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(519) 502-3833 
 

How do you stand out in a crowded global market to reach prospects and build demand? 

How do you explain the benefits of a complex product to a non-technical buyer? 

How do you inspire a team, and its individual members, to maximize achievement? 

These are the challenges I love to tackle. 

 

Marketing Savvy 

Nine years of experience in a 

global B2B environment 

 Deeply familiar with many 

technology marketing roles: 

Product Marketing, Product 

Management, and Marketing 

Communications 

 Knows what it takes to stand 

out in a crowded market 

 Communicator who is adept 

at writing, presenting, live 

demos, panel discussions, 

media interviews and analyst 

briefings 

Proven Leadership 

Successful track record leading 

winning organizations 

 Professional experience 

leading six; volunteer 

experience leading 60+ 

 Defines objectives, strategies, 

and tactics; secures buy-in 

 Invests in people for 

continuous growth and in 

succession planning for 

stability and continuity 

 Develops new techniques 

through research, education, 

and practice 

Technical Foundation 

Understands technology and 

can articulate unique value 

 Computer Engineering 

degree; professional 

experience in software 

development and quality 

assurance 

 Comfortable with technical 

audiences and conversations 

 Can explain how something 

works, and why that matters 

 Bridges the gap between 

market problems and 

technology features 

Education 
Pragmatic Marketing 

Completed training focused on practical, actionable strategies to support an outside-in marketing 

approach for B2B technology markets: Effective Product Marketing and Product Launch Essentials (2013), 

Practical Product Management and Requirements That Work (2010) 

Management Training 
Management skills training delivered by Achieve Global: Giving Recognition, Conducting Performance 

Reviews, Building Team Pride and Purpose, Recruitment and Interviewing Fundamentals, The Hallmarks of 

Supervisory Success, and Delegating for Shared Success (2011 and 2012) 

University of Waterloo 
Bachelor of Applied Science in Honours Computer Engineering, with Mechatronics Option (Class of 2006) 

 

Get to know me at: www.leadershipmarketingandeverything.com 

  

http://www.pragmaticmarketing.com/
http://www.pragmaticmarketing.com/courses/practical-product-management
http://www.pragmaticmarketing.com/courses/requirements-that-work


Relevant Professional Experience 
Sandvine 

A market-leading technology company that serves the global telecommunications industry 

Director, Product Marketing December 2012 to Present 

Turned attention outward and positioned Sandvine to capitalize on industry evolution and trends, 

including virtualization, “big data”, and customer experience management 

 Enabled an ever-growing sales team (roughly doubled in two years) by developing strategies 

and tactics that maximized “return on energy” of the product marketing team 

 Enhanced competitive differentiation; emphasized strategic demonstrations, “rebooted” 

competitive marketing initiatives, and created a library of customer success stories 

 Improved organic search relevance (as measured by Google ranking) by completely rewriting 

website content in support of demand generation and prospect education strategies 
 

Manager, Product Marketing September 2011 to November 2012 

While reporting directly into the CTO, led the team responsible for equipping sales channels with 

effective tools and for providing the organization with market intelligence 

 Established new corporate, solution, product, platform, and technology messaging; segmented, 

simplified, and developed a hierarchy for content; secured organizational buy-in 

 Enabled the global sales team with weekly knowledge transfer webinars; emphasized high-

quality, relevant, actionable content from cross-functional presenters 

 Increased team output with metrics and lightweight processes; invested in people to grow 

individuals’ capabilities with personalized development aligned with corporate objectives 
 

Product Marketing Manager July 2008 to September 2011 

Became the go-to resource for high-profile, business-critical projects, and developed into a global 

authority on Internet traffic profiles and trends 

 Generated customer demand and brand awareness by growing the Global Internet Phenomena 

program into the world’s foremost consumer Internet study; developed statistically-valid 

foundation, drove thought leadership, and leveraged critical resources 

 Capitalized on first-to-market timing with Network Analytics product launch; supporting tactics 

included demonstrations, videos, customer roadshows, and analyst briefings 
 

Product Manager January 2005 to June 2008 

Owned all product management responsibilities for Sandvine’s foundational traffic identification 

technology and the Network Integrity solutions suite ($25 M in revenue since inception) 

 Prepared the Sandvine platform for global markets by researching regional Internet applications 

and submitting traffic identification requirements to engineering 

 Championed customer needs and contributed to higher-quality products in the field by initiating 

new maintenance release procedures 

Additional Activities 
Fusion FC 

An OSA-registered soccer club competing in the tri-city’s indoor and outdoor leagues 

Founder, General Manager, Player August 2006 to April 2012 

Founded Fusion FC and guided the club to ten championships; also served as league Secretary 
 

See a complete career history at: www.linkedin.com/in/leelovesmarketing 


