MARK C. REYNOLDS

mark_c_reynolds@yahoo.com
WORK EXPERIENCE
BEA Systems, Inc.,  San Jose, CA, April 2003  - Present
Director, Customer Experience Marketing - WorldWide Marketing

· Direct Executive Briefing Center team to execute customer programs that accelerate, expand and secure pipeline
· Lead and manage Customer Marketing team to foster customer success and to deliver a programmatic approach for harvesting, establishing and maintaining customer relationships

· Drive a Global Customer Program Assessment, a critical component for understanding, assessing and recommending approaches to increase the value of and better synchronize multiple customer programs

· Create, manage, and evangelize Executive Engagement Program, focused on improving post-engagement and forging relationship building within Global and Enterprise accounts

· Accountable for planning, content and successful execution of BEA’s WW Field Kick-Off  (1300 participants)
· Involved in allocation of and responsible for monthly reconciliation of $1,000,000 marketing budget
Director, Customer & Partner Briefing Programs (Executive Briefing Center)  - WorldWide Sales Operations
· Designed and developed briefing program framework, infrastructure, processes and tools
· Evangelized programs to ELT, sales management, sales reps, field marketing and other key stakeholders

· Leveraged internal organizations to promote BEA products, services and vision to Briefing participants
· Developed and maintained tools, communications and portals to support field in planning and promoting briefings to their customers and partners
· Aligned program vision with sales process and strategy; managed initiatives to meet quality standards

Siebel Systems, Inc.,  San Mateo, CA, March 2000  - June 2002

Senior Manager, Customer References Program - Marketing Communications
· Recruited, developed and maintained “C-level” relationships with key customers
· Executed joint marketing plans to enhance customer advocacy
· Drove rollout of Customer References Program in Asia Pacific and Latin America to support the company’s direction 
Manager, Partner Communications and Enablement - Alliances Marketing and Operations

· Increased Alliances communications to press and prospects, generating clear vision of Siebel's ecosystem
· Spearheaded restructure of  “mySiebel”, Siebel.com and “eChannel”, establishing ongoing, vital communication venues
· Crafted training curriculum for partner sales and technical audiences to teach Siebel engagement processes
Manager, IBM Channel Communications - IBM Business Development

· Produced and implemented sales enablement tools to support and enhance field sales

· Led public relations and marketing relationships with IBM to build awareness of joint successes
· Directed business development to create additional opportunities in media and entertainment industry
Oracle Corporation, Redwood Shores, CA, December 1996 - March 2000

Market Development Manager, Oracle Online - Alliances & e-Business Distribution

· Promoted integration with Oracle Store and “Partner Model” and developed indirect business strategy  
· Organized engineering activities with product management to define and implement business requirements
Automation Project Manager, Sales Process and Automation - Global Sales Practices

· Proposed and implemented essential strategies for automation of sales processes, tools and resources

· Selected opportunities for integration with sales processes and Oracle’s GSP website
Field Sales Communications Associate, Field Information Network - Global Sales Practices

· Supported corporate and field sales within Western and Latin American regions

· Represented sales group in Oracle Applications Product Release Process; responsible for communications kit and tools

Personal Development Classes:
People Skills, Presentation Skills, The Decker Grid System, Communicating with Confidence, Writing Advantage for Business Communication, 7 Habits of Highly Effective People & Managers, Relationship Selling, Situational Negotiation Skills, Speaking to the Big Dogs, Creating Visual Messages with PowerPoint
EDUCATION
University of Virginia, McIntire School of Commerce  
Bachelor of Science Degree in Commerce, May 1996; Marketing and International Business
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