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Rob Tribble

	Executive Summary
	Do you need “Adult Supervision” ? I have over 30 years in this business, and I am an experienced Strategic Sales / Support Professional leveraging experience in web technologies, business analytics, Payroll, HR, Manufacturing, CRM, Supply Chain, eCommerce and financial systems on a global basis for established companies such as PeopleSoft, Netscape, Integral and Rand;

Business Development, Leadership, Sales Development

1. Proven, effective negotiator and have experience developing and closing complex contractual relationships.

2. Affinity for working within an early stage start-up environment where self-starting, accept-nothing-less-than-success attitudes are imperative.

3. High energy level and motivation to make things happen.

4. Able to deal effectively with ambiguity

5. Exceptional ability to develop relationships throughout complex organizations.

6. Experience with and commitment to Solutions Selling, Target Account Selling, Power-Base Selling or equivalent strategic sales method.

7. Proven ability to establish a strategic sales/business development program from inception through success.

Product Management / Marketing

1. Principal author (multiple times) of

a. Product Strategy,  & Business Case

b. Marketing & Business Product Requirements Plans (MRP/BRP)

c. Competitive Analysis, Positioning, Market Differentiation, Messaging

d. Business Plan, P&L Planning, 

e. “Go-to Market” Strategy 

f. Proposed Pricing, Packaging, Sales Channel Choices

2. Evaluate and prioritize requests for product changes, enhancements, etc.

3. Product Launch, Analyst & Media relations.

4. Public Speaking, and Product Spokesman

5. Provide sales strategies and approaches to field sales and marketing 

6. Ensure management and the sales organization have participated in creating and understand the strategic and tactical plans. 

7. Content creation including: marketing collateral, presentations, sales tools, win references, and white papers.

8. Develop targeted industry messaging, positioning, and differentiated value propositions by market segment. 

9. Work to realistically differentiate the product/product family within a particular market segment. 

10. Work closely with sales, marketing communications, customer and product support to competitively differentiate the product or product family.

11. Maintain close relationship to customers for awareness of customers' needs and perspectives. 

12. Full responsibility for the execution of all aspects of the marketing program including market analysis, account identification & prioritization, solution messaging, product evangelism, and sales cycle support.

Product Development

1. Managed and Developed application software in multiple countries;

2. Managed application development for financial, HR, supply chain, business analytics, and eCommerce applications;

3. Development of specific “acceptance criteria” for product engineering;

4. Hired, Managed, and developed technical & QA staff
Project Management

1. My motto  “You get what you inspect, not expect”

2. Proven Project Management track record 

3. Product Development to Market Intro. -  $40M after three years, 

4. $10M incremental revenue at Integral in 6 months;

5. Provided a firm grip on the “Go to Market” execution

6. Leadership in complex software / deployment assignments

Leveraging international experience, Chicago MBA, and deep understanding of how to motivate and work with sales, marketing and development engineers. Strong individual contributor believes “Smaller is Better”.

	
	

	Industry

Experience
Drive

Responsibilities


	Technology – Web based Products, Business Analytics, Portals, Wireless,  Web Services, Business Rules, Application servers, & Directory servers.

Manufacturing - MRP & shop floor control, warehousing, logistics, order management, procurement, distribution, and related supply chain systems.

Financial - GL, AR, AP, treasury, business analytics, electronic commerce, international & domestic,  public & private sector accounting.

Sales & Marketing – B2B & B2C, Sales Order Processing, Pricing, Credit, Payment, Shipping, Sales & VAT Taxes, Freight Rating, Credit Card, Bill Presentment & Payment, Sales & Marketing Analysis, Business Analytics, Customer Information & Resource Management.

Industries  - Strong vertical industry experience in Telecommunications, Banking, Hi-Tech, Manufacturing, Oil & Gas, Pharmaceuticals, Consumer & Industrial Products, and Distribution & Warehousing

Major Clients  - IBM, Amdahl, Ernst & Ernst, TSC, Citibank, Ford, Peoples Republic of China, Shell, KLM, United Airlines, GE, Exxon, GTE, Abbott, Baxter, Sohio, U.S.Navy, Israeli Defense Forces, BP, ICI – Worldwide, Dupont, Conoco, Texaco, Sun Petroleum, Sandoz, Lucent, Agip, Fiat, Michelin, ICL, Mitsubishi, Mitsui Bank, Barvaria-Koop, Avianca, Codelco, Pemex, etc.

I love to develop application products by working with strategic partners, customers, sales, marketing, client services, and product management. I Love my work, I love to win, and I am a competitor.
EXE Inc.                                                      Start-Up Consultant              2002-Current

Founder and Principal consultant, To provide services to startup companies in the areas of business planning, execution, staff evaluation, strategic sales, and business development.

· QRS Corporation – sales, strategic sales, business planning, staff training & evaluation in the EDI/Van services to “consumer & retail” industries.

· Exciting Lighting – a very high end lighting technology company looking for sales, business management experience and strategic planning to take the company to a products based business model.

· Free4All Media – established 2002 as a media based, advertising based product for the distribution of software through private labeled channels to distribution.

· Expertware – Project Management & Control software, provided direct sales, and strategic sales support, plus business development services.

· Nitido – Software / Middleware for Wireless Applications, provided strategic, and business planning services, and support

· Shaanxi Credit Bureau Corporation (SCB) was established in November 2002 as the first officially recognized professional private credit corporation for China. Licensed by the Shaanxi Province Government and approved by the People's Bank of China. This company will provide credit card services to China.

PeopleSoft                     Director – Product Marketing                               2001-2002

· “Go to Market” for People Tools 8, 

· Product Strategy, Product Positioning, Product Message, & Mission

· Sales Strategy, Product Requirements, and Business Case

· Demand Generation,  MARCOM, & Analyst relations

· Implemented Telesales for Incremental Revenue of $10 million

· PeopleTools 8.X, went live, on time, with  400+ Installs in year 1

eTime Capital  (Start-Up)        VP International                                          2000-2001

· Developed and executed Global Sales & Marketing Strategy (International)

· Demand Generation, Sales Training, and Partner Relations

· Raised > $40m  in venture funds, managed Investor relationships

· Developed/Organized/ Opened European Office, operational in 2 months

·      Responsible for Consulting Services & Investor Relations (Deusche Bank) 

Netscape Communications
  Director eCom Strategy                      1996 – 2000        

· Chief Speaker / Evangelist for eCommerce – 100+ speaking engagements

· Chief Strategist / Architect for all eCommerce Products & Services

· Wrote first eCom MRP/FRP, & Business Case for Netscape

· Sales Strategist – Corporate “Tiger Team” for Global Accounts

· Developed and Managed First Generation Buying, Selling, and Trading Products

· Developed Sales, Marketing (Marcom), and Partner Training Materials for eCommerce

	
	Prior to 1996


· Director/VP Product Management  - Vivid  (Start-up)

· VP Customer Service & Product Management  - Uniteq Systems (Start-up)
· President – Rob Tribble, Inc. (Enterprise Consulting / Start-Up)

· VP / Co-Founder / CTO – On Demand Systems (Start-up)

· VP Consulting Services & VP Product Development  - Integral Systems

· VP / GM US & Europe – Consulting Services - Rand Information Systems

	Education

	

	More Info:
	· Univ. of Colorado – B.A. Economics.

· Univ. of Chicago – M.B.A. Finance & Quantitative Analysis.
Try Google and search for “Rob Tribble”


