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    		 Executive Profile

Dynamic and results-oriented business development leader with over 15 years of international experience in manufacturing, technology, and aviation-related sectors. Proven expertise in establishing strategic supply agreements, developing multi-channel sales ecosystems, and managing high-value customer relationships within complex, highly regulated markets. Demonstrated success in scaling global sales, driving market expansion, and delivering innovative solutions for major clients in the aviation and aerospace industries. Skilled in technical negotiations, cross-functional collaboration, and leveraging technology to enhance customer experience. Adept at working with manufacturing partners like Mallaghan Engineering and Terex Corporation to develop tailored GSE solutions and implement growth strategies that increase revenue, market share, and operational efficiency.
Seasoned global alliances and channel leader with 15+ years’ experience building and scaling worldwide partner ecosystems across SaaS, cybersecurity, and enterprise technology. Proven track record of driving double-digit revenue growth through strategic alliances with GSIs, hyperscalers, ISVs, distributors, and Big 4 advisory firms. Experienced in leading cross-functional global teams, developing co-selling GTM strategies, and creating joint value propositions that accelerate expansion and deliver measurable ROI. Adept at working across complex matrix organizations and fostering long-term, trust-based relationships with partners and executives at all levels. Devised and implemented the government strategy to establish Belfast as the cyber security capital of Europe and won significant strategic projects (FDI) from leading innovative US companies in this sector. Hence, the beginning on hundreds of millions of dollars of investment into this sector for the local economy and leading to the creation of an entirely new technology sector cluster and creating thousands of net new jobs with above the technology industry average salaries

Core Competencies

· Global Partner Ecosystem Leadership
· Channel Programs, Incentives & Operations
· Strategic Alliances with GSIs, Hyperscalers & ISVs
· Co-Selling & Joint GTM Strategy
· Revenue Growth & P&L Responsibility
· Team Leadership & Cross-Functional Collaboration
· Strategic Negotiations & Business Case Development
· Data-Driven Partner Sales Management

Employment History

2023 - Present    Sovos     	                 	   		Senior Director – Alliances & Partners 
· Built and scaled a global SaaS and services channel ecosystem across GSIs, hyperscalers, ISVs, Big 4, and regional SIs.
· Drove turnaround of regional performance: increased revenue from <£10m to £15m in year one and £20m in year two.
· Recruited, onboarded, and enabled new partners; delivered 4x revenue target pipeline.
· Executed global GTM campaigns with partners, driving joint sales motions 
· Regularly conducted QBRs with strategic partners, aligning KPIs and performance metrics to accelerate revenue.

2022 - 2023    Teradata     	                 	   Dir – Corp Dev & Growth Partnerships - EMEA
The connected multi-cloud data platform for enterprise analytics company - Providing analytics to solve business challenges to scale with the flexibility to handle the massive & mixed data future workloads.
· Designed and executed GTM strategies with GSIs, ISVs, & distributors to deliver £40m+ in sales.
· Built a £150m partner pipeline through joint initiatives and strategic co-selling campaigns.
· Strengthened partner relations across EMEA, identifying and executing new joint opportunities.
· Drove adoption of Teradata’s multi-cloud analytics platform through partner ecosystem 
      
2016 - 2021    Synopsys 				           Corp Dev & Channel Sales Dir - EMEA
Software Cyber Security Division (Acq’d both BlackDuck Software & Whitehat Security) Leading provider of software security & vulnerability audits via SaaS, Managed Service business models.
· Built and managed channel ecosystem across MSSPs, VARs, GSIs, Big 4, ISVs, & HyperScalers.
· Scaled revenue to £50m, grew professional services from zero to £10m annually.
· Improved customer retention from 50% to 75%+ and raised NPS to 90.
· Led cross-functional global delivery teams across 3 regions, driving consistent customer success.
· Negotiated strategic alliances and managed joint GTM plans with  -SAP, Siemens, Microsoft, Cisco, IBM, Visa).

2011 – 2012  Mallaghan Engineering (Contract role)	 Global Bus-Development Director
· Devised and executed comprehensive Go-to-Market strategies for global aviation and aerospace markets, increasing group turnover by 5x and expanding direct staff employment by approximately 200%.
· Established and nurtured strategic supply agreements and commercial partnerships with leading global aviation organizations, service providers, and original equipment manufacturers.
· Led complex technical and commercial negotiations with major commercial vehicle manufacturers, aligning product offerings to customer needs and driving revenue growth.
· Implemented an innovative e-commerce platform for global parts supply, improving customer access to critical aviation ground support equipment and aftermarket services.
· Directed global sales and expansion initiatives, significantly enhancing Mallaghan’s market presence within the aviation sector.

2003 – 2011    Invest NI, USA (via BradCo)	 SVP Global Corp-Dev & Strategic Partners
Invest N.Ireland  is the economic division of the UK government and promotes NI as an offshore location.
· Designed and implemented economic strategy positioning NI as Europe’s cybersecurity hub.
· Built $850m pipeline, delivering $450m in strategic investment projects.
· Negotiated complex partner and government incentive packages with Fortune 500 clients.
· Attracted leading US and European technology companies, creating a new industry cluster and thousands of high-value jobs.

2002 – 2003    Modular Panel Systems (contract role via BradCo)                  Sales & Projects Director
Manufacturer of installation of roofing and cladding products for food/FMCG and pharma factories	
· Project identification through liaison with architects, engineers, surveyors & contractors 
· Responsible for gaining specification, tendering for projects &  successful project delivery.
· Co-ordinating with other on-site trades – Such as steel erectors, M&E service providers
· Initiating  regular payment claims, agreement of changes to architects plans/drawings and changes 
· Consult and advise on building envelope design, internal layout, load-bearing capabilities of wall and roof panels for construction projects in the chilled warehouse and  food production industries

2000  – 2002    K-Power (KDM Hire Group) - Ireland      	       General Manager & Head of Sales
Supplier of electrical power generating equipment and general construction machinery
· Full P&L responsibility for fast growing stand alone company within the group
· Grew fleet of diesel gen-sets, off -highway plant, etc   - increased divisional sales by 50%
· Management of all operational and sales & marketing functions for generator division
· Devised new sales channels via OEM manufacturers and facilities management providers
· Secured major contracts with UK and European Teleco’s (Vodafone, O2, Orange, EE, BT, 

2000 - 2025        BradCo Consulting 			Managing Consultant & VP Business
Global BD advisory firm providing fractional ‘Strategic sales acceleration & GTM services’.

1997 - 2000      Terex Corp  - UK & USA    		 International Sales & Marketing Manager
· Managed export sales and marketing efforts for capital equipment in quarrying and materials handling industries, developing and growing key international markets in the UK and USA.
· Cultivated and maintained productive relationships with multiple stakeholders, including customers, distributors, and manufacturing partners, supporting sustained business growth.
· Conducted in-depth market analysis and customer engagement to tailor product offerings, sales proposals, and support services, aligning with diverse client operational requirements.
· Collaborated closely with cross-functional teams to coordinate sales strategies and ensure superior customer service delivery.
· Utilized advanced negotiation skills to secure competitive contracts, contributing to increased sales revenue and expanded market footprint.

Education Summary

· University of Ulster – Msc, International Business (2025)
· Prince 2 – Project Management Certification
· University of Ulster – P’Grad, International Business & Digital Transformation (2022)
· University of Ulster – PostGrad, Computer Programming and Data Science (2020)	
· Harvard Business School - Executive Leadership & Strategy (2008)
· University of Ulster – Ba Hons, Business Studies (1997)

Additional Information
· Experienced in working across EMEA, US, and global partner ecosystems.
· Excellent engagement skills with C-level and board stakeholders.
· Fluent in driving strategic alliances across highly regulated and high-growth industries (SaaS, cybersecurity, fintech, enterprise tech).
