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Vice President Sales – CarePredict

November  2017 to Present

CarePredict delivers actionable insights, predicting a variety of health risks. The comprehensive solution combines a wearable technology, deep machine learning and sophisticated predictive analytics. Deep neural networks, and user-friendly dashboards continuously observe, learn, and trigger just-in-time care from unobtrusive observation.
Leading CarePredict's sales team to unprecedented growth. Closing massive corporate deals with the largest organizations across the healthcare spectrum. 
Responsible for:

· Early stage growth through direct sales and partners across multiple verticals. 

· Building platform for concise delivery of messaging to resonate with decision makers and business users. 

· Managing channel partner relationships.

· Grow sales force and sales support team to align with market penetration and revenue growth.
· Managing US Sales Team of 4 Regional Directors 2 ISRs and a Marketing Director. 
Abilities & Achievements:

· Delivering unparalleled growth year over year driving increased valuation for investment rounds. 

· Working directly with internal leadership including CEO, COO, operations and marketing to deliver compelling and concise messaging.
· Aligning market needs with product development roadmap to focus solution on market driven needs.
· Building and growing an effective nationwide sales team.
· Developing effective channel partnerships.
· Personally sold over $28M across the continuum of care. 
Vice President Sales – Nuance Healthcare 

July 2015 to October 2017
Provides a proven, clinically based holistic Clinical Documentation Improvement Solution at over 600 hospitals Nationwide. Technology & Artificial Intelligence solutions include Computer Assisted Physician Documentation utilizing a Clinical Language Understanding engine.
Responsible for:

· Leading team in delivering newly acquired AI Driven Clinical technology solution to Heath Care Systems across the Country. 

· Working directly with product development team to identify product enhancements for better customer utilization
· Managing channel partner relationships.
Abilities & Achievements:

· At target quota of. Ended FY 140% of quota. 

· At target quota of. Ended FY 140% of quota. 
· Excellent interpersonal skills working in cross functional teams.
· Long history of selling multiple solutions across the healthcare continuum.
· Strong communication skills to manage the complex requirements of healthcare.
· Highly skilled negotiator & closer.
· Un-paralleled organization skills to manage multiple opportunities and communicate at multiple levels of an organization.
Vice President Sales – MedAssets

January 2012 to July 2015
Industry leader in providing AI Driven Population Health / Business intelligence solutions to the Healthcare segment that drive new value based purchasing reimbursement models.    
Responsible for:

· Delivering newly created Population Health solution to the Healthcare segment.
· Selling complete line of 32 solutions across the entire revenue cycle. 
· Selling optimization and consulting engagements across the revenue cycle.

Achievements:

· In 2014 salvaged a large healthcare system over $5 million in revenue and $2 Million in new revenue with a focus on their claims management tools. 
· In 2015 sold  solution at large 10 hospital IDNs. 
· First to sell and grow Episode Management solution.
National Vice President of Sales & Marketing – M. Leco & Associates / Adreima
2007 to 2012
Healthcare revenue cycle consulting company working primarily with hospitals, hospital systems and healthcare related providers offering both service and software solutions.  Leco sold to Adreima in 2012.
Responsible for:

· Build a best in class nationwide sales team from the ground up.
· Work closely with the 3 operating divisions to pivot offerings to meet current market needs. 

· Create 2 new solution lines with significant revenue streams driving the successful sale of the company in 2012. 

· Leading a team of ten regional salespeople, four telemarketers and a marketing director.  

· Develop branding and marketing for the company.
Achievements:

Healthcare revenue cycle consulting company working primarily with hospitals, hospital systems and healthcare related providers offering both service and software solutions.  Leco sold to Adreima in 2012.Hired by the ownership team of a closely held company to improve top line revenue of a failing company with the goal of selling the company. Mission accomplished with the highly successful sale of the company to Adreima
· Recruited and hired sales team.  Within six months the entire team was closing deals at a rate higher than in any other time at the organization:
· Inside sales team quota for appointment setting more than doubled over the course of 2008 and into 2009.  No show rates for set appointments dropped by 25%.  
· Built a successful pipeline model for the sales team. Drove the use of objective pipeline tools to build more predictable pipelines with ensuing metrics. 
· Developed tools for monitoring long sales cycle and milestones.
· Candidate screening system resulting in a team of highly successful sales team
EDUCATION

University of Pittsburgh 
Major: Business and Psychology
OTHER TRAINING

Customer Centric Selling Certified 
ISM Sales Certified

Miller-Heiman

Sandler Sales System 
Dale Carnegie Sales 
SKILLS

Talented presenter in large group setting

ZOHO – Power User

Excel - Power User

PowerPoint - Power User

Word/Access High Proficiency

ACT and Goldmine - High Level User/Administrator

SalesForce.com - High Level User

Sugar - High Level User

HTML Web Authoring High Proficiency
RECENT READING
How to Get a Meeting with Anyone – Stu Heinecke
Social Selling Mastery – 

The Challenger Customer - Matthew Dixon, Brent Adamson
The Challenger Sale– Matthew Dixon, Brent Adamson

Mastering the Complex Sale – Jeff Thull

The Psychology of Sales Call Reluctance – George W.Dudley

Rethinking the Sales Cycle – Tim Young

Selling to the C Suite - Stephen J. Bistritz

The New Strategic Selling – Robert Miller, Stephen Heiman
The World is Flat - Thomas L. Friedman

Customer Centric Selling – Michael Bosworth

The Art of War for Salespeople – Ed Craft 

The Power to Get In - Michael A. Boylan

Principle Centered Leadership – Stephen Covey

Where Have All the Leaders Gone – Lee Iacocca

Better Than Good- Zig Ziglar

The Art of War for Salespeople - Edward Craft
Maximizing growth in early to mid-stage healthcare technology companies.  Working collaboratively with all aspects to the organization to deliver on value and close deals. 
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