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SUMMARY

Results-driven Key Account Manager with 9 years managing Fortune 100

accounts at Microsoft and ADP, overseeing $22M+ in combined ARR.

Delivered 124% of expansion quota ($5.8M new ARR) in FY2023, sustained

97% gross retention against a 94% benchmark across a $14M portfolio for 3

years, and negotiated a $3.2M ARR 3-year EA with a $240B manufacturer

(41% above prior term value). SAMA Certified and Oxford MBA.

EXPERIENCE

Key Account Manager - Strategic Accounts Jan 2019 - Present

Microsoft Seattle, WA

Own a $14M ARR portfolio of 8 Fortune 100 accounts in manufacturing and

energy, driving Azure and M365 adoption.

• Delivered 124% of expansion quota ($5.8M new ARR) in FY2023 by

orchestrating cross-sell of Azure AI and Power Platform across 5 accounts

• Maintained a 97% gross retention rate against a 94% benchmark across the

$14M ARR portfolio for 3 consecutive years

• Negotiated a 3-year enterprise agreement with a $240B manufacturer

worth $3.2M ARR, 41% above prior term value

• Built multi-threaded relationship maps across 6+ executive stakeholders per

account, reducing single-threaded risk from 62% to 18%

• Partnered with Microsoft Consulting Services to deliver a joint roadmap,

accelerating time-to-value by 28% for 4 accounts

Senior Account Manager May 2015 - Dec 2018

ADP Portland, OR

Managed HR and payroll solution accounts for mid-enterprise clients with 500-

5,000 employees in the Pacific Northwest.

• Grew territory revenue from $5.4M to $8.1M ARR in 3.5 years through

strategic upsell and competitive takeaways

• Closed 9 competitive takeaways from Paychex and Ceridian worth a

combined $2.4M ARR

• Achieved President's Club recognition in 2017 and 2018 for 131% and 119% of

quota respectively

SKILLS

• Strategic Account Planning

• Executive Relationship
Management

• Salesforce CRM

• Multi-Stakeholder Selling
(MEDDPICC)

• Contract Negotiation and EA
Renewal

• QBR Facilitation

• Customer Success Partnership

• Pipeline Forecasting (Clari)

EDUCATION

Master of Business
Administration

University of Oxford - Said
Business School

Strategy and Marketing

Oxford, UK

2010 - 2012

GPA: Distinction

Bachelor of Arts

University of Cambridge

Economics

Cambridge, UK

2006 - 2009

GPA: First Class Honours

CERTIFICATES

Strategic Account
Management Association
(SAMA) Certified

Strategic Account
Management Association

Apr 2020

Professional certification in

strategic account planning,

executive alignment, and

value-based selling

Command of the Message
(Force Management)

Force Management

2022

Value-driven enterprise sales

messaging and discovery

methodology

Salesforce Certified Sales
Cloud Consultant

Salesforce

2023

Enterprise CRM design and

pipeline management on the

Sales Cloud platform
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