourcers and Consulting firms and Government departments, with the aim of forming an alliance with them, with the ultimate aim of developing business together, particularly in the area of Threat Intelligence and Critical National Infrastructure (OT and CNI) protection and other differentiated services.

KaspeRsky Lab UK & Ireland (www.kasperskylab.co.uk)
2012 – 2013
Managing Director
I was re-engaged by Eugene Kaspersky in Feb 2012 to execute a growth strategy in support of the new global strategy and structure.

Responsible for all lines of business -  120 staff in Sales, Marketing, IT, Support, HR, Finance and R&D.
Current achievements include - Top Track 250 Britain’s leading Medium size business rating #52 FY2013
Re structure of B2B business in preparation for the largest launch in the company history during Jan 2013.

Winner Security vendor of the Year and Team of the Year 2013 SC Magazine

I have consistently achieved CAGR 25% over past 5 years with Revenues c $50M
Kribrum Limited (www.kribrum.co.uk)
2011 – 2012

Managing Director
I formed Kribrum Ltd with Natalya Kaspersky in 2011. Kribrum is a start up company that has developed an innovative social media monitoring platform and reputational service. The company is currently selling the solution in the Emerging markets using Russian and Arabic languages, and has several major clients in the Airlines and Banking industry. The English language version is due in the autumn 2013.
KaspeRsky Lab UK & Ireland (www.kasperskylab.co.uk)
2008 – 2011
Managing Director

Kaspersky Lab is a global anti malware vendor currently ranked #4 behind Symantec, McAfee and Trend Micro on a worldwide basis. It has in excess of 2000+ staff in 23 offices worldwide, head quartered in Moscow. I am responsible for the full operational management and P&L of the UK entity.

The key achievements have been:

· Revenue growth achievement of 300% in 3 years. 
· Profit growth of 250% improvement from 2008-2011
· Achieved No2 position in Retail sector with circa 22% market share 2010 from <5% 2008 

· Achieved 35% growth YoY in Corporate sector (SCTM)

· Ranked #18 Highest growth Top 100 private IT companies in the UK 2010 Sunday Times Tech Track; Ranked #2 most profitable

· Ranked #104 in Top 250 companies in the UK 2010 Sunday Times Top Track 250
· Awarded Best IT Security product 2009, CEO of the Year SC Magazine

Responsibilities

· 65 staff, additional 25 regional managers located in UK, 10 direct reports
· Responsible for all functional business units -  Consumer sales (Retail, Xsp and Online),  Corporate sales; Support and services; Marketing and PR and back office functions (HR, Facilities, Finance, legal, IT)  

· Executive change agent to enable and execute restructure and transformation of the  business

· Relocation of the Head office to new premises in Oxfordshire
· Key activities: Launch of Kaspersky Labs Cloud based security scanning service KHSS. This solution was sold through a two tier channel model and achieved 30,000 users in first 12 months.

· Key wins: Barclays Bank, Metropolitan Police (40,000 seats), DSGi, Virgin Media, various Public sector organisations
· Channel Partners Ingram Micro, Exclusive Networks, Gem, Koch, Wick Hill, Enta

· Member of the European Board of Directors
Symantec Corporation (www.symantec.com)
2005 – 2008
Director – Global Alliances EMEA

I was responsible for the EMEA region in the development and sale and implementation of Symantec services through and with strategic alliances across the region. My major focus was business development and partner management to enable significant business outcomes in a true win/win relationship. Working with the major Systems Integrators and Outsourcers to provide value based programmes and engagements. 

The key aspects to the role include:

· Executive relationship and Business development – HP; Sun; Accenture; FSC; IBM; Dell; Atos Origin; Cap Gemini; CSC

· Large complex sales and business development to all sectors - Core Software, Cloud based solutions
· Direct and indirect joint sales activity with the account team and the partner community. Co-ordination and engagement of cross functional teams in order to capture and deliver significant opportunities

· Internal and external marketing activity

· Joint GTM for Managed services, virtualization, enterprise security and compliance, Infrastructure consolidation, consulting and education
· Three direct reports, Total staff 30 in GSPS EMEA
UK & Ireland Country Manager 
2005 – 2007 

Originally joining Veritas Corporation I was responsible for the Sales Team for the UK business, selling Symantec’s Enterprise services portfolio to Tier 1 client in the EMEA region, all vertical markets. Direct sales reports included six Client Services Managers (services sales) and four Service Delivery Managers out of a total resource pool of 150+. 

· Achieved UK quota on target revenue FY06 of $20M

· Personally responsible for Telco+Media Sector (BT, Vodafone, H3G, Sky, others) with a personal contribution of $5M revenue FY07

· 170% of booking and 140% of revenue performance FY06

· Integratated Symantec and Veritas service sales teams

RHE Group (RHE Infrastructure Services Ltd) (www.rheis.co.nz) 
 2002 – 2005

Chief Executive Officer


RHEIS Ltd is an IT Infrastructure products and services provider to corporate clients in New Zealand and Australia (A Member of Investors Guaranty Global Alliance).

RHEIS Ltd specialise in Information Lifecycle Management Consulting Services, Infrastructure Professional services, Security Best Practice and Hosting Services. Responsible for a team of 22 direct reports, 150 RHE staff in total, primarily technical IT professionals and managers. 

Responsible for the successful achievement of the following:

· Company operating performance 20% NPBT
· Profitability goals and other financial objectives 

· Company growth strategy 40% YoY
Achievements:

· Sales and service delivery executive of a major outsource contract (Infrastructure FM – Citrix, Sun/HP HDS based, value $10M) for New Zealand largest Private Health insurer. 1100 seats, 20 sites

· Sales delivering services revenue and profitable growth - $4M FY03; $4.5M FY04 
· Business development in New Zealand and Australia to Government and private sector – IT Infrastructure services revenues, specializing in Financial services and Insurance sectors, Telco and SMB
· Restructuring and rebranding of the business in terms of operational and sales efficiencies to enable regional growth

· Establishment of strategic partner agreements with Sun, EDS, Netapp, Fujitsu, Symantec/Veritas, and Storagetek to enhance breadth of market and partner channel

· Sales and Project executive for major Telco messaging replacement programme in partnership with Sun, Veritas, EDS and Openwave 

· Established RHEIS as a Veritas preferred storage consulting partner for NZ

· Establishment of RHEIS product sales division representing – Sun, Storagetek, Symantec brands, revenues circa $1M

RHE West Ltd; RHE South Pty Ltd (www.rhe.com.au) 
2000 – 2002

Managing Director/Chief Executive Officer

I formed the business in order to develop the Australian region’s first true, multidisciplinary eCommerce and Internet software company. Responsible for leading RHE on an aggressive, targeted growth path, which saw RHEW Ltd establish into a leading service provider in the Australian and overseas markets. 

Achievements:

· Implementation of growth strategy in the eServices market from a ground zero position (New Startup), which saw annual services revenues grow to A$15M in 2 years

· Profitability achieved from day one

· Build and support phases for an International Retail POS and Payment solutions system (Sun/Java thin client and Oracle based) focused on the International retail market value $14M – Acquired by Logica.
· Support, enhancement and maintenance of a Unified messaging platform (email, voice, fax) – see  www.mbox.com.au
· Established sales and service channel Australia wide for the support of the Sun Microsystems, BEA, and Oracle technology brands

· Led sales and marketing campaigns to launch new products to the local and International markets (Idiom Decision Server – XML based Business Rules Engine); INTAZ Occupational Health and Safety

· Multiple projects undertaken for Sun around Identity Management solutions

· Co Director and Chief Executive Officer of the Perth and Melbourne based businesses. RHE Group revenues A$25M 2002

· Achieved State Government supplier status in 32 categories of IT&C services as part of the SPIRIT procurement process
Sun Microsystems Independent Sales Organisation for NZ
SolNet Limited (www.solnet.co.nz) 
1994 – 2000

General Manager Professional Services 
Led the establishment of the Professional Services business for one of New Zealand’s fastest growing and most successful Information Technology companies, from a green field appointment to arguably the largest and most highly regarded IT services businesses in the country.

Achievements

· Achieved service revenues in excess of $20.0M pa, with full Profit and Loss responsibility for the professional services business

· Led 55 staff in consulting, professional services, support and development activities

· Established a management team in support of the business – Services Sales and Delivery Management

· Established first Sun Asia Paciifc certified software (Java) development centre, Sun/Netscape alliance
· Developed software solutions in Netdynamics, iPlanet suite, Oracle and Java

· Programme Director for major clients – AirNZ- outsource and SAP Engineering, Mercury Energy -SAP, CoachNet – Online Booking, ClearNet -  ISP build

Geac Computers - Canada (www.geac.co.nz) 
1994 – 1995

National Product Manager

Responsible for ERP (i2 and TIMS)Full lifecycle Integration, Vendor management (IBM and Microsoft) and deployment (Cisco)
IBM New Zealand Ltd (www.ibm.com) 
1990 – 1993

Technical Account Director

Engineering and Customer lead for major clients in the IBM Mid Range and Mini Mainframe product portfolio
Royal Air Force (UK based) 
1983 – 1990

Engineering Officer - Avionics
EDUCATION and QUALIFICATIONS

B Eng Electronics and B.Tech Higher National Certificate in Electronic and Electrical Engineering, B Tech Diploma in Avionics Royal Air Force
Industry courses

PRINCE2

SAP Product and Implementation Certification courses – 

SAP R/3 Consultant WB915  

BC 360, A.S.A.P Accelerated SAP – Project methodology

SAP R/3 Overview, Basis Technology, Solutions for the Internet

ARIBA Live Methodology

Neural Linguistic Programming (NLP) Master Practitioner

High Value Sales (Holden)

Project Management (Various)

Sun Microsystems Sales Certification

Sun ONE (IPlanet) Product courses (various) including partner forums overseas

PERSONAL

Married with two children

UK, NZ citizen and Australian permanent resident

Interests include physical fitness, golf, badminton, collecting and restoring classic cars.

Membership of the Australia Business and UK Chamber of Commerce, IOD and SITC
