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Management, Business Development, Sales and Marketing – Risk Management
Strong focus on building and growing business
Capacity to influence, evangelize and bring innovative, complex solutions to market

Expert in Solution Selling to partners and end clients

Demonstrated expertise in Risk Management and GRC (17-year experience)
Entrepreneurial Spirit, Self starter with strong team orientation
Since 2008
LogLogic

Log Management solution provider founded in 2002.
· Responsable Technique, South EMEA
PARIS
· Built ecosystem of technology partners, integrators and resellers for the region.
· Grew revenue from $100K H1 2008 to $2M+ H2 2009.
2006-2008
IBIXIS

Business development, sales and marketing of IT Security solution providers.

· Owner
PARIS

· Responsible for all activities, from building and managing pipeline to closing and delivery.
2003-2006
Unisys

Global IT solution provider (36,000 people, 130 countries, $6 billion revenue in 2003).

· Director, Security Group
PARIS
With a 6-people team, in charge of IT security activities for Unisys France.
· 30% yearly improvement of revenue driven through technology partners.

· Management of pre-sales, €5 million in yearly security managed services contracts.
2000-2002
NetScreen Technologies, now Juniper

NetScreen was the first security provider with RTOS, ASIC and SSD architecture.

· Marketing Director, Emerging Technologies
SUNNYVALE

· Definition and implementation of the strategy for emerging technologies.

· NetScreen’s Ambassador for the pre-IPO 13-stop European press and analyst tour.
· Business Development Director, Global Alliances
SUNNYVALE

· Definition, launch and management of the technology partner program.
1998-2000
International Network Services, then Lucent now BT

Network and security services (2,000 people during Lucent’s acquisition for $1.8 billion).
· Technical Director, Performance Engineering
SAN MATEO

Functional Management of a 60-people team.

· Definition of a line of « best practice » packaged services integrating services and software.
· Improvement of daily billable rate from $700 to $1,200.

· Consulting Manager, Security Group
SAN MATEO

In charge of the optimization of the financials for our 10-consultant Security Group.
· Improvement of close rate by 30%, revenue by 40% and profit margin by 60% in 6 months.

1995-1998
Cambridge Technology Partners, now Novell

Client/server software consulting firm for large enterprises (4,200 people, and $610 million revenue in 1998).

· Domain Partner, Security Group
SAN FRANCISCO

· Service offering definition, support to marketing activities and closing of $5 million of contracts.

· Technical Director, Network Group
NEW YORK and MIAMI

In charge of Business Plan definition, service offering, and delivery methodologies.
· Growth from 2 to 12 architects, improvement of daily billable rate from $700 to $1,000.

1992-1995
University of Miami

· Security Manager, Department of Computer Sciences
MIAMI

· 80% decrease in illegitimate traffic and hacking activities.
