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When you think about what makes a company successful, the first things that 
come to mind might be a revolutionary product, great customer service, and an 
effective sales engine. No doubt, all of those are essential. But history is riddled 
with companies that should have succeeded based on those things yet instead 
fizzled and died. 

The reason? They hadn’t mastered an equally important part of the equation: 
understanding their market. A deep understanding of the market is not only 
critical to winning; it’s also critical to survival.

The companies that succeed and pull ahead of the pack are the ones with a 
deep focus on the market. 

Leaders at thriving companies understand the criticality of market expertise. 
These companies tend to have CMOs who design their category, who orchestrate 
the most effective way to unlock TAM, who understand and attract ideal 
customers, and who ensure their company’s competitiveness — CMOs who excel 
at “market.”

It stands to reason that corporate boards, who are overseeing, advising, and 
helping ensure a company’s success, would want to have that voice in the 
boardroom as well. Yet the majority of boards don’t: Only 26 of the thousands 
of board members serving Fortune 1000 companies are current marketing 
professionals.1 

While boards tend to be professionally homogenous, often skewed toward CEOs 
and finance experts, they’re also demographically homogenous. But we know 
that diverse boards are better at advising the companies they serve. They foster 
more impressive innovation, especially in groundbreaking industries like tech.2

There’s a positive correlation between women’s presence on boards and greater 
financial returns.3

1 Sanderson, R., Welch, G. W., Sanderson, R., & Welch, G. W. (2019, April). CMOs on Boards. SpencerStuart. Retrieved May 27, 2022, from 
https://www.spencerstuart.com/research-and-insight/cmos-on-boards 

2 An, H., Chen, C., Wu, Q., & Zhang, T. (2021). Corporate Innovation: Do Diverse Boards Help? Journal of Financial and Quantitative 
Analysis, 56(1), 155-182. doi:10.1017/S0022109019001005
 

3 Post, C., & Byron, K. (2015). Women on Boards and Firm Financial Performance: A Meta-Analysis. Academy of Management Journal, 
58(5), 1546–1571. https://doi.org/10.5465/amj.2013.0319
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But only 14% of board seats are held by women. Two in five boards don’t have 
a single woman director. And 58% of women who hold board positions are the 
only female members of their boards.4

So why this lack of diversity, both in terms of professional background and 
demographics? I often hear there’s a perceived scarcity issue — that it’s too 
hard to find women and marketers who are ready to serve on boards. But I look 
around me at my network of women CMOs, and I scratch my head. Because I 
know so many brilliant leaders who could bring invaluable market insights and 
expertise to any board. It’s just a matter of getting them in front of the right 
people. 

That’s why 6sense decided to partner with the Athena Alliance, an executive 
development community for women leaders, to bring forth and champion 
women CMOs who are qualified, motivated, and eager to serve on boards.

We’ve provided them hundreds of hours of education to help them hit the 
ground running as board members — with content on everything from funding, 
to building, to operating and governing a business. And we’ve gathered their 
bios here for you so that as you build out corporate boards, it’s easy for you to 
choose directors who bring both market perspective and demographic diversity. 

Our big vision is to help more companies succeed while also elevating women 
CMOs to leadership roles where they can have their maximum impact. This is 
only the beginning, but our hope is that this effort will spark conversation and 
advance our vision far into the future.   

4 Shepherd, A. (2022, March 28). 2021 Study Of Gender Diversity On Private Company Boards. Crunchbase News. Retrieved May 27, 
2022, from https://news.crunchbase.com/news/him-for-her-2021-diversity-study-private-company-boards/ 



Ami Badani
Vice President Marketing and 
Developer Ecosystem Strategy

Ami Badani is a three-time marketing executive who has spent 
more than a decade scaling high-growth companies through 
multiple exits. She brings big-company horsepower with a small, 
agile company mentality. Ami builds and grows businesses, 
inspires people through storytelling, has relentless drive, and 
solves difficult problems. She has built new businesses that have 
culminated in several successful exits. Along her journey, she 
has learned valuable lessons about the power of relationships, 
building great teams, and executing efficiently with precision. 
She abides by a simple, but powerful, mantra: everything 
is possible and nothing is impossible.

Ami is a data-driven change agent at the intersection of business 
and technology. She is a market creator who can position 
a brand to generate demand, has built and overseen the launch 
of new multimillion dollar products that consistently challenge 
the norm, and has an eye for exceptional design. 

As current VP of Marketing and Developer Strategy at NVIDIA, 
a multibillion dollar publicly traded artificial intelligence company, 
Ami is a primary contributor to their data-center portfolio, 
the largest growth engine for the company. She is responsible 
for cultivating the product strategy with developers and 
spearheading a strategic shift in the consumption model of 
data-center applications. She is also responsible for transforming 
marketing to a scalable, growth driven function through product 
messaging, category creation, and pipeline acceleration. 

As the Chief Marketing Officer at Cumulus Networks, which 
was acquired by NVIDIA, Ami helped scale the business tenfold 
in less than four years. She repositioned the company as a 
recognized and credible leader in the data-center industry and 
transitioned the company from an enterprise sales model to 
SaaS, which led to a successful acquisition.  She rose through 
the ranks at Instart Logic to become their Head of Marketing, 
helping to triple sales during her tenure. Prior to Instart Logic, 
she was Director of Product Marketing at Cisco, where she 
co-founded and incubated the Internet of Things platform as a 
service business and launched the platform out of stealth mode.

Ami has an MBA from University of Chicago, Booth School 
of Business, and a bachelor’s from University of Southern 
California. She lives in Palo Alto, California, with her spouse 
and two young kids. She travels the world, loves to embark on 
culinary expeditions, and spends time mentoring foster children.

San Francisco Bay Area
amibadani@gmail.com 
 
LinkedIn

Areas of expertise

 · Product market fit
 · Operational execution
 · Product marketing
 · Brand building
 · Global expansion
 · Organizational change
 · Talent development and 

growth
 · Mergers and acquisitions

http://linkedin.com/in/amibadani


Nicole Baer

Nicole Baer has 25 years of experience across a wide variety of 
commercial and operational disciplines. She balances a passion for 
complex challenges, moonshots, and new ideas with a bias for action. 
Nicole proudly calls herself a go-to-market (GTM) generalist with 
diverse experience in demand generation, sales and marketing 
integration, brand strategy, and customer and product positioning, 
combined uniquely with broader commercial leadership roles in sales 
and client services. She is a frequent speaker at industry, customer, 
and leadership events, including frequent guest lectures at her alma 
mater, University of California, Berkeley. 

Nicole has led entrepreneurial businesses and C-suite initiatives 
within midcap and large companies like Aon Hewitt, Logitech, and 
Zendesk. At Aon Hewitt, she led the formation of the first globally 
integrated marketing function across all markets and business 
lines for their $1B total rewards business, as well as leading the 
development and launch of the company’s first global DaaS platform. 
As a result of her time there, she has a unique view on pay and 
governance that make her a turnkey addition to a compensation 
committee role. 

At Zendesk, Nicole was a strategic hire in the shift to an enterprise 
GTM motion, where she built logo-focused demand generation 
strategies and teams from the ground up, helping the SaaS company 
grow from $400MM to $1B in less than two years through close 
alignment and partnership with the sales team. At Logitech, she built 
a powerhouse team during a period of hypergrowth, from $365MM 
to $1.2B in 18 months, working alongside key GTM partners in Zoom, 
Microsoft, and Google to successfully achieve category leadership 
for both the B2B and consumer video collaboration businesses. In 
her current role at Logitech, she works directly with the CEO on the 
formation of a new business group (stealth mode).

Nicole saw an unmet market need for outsourced, agile marketing 
consulting, and resourcing. She founded Artemis Marketing Partners 
and supported customers of all sizes, from seed-round to midcap 
public firms. The result: a rocketship business with $1MM and 40% 
margins in ARR in year one. Nicole believes that articulating and 
fostering a values-based culture of humility, curiosity, and work ethic 
creates conditions for repeatable success. Colleagues describe Nicole 
as a strong communicator, intelligent, high EQ, inspirational, data-
driven, strategic, and warm. These qualities are grounded by Nicole’s 
strong belief that she and her peers are paving the way for future 
generations—and future economies—to benefit from companies with 
diverse, gender-balanced leadership through the board level. 

Nicole provides mature leadership in times of significant macro- 
and microeconomic change, including acquisitions, recessions, 
booms, major strategic shifts, market expansion, and hypergrowth. 
Her diverse background of SaaS, DaaS, hardware, and professional 
services as well as B2B and B2C have given her a principled, yet 
flexible, leadership style to adapt quickly for effectiveness 
in new roles. 

San Francisco Bay Area
nmbaer@gmail.com
 
LinkedIn

Areas of expertise

 · Unique expertise in 
compensation (Aon 
Hewitt/Radford alum)

 · Marketing
 · Sales
 · Go-to-market 

Chief Operating Officer

http://linkedin.com/in/nicole-baer-48b6a81


Helen Baptist has held revenue leadership positions at several 
startups (series A and B funded), she’s been inserted by the 
primary investor to turn around performance and own the go-
to-market (GTM) strategy, complete customer lifecycle, and 
scale for exit. Over the past three decades, she has specialized in 
developing and leading execution of highly successful customer-
centric operating plans, aligning organizations, developing teams, 
and quarterbacking change management to drive significant 
results and return on investment. 
 
As COO at PathFactory and a member of the executive team, 
Helen leads sales, marketing, partnerships, and customer 
experience, all while aligning the organization to increase net 
revenue retention by 35% and increasing top-line numbers by 
45% YoY. She successfully (re)negotiated vendor and customer 
contracts, ensuring a cash and EBITDA positive outcome. Helen 
is also the executive sponsor for the company’s D&I committee.
 
At ItemMaster, she drove 84% revenue growth and increased NPS 
by 54 points during her 14-month tenure and led a successful 
exit to Gladson (dba Syndigo). At Fishbowl, Helen established a 
new Center of Excellence focusing on CRM and loyalty, securing 
more than $2MM in new ARR within the first 12 months. She was 
involved in the successful acquisition and integration of two 
companies into Fishbowl and the sale to Symphony 
Technology Group.
 
Earlier in her career, Helen worked in customer-facing positions 
for Carlson Companies and various advertising and direct 
marketing agencies, including BBDO and Cossette. Most 
significantly, she grew the Scotiabank business from a $64K 
consulting agreement to $10MM ARR in one year.
 
Helen holds a bachelor’s degree from McMaster University, in 
Hamilton Ontario, Canada. Born in England, she emigrated with 
her family to Canada in 1970. Her parents moved to Indonesia 
for five years, and Helen went to boarding school in Singapore 
before returning to Canada. In 2005, Helen moved to the United 
States and now lives in Orlando, Florida, with her husband. They 
have one son. She enjoys cooking, entertaining, travel, 
and home renovations.

Orlando, FL
helenbaptist@gmail.com
 
LinkedIn

Areas of expertise

 · Scaling pipeline and 
improving conversion rates 
to accelerate growth

 · Improving retention and 
customer satisfaction

 · Organizational design and 
alignment

 · Streamlining processes 
and workflows to 
increase efficiencies and 
effectiveness

 · Preparing for due diligence 
while running the business

 · Improving returns for 
investors

Helen Baptist
Chief Operating Officer

http://linkedin.com/in/helen-baptist-1063633


Amy Barzdukas

Amy Barzdukas has successfully parlayed her award-winning 
career in marketing, communications, and product management 
in large companies—including Microsoft and Hewlett Packard, 
Inc.—to help set the business, marketing, and go-to-market 
(GTM) strategies in much smaller companies, like Poly, 
Omnitracs, and WiTricity. What is common across all her roles 
is her success in shifting perceptions, building brands, and 
modernizing marketing in highly competitive product arenas. 
She is recognized for her ability to create and execute winning 
transformations and turnarounds on a global scale. She has 
won awards from her marketing peers for brand transformation, 
campaign excellence, B2B marketing, and communications.

In her current role as Chief Marketing Office at startup WiTricity, 
Amy is building the marketing discipline from scratch to drive 
the transformation of the company from an R&D center to a true 
product company. As CMO, she successfully navigated significant 
M&A activity at PE-backed Omnitracs and executed a rebranding 
prior to the company being acquired by Solera.

At Poly Inc., she led a global team of more than 200 marketers, 
including field, channel, product, alliance, and digital marketing, 
demand generation, marketing operations, communications, 
philanthropy and corporate social responsibility, and brand. She 
successfully rebranded Polycom, Inc. and Plantronics as Poly Inc., 
following their merger and drove a significant reorganization 
process. She launched global campaigns to drive growth in new-
product areas, built strong ROI measures, and elevated 
the talent base.

As Executive Vice President and Chief Marketing Officer at 
Polycom, Inc., she overhauled the marketing organization to 
focus on performance marketing and true ROI. 

At Hewlett Packard, Inc., she ran worldwide marketing for the 
world’s #1 business PC group, including desktops, notebooks, 
workstations, mobility, and software and services. She developed 
strategic priorities and drove alignment with sales worldwide to 
support $23B business and created core marketing assets and 
programs to be localized across three global theaters. 

Amy studied two years at Wellesley College before earning her 
bachelor’s from Abilene Christian University. She has a passion 
for continuous learning and has participated in post graduate 
work at Abilene Christian University (English), University of 
Iowa (business administration), and the New School for Social 
Research (screenwriting). She speaks conversational French and 
can confidently order dinner in Lithuanian.

San Francisco Bay Area
amybarzdukas@gmail.com

LinkedIn

Areas of expertise

 · B2B and B2C marketing
 · Change management
 · Product management
 · Strategic leadership

Chief Marketing Officer

https://www.linkedin.com/in/amy-barzdukas/


Christina Bottis is a trusted leader and c-suite executive who 
believes success is the result of obsessive customer focus and 
well-executed process. With nearly two decades of experience 
creating winning growth strategies for B2B brands, she brings a 
data-driven, customer-centric approach to driving revenue 
and growth. 

After starting her career at the height of the dot-com boom, she 
has been on the frontlines of digital transformation. Christina 
leverages that experience to architect integrated strategies 
spanning across the full funnel of a customer’s journey, resulting 
in her proven record of driving brand awareness, customer 
acquisition, conversion, and retention. She has led, scaled, and 
consulted marketing, demand generation, customer experience, 
sales, revenue operations, product management, client 
implementation and e-commerce teams to create consistent 
growth levers for early stage, SMB, mid-market, and global-
enterprise companies with an additional focus on marketplaces. 
During those roles, she oversaw teams of up to 100 and budgets 
of up to $20MM, supported sales forces of up to 800, and 
translated those strategies into an up to five-fold return on ad 
spend and decreased LTV/CAC.

Christina was named a Crain’s Chicago Business Notable 
Executive in Marketing in both 2020 and 2021 and a Top 100 
Marketer of the Year by the OnCon Icon Awards. Among other 
awards, Supply & Demand Chain Executive honored Christina in 
2021 with a Women in Supply Chain Award for her contributions 
to the advancement of the industry and the next generation of 
supply-chain professionals. She is passionate about diversity, 
equity, and inclusion and has been the founder of ESG groups, 
like the Coyote Women’s Alliance, that provide community and 
mentorship to future leaders.

While she’s traveled the world, Christina is passionate about the 
community and culture of Chicago. When she’s not at work, she 
can be found discovering the many restaurants and events the 
city has to offer.

She holds an MBA from the University of Notre Dame and a 
bachelor of arts in business administration from 
Dominican University.

Chicago, IL 
christina.bottis@gmail.com
 
LinkedIn

Areas of expertise

 · B2B go-to-market strategy, 
enablement, alignment, 
and management

 · B2B brand strategy and 
platform development

 · Customer experience
 · Marketplace and 

ecommerce strategy
 · Lead/demand generation 

and pipeline diagnostics
 · Account-based marketing
 · Building and scaling high-

performing teams

Christina Bottis
Chief Commercial Officer 

https://www.linkedin.com/in/christinabottis/


Lisa Campbell

Lisa Campbell is a well-respected leader with more than 25 
years of experience crafting comprehensive, digital go-to-
market strategy across technology, architectural, engineering, 
construction (AEC), and manufacturing industries. At both 
F500s and startups, Lisa partners with leadership teams to 
strategically transform an organization’s brand, product, and 
business models to renew and reposition its leadership within 
the marketplace. Lisa is a frequent public speaker on marketing 
trends, business transformation, and women in leadership. 
Her deep industry knowledge and powerful communications 
expertise make Lisa a valuable adviser to CEOs looking to 
establish leadership in their respective markets.
 
Lisa currently serves as Chief Marketing Officer of OneTrust, 
the market leader in trust intelligence. She is responsible for 
OneTrust brand and storytelling, global industry strategy, and go-
to-market to establish OneTrust as the technology leader in all its 
industries and customer segments. In this role, Lisa’s leadership 
spans building OneTrust reputation as an impact brand, 
customer segmentation, strategy, positioning, messaging, pricing 
and packaging, digital demand generation, and account-based 
marketing for OneTrust’s existing solutions and new disruptive 
Cloud SaaS offerings for all customers.
 
Prior to this role, Lisa served as CMO of Autodesk. While at 
Autodesk, Lisa led industry strategy and marketing for two of 
the company’s verticals, driving growth in a very competitive 
landscape and launched a new product to market. She also built 
the company’s scaled e-commerce business and managed a 
$250MM business unit serving local governments, telcos, and 
utilities.
 
Before joining Autodesk, Lisa served as CMO and SVP of 
Marketing at two startup software companies, which helped sell 
and transition to Sun Microsystems and Oracle. Lisa began her 
career as an IT professional and product marketing manager at 
Digital Equipment Corporation, which was acquired by Hewlett 
Packard.
 
Lisa serves as an Independent Director at Dropbox, Inc., serving 
on the Governance and Audit committees and was Chairman of 
the Board of the Autodesk Foundation, a nonprofit that supports 
the creation of innovative solutions to the world’s most pressing 
environmental and social challenges. Lisa holds a bachelor’s in 
mathematics and computer science from Boston College and an 
MBA, with distinction, in marketing from Babson College.
 

 

Atlanta, GA
lhartcamp@gmail.com
 
LinkedIn

Areas of expertise

 · Enterprise SaaS go-to-
market

 · Category creation
 · Digital marketing

Chief Marketing Officer

http://linkedin.com/in/lisa-hart-campbell


Marie-Laure (ML) Carvalho is a global B2B go-to-market 
(GTM) and growth leader with an analytical bent and 
expertise in high-velocity inbound, account-based, and 
customer expansion motions. With close to 20 years 
of experience in marketing working for Dell, Lifesize, 
SolarWinds, and Portnox, among others, she has worn 
many marketing hats—from operational to strategic—
scaling organizations and expanding enterprises. She excels 
in building marketing engines, solving tough business 
challenges, and driving results to scale businesses from 
$10MM–$100MM to $500MM. She is also passionate about 
building strong teams, being a coach and mentor to her team 
and peers, and she is always on the lookout for the best team 
dynamic to drive success. 

ML is currently Chief Marketing Officer at Portnox Security, 
a fast-growing emerging leader in enterprise cloud network 
security software backed by Elsewhere Partners. She is 
hands-on with her small team, taking Portnox from a regional 
bootstrapped company to a global leader, positioning it to 
win, on track to doubling its revenue, expanding its footprint 
globally, and building a passionate customer base. 

Prior to Portnox, ML was VP of Customer Marketing 
and Marketing Technology at SolarWinds, a leader in IT-
management software with $500+MM revenue and 200K+ 
customers, where she deepened her marketing technology 
expertise and media chops. Her prior roles at Lifesize, 
SolarWinds, and Dell established her as a strong demand-
generation leader. Originally from France, ML pursued 
engineering studies and an engineering career, shaping her 
affinity for data-driven decisions and problem solving. 

She lives with her music producer partner in Austin, Texas, 
where they can enjoy the local music scene. ML also 
volunteers with and supports Blackfret, an organization that 
gives grants to Austin musicians to keep music alive in Austin. 

Austin, TX 
mlcarv@gmail.com
 
LinkedIn

Areas of expertise

 · Building predictable revenue 
generation engines from the 
ground up

 · Scale businesses from $5MM 
to $50MM to $500MM

 · Marketing operations and 
data analytics from top 
to bottom of the revenue 
funnel

 · GTM strategy including 
positioning/messaging and 
international expansion

 · Lifecycle and customer 
marketing

 · Team and organizational 
development and scaling

 · Channel strategy and 
growth

Marie-Laure (ML) 
Carvalho
Chief Marketing Officer

https://www.linkedin.com/in/mlcarvalho/


Michelle Chiantera

Michelle Chiantera is a serial change agent who always has an 
eye on driving impact on both the top and bottom line. Michelle 
has more than 25 years of global marketing experience in the 
software and hardware industry in both public and private 
companies. Recognized as a true business partner across 
multiple functions of the business, Michelle has led modern 
marketing and sales strategies that result in growth to include:

 · A data-driven approach to go-to-market resulting in the 
optimal coverage model to drive efficiency and an ideal 
customer experience

 · Shifting the perception of marketing as an expense to 
marketing as a growth driver through intense focus on 
accountability

 · Building a contemporary B2B marketing foundation to 
include technology, process, partners, and people to 
promote scale and reach

Michelle’s leadership style creates an environment where 
people working with and for her are empowered to take risks 
and always find the possibilities. Throughout Michelle’s career, 
she has been sought out for several positions to transform 
marketing organizations and lead global, distributed teams 
to their highest potential. Michelle places a tremendous amount 
of value on building operational rigor, which includes setting 
clear goals tightly aligned to the business establishing planning 
and accountability frameworks to measure performance. In 
parallel, Michelle is a recognized leader in bridging 
the relationship between sales, marketing, and the partner 
ecosystem resulting in a go-to-market powerhouse that delivers 
impact to the business.

Michelle currently holds a board seat on two not-for-profit 
boards: American Marketing Association (AMA) New York City 
Chapter and Building Minds in South Sudan (BMISS). She is 
passionate about helping girls and women achieve their dreams. 
As part of the BMISS work, Michelle funds a woman-owned 
business in the village of Mayen-Abun in Twic State, South 
Sudan. Through hard work and the BMISS investment, Michelle 
is incredibly proud that the business owner was able to send 
her first child to university in Egypt. 

Michelle earned a bachelor’s in business administration from 
Le Moyne College with a concentration in marketing. She resides 
in upstate New York with her husband, daughter, and their 
much-loved dog. She loves to travel and immerse herself in local 
cultures through food and wine. 

 

Pittsford, New York
michelle_chiantera@yahoo.com
 
LinkedIn

Areas of expertise

 · B2B marketing and sales 
go-to-market strategy

 · Software and hardware 
marketing

 · Multi-channel marketing
 · Field marketing
 · Demand generation and 

pipeline building
 · Revenue and performance 

management
 · Change management and 

team transformation

Chief Marketing Officer

https://www.linkedin.com/in/michellechiantera/


Few people are as knowledgeable or enthusiastic about aligning 
marketing and sales as Lisa Cole, who has spent most of her 20+ 
year career helping organizations establish collaborative partnerships 
between the two functions.
 
As an expert in B2B marketing and sales best practices, she is 
in high demand as a thought leader. She wrote The Revenue Ramp, 
which details a step-by-step process for improving revenue pipelines, 
changing the sales department’s perception of marketing, and 
unlocking potential to ramp up revenue.
 
Lisa is also a disrupter and has been hired/recruited repeatedly 
to transform and scale marketing and sales operations. She 
focuses on what the customer needs/wants, identifies roadblocks 
to success, then figures out how to align marketing and sales to 
enable and accelerate the customer buying journey. The result has 
been accelerated revenue performance, lower costs, and improved 
marketing and sales productivity.
 
Lisa is skilled as a marketing technologist, able to translate business 
and marketing strategy into technology requirements. This includes 
designing technology stacks and leading the digital transformation 
of marketing and sales processes, from data analysis through 
automation to demand generation.

Lisa has led the end-to-end transformation of marketing operations 
for two global operations, FARO Technologies and Huron Consulting 
Group, which resulted in prestigious awards for those companies. 
These honors recognize the huge amount of work Lisa and her teams 
did to revamp marketing and sales operations, employ data-driven 
technologies, drive alignment, engage customers, generate demand, 
and bolster growth.

In her current role as VP of Corporate Marketing at FARO 
Technologies, Lisa manages a team of 44 employees across 13 
countries. This team transformed marketing to dramatically cut costs, 
improve lead quality, and accelerate sales conversion and velocity. 
The work delivered 7X conversion and 2X revenue impact with 30% 
less spend. All while strengthening brand loyalty and maintaining 
employee engagement despite a global pandemic.
 
Previously, she led marketing, demand generation, and strategy for 
several marketing agencies and a software company specializing 
in sales automation and prospecting. She also assisted in the 
acquisition and integration of a B2B marketing agency by a 
marketing solutions company and effected revenue growth of 180% 
in just one year there.

Orlando, FL 
lcole03@gmail.com
 
LinkedIn

Areas of expertise

 · Account-based marketing
 · B2B marketing and sales 

strategy, enablement, 
alignment, and 
management

 · Customer experience
 · Digital transformation
 · Organizational design and 

alignment
 · Lead/demand generation 

and pipeline diagnostics
 · Revenue growth and 

revenue performance 
management

 · Coaching and mentoring

Lisa Cole
Vice President Corporate 
Marketing

https://www.linkedin.com/in/lisacole01/


Latané Conant

A strategic leader with a career spanning the entire revenue 
organization, Latané Conant has redefined what it means to be a 
CMO. She brings a cross-functional, holistic, generative mindset that 
engages stakeholders and inspires collaborative innovation. 

In her role as Chief Market Officer of 6sense, Latané pioneered a 
go-to-market (GTM) approach that has been foundational to building 
the company’s remarkably successful revenue engine. During her 
tenure, the company has enjoyed 100% year-over-year growth, 125% 
net revenue retention, and an industry-leading customer-acquisition 
cost. She has been instrumental in the company’s tremendous 
strategic expansion—soaring from 75 to 1,300+ employees and 
recently reaching a $5.2B valuation.

Latané’s leadership style and rare blend of sales, marketing, and 
general management expertise make her a true market leader, with 
deep insights into identifying product-market fit, positioning, and 
ways to develop repeatable, predictable, metrics-driven sales and 
marketing strategies built for scale. 

With her unique ability to build connections, Latané has grown a 
massive network of revenue professionals, including a 2,000-member 
B2B CMO community she built from the ground up. 

As a board member, high-performing revenue executive, and GTM 
strategist, Latané is a catalyst for change. She excels at building 
impactful end-to-end GTM motions that enable companies to scale 
successfully. She advises on every GTM strategy, including inbound, 
outbound, account-based marketing (ABM), channel, network, 
and more.

Latané is recognized by board members and executive peers both 
for her ability to develop sound, growth-oriented strategy and for 
her relentless focus on execution. At 6sense, Latané introduced 
and owns strategic plan development, articulation, and cross-
functional tracking. At Appirio, she pivoted the GTM motion and 
drove initiatives such as verticalizing, global expansion, and solution 
development, making the company competitive with behemoths like 
Accenture and Deloitte. 

Latané excels at board roles with forward-thinking B2B software—
series C or larger organizations focused on leveraging cutting-edge 
technology and disruptive business strategies to spark high-growth 
opportunities. She skillfully advises companies on strategic planning, 
global strategy, fundraising, mergers and acquisitions, and all things 
GTM. 

Latané’s book detailing her groundbreaking GTM approach, No 
Forms, No Spam, No Cold Calls (Wiley, 2nd ed., 2022), has become 
the modern sales and marketing bible, adopted by thousands of 
high-growth B2B companies.

Chicago, IL
latane.conant@6sense.com
 
LinkedIn

Areas of expertise

 · Predictable revenue 
creation

 · Category creation and 
positioning

 · Brand and community 
building

 · Revenue team alignment
 · Fundraising
 · Market understanding

Chief Market Officer

https://www.linkedin.com/in/latane-conant/


Claire Darling has successfully repositioned major technology 
brands and transformed their go-to-market (GTM) strategies 
for relevancy and growth. In her current role as Chief 
Marketing Officer at Skybox Security, she transformed the 
company’s positioning in a very crowded market supported 
by an account and audience-based GTM approach that 
ensured the company enjoyed record-breaking growth that 
positions them well for an exit.

Known as a change catalyst, Claire has enjoyed a career that 
has given her the opportunity to develop similar playbooks 
for ServiceNow, VMware, and Intapp. Repositioning each with 
category expansion/creation, new narratives, points of view 
and branding, and a modern pipeline approach to accelerate 
revenue that led to high growth and successful IPOs 
for each company.

She has modernized the marketing strategies, disciplines, 
and teams no matter what the stage or size of the company. 
Claire prides herself on her knowledge across the buyer’s 
lifecycle, leading the development of persona-based 
messaging and use cases to double funnel programs 
(account-based and demand generation) to create 
engagement and intent signals that convert into closed-won 
opportunities. She brings record renewal and retention rates 
through community and advocacy programs and channels. 
She has deep expertise in showcasing revenue impact 
through dashboards and board-level presentations.

Claire is a passionate leader who builds a culture of 
collaboration, transparency, and diversity. She believes 
strategy and vision with context are important, but the ability 
to execute with urgency and pivot are equally critical. She is 
never shy about rolling up her sleeves when coaching existing 
teams and has hired top talent who have followed her from 
company to company.

Claire serves as an advisor and limited partner for early-
stage companies within the Stage 2 Capital portfolio 
looking for GTM expertise and guidance. She earned her 
bachelor’s degree in commerce in Scotland and brings global 
experience, having spent half her career in Europe.

San Francisco Bay Area
clairedarling@comcast.net
 
LinkedIn

Areas of expertise

 · Category creation
 · Thought leadership
 · Scaling go-to-market for 

growth: global, enterprise, 
and mid-market; multiple 
buying committees, 
account-based, and 
G2K; direct and channel 
motions; on-premise to 
SaaS

 · Size: $60MM to $11B, 400 
to 17,000 employees

 · Industries: software, cloud, 
virtualization, enterprise 
workflow, cybersecurity, 
professional services

 · Financing: private, VC, 
public

Claire Darling
Chief Marketing Officer

https://www.linkedin.com/in/clairedarling/


Marta DeBellis

Marta DeBellis brings a unique mix of strategic planning, 
cross-functional go-to-market (GTM) expertise, global in-
market leadership, and branding and storytelling with in-
depth experience in B2B, B2B2C, and B2C for SaaS across 
public and private-equity companies scaling from $40MM to 
$10B+ in revenue.

Marta has a passion for building strategic connections 
between a company’s business goals and their customer 
experiences on a global scale. She has a unique set of 
leadership experiences including six years of in-region 
experience in Munich, Bangkok, and Sydney. She is a master 
at working across cultures and connecting and translating 
global strategies to local markets to get and scale business 
results in new markets around the world. Examples include 
helping Adobe launch the Creative Cloud in China and rapidly 
growing the Experience Cloud in India.

Her career spans 30 years rooted in technology and digital 
innovation spanning computer hardware, software, Internet, 
and now SaaS and cloud. She has a wonderful combination 
of expertise from marketing strategy, brand and messaging, 
business development, partnerships, and GTM. She has 
worked in leadership roles client-side for large brands, 
including Intel and Adobe and agency-side on large clients 
such as Microsoft and Verisign. She has taken her large public 
company experience and scaled it down to help ed tech and 
HR tech businesses scale from $20MM to $300MM in ARR.

Marta can help leaders build an end-to-end GTM strategy 
and operating model that starts with an ideal customer 
profile to tier out accounts, identify key personas, and map 
the buyer journey to the messages, content, and field-
engagement touchpoints across marketing, ADM, sales, PS, 
and CS. She has deep expertise in pipeline to bookings funnel 
management in setting goals and tracking conversion by 
segment, team, region, and product to align accountability 
across business to hit booking goals.

In addition to her business acumen, Marta has multi-faceted 
expertise in coaching and leadership development. She was 
on the leadership council to build and scale women’s mentor 
programs at Adobe, is a regular mentor for mid-manager 
leaders in The Marketing Academy scholarship programs, and 
does executive coaching at the Bleeker collective using their 
collaborative intelligence model.

Salt Lake City, UT
marta.debellis@gmail.com
 
LinkedIn

Areas of expertise

 · B2B SaaS go-to-market 
strategy and planning

 · International business 
 · Pipeline modeling and 

diagnostics
 · Revenue growth and 

revenue performance 
management

 · Brand strategy
 · Account-based marketing
 · Coaching and mentoring

Chief Marketing Officer

https://www.linkedin.com/in/marta-hasler-debellis/


Kathleen Delaney is the Chief Marketing Officer at Kofax, a 
leader in enterprise software automation. Over 30+ years, 
Kathleen has held senior leadership roles at several of the 
world’s best-known Fortune 500 B2B brands, including 
Aon, Dow Jones, LexisNexis and AT&T. Kathleen has a long 
history of successfully invigorating legacy tech companies, 
especially SaaS platforms/subscription services, with new 
and emerging technology, including AI and machine-learning. 
She has extensive knowledge of disparate business models 
and a wide variety of customer-buying journeys. Her passion 
is creating customer-first experiences for both B2B and 
consumer audiences. At Kofax, she leads an award-winning 
global team of 80 marketing and product-management 
professionals and manages a $30MM budget.

Her mission is to enrich the customer experience while 
driving market awareness and revenue through branding and 
demand generation initiatives, corporate communications, 
product marketing, and digital marketing. In six months, 
Kathleen rebranded and repositioned this 35-year-old 
company into a leader in emerging Robotic Process 
Automation/Intelligent Automation market. This work was 
recognized by the American Business Awards with three 
2020 Stevie Awards, including Gold for Re-Branding Effort 
of the Year. Kathleen is a change agent who brings a rare 
combination of strategic perspective, business acumen, and 
innovation to every role and project. She has expertise in data 
analytics and their successful implementation to business 
critical initiatives across the enterprise.

Kathleen has led U.S. and global teams at both public and 
private equity-backed companies. By pairing her creative 
instincts with her data-driven expertise, she has made 
significant contributions to corporate strategy, revenue 
growth, profitability, and brand reputation.

While at Vistage, she grew sponsorship by 400% and 
increased enterprise value by 35% through innovative 
branding and product-portfolio enhancements. She also 
orchestrated the publication of The Power of Peers: How 
the Company You Keep Drives Leadership, Growth, and 
Success which builds the case for using peer groups to drive 
competitive advantage for enterprises of all sizes.

At Aon, Kathleen transformed the firm’s marketing programs, 
which reduced the sales cycle, increased deal size, and 
contributed to record-setting new business revenues of more 
than $100MM. 

San Diego, CA
kmdelaney1@gmail.com
 
LinkedIn

Areas of expertise

 · Lead generation
 · Customer experience
 · Brand management
 · Crisis communications
 · Corporate culture
 · Mentoring

Kathleen Delaney
Chief Marketing Officer

https://www.linkedin.com/in/kathleendelaney/


Kirti Dewan 

Are we flying at the right altitude? This is a question Kirti 
Dewan frequently asks her founders, peers, and team 
members, and she is candid with her input and feedback. 
Kirti is a builder and scaler of go-to-market (GTM) machines 
at early- to mid-stage venture-backed companies and is 
adept at connecting vision and strategy to execution. She 
advises founders on how to view issues from a go-to-market 
perspective as well as on board management. 

Kirti is passionate about building high-performing teams 
where people get to do the best work of their careers. She 
operates under the mantra of “focus, priorities, purpose, 
outcomes” and applies it to all aspects of her thinking and 
delivery. She excels at distilling technical capabilities into 
value messages and building data-driven demand-generation 
engines on lean budgets. 

Kirti’s current role as the VP of Marketing at Fiddler AI 
(backed by Insight, Lightspeed, Lux), which is recognized 
by a16z as one of the top 50 data startups in 2022. Kirti is 
unique in that she is responsible for category creation not 
only at the product level but also at the mission level. Prior to 
Fiddler AI, Kirti was the VP of Marketing at Bugsnag (backed 
by Benchmark, GV, Matrix), where she scaled the company 
from $5MM to $25MM and built a strong brand in the mobile-
application developer community, leading to its acquisition 
by SmartBear (backed by Vista Equity). Within her first 
four months at Bugsnag, she steered the company into a 
marketing-led enterprise motion, which had a noticeable 
impact on the company’s revenue, while continuing to grow 
the product-led motion. Kirti was at VMware pre-IPO and was 
the lead product marketer for the public company’s entry 
into the cloud market.

Kirti is optimistic, calm, and resourceful. She has embraced 
calculated risks while having fun. She emigrated to the United 
States from India 23 years ago and has learned that anything 
is possible if you are comfortable with being uncomfortable. 

Kirti juggles volunteership at her children’s school and 
currently serves on the community-engagement advisory 
committee to the board of trustees.

San Francisco Bay Area
kirti@dewkconsulting.com
 
LinkedIn

Areas of expertise

 · Operating plan
 · Business models
 · Routes to market 
 · Setting strategic focus
 · Team alignment 
 · Organizational structure 

planning 
 · Culture building

Vice President, Marketing

https://www.linkedin.com/in/kirti-dewan-496441/


Carilu Dietrich has more than 20 years of experience in key 
marketing positions for leading B2B SaaS companies. She is 
an expert in scaling hypergrowth companies from $50MM to 
$500MM in revenue, preparing for IPO and beyond. As the 
head of marketing that took Atlassian public, Carilu helped 
write the book on Atlassian’s unique and highly successful 
product-led growth model. Having run awareness advertising 
for Oracle previous to that, she oversaw more than $60MM 
per year in digital and offline advertising, movies, and sports 
marketing. Carilu has insider knowledge about what really works 
on the growth path from startup to mid-sized to Fortune 500 
companies. 

VC-backed CEOs seek Carilu’s expertise as a full-stack CMO and 
tech-company strategist. Her areas of focus include product 
and market strategy, advertising and brand, demand generation, 
organizational design, forecasting, budget and pipeline planning, 
corporate OKRs, and cross-C-Suite alignment.

With her assistance on marketing and growth strategy, 
1Password recently received a $7B valuation on a C round, 6x 
their valuation from two years earlier. Carilu advised Miro’s CMO 
between their $1B and $12B valuation assisting the CMO on org 
planning and design, change management, and brand. 

Carilu has gone deep in all aspects of B2B SaaS marketing and 
sales, having been an enterprise sales person, as well as having 
held nearly every role in marketing before becoming the top 
leader. 

In 2014, she co-founded, and sat on the board of Pledge 1%, a 
nonprofit that helps tech entrepreneurs pledge equity, product, 
and employee time to charity to make a difference and build 
strong, meaningful company cultures. Under Carilu’s leadership, 
Pledge 1% has unlocked more than $2Bin philanthropy. As 
a board member, Carilu focused on budget, planning, and 
accountability.

San Francisco Bay Area
carilu.dietrich@gmail.com
 
LinkedIn

Areas of expertise

 · Market and product 
strategy

 · B2B SaaS, product-led 
growth, and enterprise 
sales model

 · Risk, crisis planning, and 
communications

 · Pipeline planning
 · Change management
 · Organizational design

Carilu Dietrich
Chief Marketing Officer

https://www.linkedin.com/in/hypergrowth-advisor/


Michelle Dowling

With more than 20 years of experience in the payments industry, 
Michelle Dowling is the Executive Vice President of Marketing at 
Rectangle Health. She has witnessed the transformative power 
of electronic transactions in virtually every industry from paper 
checks and terminals to the Internet and mobile devices and 
anticipates the next generation of virtual and augmented reality.

She has spent the past eight years dedicated exclusively to the 
healthcare community, helping practitioners leverage technology 
to maximize the revenue cycle and enhance the provider-
patient relationship. ”Teaching fintech to healthcare,” Michelle’s 
passion is to educate healthcare leaders on the importance of 
using the latest digital tools to transform office processes for 
the betterment of staff and patient experience. Connecting 
with healthcare offices across the country, she believes 
that all practices can be financially healthy. Michelle advises 
the healthcare industry on best practices in administrative 
efficiencies and patient engagement, specializing in the dental 
and veterinary segments.

Michelle believes that marketing is much more than advertising 
and promotions, yet her strength as a marketer is to connect 
people to a mission—something larger than themselves—to 
become agents of change, to find ways to generate revenue, 
communicate difficult news, or write a powerful positioning 
statement.
 
Previously, she served as relationship manager for major 
practice-management systems including PlanetDDS, Carestream, 
Henry Schein, and XLDent, where she learned the value of 
listening and supporting organizations to grow their businesses. 
This invaluable experience enables Michelle to engage with all 
levels of an organization to discuss and vet their strategies to 
create a path to accomplish their goals.

Today, she educates clients and industry partners on expert 
panels, continuing-education courses, webinars, and podcasts 
for the healthcare marketplace, serving as a RACE CE-certified 
instructor, as well as an advisory board member for Women in 
DSO®.

Michelle holds a bachelor’s degree in marketing from the Fashion 
Institute of Technology in New York City. She believes in constant 
education and is currently enrolled in Northwestern Kellogg 
Brand Strategy Executive Education program.

Charlotte, NC
mdowling@rectanglehealth.com
 
LinkedIn

Areas of expertise

 · Brand building and 
strategy

 · Marketing-team 
development

 · Analytical, data-driven 
insights

 · Organizational alignment
 · Relationship management

Executive Vice President
of Marketing

https://www.linkedin.com/in/michelle-dowling-1313184/


Meagen Eisenberg is a seasoned executive, board member, and 
advisor to some of the fastest-growing and most successful 
companies in enterprise and SaaS technology. In her current role, 
Meagen leads the marketing and growth teams of TripActions 
as its Chief Marketing Officer; she serves on the board of G2 and 
Terminus and advises a portfolio of companies including Loom, 
Styra, productboard, Gretel.ai, and Redpanda. She also serves as 
a limited partner in Operator Collective, an investment firm that 
balances diversity with strategic investments. Her prior board 
work includes two companies that were successfully acquired—
StackRox, bought by RedHat, an IBM Company, and TinyPulse, 
bought by Limeade.

With 17 successful exits including three IPOs and 14 mergers and 
acquisitions under her belt, Meagen’s career is a master class in 
building and delivering technology companies. She specializes 
in worldwide demand generation, working in concert with sales 
and executive teams to manage pipeline, and aggressive growth. 
Brand, communications, marketing operations, field marketing, 
product marketing, web, systems and growth, and sales 
development teams all specialize and thrive under 
her stewardship.

Most recently, Meagen has overseen the growth of TripActions 
from a fledgling corporate travel company, through the 
pandemic, and into the $7.2B global leader in modern travel, 
corporate card, and expense-management programs.

Trained as an engineer in MIS and CSC at California Polytechnic 
San Luis Obispo and with an MBA from Yale School of 
Management, Meagen’s diverse background marries the science 
and art of technology and brings her a unique approach to 
success. Prior to her current roles, Meagen was the Chief 
Marketing Officer at MongoDB (a company that she took public), 
VP of Customer Acquisition and Marketing at DocuSign, and 
leader across a stable of high-tech companies including ArcSight 
(acquired by HP), TRIRIGA (acquired by IBM), IBM, and Cisco.

Meagen’s true superpower is balancing her family and personal 
life. Married, with three daughters and four dogs, she currently 
resides in the Bay Area.

San Francisco Bay Area
meagen.eisenberg@gmail.com
 
LinkedIn

Areas of expertise

 · Go-to-market expert
 · B2B marketing and sales 

strategy, enablement, 
alignment, and management

 · Customer experience
 · Digital transformation 
 · Product-led growth, 

demand generation, and 
pipeline diagnostics

 · Revenue growth and 
revenue performance 
management

 · Building high-performing 
teams/coaching and 
mentoring

 · Branding and brand 
development

Meagen Eisenberg
Chief Marketing Officer

https://www.linkedin.com/in/meageneisenberg/


Annie Eissler 

Over a 25+ year career that combines in-house B2B technology 
marketing leadership with marketing agency ownership, CMO 
Annie Eissler brings a strategic mindset, extensive toolkit, 
and broad operational experience to companies that need to 
reposition their offering and level up their go-to-market strategy 
and tactics to accelerate stakeholder value and meet business 
goals.

Annie has developed a reputation for quickly understanding the 
business drivers, gaps, and opportunities to put a “punch above 
our weight” marketing program and team in place that drives 
growth. Her expertise in product marketing and brand building 
was instrumental in successful exits for VC- and PE-backed 
companies ByteGrid, MITS, and Synchris.

Versatility and adaptability are strengths that have enabled 
Annie to contribute to growth initiatives beyond the marketing 
function, including leading 10+ acquisition integrations in Canada 
and Europe and orchestrating a company reorganization to 
better serve customers.

Annie is passionate about identifying and cultivating the hidden 
talent of individuals, teams, and organizations. She is described 
as an inspirational and supportive leader by members of her 
teams, creating an environment for everyone to do their best 
work while having fun too.

Currently VP of Marketing for fintech SaaS company Sentieo, 
Annie has modernized the marketing operation and aligned all 
client-facing teams around shared goals, metrics, and hyper-
focused use cases, resulting in record ARR growth over the last 
two years. She is an executive sponsor of the Sentieo WIT and 
service day programs and a key member of the global expansion 
team.

Annie is a founding board member of Grow Movement Americas, 
a spin out of the UK-based social enterprise Grow Movement, 
where she is helping to improve the lives of people in sub-
Saharan Africa by training micro-entrepreneurs over mobile 
phones. She has also coached dozens of founders on avoiding 
common pitfalls in marketing strategy and tactics as a startup 
community mentor.

Annie received a bachelor’s in political science from UCLA and 
master’s in European Integration from The American University. 
She has lived and worked in Washington, DC; Toronto; London; 
Brussels; and Geneva and currently resides in Marin County, CA.

San Francisco Bay Area
annie@mixtur.com
 
LinkedIn

Areas of expertise

 · GTM strategy
 · Product and customer 

marketing
 · Operational alignment
 · Brand building
 · Global expansion
 · Talent development
 · Mergers and acquisitions

Vice President

https://www.linkedin.com/in/annieeissler/


Often noted for her energy, candor, and drive, Heather Frick 
is a go-to-market (GTM) leader who thrives in high-growth 
global organizations requiring fresh perspectives to solve big 
puzzles. Her 25 years of senior leadership have been uniquely 
focused at the intersection of SaaS, professional services, 
and data for enterprise-level private and public B2B and B2C 
companies. Heather is the CMO at Assent, a Canadian tech 
unicorn that has achieved 50% ARR growth for the past three 
years. As a key member of the executive team, Heather has 
transformed the global marketing motion, launched a major 
rebrand, and driven Assent to enter an entirely new supply-
chain sustainability category for complex manufacturers. 
Heather also brings experience with global expansion and 
high growth at the enterprise level.

As VP of product marketing at Oracle Data Cloud, Heather 
drove the GTM strategy for a $600MM portfolio—supporting 
UK and Asian expansion and pivoting the retail business 
strategy resulting in a 70% revenue increase.

Her leadership at both Responsys and Merkle supported the 
path to large-scale acquisition. At Responsys, Heather led a 
strategic services team that drove enterprise digital, analytics, 
and customer-marketing programs for leading consumer 
brands including Levi’s, Nordstrom, Verizon, and Southwest 
Airlines. Her leadership resulted in a three-fold increase in 
services revenue and a 200% increase in SaaS renewals 
before Oracle’s acquisition. As Merkle’s VP of Digital Strategy, 
Heather led large-scale digital transformations for brands 
like Dell and Universal prior to Dentsu Aegis’ acquisition of 
Merkle. 

Heather is a certified Conscious Leadership coach, a 
passionate people leader, and a culture creator. She has had 
a variety of board experience including a non-profit board 
seat, regular strategic engagement with her PE board at 
Assent, and monthly engagement with her VC boards earlier 
in her career. As a former NCAA Division 1 athlete, Heather is 
committed to health and wellness and continues to lead an 
active lifestyle with her family in Golden, Colorado.

Denver, CO
heather.frick@assent.com
 
LinkedIn

Areas of expertise

 · Digital transformation
 · Data integration and 

analytics
 · Professional services and 

SaaS GTM strategy
 · New-category creation
 · ESG, sustainability
 · Merger and acquisition 

integration
 · International expansion
 · Coaching, mentoring, and 

leading through change

Heather Frick
Chief Marketing Officer

https://www.linkedin.com/in/heatherfrick/


Susan Ganeshan 

Some might call it a Midas touch, while others chalk it up 
to an unparalleled passion for executing on a strategy, but 
no matter how you look at it, Susan Ganeshan is a proven 
champion for B2B high-tech companies, ensuring they 
achieve their desired outcomes. If you want to IPO, achieve 
durable growth, build a brand, exit to private equity, or just 
focus on building the best product with loyal customers, 
Susan has done it all before and can provide you with the 
vision to do it again.

Susan drove marketing during the IPO of a fintech SaaS 
provider rising 41% in its debut to raise $621MM. As a board 
member, she championed the sale of an ERP SaaS solution to 
private equity for 7x multiple. As a CMO, she sold a GovTech 
provider to private equity at 5.7x multiple. As strategic leader 
in product for enterprise IT, she took a $200MM revenue 
public software provider to private sale for $550MM and then 
continued on to quadruple revenues to more than $1B. 

During her 30-year career, Susan has played a critical role 
in two IPOs, more than 15 acquisitions of sizes ranging from 
fold-in to a merger of equals, rebranded three companies, 
led a customer-focused product strategy and roadmap on 
more than 20 major releases, served as an executive sponsor 
to blue-chip clients, and given countless presentations to 
customers, peers, and boards.

With a mathematics education fueling her career, Susan has 
spent the past 10 years as Chief Marketing Officer in four 
successful SaaS companies. In recent years, Susan’s focus has 
turned to propelling young teams to create a metrics-based 
demand-generation engine, rebuilding brands while achieving 
top-tier placement in trade publications, and creating a 
synergy between sales and marketing that ensures consistent 
and growing revenues. Most important, Susan leads by 
example.

When she’s not helping companies to compete and win, build 
women leaders, or hire amazing talent, Susan spends her 
spare time skiing, biking, hiking, or doting on her sons, Kiran 
(age 21) and Aidan (age 19).

Washington, DC 
sganeshan8@gmail.com 
 
LinkedIn

Areas of expertise

 · B2B SaaS marketing
 · Product strategy
 · Customer experience
 · Path to sale or IPO
 · Navigating private equity
 · Hiring and retaining 

women 

Chief Marketing Officer

https://www.linkedin.com/in/susan-ganeshan/


Maura Ginty has worked with some of the top SaaS companies 
in the world, ranging from $5MM to $3.2B in ARR, creating 
Autodesk’s first product-led growth programs, which gained 
$10MM ARR annually. She initiated product-led growth programs 
at Kissmetrics, Mode, BrowserStack, and more, leading to 
millions of dollars in revenue through new channels.

Maura is a highly sought-after CMO with a track record of taking 
businesses through scale up to achieve and maintain triple-digit 
revenue growth. She has deep expertise in product-led growth, 
pricing strategy, SaaS business models, and leveraging data for 
sales forecasting. 

Maura currently advises Twilio/Segment: martech leader recently 
acquired for $3.2B, Sendoso: top five G2-rated SaaS company 
with 20,000 customers, and five global startups with $5MM to 
$25MM ARR and top-tier venture backing.

Maura graduated early from Wellesley and started her tech 
career in the early 2000s. She has written two industry-leading 
books on B2B online marketing, and she also serves on the 
operational board of a Tibetan cultural conservation non-profit.

San Francisco Bay Area
mauraginty@gmail.com
 
LinkedIn

Areas of expertise

 · Experienced technical 
SaaS CMO who launches 
product-led growth 

 · Doubles ACV via pricing 
and packaging

 · Redefines go-to-market 
strategy so startups 
graduate from chaos to 
hyperscale

Maura Ginty
Chief Marketing Officer

https://www.linkedin.com/in/mauraginty/


Cay Gliebe 

With more than 25 years of executive leadership in B2B 
organizations, Cay Gliebe has led go-to-market (GTM) strategies 
and executed in both sales and marketing leadership roles in PE-
owned companies targeting high-growth services with revenues 
in $150MM–$500MM+, primarily North America originated with 
global growth aspirations. Cay offers a unique approach to 
business strategy based on her U.S. Navy experience through 
which she received a direct commission from Congress to 
Officer rank, an achievement that was granted to fewer than 
4% of women at the time. Recognized for her ability to build 
platforms for success and empower leaders around her, Cay 
has a unique talent for restructuring organizations to achieve 
maximum revenue and profitability.
 
“What you often find at the root cause of any business issue is 
that people may be passionate, may even be empowered, but if 
they don’t have a platform to build success on—whether that’s 
business structure, communication processes, or even cross-
departmental collaboration,” says Cay. “No amount of skill within 
your individual employees is going to help achieve the end goal 
of growth and scalability. It is for us as leaders to ultimately 
provide those platforms for success.”  
 
As a civilian and American businesswoman, Cay has 
spearheaded major restructures in B2C and B2B organizations 
with the priority of business growth. This includes heading 
cultural and behavioral change and standardizing processes and 
new ways of working. She has also worked to implement and 
embed new systems designed to support a consistent operating 
model globally, ultimately building a platform for success in 
marketing and sales increasing sales by 50% in one organization.    
 
At Sears, Cay was hired to rationalize and harmonize the 
services business, which included a major restructure program. 
Her success included outperforming the annual plan for three 
years consecutively by 230%. To trade more effectively against 
competitors during adverse conditions in the market, Gliebe 
took a major role in the sale of Sears Terminix, coming in ahead 
of budget and schedule.  
 
Cay also brings a wealth of corporate leadership experience, 
actively mentoring at many levels of the organization. Her 
commitment to mentoring teams is focused on giving back 
and elevating the level of competencies throughout women’s 
organizations, diversity and inclusion groups, and her own team. 
Cay seeks a board seat where she can actively work with the 
leadership team rather than just attending quarterly meetings.  
 
Cay earned a bachelor’s from The State University of New York 
in interrelated studies with a minor in sociology.   

Cumming, GA
cgliebe@onesourcevirtual.com
 
LinkedIn

Areas of expertise

 · Early- to mid-stage small-
cap company ($150MM–
500MM+) focused on 
scaling sales and marketing 
through hypergrowth

 · Business growth and 
scalability

 · Managing major 
organizational restructures 
to support strategic 
changes

 · Building sustainable 
platforms for success 

 · Industry leadership in HR 
and service businesses

Senior Vice President, Marketing

https://www.linkedin.com/in/cay-gliebe-143b501/


Alexandra (Alex) Gobbi is a global go-to-market (GTM) leader 
who helps companies transform business models (B2C to B2B, 
services to SaaS), create new categories, accelerate growth, and 
acquire or reposition in new market segments. She has driven 
brand value, pipeline generation, and digital transformation 
for technology, cybersecurity, and professional service 
organizations that market to enterprise buyers. Alex has worked 
across Europe and the U.S., leveraging the five languages 
she is fluent in. 
 
Alex currently serves as Chief Marketing Officer of cybersecurity 
software company Code42 (PE-backed JMI Equity, Accel), 
where she and her team influenced the design of the Insider Risk 
Management (IRM) security category, launched the company’s 
SaaS product, Incydr, and led the demand transformation 
supporting annual recurring revenue growth of >100% for more 
than two years.
 
Before joining Code42, Alex served as Senior Vice President 
and Chief Marketing Officer at $500MM global cybersecurity 
solutions provider Secureworks (NSDQ: SCWX). She joined the 
company post-IPO as its first-ever CMO and drove its evolution 
from managed security services provider (MSSP) to 
a SaaS company. 

Alex joined Secureworks from Internet pioneer Earthlink (NSDQ: 
ELNK), where she led marketing strategy for the business’s 
transformation from an original ISP to a $1.1B managed network 
services provider. Additional roles include Vice President of 
Marketing and Communications at PRGX Global (NSDQ: PRGX), 
$200MM recovery audit and P2P analytics firm, and Director of 
Global Market Intelligence for the Global Sales and Marketing 
division at Hewlett Packard Enterprises (NYSE: HPE).

Alex started her career in advertising at BBDO, followed 
by management consulting at A.T. Kearney. She earned her 
MBA from The Anderson School at UCLA and her Licence en 
Sciences Commerciales et Financières at the ICHEC Business 
School in Brussels. Born in Belgium, Alex is fluent in French, 
Dutch, German, Italian, and English, and is authorized to work 
in Europe and the United States. She has lived in eight different 
cities in Europe and the U.S., and currently resides 
in Atlanta, Georgia. 

Atlanta, GA
alexandra.gobbi@gmail.com
 
LinkedIn

Areas of expertise

 · Category creation
 · Business model 

transformations
 · Broad global leadership 
 · Fluent in French, Dutch, 

German, Italian, and 
English with experience 
working across the US, UK 
and Europe

 · HR experience
 · Cybersecurity and crisis 

communications

Alexandra Gobbi
Chief Marketing Officer

https://www.linkedin.com/in/alexandragobbi/


Whitney S. Hausmann

Whitney Hausmann is a marketing executive with 15 years of 
dynamic experience as a marketing and organizational leader 
who is noted for her ability to energize, unite, and motivate 
those around her. By leveraging her talent as a forward-
thinking marketing executive, she has proven that she can lead 
multimillion-dollar global organizations to unprecedented levels 
in marketing, brand awareness, sales, and business victories.

Her knowledge, experience, and expertise have led to 
numerous successes in building, leading, and scaling marketing 
organizations. Working her way up the ladder, Whitney earned 
consistent promotions and recognition for her contributions, 
talent, and rigor. She has partnered with corporate CEOs, senior 
executives, sales leaders, and board members to influence 
the direction of how organizations leverage non-traditional 
marketing strategies to build brand awareness and launch new 
products in highly competitive markets that include medical-
device and SaaS companies.

In her current role as SVP of Marketing for Within3, Whitney 
built the company’s marketing function from the ground up 
and continues to scale the organization as it successfully closed 
over $100MM in growth funding during her tenure. She led 
the organization to a four-fold YOY increase in qualified leads, 
quadrupled marketing-generated revenue, and influenced 80% 
of business-development revenue. 

As Marketing Director for Trice Medical, Whitney set the 
trajectory for how the company marketed, branded, and drove 
awareness for its niche-market product. 

Connecting sales and marketing functions as Regional Sales 
Manager for Dune Medical, Whitney took over sales and 
marketing for the northeast territory, where she grew the 
territory to more than 100% of its projected quota in just 
six months and took the company to $5MM in revenue and 
increased accounts 200% by building trust from and working 
directly with surgeons on device use and advocacy with hospital 
purchasing departments. She also led all U.S.-based branding 
and marketing-execution strategy, led social media channel 
development, rebuilt stakeholder relationships, and engaged 
surgeons in new product trials. 

Whitney earned an MBA in biotechnology and health industry 
management from Penn State University and a bachelor’s in 
marketing from St. Joseph’s University.

King of Prussia, PA
whitney.hausmann@gmail.com
 
LinkedIn

Areas of expertise

 · Demand generation
 · Marketing and thought 

leadership
 · Brand awareness
 · Organizational scaling
 · Product marketing
 · Revenue growth
 · Talent recruitment
 · Category development and 

launch
 · Mergers and acquisitions

Chief Marketing Officer

https://www.linkedin.com/in/whitney-hausmann/


Lisa Hayashi is the Chief Marketing Officer of SafeGuard 
Cyber. Lisa grew up working in her father’s sandwich shop 
in Cupertino, California, just across the street from one of 
the first Apple buildings. She worked diligently at the cash 
register in the early 80s and often found herself at the table 
with some of the world’s best technologists. In her mid-20s, 
she was among the first marketers to introduce Fibre Channel 
Technology at Brocade Communications Systems and 
experience one of the best IPOs in the late 90s. Her passion 
lies in disruption and transformation that enables secure and 
efficient digital communication for human connections.

After Brocade, Lisa spent more than eight years in venture 
capital running a family office for high-net-worth individuals, 
fundraising, and B2B and B2C strategic growth marketing. 
After a small stint in consumer marketing, she has spent the 
past three years working with SafeGuard Cyber. 

Lisa was recently recognized as one of the Top 25 Women 
Leaders in Cybersecurity by The Software Report in 
2021 and the 2022 Cybersecurity Marketer of the Year 
by Cybersecurity Excellence Awards. She is currently the 
co-founder and chairman of Vision & Voice, a community 
working to help women ascend in the industry.

Her proven ability to work with early-stage teams and create 
brands that can withstand the test of time stems from a 
methodology that challenges product teams to focus on 
early product-market fit and provides the tools necessary 
for sales teams to understand repeatable processes, then 
drives the entire organization to think bigger and realize 
possibilities.

Lisa strives to do the things that matter with discipline. She 
is proud of her professional and personal networks. The 
relationships she has fostered during her 25-year career bring 
her great joy as she seeks ways to mentor and give back 
to those who have paved the way for her.

San Francisco Bay Area
lisah0622@gmail.com
 
LinkedIn

Areas of expertise

 · Revenue generation
 · Growth
 · Fundraising
 · Creativity 
 · Leadership
 · Strategy
 · Mentorship and culture 

Lisa Hayashi
Senior Vice President Marketing

https://www.linkedin.com/in/lhayashi/


Kristin Hersant 

Kristin Hersant is an experienced growth marketer with a 
demonstrated history of growing venture-backed Series A 
companies into market leaders. She currently serves as the 
Vice President of Marketing for Groove (VC and hedge-fund 
backed, Viking Global, Level Equity, Uncork Capital), where 
she has spent the past two years transforming the company 
from a small contender in a hot category to one of the top 
three sales-engagement platforms in a dynamic market.

An interactive marketing veteran, Kristin has more than 
25 years of experience managing successful integrated 
marketing programs to build brands, raise awareness, and 
generate demand. As vice president of marketing for Livefyre 
(VC backed, Greycroft, Salesforce Ventures, U.S. Venture 
Partners), Kristin spearheaded the company’s growth in the 
three years leading up to its acquisition by Adobe. 

Kristin’s extensive career in start-up marketing also spans 
marketing leadership positions at a number of Series A 
venture-backed startups, including StrongView (VC backed, 
Sequoia Capital, DAG, Globespan), where she was the first 
marketing hire and helped grow the company to $40M ARR 
before it was eventually acquired by HGGC.

Skilled in corporate marketing, Kristin is especially strong 
in account-based marketing, demand generation, sales 
enablement, analyst relations, communications, brand 
building, and go-to-market strategy. 

Kristin has also mentored start-ups through the Techstars 
Anywhere Accelerator for the past four years, providing 
business and marketing mentorship to startups across 
a variety of industries.

San Diego, CA
krissant@gmail.com
 
LinkedIn

Areas of expertise

 · Go-to-market strategy
 · Analyst relations
 · Account-based marketing 
 · Demand generation
 · Product marketing
 · Sales enablement
 · Communications
 · Brand building

Vice President of Marketing

https://www.linkedin.com/in/kristin-hersant/


Monica Ho is a driven executive with a proven history of scaling 
early-stage companies to success through strategic sales and 
marketing initiatives that boost sales and profits while building 
industry-leading B2B brands. The belief that the impossible can 
be possible with even the smallest of teams is the driving force 
behind Monica’s strategic and visionary leadership. Combined 
with her skills in building and managing high-performance teams 
through complex and ambiguous environments, her career 
record is one of repeated and continuous success.  

With more than 25 years of executive leadership experience 
marketing direct to large franchise and multi-location brands, 
Monica offers a time-tested and proven record of cultivating 
repeatable and sustainable growth. As the CMO of SOCi, Monica 
built the marketing organization from the ground up, developing 
all functional aspects of the team, including growth marketing, 
product marketing, research and insights, and the branding and 
communications teams. Within two years, Monica was able to 
launch her company into a market-leading position through 
a deep partnership with sales and the development of first-
to-market research initiatives. These initiatives not only drove 
record-setting pipeline and net new revenue growth, but also 
resulted in several new innovations within the platform that drove 
overall platform adoption and usage to unparalleled levels.

Through her past CMO and leadership roles, Monica brings 
seasoned expertise in global expansion across Europe and Asia, 
company acquisitions and integrations, fundraising, crisis PR, 
and corporate rebranding. She is a seasoned public speaker with 
experience presenting at top industry and marketing events like 
the Mobile Marketing Association’s CMO Summit, the Coca-Cola 
Data Summit, and eMarketer Attention.

Aligned with her passion for corporate social responsibility, 
Monica is a founding member of SOCi’s DE&I Committee 
and spends a lot of her personal time raising awareness and 
donations for organizations actively involved in mental health, 
including NAMI—the National Alliance on Mental Illness, and 
Austin State Hospital. Monica currently resides in Austin, TX, 
with her husband, two teenage children, and three dogs.

Austin, TX
monica.m.ho@gmail.com
 
LinkedIn

Areas of expertise

 · B2B marketing and sales 
strategy

 · Revenue growth and 
demand generation 
management

 · Digital transformation
 · Organizational design and 

alignment
 · Research and thought 

leadership
 · Mergers and acquisitions
 · Corporate social 

responsibility/diversity, 
equity, and inclusion

Monica Ho
Chief Marketing Officer

https://www.linkedin.com/in/monicamho/


Gina Hortatsos

Referred to by colleagues as “the voice of reason,” Gina 
Hortatsos revels in big, complex problems and uses her vast 
operator experience and unique, collaborative communication 
style to drive results. She knows building great companies takes 
more than a good go-to-market (GTM) strategy, funding, and a 
little luck. Founders and founding teams need counsel from their 
boards, especially in the face of constant change and unrelenting 
ambiguity. They also need coaching on making headspace for 
the important things that only they can do.

They need advisors who can help them frame complex issues 
so they can make decisions efficiently and effectively. And this 
is what Gina does, both as an operator and as a board member. 
Gina loves startup life and succeeds in both category-building 
businesses and finding new ways to solve old problems. As CMO 
of LogicGate (post-series C; VC: Jump Capital and High Alpha; 
PE: PSG), she leads marketing and the company’s strategic 
planning process.

More than 80% of LogicGate’s revenue comes from marketing. 
Gina has steered the company through series B and series C 
fundraises while navigating the aftermath of a data breach 
incident in 2021. Gina is an independent board member at 
Casted, a post series A (VC-backed, High Alpha and Revolution) 
martech startup. She gives practical GTM advice, is the voice 
of the customer perspective, and provides leadership and 
governance support for the founder execs.

Gina joined FourKites in 2018 and created a new category. She 
learned the importance of consistency, how to use the founder as 
the thought leader (and when not to), and how to simultaneously 
educate the market while you’re trying to get them to 
buy your offering.

Gina spent 20 years leading GTM and ops functions at Hyland, 
SAP, and Oracle, gaining experience in mergers and acquisitions, 
global expansion, and how to scale processes and operations. It 
is her practical wisdom, coupled with a deep understanding of 
how to frame decision making and a no-nonsense—yet fun and 
enjoyable—communication style, that founders and leaders of 
post-series A companies seek from Gina.

Chicago, IL
ghortatsos@gmail.com
 
LinkedIn

Areas of expertise

 · Global expansion
 · Public company, VC 

funded, and PE funded 
experience

 · Board member for post-
series A startup

 · Seed to post series C 
startups

 · Supply chain 
 · Healthcare 
 · Martech, fintech, business 

analytics and content 
services

Chief Marketing Officer

https://www.linkedin.com/in/ginahortatsos/


Gretchen Jezerc is known for agility and consistently bringing 
insightful and creative solutions based on perspectives 
from her exceptionally diverse 30-year career. She has 
moved deftly from industrial B2B to B2C brand and product 
management and back to B2B MedTech, HealthTech, and 
SaaS. Gretchen has delivered growth across the marketing 
discipline in four Fortune 500 firms and two startups, both 
public and VC/PE-backed. Adept in direct and indirect 
models, Gretchen has led channel management across four 
industries. There’s not much Gretchen hasn’t seen, and she 
pulls from this depth and breadth of experience to scale 
businesses and solve problems.

As SVP of marketing at category-creator retail SaaS firm 
First Insight, Gretchen leads the marketing team to always 
punch above their weight. Leveraging thought leadership and 
business, media, and research partnerships, she consistently 
drives >40% annual growth. Gretchen repositioned the 
brand and platform twice, including into the fast-growing 
experience-management space. She expanded business 
development and is building a world-class digital marketing 
team from the ground up.

Gretchen grew through the first two decades of her 
career in global marketing leadership roles with flagship 
corporations, living and working and speaking five languages 
in four countries. She is passionate about international 
understanding and business. With PPG Industries, she 
integrated the 200-person marketing team and crafted 
the go-to-market (GTM) and product portfolio strategy 
for the $1B global automotive refinish coatings business. 
At Whirlpool, she led the KitchenAid brand expansion into 
four new product categories, creating 18% growth. She led 
KitchenAid major appliances turnaround from decline to 
double-digit growth through brand strategy. After driving 
the 30% growth at medical-device firm Respironics that 
led to their acquisition by Philips, she decided to apply her 
experience in startups and grew wearable-tech startup 
BodyMedia to acquisition by Jawbone.

No stranger to the boardroom, Gretchen has presented 
at every board meeting with her past two employers. She 
is committed to improving her community and the world, 
serving as Board Vice-Chair for the seven-facility healthcare 
non-profit Vincentian Collaborative System. Gretchen lives 
in Pittsburgh with her husband, and they have three grown 
children.

Pittsburgh, PA
gjezerc@gmail.com
 
LinkedIn

Areas of expertise

 · Global growth
 · Demand generation
 · Product management
 · Brand building
 · Channel strategy
 · Analyst relations
 · MAP and value pricing
 · PR and corporate 

marketing

Gretchen W. Jezerc
Global Chief Marketing Officer

https://www.linkedin.com/in/gretchenjezerc/


Kathie Johnson

Kathie Johnson is a highly skilled Chief Marketing Officer with 
more than 25 years of marketing experience, from hyperscale 
SaaS startup Talkdesk to global enterprise SaaS leader at 
Salesforce. As CMO, reporting to the CEO, Kathie has helped 
Talkdesk propel in just two years from $1B valuation to 
$10B+ valuation and from number 66 in Forbes Cloud 100 
to number 17. Talkdesk was dentified as the fastest growing 
company on the list in the top 20. 

Leveraging decades of global experience, Kathie helped 
expand Talkdesk from a U.S. and Portugal-centric company 
to a truly global company with employees in 21 countries in 
North America, South America, Europe, and APAC.
 
As SVP of Marketing at Salesforce, Kathie built a three-phase 
industries approach across 11 industries that she continues to 
leverage today: speak the language, marketed solutions, and 
purpose-built industry products. 

Kathie is also known as a culture builder, bringing 
transparency to Talkdesk through a metrics-based 
methodology, V2M2 (Vision, Values, Methods, and Metrics), 
and a new cultural direction with company values, ERGs, and 
VTO (Volunteer Time Off). 

Kathie has been recognized as Women in Technology 
Winner (CX Today, 2022), CMO Growth & Transformation 
Award (CMO Club 2021), and her team has been recognized 
with numerous recognitions and awards. Presently, Kathie 
is interested in complementing her role as Chief Marketing 
Officer at Talkdesk by serving on a board to help a private 
company drive scalable growth globally.

San Francisco Bay Area
kathie.johnson@talkdesk.com
 
LinkedIn

Areas of expertise

 · Data-driven decision-
making

 · Creating high-performing 
teams

 · Cross-departmental 
strategy and planning

 · Verticalization
 · Global perspective
 · Brand building
 · Culture building
 · B2B Enterprise
 · SaaS

Chief Marketing Officer

https://www.linkedin.com/in/kathiecjohnson/


Jen Jones brings deep experience in leading enterprise-
focused B2B software and building fresh, digital-native 
thinking organizations for tomorrow’s growth leaders. For 
more than 20 years, she has built and led multiple B2B 
software-marketing organizations for both Fortune 500 
companies and growing unicorn startups. 

With a genuine love of cutting-edge technology, Jen has 
spent her career on the forefront of enterprise-technology 
innovation, helping to steer rapid, but responsible, growth for 
early pioneers in SaaS, Cloud Computing, AI platforms, and 
API microservices. She brings complex, technical concepts to 
market while establishing new categories and differentiating 
products in crowded marketplaces. 

An expert in scaling organizations for rapid growth, Jen has 
a proven track record of growing teams, product portfolios, 
and infrastructure to capture market opportunities. At 
Dataminr, she was key in scaling the company from $1.4B 
to $4.1B valuation and from 400 to 900 employees. At 
Cision, Jen built a highly efficient marketing organization, 
established a new product category, and helped grow the 
company from $600MM to $780MM in revenue in the two 
years following IPO.  

She is both a data-driven decision-maker and an inspirational 
leader who can steer organizations through times of growth 
and change. Jen is often described as a dynamic, empathetic 
leader with an ability to coach others to do their best 
work by setting high standards and driving hard for results 
without creating a culture of fear or anxiety. She is a creative 
and effective problem solver who is able to view complex 
situations from multiple perspectives with a long view into 
the future. 

She has extensive M&A experience and brings large and small 
perspectives on integrating products, processes, teams, and 
messaging for smooth post-transaction transitions. A truly 
globally focused executive, Jen has experience establishing 
operations and expanding into new markets across the 
Americas, EMEA, and APAC. 

Jen graduated from Smith College with a bachelor’s in 
neuroscience and is proud to be the first college graduate 
in her family. She resides on Long Island with her family 
and spends her free time as an avid equestrian, community 
volunteer, and lifelong learner. 

New York, NY
jerale@gmail.com
 
LinkedIn

Areas of expertise

 · Mergers and acquisitions
 · Public, VC-, and PE-funded 

company experience
 · Global expansion
 · Brand building
 · Category creation
 · Scale up and late-stage 

startups

Jen Jones
Chief Marketing Officer

https://www.linkedin.com/in/jenerale/


Michelle Jones

Michelle Jones is one of the rare “marketing decathletes” 
who has deep expertise across many facets of marketing 
including demand generation, brand, product marketing, PR, 
content, SDR management, digital, and revenue ops. She has 
led marketing teams at top enterprises and rapidly growing 
startups, and her passion is helping venture-backed B2B 
SaaS companies build the right marketing team and strategy 
to scale from early funding rounds to IPO. 

Michelle joined HubSpot in 2008 and was a key participant 
in the company’s explosive growth from fewer than 50 
employees to more than 1,000. She worked closely with 
HubSpot’s founding executives to create the marketing 
automation category and helped educate the market to 
make digital and inbound marketing a critical piece of every 
company’s marketing strategy.

Her career continued at MyEnergy, a 12-person startup that, 
in 2013, became Nest’s first acquisition. She then joined 
Salesforce, where she saw the company quadruple from 
approximately $30B in market cap to more than $120B. 
She led product marketing for the Salesforce Mobile App 
Development Platform and then launched and led product 
marketing for Salesforce B2B Commerce, which became the 
second fastest growing of all Salesforce’s 90+ products. 

Most recently, Michelle has held executive marketing roles 
scaling teams at early- and mid-stage startups. At Color, a 
health-tech company most recently valued at more than 
$4B, she reorganized and grew the marketing team as the 
company transitioned its focus from B2C to B2B. She made 
key hires and oversaw B2B revenue that exceeded seven 
times year-over-year growth. 

She currently serves as the CMO of AppOmni, a SaaS 
security company. In less than two years, Michelle has 
transitioned marketing at AppOmni from a tiny, overlooked 
content function into the company’s largest driver of leads 
and pipeline. She’s grown the marketing team from two to 
12 employees and introduced marketing functions including 
demand generation, product marketing, brand, revenue ops, 
content, and sales development.

Michelle is excited to share her learnings growing marketing 
teams, creating new categories, and building lead-generation 
engines with other B2B SaaS companies looking to scale 
from the early stages to IPO.

Burlingame, CA
michelleshinnjones@gmail.com
 
LinkedIn

Areas of expertise

 · Scaling marketing teams
 · Building repeatable 

pipeline engines
 · Establishing differentiated 

brands
 · Creating categories

Chief Marketing Officer

https://www.linkedin.com/in/michelleshinnjones/


Margo Kahnrose is a marketing executive and branding expert 
who approaches business challenges with a rare blend of art and 
science. With nearly 20 years of experience wearing many different 
marketing hats, she is known for building brand strategies that create 
competitive advantage and generate material growth. Margo is CMO 
for Skai, a leading SaaS company within the martech space, where 
she has helped take company revenues from $30MM to $150MM 
with 90% recurring and 40%+ year-over-year growth. A strong team 
architect with a knack for identifying and developing key talent, 
Margo is an equally left- and right-brained thinker who blends 
creativity with business reality for results-driven marketing outcomes. 

She spent the early part of her career in ecommerce for major 
high-end apparel companies, managing ecommerce websites and 
email marketing for luxury retail brands like Ron Herman, Vince and 
Rebecca Taylor, launching Blk Dnm, and bringing Scotch & Soda to 
the U.S. market. 

Having developed and honed a proven framework for brand 
development within high-growth tech companies while she was at 
Skai, Margo was recruited to beloved Chicago-based SpotHero to 
lead communications, creative, and brand. There, Margo supported 
geographical expansion as well as an acquisition and led a rebrand. 
Establishing dominance in core geographies against an accelerating 
competitive backdrop warranted an aggressive, comprehensive 
PR and advertising strategy that included digital, out-of-home, 
television, partnerships, and radio tactics, leveraging the tagline 
Margo conceived: “Park Smarter,” with which the company is still 
synonymous today. Under her leadership, SpotHero’s customer count 
grew 140% in two years. She then returned to Kenshoo to take the 
helm of marketing globally, drive pre-IPO growth, and build a world-
class brand as Skai. Margo’s work at Skai has included overseeing 
brand strategy for an acquisition and rebrand, driving massive brand 
awareness, and building narratives for a venture-capital fundraising, 
all while leading a multi-disciplinary, lead-generation-focused team 
that generates $36MM in net-new opportunities and up to 
45% of pipeline. 

Margo is a recognized spokesperson and influencer within the 
martech and adtech industries. Known for her ability to rapidly 
move from insight to action, Margo is an impact-oriented leader. As 
a writer and designer, Margo believes audience connection must 
be the beating heart and north star of any marketing strategy. She 
also believes that creativity is a muscle that anyone can build and 
is known for facilitating thought-provoking team brainstorms that 
lead to breakthrough ideas. Having led multiple high-visibility B2B 
companies through rebrands, Margo is a strong fit for any Saas 
company striving to formulate or refine its corporate identity.

As a mother of three young men, Margo is passionate about 
mentoring and improving gender dynamics in the workplace. She 
holds a bachelor’s of science in design marketing and management 
from The New School and Parson’s School of Design in New York. 

Chicago, IL
margo.kahnrose@gmail.com
 
LinkedIn

Areas of expertise

 · Marketing privately held 
and venture-backed 
companies 

 · Brand and marketing 
consulting for technology 
startups 

 · Scaling 
 · Consumer, SaaS, B2B, SMB, 

and enterprise business 
models

Margo Kahnrose
Chief Marketing Officer

https://www.linkedin.com/in/margokahnrose/


Cristine C. Kao

For B2B SaaS organizations committed to accelerating top-line 
growth or scaling novel technology into new markets, Cristine Kao 
brings 20 years of experience marrying the science of operations 
with analytics and the art of sales and marketing to deliver a 
sustainable and leverageable go-to-market (GTM) foundation. Her 
unique balance of strategic thinking and practical best practices in 
multiple international and PE-backed companies makes her a proven 
growth catalyst. 

With an agile and energetic coaching style, Cristine has transformed 
groups into high-performing and enthusiastic teams from the ground 
up. Her growth playbook enabled collaborative, cross-functional 
teams at Phreesia and Carestream. As the CMO of ABC Fitness 
Solutions, Cristine created a new brand and established a high-
velocity demand-generation engine that resulted in 58% booking 
contribution and 166% to target in 12 months.

In a world where brands constantly fight for buyer mindshare, 
Cristine has a knack for translating complex technology positioning 
to compelling and relatable branding. Her relentless pursuit of holistic 
storytelling resulted in a 12% increase in average deal size, as well as 
several award-winning new-product introductions. 

Cristine brings an inclusive cultural perspective as she embraces her 
experience as a first-generation Chinese Canadian living in the U.S. 
She successfully launched a new global brand in a highly regulated 
market, earning accolades in regions including EMEA, APAC, 
and China.

An avid athlete and a cancer survivor, Cristine is passionate about 
health and wellness and the impacts they can make in our lives. 
Her coaching experience and various leadership roles on nonprofit 
boards have fostered lasting community connections. Her biggest 
motivation is to see people achieve their personal best, mentally and 
physically, every day.

Cristine started her career at GE Healthcare in sales, held various 
sales leadership and operational roles, and ultimately found her 
passion in GTM leadership. She is an alumna of Harvard Business 
School Executive Education and holds a bachelor’s of science and 
business degree from University of Waterloo, Canada.

Dallas, TX
cristine.kao@gmail.com
 
LinkedIn

Areas of expertise

 · Product marketing
 · Revenue operations 
 · Demand generation
 · Strategic account-based 

marketing
 · Market expansion
 · Sales enablement
 · Quantitative market 

analysis

Chief Marketing Officer

https://www.linkedin.com/in/cristinekao/


Andrea Lechner-Becker is a flexible chameleon. Like goo 
or Great Stuff, Andrea’s know-how can be applied to any 
situation and add value. Her work in consulting has exposed 
her to almost every industry and every kind of problem. The 
hardest problems were always her favorite to solve.

She believes solving big problems requires a forensic 
approach. Through systematic and scientific methods, 
all problems can be reduced to their simplest forms and 
solved. Great ideas still die when they only live on paper. 
Andrea loves scaling through technology, but her real 
power lives in her ability to weave ideas into the hearts 
and minds of people—both internally and externally. She 
excels at creating training and thought leadership to 
bolster emerging communities. Her training programs mix 
sponsorship, mentorship, hands-on training, and regimented 
feedback sessions with curriculum delivered across media. 
She influences and encourages the next generation of 
business leaders. These programs were so well-respected and 
unique that as companies like Amazon built their marketing 
operations function, they recruited heavily from 
Andrea’s trainees.

So yes, Andrea is smart, capable, and impossible to bore, 
but more than that, she brings an intangible quality that 
teams need: good-natured candor. In today’s world, being 
good-natured can seem like a flaw. Smiling at a meeting. Not 
getting down to business right away. And yet, to get things 
done, to hear all sides in an impartial way, then to challenge 
the status quo and push for what’s next with candor, Andrea 
believes that a good nature helps. She brings a relatable, 
honest voice to any room.

Scottsdale, AZ
andreaelbee@gmail.com
 
LinkedIn

Areas of expertise

 · Eliminating boring stuff 
from B2B marketing

 · Saying the thing no one 
else will say

 · Crafting training programs 
that transform employees

 · Merging deep service 
experience with SaaS to 
uncover unique growth 
and scale opportunities

 · Being great to work with. 
Seriously, people enjoy 
meetings with her

Andrea Lechner-Becker
Head of Marketing

https://www.linkedin.com/in/andreaelbee/


Chi-Chi Liang

Early-stage startups go through a lot of growing pains. Chi-
Chi Liang is an expert at navigating those with her 25 years 
of international experience in B2B SaaS marketing, strategy, 
and business operations functions at multiple Fortune 500 
and early- to mid-stage startup companies, predominantly 
in the cybersecurity and data-analytics markets. She draws 
from her mix of startup and public-company experience 
to implement right-size operational playbooks for each 
company she joins, setting them up for success as they grow 
and scale. 

Building teams from the ground up and fixing splintered 
teams is a specialty for Chi-Chi, who has been recruited into 
five different organizations to do exactly this. Her people 
pulse-reading superpower and ability to easily move from 
strategy to digging into details allows her to quickly develop 
the right organizational and operational roadmap for 
each situation. 

CEOs and executive leadership peers rely on her to 
identify and diagnose operational gaps and white-space 
opportunities and then take corrective actions—skill sets she 
honed during her tenure with Accenture. She augments her 
consulting approach with hands-on operational experience 
across pre-sales, post-sales, and product and marketing 
organizations, leading to results including growing Alloy’s 
business 2.5x during the pandemic, building Lookout’s 
enterprise revenue from zero to $8MM in three years, and 
tripling marketing-sourced bookings for Symantec’s EMEA 
Northern region in 2.5 years. 

Having worked at three companies that were acquired by 
larger/public companies, Chi-Chi knows how to navigate the 
change management, communications, and post-acquisition 
operational integration work streams critical to successful 
M&A outcomes. 

She is passionate about promoting DE&I and is currently the 
executive sponsor for DE&I at Alloy and holds a board seat 
at Bopsidy, a social platform for dancers with a vision of 
promoting equality for every dancer and genre. You can find 
Chi-Chi teaching Cuban salsa or taking other dance classes in 
her free time.

San Francisco Bay Area
chiliang@gmail.com
 
LinkedIn

Areas of expertise

 · Scaling privately-held 
cybersecurity and data 
analytics organizations 
from <$5MM to $50MM

 · Deep merger and 
acquisition and post-
acquisition integration 
experience

 · Operational alignment of 
cross-functional leadership 
and departments 

 · Category design and 
creation

 · Global expansion and 
channel partnership 
strategy

 · Diversity, equity, and 
inclusion sponsorship 
across executive team and 
company

Chief Marketing Officer

https://www.linkedin.com/in/chi-chi-liang/


Cate Lochead has spent the past two decades building mastery 
over all marketing domains and concerns. She is an expert in 
open source and product-led growth business models and 
understands how to build integrated go-to-market (GTM) plans 
that leverage sales-led motions with modern strategies for selling 
technical products. Her understanding of product development, 
storytelling and brand building, and technical aspects of modern 
customer acquisition combined with the business acumen to 
build and implement high-growth GTM strategies has helped her 
drive +100% year-over-year growth at multiple companies. Cate 
is a genuine leader who is exceptionally talented at developing 
shared understanding, buy-in, and execution across technical, 
operational, and strategic teams.

Cate began her career during the advent of the Internet working 
with some of the early pioneers that created the first commercial 
infrastructure offerings, including Inktomi and Exodus. She has 
led successful marketing initiatives in the most highly funded and 
competitive B2B tech markets, including ERP, CRM, database, 
and security. Her experience as a CMO has focused on building 
and maturing the marketing function at hypergrowth companies 
from the $10MM to the $100MM+ stage.

Cate has participated in successful funding rounds from Series 
D through IPO. In her current role as CMO at JumpCloud, she 
has helped secure more than $300MM of funding and accelerate 
revenue growth from +60% when she joined to two years of 
+100% year-over-year growth. She was brought into Carbon 
Black to lead positioning and communication efforts that would 
ensure a successful IPO; the work she led resulted in a 26% jump 
in share price opening day and 100% consistency in message 
pickup across all media coverage. Her energy and ability to 
translate strategy to execution has produced exceptional results.

A key part of Cate’s success comes from her commitment to 
building a culture where teams thrive. This means that even in 
a hyper-growth environment, individuals leave work and have 
energy to show up for their personal lives—whether that’s 
family, friends, pets, or time alone. She is committed to helping 
every employee from those just starting out to those in their 
final job before retirement understand team and organizational 
development cycles, great communication strategies, and 
effective leadership.

Cate holds a bachelor’s degree in English and anthropology 
from the University of Virginia. She is a member of the Forbes 
Business Development Council as well as the Revenue Collective.

Denver, CO
lochead@gmail.com
 
LinkedIn

Areas of expertise

 · B2B SaaS
 · Open source
 · Product-led growth

Cate Lochead
Chief Marketing Officer

https://www.linkedin.com/in/clochead/


Megan Lueders

Business transformations require a clear vision, strong leadership, 
and an unwavering commitment to success. With more than 
25 years of global B2B executive experience, Megan Lueders 
excels at scaling and transforming organizations of all sizes in 
both private and public domains. She specializes in aligning 
high-performance teams around a succinct vision, delivering 
innovative solutions to complex challenges spanning product 
and sales migrations, M&A, hypergrowth, and global expansion. 
A frequent advisor to CEOs and boards, Megan has a unique 
ability to view business objectives from diverse viewpoints and 
shepherd organizations through strategic, operational, and 
cultural change. 

Success revolutionizing global businesses stems from Megan’s 
strength in blending long-term vision, roll-up-your-sleeves 
pragmatism, and empowering teams anchored in customer 
experience. She brings insight to strategy and the know-how 
to execute. As CMO at Silicon Labs, she advanced traditional 
tech-centric go-to-market activities to customer-first integrated 
approaches contributing to stronger customer relationships 
and elevated brand awareness. She modernized the marketing 
discipline driven by data and deeply rooted in digital and 
technology optimizations, contributing to 48% year-over-year 
growth, nearing $1B in revenue. 

Megan knows what it takes to build and lead high-functioning 
teams and ensure smooth cross-functional collaboration. She 
took two companies through migrations from on-premise 
software to SaaS businesses and executed four company 
rebrands, most recently at Silicon Labs following the $2.75B 
divestiture of their legacy portfolio. Megan leverages her 
resourceful, yet evergreen, playbook to fortify her marketing 
engine and accelerate product adoption, expand into new 
regions, and gain market share. With eight former direct reports 
holding VP titles, Megan excels as a mentor and invests time to 
inspire a large and active network of professionals. 

Megan serves as a board advisor to two companies, Lab Alley 
Chemicals and Journyx, and sits on two national non-profit 
boards, Texas 4000 for Cancer and Girlstart (STEM). She’s 
an alum and current board advisor to The University of Texas 
McCombs School of Business BBA and Master of Science in 
Marketing Council. Embodying the definition of a Texas sports 
mom, Megan proudly cheers on her two children from the stands 
in Austin, Texas.

Austin, TX
megwoodut@gmail.com
 
LinkedIn

Areas of expertise

 · B2B marketing
 · Enterprise, SMB, and 

startup
 · Global organizations 
 · On-premise to SaaS 

migrations 
 · Brand and culture 

enhancer
 · Fundraising, divestitures, 

venture to public markets 
 · SaaS, software 

Chief Marketing Officer

https://www.linkedin.com/in/meganlueders/


Christy Marble is a three-time SaaS CMO, category creator and 
CMO-maker who brings purpose-driven corporate visions to 
reality through agile go-to-market (GTM) strategies. Twelve 
active CMOs for companies including Box, SAPConcur, 
and Oversight previously worked for Christy. A change 
agent recognized for enabling executive decision-making 
by connecting data, systems, and processes to improve 
performance and developing leaders who scale SaaS companies 
through hypergrowth, Christy is known for bringing sales 
and marketing teams together through a shared customer 
journey, shared metrics, and by killing the concept of internal 
competition over contribution to the pipeline.

With her track record of achieving first-mover advantage for 
her companies, Christy is the voice of the customer and GTM 
strategy at quarterly board meetings. As CMO of SAP Concur, 
she led multimillion dollar year-over year growth through 
industry verticalization and global market expansion, making 
Concur the first SaaS company to enter mainland China. 

As CMO of Visier, she led purpose-driven brand positioning 
and a multi-channel GTM strategy to accelerate category 
leadership. At Vertafore she led repositioning and migration 
of the insurance software from install base to the cloud with 
good-better-best pricing and packaging. As head of Consumer 
Marketing, with P&L responsibility, she was instrumental for 
leading Sallie Mae’s first consumer brand from inception to a 
$1B student loan portfolio in three years. At E-centives, her team 
introduced the first couponing in Germany and the first digital 
couponing for CG companies including Reckit Benkiser, Nestle 
Purina, and Gerber. Christy holds an MBA from the Anderson 
School of Management at UCLA; certificates of completion 
from the Chief Marketing Officer Executive Education Program 
at Northwestern University and from UW Foster School of 
Business, Women Board Directors Development Program; and a 
bachelor of arts from Pepperdine University.

Christy is a board advisor for Fenix Commerce, the Sales and 
Marketing Strategy Institute, SOAR, and Ceresa mentor. She is a 
frequent panelist, speaker, and quoted in industry publications. 

Seattle, WA
christy.marble@pantheon.io
 
LinkedIn

Areas of expertise

 · Pricing, packaging, and 
monetization

 · Global/international 
expansion

 · Customer data, technology, 
and insights

 · Connected customer 
journeys and 
personalization

 · Cross-functional 
operations

 · Multi-channel go-to-market 
and ecosystems

 · Digital demand generation, 
pipeline, and process

Christy Marble
Chief Marketing Officer

https://www.linkedin.com/in/christymarble/


Barrie Markowitz

Barrie Markowitz is a B2B and B2C marketing leader known 
for her keen pattern recognition in assessing challenges and 
recommending solutions for recurring revenue businesses. 
Colleagues call it her “Spidey sense.” While that’s, colloquially, a 
super power, it’s deeply rooted in data and practical operating 
and advisory experience. Barrie is an Executive Vice President 
at Insight Partners, Marketing Center of Excellence. She has 
advised hundreds SaaS companies’ CEOs and CMOs (ranging 
from $1MM–100MM ARR) on strategies including demand 
generation, go-to-market (GTM) organization building, 
and CMO hiring.

Barrie has held senior marketing roles at American Express, 
Audible (a division of AMZN), Rush Card (acquired by GDOT), 
and the United States Tennis Association. Her notable 
accomplishments include:

 · Growing the AMEX Costco Card portfolio 900% in three 
years, to one of the largest in the company. As GM, she 
led a cross-functional team including marketing, risk, 
product, data, customer care, and technology to improve 
the value proposition to generate greater loyalty among 
cardmembers and improve the economics for AMEX.

 · Leading a global brand launch for Audible in 2013–2014 
while acquiring 1MM new subscribers annually. From 
2015–2017, served as advisor to the Audible International 
President and led marketing for Audible India and Audible 
Canada launches. Contributed to the strategic relaunches of 
Audible France and Audible Japan.

 · As CMO, improving the quality of RushCard’s (now GDOT) 
portfolio and customer satisfaction by driving digital 
transformation of marketing and customer care.

Barrie’s network is extensive, and she continues to mentor 
colleagues she’s met throughout her career. She channels 
her passion for mentoring by serving as a board member for 
The Acceleration Project, a female-founded non-profit whose 
mission is to support small businesses, with a focus on those 
owned by women and people of color.

Barrie holds a bachelor’s from the University of Pennsylvania 
and an MBA from the Stern School of Business at New York 
University. She lives in New York City with her husband, David. 
Barrie’s two children also work in technology companies, so 
dinner-table discussions are often about tech and where it will 
go next.

New York, NY
barriedm@gmail.com 

 
LinkedIn

Areas of expertise

 · B2B SaaS demand 
generation

 · B2B SaaS account-based 
marketing

 · B2B SaaS CEO advisory on 
CMO hiring

 · Marketing org design
 · B2C marketing — customer 

acquisition, loyalty 
programs, brand building

 · Coaching and mentoring

Executive Vice President

https://www.linkedin.com/in/barriemarkowitz/


Emily Maxie is a builder who loves solving problems that no 
one has solved before. Her strong drive to chart her own path 
led her to where she is today—leading an elite marketing 
team as Chief Marketing Officer of a high-growth technology 
company while pursuing her executive MBA at Wharton. 
During her career, Emily has held almost all key marketing 
roles as she grew from individual contributor to executive. 
Emily built high-performing marketing teams from the 
ground up at three technology companies, always focusing 
on scalability, agility, and transparency. This approach has 
led to 800% revenue growth over the past five years at her 
current company. 

During her time at Very, Emily led major strategic initiatives, 
including the annual service-market fit exercise to further 
hone the company’s service offerings to appeal to current 
and prospective customers. In the 90 days following this 
service-market fit exercise, Very experienced a 93% increase 
in sales pipeline compared to the previous 90-day period. In 
her previous role as head of marketing at a SaaS company, 
she led marketing through successful Series A and Series B 
rounds for a total of $31.6MM in funding.

Emily believes in investing in her team members, providing 
each team member with structured career coaching and 
a customized career path. She finds that this approach 
improves retention and engagement and conveys to her team 
that she truly cares about their development. She actively 
mentors a variety of marketing leaders to help them build 
their confidence to advocate for their ideas and themselves.

Emily graduated with a bachelor’s in mass communications 
from Southern Adventist University in 2010. She is currently 
enrolled in the Executive MBA program at Wharton and will 
graduate in the spring of 2023.

Philadelphia, PA
emilymaxie@outlook.com
 
LinkedIn

Areas of expertise

 · Scaling B2B tech 
companies from $1MM to 
$50MM

 · Revenue growth and 
revenue performance 
management

 · Product marketing for 
highly technical products

 · Organizational alignment 
across disciplines

 · Career coaching, 
mentorship, and team 
building

Emily Maxie
Chief Marketing Officer

https://www.linkedin.com/in/emilymaxie/


Heidi Melin

Heidi Melin has more than two decades of senior marketing 
leadership experience and a reputation for building award-
winning marketing teams in the technology industry. She has 
a proven track record of driving measurable growth for some 
of the most respected enterprise SaaS technology brands 
and has been recognized for her industry expertise. 

Most recently, Heidi was the CMO of Workfront, a leader 
in enterprise work management, acquired by Adobe in 
December 2020. She has also previously served as CMO of 
Plex Systems, Eloqua, Polycom, Taleo, Hyperion, and was 
group vice president of marketing at PeopleSoft.

Heidi currently serves as a board director for SailPoint 
(NYSE:SAIL), where she chairs the compensation committee 
and is a member of the Nominating and Governance 
Committee. Heidi also serves as a board director at Origami 
Risk, a late-stage private company serving the risk and 
insurance industry. In addition, Heidi is a Senior Operating 
Advisor at Hellman & Friedman, a San Francisco-based 
Private Equity firm, on a part-time basis.

Heidi has a bachelor’s in political science and organizational 
psychology from Willamette University in Salem, Oregon, and 
resides in the San Francisco Bay Area. She enjoys spending 
her free time with family, gardening, traveling—especially 
to Lake Tahoe—and is an avid reader.

Danville, CA
heidi_melin@me.com
 
LinkedIn

Areas of expertise

 · Go-to-market strategy 
for growth-oriented SaaS 
businesses

 · Positioning and messaging
 · Demand and pipeline-

building strategy and 
programs 

Senior Operating Advisor  
& Board Director

https://www.linkedin.com/in/heidimelin/


Natasha Morgan is an entrepreneur at heart who thrives on start-
up hustle and offers 22 years of experience in leading successful 
marketing teams at multibillion dollar enterprise companies 
as well as successful startup firms. She has built and scaled 
teams from the ground up and has a passion for developing 
outstanding talent. Five women who began their careers with 
Natasha are now CMOs.

Natasha has deep B2B SaaS experience across multiple 
industries, including semiconductors, martech sports and 
entertainment, and marketplace. Now at Indeed, Natasha 
was recruited to drive the firm’s new marketplace (B2B2C) 
businesses. Natasha is recognized as a product-led growth (PLG) 
leader, scaling three successive marketplace businesses from 
$2MM to $28MM, MVP to $18MM, and $22MM to $48MM. She 
led a tiger team to attack Indeed’s mid-market opportunity that 
realized $58MM in greenfield revenue in its first eight months. 
Natasha now leads growth and lifecycle marketing for Indeed’s 
Enterprise division.

Natasha started at Motorola Semiconductor. She led the brand as 
Motorola successfully spun out its global semiconductor business 
as Freescale Semiconductor with the then-largest IPO in history 
($6B) and led marketing operations at Freescale through its 
IPO, conversion to private equity, and again to IPO. She created 
the company’s first demand-generation marketing function and 
infrastructure, leveraging Eloqua.

In 2012, Natasha joined Eloqua to crack the code for Enterprise 
growth. Natasha led North America Marketing for Eloqua 
through its acquisition by Oracle and six additional acquisitions 
to build the marketing cloud category and business. Natasha 
managed direct and matrixed teams across brand, demand, 
operations, analytics, content, product marketing, PR, inbound/
outbound, customer advocacy, and field marketing.

Natasha lives on a small five-acre ranch in Wimberley, Texas, with 
her husband, two sons, two bordoodles, and too many chickens 
to count. She is devoted to fitness; running, swimming, and lifting 
with her Tonal Home Gym. Natasha’s passions include raising 
awareness about neurodiversity in education and the workplace 
and mentoring women’s professional growth.

Austin, TX
sinutkomorgan@gmail.com
 
LinkedIn

Areas of expertise

 · SMB, mid-market, and 
enterprise marketing

 · Scaling with demand 
generation

 · Product-led growth and 
new markets

 · Leading marketing on 
both sides of mergers and 
acquisitions

 · Leveraging rebrands as 
revenue drivers

Natasha Morgan, PhD
Marketing Executive

https://www.linkedin.com/in/natashamorgan/


Jacqui Murphy has built and invested in technology companies 
for more than 25 years. Most recently, as the Chief Marketing 
Officer at Auvik Networks, she was instrumental in growing the 
SaaS business from pre-revenue to $36MM ARR, $280MM in 
funding, and a private-equity exit. Auvik was ranked by Deloitte 
as one of North America’s fastest growing technology companies 
in 2019, 2020, and 2021 with 448% revenue growth over 
three years. 

Jacqui is a creative and bold strategist who knows how to bring 
out the best in others and deliver outstanding results. “I enjoy a 
good challenge,” she says. “If it’s not difficult, it’s not interesting.” 
Having tasted success a number of times, Jacqui has a drive and 
hustle that won’t stop. Her career in tech began just before the 
Internet boom in the late 90s, leading marketing communications 
for PixStream, a startup that was acquired by Cisco Systems in 
one of the largest technology company acquisitions in Canadian 
history. This exit led to a decade-long adventure, partnering with 
early-stage technology company executives as a venture capital 
investor, developing and executing go-to-market and market-
expansion business strategies across a wide variety of industries.

Jacqui has corporate governance experience through her work 
with a number of venture-backed private company boards 
and not-for-profit boards. She has also been a member of the 
CompTIA Channel Advisory Board and is a member of the 
Investment Committee for the Laurier Startup Fund at Wilfrid 
Laurier University, the CompTIA Business Applications Advisory 
Council, Athena Alliance, and Pavilion. In 2011, she co-founded 
Social Venture Partners Waterloo Region (SVPWR), a registered 
charity that connects a network of community builders with 
charities. Since 2011, SVPWR has turned $630,000+ of funding 
into more than $3.7MM of support.

A believer in lifelong learning, Jacqui has an honors bachelor 
of business administration from Wilfrid Laurier University 
and has completed numerous executive education programs, 
including The Institute of Corporate Directors-Rotman 
School of Management Directors Education Program, Private 
Equity and Venture Capital at Harvard Business School, the 
Entrepreneurship Development Program at MIT Sloan School 
of Management, the Venture Capital Institute, the Revenue 
Architecture Program by Winning By Design, and Pavilion’s 
Chief Revenue Officer school.

Waterloo, Ontario, Canada
jacqui.murphy@gmail.com
 
LinkedIn

Areas of expertise

 · Go-to-market
 · B2B SaaS
 · Direct (inbound and 

outbound)
 · Channel
 · Product-/user-led growth
 · Growth scaling

Jacqui Murphy
Chief Marketing Officer

https://www.linkedin.com/in/jacquimurphy/


Companies that need to balance bold growth goals with grounded 
GTM realities look to Kirsten Newbold-Knipp for advice. A 20+ 
year marketing and sales leader spanning product-led growth and 
enterprise motions, Kirsten knows how to navigate hypergrowth. 
Her product mindset and industry analyst background offer a 
unique ability to quickly assess market opportunities and devise 
sound strategic advice. Kirsten is a valued leader sought out for her 
analytical ability, customer centricity, and charismatic leadership.

She’s honed expertise across SMB transactional models at HubSpot, 
BigCommerce, and Solarwinds while delivering enterprise success 
at Convey (now P44), and catalyzing enterprise motions at both 
BigCommerce and FullStory. Kirsten can help leaders evaluate the 
tradeoffs between both approaches knowing sometimes it’s and, 
not or.

Leadership roles at HubSpot and Convey, paired with her work at 
Gartner, give Kirsten unique perspective on category leadership. 
Understanding and anticipating market shifts to support positioning 
decisions is a strength that allows her to accelerate scale-stage 
companies seeking to claim a market. During her time at Gartner, 
Kirsten’s incisive advice made her one of the most highly requested 
analysts. Additionally, Kirsten is a seasoned public speaker with 
experience presenting at top industry events like Gartner’s Marketing 
Summit, RetailX, and as a paid keynote at several large ecommerce 
customer conferences.

Multilingual and multicultural, Kirsten spans geographies and 
situations from employee gathering to boardroom. She’s fluent 
in German and conversational in Spanish, with on-the-ground 
experience in both Germany and Spain. She’s led international teams 
and is architecting FullStory’s marketing efforts in EMEA and APAC.

With a keen eye for talent and a commitment to people development, 
Kirsten has seen more than 10 of her direct reports rise to VP and 
CMO roles. She continues to mentor a variety of go-to-market 
leaders, helping them build both the skills and confidence to  
advocate for their ideas and themselves.

Kirsten’s first career in hospitality grounded her in an empathetic, 
customer-minded approach that translates into a powerful ability to 
understand customer needs and manage expectations. Kirsten holds 
a bachelor of science in management from Cornell and a MBA from 
MIT Sloan.

Austin, TX
kirsten.knipp@gmail.com 
 
LinkedIn

Areas of expertise

 · Product marketing, 
category creation/
management

 · Sales and marketing 
alignment 

 · Analytical, data-driven 
insights 

 · Demand generation 
 · Abm analyst relations
 · Research mergers and 

acquisitions
 · Fundraising prep scaling 

$5m - $200m

Kirsten Newbold-Knipp
Chief Marketing Officer

http://linkedin.com/in/kirstenpetra/


“As dealing with change becomes a regular activity, leading it 
becomes a skill to hone, an internal capacity to master.” 

–Arnaud Henneville.

Change management has been the cornerstone of Isabelle 
Papoulias’ career. Helping marketing teams and organizations 
adapt and thrive in very complex changing environments is a 
motivating goal, powered by outstanding people, processes, and 
cross-discipline decision-making skills. 

Recently, Isabelle’s marketing leadership at revenue enablement 
and intelligence technology leader Mediafly helped build a full-
stack marketing engine from the ground up during a period 
of hypergrowth for the company, multiple acquisitions, and 
global expansion. Specifically, Isabelle built a marketing function 
that did not previously exist into a comprehensive team that 
generated consistent five times pipeline coverage, informed the 
go-to-market (GTM) strategy, and integration of six fast-paced 
acquisitions in four years, all the while fueling Mediafly to 10-fold 
revenue growth. 

Prior to Mediafly, Isabelle led the creation of a new global 
account-management function at two of the largest media 
agencies—Universal McCann and Omnicom Media Group—for 
the MasterCard and HP brands. Under Isabelle’s leadership, the 
new global account-management playbook ensured effective 
cross-collaboration with teams across 165 countries and five 
regional hubs, a unified communications strategy, and cohesive 
and consistent operational processes. Navigating an unstable 
environment of frequent corporate and restructuring leadership 
changes on the client side, her efforts contributed to making 
MasterCard and HP among the longest lasting client/agency 
relationships in the history of the agencies, with ongoing annual 
fee and scope-of-work expansions.

Born and raised in Europe with academic degrees in the United 
States as well, Isabelle is passionate about navigating the cultural 
nuances and dynamics that enable teams to be their most 
effective. She speaks four languages.

In her personal time, Isabelle can be found teaching Latin and 
West African dance at festivals across the U.S. and abroad, 
visiting her family in Europe, or reading one of the many books 
on her long to-read list. 

Chicago, IL
Isp02@hotmail.com
 
LinkedIn

Areas of expertise

 · Merger and acquisition 
integration

 · Change management
 · Demand generation
 · Global acumen
 · Scaling experience: $5MM 

to $100MM
 · SaaS; complex channel 

ecosystems
 · B2B technology and 

finance 
 · Financing structure 

experience: private, VC, 
and PE

Isabelle Papoulias
EVP Global Expansion

https://www.linkedin.com/in/isabellepapoulias/


Krystal Putman-Garcia

With more than 20 years of growth, P&L, and change-
management experience, Krystal Putman-Garcia is a master 
architect in helping technology companies build and scale for 
sustainable growth. She is a visionary and motivational leader, 
combining her keen ability to transform with an energy and 
passion that inspires. Krystal has experience working with 
boards on both public and private company governance issues, 
including IPO work. 
 
Krystal’s approach is highly collaborative and inclusive, because 
breaking down silos and increasing communication drives 
success and performance. As SVP and Chief Marketing Officer 
at FiscalNote, Krystal has led the transformation of the company 
into becoming one of the top policy and global risk brands, and 
one of the fastest growing companies in the D.C. area. She has 
quadrupled the size of her team, built a world-class marketing 
technology stack, and reengineered the company’s lifecycle 
model and demand-generation capabilities. Her leadership has 
resulted in double-digit revenue growth, exceeding 
every benchmark.
 
Krystal also develops the vision and strategy for FiscalNote’s 
portfolio of advocacy products, including VoterVoice, the world’s 
leading digital advocacy provider. Her team launched VoterVoice 
Insights, making FiscalNote the first platform to provide in-app 
industry benchmarks for advocacy customers.
 
Krystal has served in other transformational roles. At Advisory 
Board/EAB, she unveiled and launched a new GTM strategy, 
resulting in a new organizational structure that reduced costs 
and grew revenue. She launched a marketing function at Localist, 
a D.C.-area startup, ran marketing for PBS’ education division, 
and has held a variety of marketing and leadership roles at 
Discovery Communications, TrustArc, BearingPoint, and CEB.
 
In 2022, Krystal was named a Bronze Stevie Winner for Marketing 
Executive of the Year. In both 2021 and 2020, she was recognized 
as a Star CMO by DCA Live. She serves as a Member, Board of 
Advisors for Media4Math, Founding Member of Chief DC, and 
is a Sustainer for the Junior League of Washington D.C. Krystal 
holds an MBA from the Ross School of Business at the University 
of Michigan and a bachelor’s from Tulane University. 
 
Outside of work, Krystal juggles an active personal life. She is a 
doting mom to three small children: seven-year-old twins and a 
five-year old girl. 

Washington, DC
krystal.putman@gmail.com
 
LinkedIn

Areas of expertise

 · B2B marketing and sales 
strategy, enablement, 
alignment, and 
management

 · Revenue growth and 
revenue performance 
management

 · Lead/demand generation 
and pipeline diagnostics

 · Change management
 · Organizational design and 

alignment
 · Full P&L responsibility and 

management
 · Customer and brand 

experience
 · Coaching and mentoring

Senior Vice President
& Chief Marketing Officer

https://www.linkedin.com/in/krystalputman/


With 20+ years of B2B and B2C marketing and product-management 
experience, Jayashree Rajan has gained a reputation for executing large, 
complex initiatives that shape the customer experience, fuel brand 
awareness, and drive revenue at startups, Fortune 50 enterprises, and 
well-established companies. 
 
Jayashree builds high-performance teams by focusing on the people 
behind the work. With her tech background, she understands how to 
optimize and streamline technology investments to build ground-up 
marketing infrastructures and improve communications with internal and 
external customers. As the veteran of several mergers and divestitures, 
she is accustomed to assisting with integrations and acting as a change 
agent, and she is always looking for new ways to improve efficiency and 
streamline operations. 

As the VP of Digital & Demand Generation for Five9 Inc., Jayashree has 
brought digital and demand-generation functions under one umbrella 
and is helping the company transform web tech and infrastructure to 
become more agile, reliable, and available. In less than a year, Jayashree 
and her team improved demand generation return on ad spend 
approximately 30%, increased web traffic 33%, and generated $35MM in 
global revenue, with another $250MM in the global pipeline. They also 
expanded localization in multiple countries. 

Prior to joining Five9, Jayashree spent eight years with tech giant HP, 
starting as a product manager and earning repeated promotions as the 
company expanded its online and cloud services. In her last two roles 
as Global VP and Senior Director/GM of Digital Marketing, she and her 
teams supported a portfolio of 300+ products and contributed to a 70% 
YOY revenue growth improvement from 2019 to 2020, despite Covid-19. 
They also delivered an ROI of 10x revenue/marketing spend and 45x 
pipeline/marketing spend, and cut $5M per year from the annual 
operations budget with improved efficiency and team realignment. 

Before HP, Jayashree held two positions with Symantec, as Senior 
Manager and Manager of Online Experience, where she delivered 
$25MM per year in additional revenue and $9MM per year in recurring 
lead generation by improving the online experience, relaunching an 
ecommerce platform, and providing product advice and configuration 
tools that helped customers make buying decisions.

Jayashree’s credentials include an MBA with a focus on high-tech 
marketing and strategy, and a degree in electrical and electronics 
engineering. At the age of 23, she emigrated to the United States from 
India with her husband to seek the American Dream. Over the years, she 
has become a passionate advocate for coaching and mentoring future 
generations of women leaders. 

Her community and professional organization involvement include 
service on the board and as an advisor to the Peninsula Jewish 
Community Center, membership in Women in Revenue, mentoring young 
marketing professionals, and membership in the Asian Upward Executive 
Mastermind Group. She also volunteers regularly with CityTeam in San 
Jose, California.

Foster City, CA 
jayashree.rajan@yahoo.com 
 
LinkedIn

Areas of expertise

 · Bridging business and tech
 · Digital marketing 

leadership
 · Demand generation 
 · Data analytics
 · Go-to-market campaigns
 · UI/UX
 · Digital channel 

management
 · Revenue generation 

Jayashree Rajan
Global Vice President Marketing

https://www.linkedin.com/in/jayashreerajan/


San Francisco Bay Area
aruna2u@hotmail.com
 
LinkedIn

Areas of expertise

 · Innovative leader and driver 
of strategic transformation

 · Proven track record of 
building monetization 
strategies to scale and grow 
companies

 · Expertise in product-led 
growth with a focus on 
digital transformation

 · Own $100MM+ P&L for 
digital channel and product 
pricing and licensing 

 · Effective at creating CXO 
ecosystems 

 · Ability to bridge sales to 
drive strategic partnerships 
for companies 

 · Industry thought leader and 
author

 · Award-winning executive

Aruna Ravichandran
Senior Vice President
& Chief Marketing Officer

Aruna Ravichandran is a change agent who believes in the power 
of marketing as a revenue creator and a brand-value accelerator. 
She brings parallel expertise in technology and next-generation 
marketing, where the CMO is a growth partner, not a marketing cost-
center.

She is a visionary in both the technology and marketing industries, 
marrying her deep engineering background with customer-obsessed 
strategies and a business-outcome mantra that is based on equal 
parts purposeful storytelling and data science. 

Aruna has a long track record of taking a corporate vision and 
putting it into action across every facet of the business—from 
brand to demand, purpose to products, and employee experience 
to customer experience. Her unique and passionate, yet pragmatic, 
approach has helped many companies scale to multibillion-dollar 
enterprises.

Widely recognized as a leading voice in SaaS marketing and 
technology, Aruna has deep expertise in building digital routes to 
market to complement existing sales teams. She has successfully 
expanded addressable markets and customer reach many times over. 
She has a proven ability to build world-class go-to-market (GTM) 
strategies that both differentiate and increase brand value, while 
remaining grounded in key financial and business levers. 

Aruna is known as a GTM expert in enterprise technology with 
more than two decades of experience. Currently, she serves as the 
CMO at Webex by Cisco, where she oversees marketing for the $6B 
organization. She has deep knowledge in SaaS and subscription 
business models and grew the e-commerce P&L to more than 
$100MM. She also brought disparate functions of digital and product 
marketing under one roof to create seamless alignment with sales 
and supercharge pipeline demand.

As VP/CMO for DevOps at CA Technologies, Aruna led all aspects of 
marketing for the $1.5B organization, innovating the digital marketing 
for SaaS and on-premise products. She drove the acquisition of 
market share from CA’s largest competitors, repositioning the 
company as a recognized and credible competitor in the DevOps 
market, which led to its acquisition by Broadcom for $19B. 

Prior to CA, Aruna has held strategic roles as VP for Software 
Defined Networking Marketing and Strategy at Juniper Networks, 
where she played a pivotal role in establishing Juniper as a leading 
vendor in the emerging SDM market landscape.

https://www.linkedin.com/in/aruna2u/


Between 70% and 90% of mergers and acquisitions fail. 
Companies that get it right make integration a top priority. 
Over the course of her career, Heather Rim has played a 
leadership role in driving growth and transformation, leveraging 
her marketing and communications expertise to ensure any 
transaction is a success from day one and beyond. 

Early on, Heather served as a key leader on the integration 
team at WellPoint Health Networks that powered several major 
acquisitions and the company’s combination with Anthem to 
form the nation’s largest health insurer. She went on to become 
a lead marketing and communications executive for numerous 
transactions, including mergers, acquisitions, spin-offs and 
divestitures, at companies including The Walt Disney Company, 
Avery Dennison, and AECOM. 

When the stakes are high, Heather is the person you want in your 
corner. She has partnered across c-suites and boards to navigate 
complex issues including shareholder activism and leadership 
transitions. Over the course of her 25-year career, Heather has 
led global teams as large as 300 and mobilized colleagues in 
matrixed organizations to launch new brands and offerings to 
drive market positioning and major change initiatives—from 
building offshore marketing models to creating remote-work 
programs. 

In her first year as Optiv’s CMO, Heather modernized the 
marketing function to elevate the firm’s profile as the industry 
authority and deliver data-driven, fully integrated go-to-market 
(GTM) programs, a reimagined digital presence, and a refreshed 
brand to include the creation of a new market category—the 
cyber advisory and solutions leader.

Heather is passionate about ending homelessness and has 
served on related boards including United Way of Greater LA 
and Downtown Women’s Center. She is also a champion for 
leadership development, having served on the board of Girl 
Scouts of Greater LA and guest lecturing and serving on Alumni 
boards at the University of Southern California, including the 
Board of Governors. She is an alumna of USC, where she earned 
a master’s degree in communications management and holds 
a bachelor’s in marketing from Azusa Pacific University.

Los Angeles, CA 
heatherrim007@gmail.com
 
LinkedIn

Areas of expertise

 · B2B marketing
 · Enterprise transformation
 · Go-to-market strategy 
 · Mergers and acquisitions
 · Brand and reputation 
 · Corporate communications 
 · Change management
 · Social responsibility  
 · Leadership development

Heather Rim 
Chief Marketing Officer

https://www.linkedin.com/in/heatherrim/


Robin Saitz is a proven executive with an accomplished 
foundation in engineering and marketing. Her ability to 
synthesize complex and dynamic information and act decisively 
makes Robin the go-to leader for solving complicated, cross-
functional challenges.  A sincere, engaging, and effective 
communicator, Robin builds deep relationships, tapping into her 
strong network to benefit the organizations she serves. Purpose-
driven and results-oriented, she holds herself and her team 
members accountable while motivating, developing, and guiding 
them to attain their highest potential. 

Robin leads marketing for Rockwell’s SaaS businesses, a 
key growth play for the global industrial-automation giant. 
This includes driving business for high-velocity, enterprise, 
and expansion sales. As CMO of Plex Systems, acquired by 
Rockwell Automation (NYSE: ROK) for $2.22B, Robin led 
the brand transformation and marketing strategy to drive 
profitable growth. Her talent for anticipating trends in industry 
is fueled by market intelligence and listening to the voice of 
the customer. This deeply informed confidence allows Robin 
to thrive in ambiguous and changing environments. During the 
Covid-19 pandemic, Robin led the digital transformation of Plex’s 
marketing strategy. Her success ultimately contributed to Plex’s 
successful acquisition. Before Plex, Robin was CMO for Avecto 
(acquired by BeyondTrust) and Brainshark.

For more than 20 years at enterprise software leader PTC 
(NASDAQ: PTC), Robin held product and marketing leadership 
roles where she contributed to the global business’s rapid growth 
and transformation. Robin was responsible for leading the 
marketing integration of 25 PTC-acquired businesses, all while 
demonstrating strong fiscal acumen, planning and managing 
PTC’s $40MM marketing budget, and introducing new lead-to-
revenue processes. 

Within and beyond her professional sphere, Robin is committed 
to helping others. An award-winning, internationally recognized 
STEM leader, she is active in FIRST, a robotics community 
dedicated to preparing young people for the future. Robin 
has also shown an unwavering commitment to improving the 
representation of women at all levels in technology. A Pan Mass 
Challenge cyclist, Robin has captained teams that have raised 
more than $1.5MM for the Dana Farber Cancer Institute’s 
Jimmy Fund. 

Robin holds a bachelor’s degree in engineering from Trinity 
College (CT) and a master’s degree in engineering management 
from Northeastern University (MA).

Boston, MA
saitz.robin@gmail.com 
 
LinkedIn

Areas of expertise

 · B2B SaaS technology
 · Manufacturing
 · Cybersecurity
 · Sales enablement
 · Go-to-market strategy
 · Brand and digital 

transformation
 · Mergers and acquisitions
 · Talent and organizational 

performance

Robin Saitz
Chief Marketing Officer

https://www.linkedin.com/in/robinsaitz/


Damaris Santiago is an analytical and entrepreneurial marketing 
executive with extensive experience building marketing 
departments for scale. Her expertise lies in developing key 
demand generation functions, inspiring high-performance teams, 
executing transformative concepts, and delivering robust growth 
for $30MM to $200MM organizations. She has experience in both 
startups and large, multinational, matrixed organizations. She is a 
strategic thinker who can create and develop a long-term vision 
but also is a strong personal contributor who can still “roll-up her 
sleeves.” Damaris is highly adept at digital acquisition, lifecycle 
marketing, web strategy, product marketing, branding, and sales 
alignment to drive business initiatives and overachieve targets.

Damaris currently serves as VP of Marketing at Skan.ai, a leader 
in process intelligence technology.

Before joining Skan.ai, Damaris served as VP of Marketing at 
Learning A-Z and Chief Marketing Officer for DataBank, a Kyocera 
Group Company. At DataBank she was the first marketing hire. 
Over the course of 8 years, she built the marketing department 
from the ground up to include the demand generation function, 
product marketing, sales development, and inside sales teams. 
She was part of the senior leadership team that would take the 
company from $25MM to $100MM in preparation for acquisition. 
DataBank would go on to be acquired by an $86B Japanese 
multinational corporation in 2018 (Kyocera).

Damaris got her start non-traditionally. She grew up an inner-city 
Chicago kid, born to parents who came over from a Caribbean 
island seeking more opportunities on the mainland. That instinct 
to survive and thrive has served her well and stuck with her 
throughout her career. She pursued both art and science in her 
studies and eventually came into marketing—the perfect blend 
of the two disciplines—beginning as an individual contributor, 
performing all of the functions in marketing and rapidly working 
her way into leadership positions.

Her early background, challenges, and experiences have built 
not only resilience, emotional intelligence, and operating savvy, 
but also a determination to shatter stereotypes and become a 
driving force that paves the way for underrepresented minorities 
and women in both technology and leadership roles. 

Los Angeles, CA
damariss4@gmail.com
 
LinkedIn

Areas of expertise

 · Account-based marketing
 · B2B marketing and sales 

strategy, enablement, 
alignment, and 
management

 · Digital transformation
 · Organizational design and 

alignment
 · Lead/demand generation 

and pipeline diagnostics
 · Revenue growth and 

revenue performance 
management

 · Coaching and mentoring

Damaris Santiago
Vice President of Marketing

https://www.linkedin.com/in/damarissantiago/


“Annie is an activator and a builder—she has a proven track record 
in building early-stage startups and launching them into reputable 
global hypergrowth brands in both the B2C and B2B space. She 
spent a number of years working for me at Cisco and with her tenure 
and experience, would be an extremely strong asset to any board.”

-John Chambers, former Chairman and CEO, Cisco and CEO and co-
founder, JC2Ventures.

Annie Shea Weckesser is a fearless and inspirational leader who has 
spent the past two decades building global enterprises and adding 
billions of dollars in value to both fast-growing startups and existing 
powerhouse B2B and B2C brands like Cisco, NIO, and Uniphore. She 
does this by blending her strong abilities to build, communicate, and 
execute strategy with an authentic, motivating style that maximizes 
every opportunity.

She led the public chairman and CEO transition for Cisco, rebranding 
both B2B and B2C international venture-backed growth companies, 
driving multiple acquisition integration teams, and reheadquartering 
foreign firms to the U.S., establishing and driving U.S. market 
presence and global expansion to eventual IPO. 

As CMO for Uniphore, Annie leads the global marketing and 
corporate communications teams. She’s responsible for all aspects 
of marketing including product, field, and partner marketing, as well 
as building the company’s reputation and influencer relationships 
while focusing on driving customer engagement and demand across 
the globe. She scaled both the company and the marketing function 
during hypergrowth (from $8MM to nearly $100MM), owning and 
evolving company positioning in a fast growth environment and 
helping Uniphore emerge as an early leader in its category. She 
partnered with the CEO in raising more than $500MM across Series 
D and E and valuation growth to $2.5B.

Using her capabilities to visualize what’s possible and bring it to life, 
Annie built, designed and built out Uniphore’s global headquarters. 
Under her leadership, Uniphore was named a Gartner Cool Vendor 
and ranked by Deloitte as one of North America’s fastest growing 
technology companies in the 2021 Deloitte Technology Fast 500 List 
at 525% revenue growth over the past three years. 

As part of the senior leadership team at NIO, a next-generation car 
company, she led U.S. marketing and communications from a startup 
through a successful IPO. Her work at NIO included creating and 
driving awareness for the global brand overall, transforming it from a 
Chinese brand into a global startup. In her PR work for the company, 
one of the stories she spearheaded on 60 Minutes led to a $2.35B 
increase in market cap for the company.

Palo Alto, CA
annie.weckesser@gmail.com
 
LinkedIn

Areas of expertise

 · Scaling privately held 
organizations in their 
journey from <$8MM to 
~$100MM

 · B2B and B2C hypergrowth 
 · Portfolio expansion and 

brand transformation
 · Global GTM
 · Critical and crisis 

communications planning 
and management

 · M&A integration leader
 · Company culture 

development and 
transformation

Annie Shea Weckesser
Chief Marketing Officer

https://www.linkedin.com/in/annie-shea-weckesser-6345124/


An expert in product-led growth strategy and marketing 
leadership, Kimber Spradlin offers 20 years of experience as 
a leader and driver of product management and marketing 
strategy. Kimber is sought after for her subject-matter 
expertise in cybersecurity and regulatory product environments 
to create compelling product and corporate messaging, 
positioning, analytics, and strategies for B2B cybersecurity 
software companies.

Her marketing experience extends beyond traditional marketing 
competencies. She serves as a visionary who partners with the 
executive team in making forward-looking decisions based on 
marketing opportunities and challenges that include technical 
competency, innovative thinking, and customer and user 
experiences. In her current role as Chief Marketing Officer at 
Graylog, Inc., Kimber is responsible for organic and content 
marketing, website, SEO, public relations, social media, and 
digital-advertising pipeline development. She was hired to 
establish the company’s strategic marketing function, expand the 
marketing team knowledge and talent base, and scale function 
as the company experienced 450% revenue growth.

Prior to Graylog, Inc., Kimber was recruited by the CRO of 
Conga, Inc., as their Vice President of Marketing and GM of the 
Conga Contracts product launch, where she directed solution, 
product, and corporate messaging for the company’s newest 
product offerings.

In 2015, Kimber was the CEO of Engineered Marketing, Inc., an 
independent marketing consulting agency that she founded and 
built into a successful business by working with her clients on 
improving their product messaging, portfolio optimization, and 
competitive positioning. 

Kimber’s marketing leadership experience extends to Moka5, Inc., 
where she was Senior Director of Product Marketing and IBM 
Endpoint Manager Product Marketing Lead for IBM. In addition 
to her keen business acumen and expertise in organizational 
leadership, marketing, and branding strategy, Kimber holds CPA, 
CISA, and CISSP certifications, bringing a unique perspective to 
her marketing strategy development and execution approach. 

Kimber earned an MBA with a concentration in information 
systems and finance from Michigan State University and a 
bachelor’s degree in accounting and international business from 
Baylor University.

Louisville, CO 
kimber.spradlin@gmail.com
 
LinkedIn

Areas of expertise

 · Organic and product-led 
growth strategies

 · Demand generation and 
branding

 · SEO
 · Board reporting
 · Digital advertising and 

content marketing
 · Cybersecurity 
 · Data analytics
 · Product messaging, 

positioning, and 
evangelism

Kimber Spradlin
Chief Marketing Officer

https://www.linkedin.com/in/kimberspradlin/


Sarah Stansberry is known in marketing circles as a builder, 
change agent and someone who never saw a challenge 
she didn’t like. From leading over 20 successful acquisition 
integrations and transforming organizations’ go-to-market 
structures to leading the communications war room for a 
company experiencing one of the worst data breaches the  
world had seen, Sarah knows how to break through the noise 
and motivate teams to focus on customers and results.

Teams have always counted on Sarah for her thoughtful, yet 
decisive, approach to driving sustainable and profitable growth. 
Don’t let her pragmatic approach fool you; her creativity, know-
how, and tenacity motivate and engage people to push past 
their own self-defined constraints and deliver at levels they 
didn’t know possible. For example, no one thought they could 
complete a 100% brand integration of a $4B holding company 
with hundreds of brands to one master brand in 20 months or 
manage the Equifax data breach B2B customer communications 
and retain 98%+ of those customers—but they did. All under 
Sarah’s leadership. 

Currently, Sarah is a top 300 leader at Fiserv, the world’s largest 
Fintech company, and is a key driver of their client-first go-to-
market strategy. Prior to joining Fiserv, Sarah served as the  
Chief Marketing Officer at a global data and analytics company 
and was a lead architect of their transformation strategy to 
becoming a SaaS-based growth organization. Immediately 
prior to that, Sarah had numerous marketing leadership roles at 
Equifax and left Equifax as the Global Chief Marketing Officer. 

Her passions extend well beyond corporate marketing and 
organizational change. She leverages her experience to give back 
to her communities and believes in paying it forward in the way 
of mentorship and advocacy. Sarah is an active board member 
of Big Brother Big Sisters of Metro Atlanta and works with the 
external relations team and leads the board’s strategy committee.

Alpharetta, GA 
sstansberry0301@gmail.com
 
LinkedIn

Areas of expertise

 · Business strategy 
development and 
execution

 · Enterprise transformation 
and change management

 · Organizational design and 
alignment

 · B2B marketing and sales 
strategy, enablement, 
alignment, and 
management

 · Demand generation and 
programmatic marketing 
strategies

 · Brand development and 
management

 · Customer insights and 
marketing analytics

Sarah Stansberry
Senior Vice President Segment 
Marketing

https://www.linkedin.com/in/sarah-stansberry/


Brandi Starr is a Chief Operating Officer who guides B2B and 
B2B2C companies at key pivot points to achieve sustainable 
growth through road mapping, modernizing processes, and 
removing friction from the customer experience. She does this 
with recognizable Fortune 500 brands including organizations 
in technology, manufacturing, financial services, and sports and 
entertainment. 

As the COO responsible for operations, marketing, and service 
delivery at Tegrita, a marketing strategy and technology 
consultancy, she has been instrumental in leading the 
organization to sustainable growth, including doubling the 
number of employees, increasing ACV by 63%, moving from 
0% to 30% committed revenue, and increasing margin and 
ability to scale. Brandi also serves as an advisor and extension 
of marketing leadership to some of Tegrita’s largest clients. Her 
client list includes a multinational power management company, 
an American provider of industrial automation and digital 
transformation, and a global software company that provides 
database and analytics-related software, products, and services.

Working alongside her clients, Brandi is often the catalyst 
for change, energizing others with visions of the future. She 
is highly proficient at turning ideas into action and building 
consensus with stakeholders at all levels. Through her efforts, 
she has modernized go-to-market (GTM) strategy execution, 
expanded channel marketing capabilities, and built a roadmap 
for marketing-team evolution. 

Brandi is sensitive to diversity, equity, inclusion, and belonging 
in the workplace. She has led and moderated discussions on 
the issues and worked to be anti-bias and hire for diversity at 
Tegrita.

Brandi is the co-author of CMO to CRO: The Revenue Takeover 
by the Next Generation Executive where she and her co-
authors share their vision for the future of revenue. She is an 
experienced informational speaker leading sessions, workshops, 
and keynotes at various industry and private conferences and 
events. Brandi is also the host of the Revenue Rehab Podcast, 
interviewing trailblazing CMOs weekly to develop collective 
solutions to some of the biggest challenges in revenue. 

Suwanee, GA
bstarr11@gmail.com
 
LinkedIn

Areas of expertise

 · Digital transformation/
digitization

 · Sustainable growth
 · New-market expansion
 · Frictionless customer 

experience
 · Automating processes for 

scale
 · Martech strategy and 

consulting
 · Diversity, equity, inclusion, 

and belonging
 · Guiding B2B and B2B2C 

companies to sustainable 
growth at key pivot points

Brandi Starr
Chief Operating Officer

https://www.linkedin.com/in/brandistarr/


With three large-scale turnarounds and more than 25 
acquisitions under her belt, Kimberly Storin is a three-
time CMO who operates with a profit-center mindset to 
exceed growth and synergy targets. As the daughter of a 
graphic designer and CFO, she’s innately skilled at delivering 
creative solutions with limited resources and budget. She is 
a shepherd of transformational change, leading with equal 
parts strategic thinking and inspiration, skillfully explaining 
the “why behind the what” to bring along customers, 
partners, and employees.  
 
She has led transformational marketing strategies at 
public, PE-owned, and VC-backed companies. She is 
currently CMO at Zayo, a PE-owned (DigitalBridge and 
EQT) $2B communications infrastructure business, where 
she leads global marketing, brand, communications, and 
customer experience as part of the company’s privatization 
and turnaround. Previously, as Chief Market Officer at 
RapidDeploy, Kimberly helped secure a $29MM Series 
B funding round by increasing brand awareness to 35%, 
contributing to >100% year-over-year revenue growth, 
and building a partner ecosystem including AT&T, Google, 
Apple, OnStar, and ADT. As CMO for IBM Cognitive Systems 
(a $3B business), she built a channel-first demand engine 
that delivered >100% of revenue targets, contributing to 
seven consecutive quarters of growth for a previously 
stagnant business. As AMD’s Global Brand Director, she 
laid the groundwork for a new customer-brand relationship 
that ultimately brought the company from the brink of 
bankruptcy to >1,000% stock growth. Prior to moving into 
marketing, Kimberly was an M&A leader both in the tech 
industry at Dell and as a management consultant at Deloitte. 
She started her career in PR and crisis communications. 
 
Kimberly has trusted relationships with VCs and PE firms, 
including GreatPoint Ventures, DigitalBridge, and EQT. In 
2020, she co-hosted GPV’s first-ever CMO Roundtable with 
Ray Lane. A seasoned non-profit board member, she is Chair 
of The Women’s Fund at Austin Community Foundation, 
previously chaired Austin Pets Alive’s Development 
Committee, and served on Girlstart’s Marketing and 
Governance Committees. 
 
Kimberly has an MBA from the University of Southern 
California and a bachelor’s from the University of Texas at 
Austin. Her grit and tenacity run deep, whether she’s leading 
large-scale transformation or running one of 14 marathons. 

Austin, TX
kimberly.storin@zayo.com
 
LinkedIn

Areas of expertise

 · Large-scale global 
turnarounds (>$1B in 
revenue)

 · Market repositioning
 · Mergers, acquisitions, and 

divestitures
 · Organizational design and 

restructuring
 · Customer-experience 

strategy and 
transformation

Kimberly Storin 
Chief Marketing Officer

https://www.linkedin.com/in/kimberlystorin/


Michelle Welch is an inspirational executive and strategic advisor 
with a stellar record of achievements in cybersecurity marketing, 
executive operations, and MSP/channel strategy. She specializes in 
scaling privately held organizations in their journey from <$100MM to 
>$500MM.

Since 2015, Michelle has served as the SVP of Marketing and Channel 
at WatchGuard, a 100% MSP-focused cybersecurity company. 
WatchGuard is privately owned and operates under the strategic 
leadership of a CEO and private board of directors. 

At WatchGuard, Michelle heads the company’s global GTM 
organization. She has also served as the executive owner for multiple 
transformative M&A projects and is in the process of rolling out a 
companywide OKR framework. Since she joined WatchGuard, annual 
revenue has more than doubled, EBITDA has nearly quadrupled, and 
TEV is an estimated six times higher.

Michelle contributed to and oversaw many aspects of WatchGuard’s 
multi-year transition from firewall vendor to a strategic cybersecurity 
platform provider. As a result of her efforts, the company’s channel 
ecosystem grew from 5K to more than 17K partners, with more than 
40% of certified partners actively transacting across multiple 
product lines.

Prior to WatchGuard, Michelle spent 10 years in various marketing 
positions at SafeNet, a leading provider of software monetization 
and data-protection solutions. She was promoted to VP of Global 
Marketing in 2014, after which she guided the company’s marketing 
strategy through multiple major acquisitions and the sale of the 
company to a strategic buyer for ~25x EBITDA.

Before taking on the head of marketing role, she made a name for 
herself driving product marketing across multiple divisions within the 
company. As an established industry influencer for software rights 
management (SRM), she coined the now widely used concept of 
“software monetization.” 

Michelle’s leadership has been recognized by numerous industry 
publications, including: 2021 Top 10 Women in Cybersecurity by 
Cyber Defense Magazine and The Top 50 Most Influential CRN 
Channel Chiefs (three times). 

A strong advocate for career development and mentorship, Michelle 
is a founding member and executive sponsor for Women of 
WatchGuard (WoW), a peer group whose mission is to support and 
inspire women to advance professionally and personally.

When she’s not managing her career or volunteering in the 
community, Michelle can likely be found outdoors somewhere with 
her husband and her dog, Emma.

Seattle, WA
michelle.nerlinger@gmail.com
 
LinkedIn

Areas of expertise

 · Scaling privately held 
cybersecurity organizations in 
their journey from <$100MM 
to >$500MM

 · Company portfolio expansion 
and brand transformation at 
scale

 · Deep merger and acquisition 
experience

 · Global GTM team, process, 
and tech-stack transformation

 · Critical and crisis 
communications planning and 
management

 · Company culture 
development and 
transformation

 · Cybersecurity industry and 
channel partnership strategy 

Michelle Welch
Senior Vice President Marketing

https://www.linkedin.com/in/michellenerlinger/


A serial category designer, Deb Wolf has scaled high-growth 
organizations by creating irreplicable brand positions, hiring and 
retaining world-class teams, and creating pipeline that returns two to 
five times annual revenue growth.

Deb currently serves as the Chief Marketing Officer at Integrate (PE-
backed, Audax) where she has global responsibility for all aspects 
of marketing. She leads the efforts to design and drive the category, 
precision demand marketing. In her first 18 months at Integrate, she 
realigned the marketing strategy, restructured the global marketing 
organization, and played an integral role in the acquisition of the 
organization by Audax.

Earlier in her career, Deb served as BetterUp’s (VC-backed, LSVP; 
Threshold) first Chief Marketing Officer and a key member of the 
executive management team that shaped growth strategies to 
support 5X revenue growth in two years. Under Deb’s leadership, the 
marketing and sales development teams grew from four to 30 team 
members and sourced 65% of the closed revenue. Deb also served as 
Lookout’s (VC-backed, Accel; Index Ventures; Andreesen Horowitz) 
Chief Marketing Officer during the company’s pivotal transition from 
B2C to B2B. During her tenure, the company entered six new global 
markets, and revenues doubled in three years.

In the fall of 2006, Deb took a chance on a small startup called 
Workday (NASDAQ: WDAY) and joined the organization as their 
first full-time marketing employee. Over eight years, she grew the 
corporate marketing function from a team of one to 120 brand, 
demand, digital, event, and operational team members. ARR grew 
from $0 to $1B, and the company saw a successful public exit in 2012. 
Deb’s early work to establish the category of cloud-based human 
capital management and build a global demand center of excellence 
served as the foundation for growth across the U.S., EMEA, 
and APJ regions.

Outside of her operational roles, Deb serves on the Dean’s Advisory 
Council at Cal Poly’s Orfalea School of Business, where she also holds 
a bachelor of arts in English. Currently she advises the CEOs of two 
early-stage, venture-backed companies.

Deb lives in the San Francisco area. She is a published author, an avid 
reader, and a life-long learner. 

Livermore, CA
deborahwolf@yahoo.com 
 
LinkedIn

Areas of expertise

 · Category creation
 · Revenue generation
 · Startup velocity
 · Global growth and scale
 · Critical thinking
 · Grit and resilience 
 · Mentor and culture creator

Deborah J. Wolf
Chief Marketing Officer

https://www.linkedin.com/in/deb-wolf/


Callan Young is an expert in successful exits. In marketing 
leadership and executive positions at Anaplan and Experity, two 
SaaS rapid- and hypergrowth organizations with valuations north 
of $1B, Callan was a fundamental catalyst for growth, resulting 
in a successful IPO at Anaplan and a successful exit for Warburg 
Pincus at Experity.
 
Callan was hired at these organizations with one focus: to 
take SaaS leaders and turn them into category creators while 
building and scaling revenue teams. Under her leadership, her 
teams consistently delivered respective 30–60%+ year-over-year 
growth targets. 
 
The common denominator across all of her roles is Callan’s 
success in creating innovative demand-generation models that 
drive revenue growth while balancing the evolution of the brand 
to cement industry leadership and create new categories. Voted 
most tenacious by her peers and leaders at Anaplan, Callan’s 
determination and grit have helped her build world-class teams.
 
Callan builds revenue teams rather than marketing teams. Over 
the past decade, Callan has specialized in driving significant 
results and return on investment, despite being leanly staffed and 
challenged with budget constraints. This experience drove her to 
find the keys to success when balancing marketing investment 
and operationalizing teams. Through change-management 
techniques and her ability to create accountable teams that 
understand their key interlocks across product, sales, marketing, 
operations, and the customer, her teams become unstoppable. 
 
Success should be defined by metrics that matter. 
 
As a strategic leader at Anaplan, Callan led a global team of 80+ 
individuals representing regional demand generation, global 
campaigns, upsell, ABM, digital, and sales-development groups. 
Her team scaled annual pipeline from $100MM to $450MM to 
drive Anaplan in attaining consistent 60% year-over-year growth 
for three years. 
 
As CMO at Experity and a member of the executive team, 
Callan leads marketing, sales development, and price packaging 
and partners with product to guide the company’s roadmap. 
At Experity, she merged two industry leaders to form the new 
Experity brand and has successfully led the integration of two 
acquisitions and counting. She leads the effort to continuously 
grow and scale the marketing organization to support the 
enterprise value. 

Minneapolis, MN 
callanapril@gmail.com 
 
LinkedIn

Areas of expertise

 · Early- to mid-stage small-
cap company ($100MM—
$600MM+) focused on 
scaling sales and marketing 
through hypergrowth 

 · Global expansion 
 · Mergers and acquisitions 
 · Industry leadership and 

category creation

Callan Young
Chief Marketing Officer

https://www.linkedin.com/in/callanapril/
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