





   KAYCEE UZOUGBO 
   Mobile: 07984360622    Email: kayceeuzougbo@yahoo.co.uk       Me-  http://www.kayceeuzougbo.com 
PROFESSIONAL PERSONA
I’m a very passionate B2B technology marketer & Lead generation catalyst who understands the customer lifecycle management with great skills for acquisition, having exceptional people skills to manage a team, as well as project management delivery, with the ability to think strategically, research & analyse key metrics using customer behavioural analysis with new & improved methods to generate viable opportunities.
· Wiretap in sales calls- Providing sales with insights into customer buying motivations/ behaviour to upturn sales results.
· Using marketing automation in campaign management & revenue reporting by digging into data, analyse & draw actionable insights, to go beyond the buyers journey into a true customer experience 
· This includes experience in creative copy writing skills, content translations, adapting concise, scannable & objective content for persona based targeted audiences with applied A/B testing and deliverability tactics. 
· Imploring Market Intelligence, in-depth analysis & design, optimisation, technology and testing.
· I have an insatiable drive for quality leads, deals closed, revenue booked and sales executives satisfied.

ONLINE & SOCIAL MEDIA SKILLS
Experienced in website analytics (e.g. Google Analytics, NetInsight, Webtrends). Strong flair designing from template choosers, Landing pages with user initiated send definitions editing HTML5 & CSS3 websites. Also experience in Mobile Apps build projects & creative content hooks.

· Highly skilled in creating & distributing Video, Images & online assets to support the business objectives.
· Design email marketing workflows, lead scoring models: triggers, SMS and push notifications.
· CRM navigation with Salesforce, Exacttarget, Marketo, Eloqua 10, Getresponse, Hubspot mostly.

· Knowledge in SEO & SEM strategy. 

· Blogs creation, Social Influencer management using best in-class technology to drive customer advocacy. 
· High on data integrity.

· Measuring & reporting campaign performance whilst assessing against company goals (ROI & KPIs).
· I’ll always review new methods & technologies to keep the company at the forefront of digital developments.
SUMMARY OF MARKETING ACHIEVEMENTS:

· {AUTOMIC} Developed & improved AUTOMIC DevOps digital marketing channels to increase website conversions. See proof here, http://bit.ly/1VpHZXf  (Nov 2015) 
· {AUTOMIC} Project managed the AUTOMIC software 11.2 release  (03/11/15) keeping launch plan timeline
· {AUTOMIC} Built and executed the end to end LeadGen Webinar program series called DevOps Secret Source. Find here, http://bit.ly/1LtRs8A  (Nov 2015)
· {ORACLE} Recruited into Oracle Social media team on the very first day of the job.(2014)
· {ORACLE} Successfully led the Oracle Digital Disruption campaign with combined execution of the Oracle    Day event exceeding target with over 800+ leads generated.(Most recorded 2014)

· {ORACLE} Drove a cross channel campaign for Oracle day event with increased customer engagements.
· {ORACLE} Utilising ADC (activity driven content) to improve email nurture programs with very minimal unsubscribe(s). (2015)
· {ORACLE} 65% uplift on CTR/open rates for HCM world Email campaign, employing best practices.
· {ORACLE} Successfully managed the Oracle video documentary project with key customer interviews emphasising on Oracle Digital Transformation.(2014)
· {IBM} Assisted the sales team with system P server upgrade contract with Huawei Global worth $1.5M 
· {IBM}  Recruited 594 net new IBM partners surpassing the target figure of 500’ (2012 Channel Roadshow).
· {IBM} Mentoring- Contributed immensely in the global SME’s mentoring program developing toolkits  helping to bolster small businesses with marketing innovation and technology. (2014)
· {IBM} Partner Enablement – Improved attendance by 95% for all sessions (online & offline) due to high conversion-infographic email templates introduced by me thus surpassing quarterly targets.(2013)
CAREER AWARDS

· 1st Regional Sale Award




Business Connexion 
· 2008/2009/ Top Market Relationship Manager


Business Connexion
· Best solutions Account Manager



Computer Warehouse Group

EMPLOYMENT HISTORY:

September 2015 – Till Date
SENIOR GLOBAL MARKETING MANAGER 
AUTOMIC SOFTWARE        
US/EMEA/DACH/APAC
Responsible for the Global marketing Campaign plans and strategy, managing all key activities in relation to evangelising DevOps practice, Oversee, build & execute demand marketing programs that deliver 15M Euro DevOps license pipeline. Project managed the global AUTOMIC 11.2 software release launch across several offices. (US, Canada, EMEA, ASIA, DACH).
Global Marketing Management 

· Constantly contributing pipeline by region & monitoring SFDC pipeline report to stakeholders.
· Responsible for Increasing AUTOMIC’s online visibility in the DevOps movement (11.9% conversion rate in first two months) 
· Working constantly with content team, regional marketing leads & digital hubs to steady flow of blog posts based on explicit scoring & buyer journey.
· Worked with Product marketing team to create/determine global messaging framework & maintain consistency across all major amplification channels.
· Successfully project managed AUTOMIC 11.2 software release (Nov 3, 2015) providing daily updates & graphical weekly reports to CMO & Key stakeholders. 

· Executed the Awareness internal launch campaign party across all global offices (US, Canada, Singapore, EMEA, DACH regions) flawlessly.
· Enabled team with intelligent use of collaborative smartsheet tool for content sharing & monitoring.
· Designed and executed DevOps leadgen webinar series program. 
Global Awareness & Market Analysis
· Increased social media awareness on LinkedIn whilst employing LinkedIn analytics, sponsored updates to support curated/engaging posts.
· Work with digital marketing tools which include SEO to gain effective competitiveness.
· Introduced dynamic digital tools to improve content and website conversion

· Developed a contagious content calendar with understanding of major global events and impact

· Provided key promotional content for the webinar series program inside our monthly customer newsletter

· Designed and managed the Campaign Interlock reporting framework.

· Developed the AUTOMIC mobile APP strategy

· Introduced third party campaign sponsorship program by ''Red Bull'

· Constantly analyzing Hubspot data to improve email marketing programs.

· Enabled the team internally on total employee advocacy program.
Sales Enablement

· I always ensure we have a complete set of sales enablement materials structured and organized well in Sales Academy. Specifically, messaging by sub-play (Siebel, Java, SAP, Teminos, Peoplesoft, packaged apps), competitive analysis, persona work, call scripts, first call PPT, analyst endorsement, case studies, etc.
· Work with Product marketing team to create short Webex recordings/video library that can be viewed "on-demand" by reps for self-enablement and also customers listed on resources page of company website.(find here, http://bit.ly/1I4qVE7 )
June 2014 – May 2015
SENIOR FIELD MARKETING MANAGER 

 ORACLE CORPORATION        
ECEMEA FIELD TEAM
Responsible for the region’s marketing plans and strategy, managing all day to day marketing activities, Plan and execute persona-based customer journeys with underlying content strategy (inbound/outbound plans) that drives and accelerate pipeline, account acquisition and penetration.
· Designed activities to include pipeline acceleration, late stage closing events, seminar series and road shows, thought leadership programs, partner programs.

· Solely responsible for drawing up marketing plans based on territorial analysis. 
Sales and Marketing Alignment
Constantly present plans and key industry trends at quarterly business reviews with regional sales leaders.
· Collaborated effectively with Engineered Systems team on specific events and sales strategy.

· Consistently drove strategy toward sales of Oracle applications and SaaS/PaaS solution adoption within the CIO/CMO framework.

· Weekly reviews with senior VP/stakeholders, hence providing key analysis on lead-generation activities.
· Drive pipeline with Account Based Marketing initiatives within top ten key accounts in the region
Marketing Automation
Provided marketing qualified leads through effective scoring thresholds and monitoring in Eloqua tool.
· Set up cadence streams and transition rules on multi-channel nurture campaigns for effective lead management.
· Tracking marketing activities through Sales Intelligence tool and CXD (data) platforms.
· Continuously evaluate non-responsive lead nurture programs through incisive demos and thought leadership material.
Campaign Management

Planning multi-touch demand generation campaigns, across the region on several Oracle solutions such as Big Data and Analytics, HCM, Taleo, ODB, Modern Finance, Modern marketing solutions etc. 
Ensured creative production of all assets, proof read collateral content, graphic design, video production, social media pages, from initial concept to execution.

· Driving SaaS dummies’ campaigns, utilising inbound and outbound marketing strategy.
· Utilised social snippets, Inmails and social seeds (LinkedIn, Twitter, Facebook) together with field sales teams to drive customer event registrations and social engagement.

Third Party Integration, Agency and PR Management

· Driving effective working relationships with sales and agency leadership.

· Engaging PR agencies for product launch and Oracle CSR awareness within the region.

· Work with in-house PR team to draft publications to run offline and digital news network

· Constant liaison with third party organisations such as IDC/Accenture for thought leadership events.
Events Management

Managed Big data technology webinars with ON24, Oracle sponsored events, ABM’s etc.
· Responsible for managing the regional Oracle applications & tech conferences with the aim of driving demand generation around SaaS adoption.
Marketing Operations

· Raise Purchase Order requisitions and invoicing issues pertaining to agencies.
· Ensured strict adherence to budget utilisation especially while reporting at end of financial year. 
October 2011 – MAY 2014
CHANNEL MARKETING MANAGER 



 I B M  
PORTUGAL, INDIAN OCEAN ISLANDS, SADC, CEWA 
Drove the overall channel marketing strategy and execution of marketing programs to achieve incremental growth and quarterly KPI’s. Planned and implemented co-marketing strategy(s) with partners, Also Supported channel sales managers with planning and execution of campaigns, events and tradeshows. 
Sales alignment and Collaboration
· My contribution led to increased channel pipeline from under $500k to $3M+ in Portugal using channel programs.
· Involved in the analysis and performance of channel partners, through capacity management.
· Closed loop with regional sales leaders to develop the ultimate blend of brand vs demand programs, promotions to grow the pipeline.
· Constantly led the project management of multiple partner programs simultaneously. 
Digital Marketing Strategy- 

Served as the first point of contact for partner enquiries and how to navigate the partner web portal.
· Introduced ‘Campaign in a box’ (Ready to execute partner campaign portal) to radically & effectively drive awareness of IBM solutions and services to specific regions.

· Provided support for content update within the regional IBM PartnerWorld portal, including updating documents, posting new information, providing registered partners with access etc.

· Managed the first ever IBM v7000 storage tech-summit generating over 200 leads via multi-touch campaign including webinars, sms, email nurturing with minimal unsubscribe.

Partner Enablement & Event Management- 
Led all partner events, channel roadshows with collateral content creation & effective agency facilitation.
Constantly developed quarterly enablement plans to assist partners and improve staff certifications. 
Ensured seamless communications with all ISV/VAR’s and distributors to drive DGF/MDF comarketing strategy.
· Improved partner participation by 75% in the System X’ mid market engagement program. 

· Agency Leadership- worked with Onchannel to increase pipeline utilising channel roadshows
· Reporting- Weekly reporting on all marketing activities and metrics to senior stakeholders.

March 2010 - Sept 2011
MARKETING STRATEGIST 


      CONVERGE TECHNOLOGIES LTD, UK
EMEA

· Owned the Go-to-Market strategies and Product marketing plan, closed loop with internal sales team utilising Salesforce CRM, Analysing customer data with actionable insights. Providing Sales with regular thought leadership & Analyst industry reports.
May 2008 - Feb 2010
RELATIONSHIP MARKETING MANAGER: 
      BUSINESS CONNEXION LTD 
Nov 2005 – April 2008

SALES RELATIONSHIP MANAGER: 
      COMPUTER WAREHOUSE GROUP
OFFLINE SKILLSET

· Fantastic Powerpoint presentation skills & highly collaborative work ethic.
· Dependable, accountable with excellent problem solving skills.
· Excellent communication skills with Team coaching ability to create a shared vision. 
· Great Professionalism in handling marketing agencies to deliver optimum results.
· Strong knowledge in CRM and Project management tools
EXPERIENCED TECHNOLOGY 
MARKETING AUTOMATION (MARKETO, DOTMAILER, ELOQUA, GETRESPONSE
PROFESSIONAL TRAINING & DEVELOPMENT
· [MSc] Masters in International Business Marketing  Robert Gordon University Aberdeen (INC)
· [LONDON DIGITAL MARKETING INSTITUTE] Professional Diploma Digital Marketing Certificate 
· [CIM] CHARTERED INSTITUTE OF MARKETING UK- Professional Marketing Diploma (In-view 2016)
· [BACHELOR DEGREE] Bachelor of Arts in Public Administration (AAU University) 
· [IBM] Competitive Marketing Strategies: Analyzing Competitors
· [IBM] Digital IBMer- Social, Mobile and Cloud Computing (00619522)
· [ORACLE] Modern Marketing Training 
·  [CISCO] 
ASAM 646-578- Advanced: Cisco Certified Security Sales Specialist 
· [CISCO]
CSE 646-202-
Certified Cisco Sales Expert

· [CITRIX] 
CCSP 004-1W -
Certified Sales Specialist in Virtual Cloud Computing Solutions

· [CITRIX]  
CCSP 007-1W- 
Certified Citrix Sales Specialist in Application networking Solutions.

· [TOM ASSOCIATES] Certificate in Negotiation Skills 
· [PRINCE 2] Certificate Training overview
· [MILLER HEINNEMAN] Certified Training on Sales performance
· [KUTENDA] Best Practices in Optimizing Email Marketing 
· [TRAFFIC GEYSER] Online Video & Social Media Marketing Training
· [AUSTRALIA OPEN UNIVERSITY] User Experience for the web (WebUX) Certificate
· [AUSTRALIA OPEN UNIVERSITY] Measuring Online Campaign Performance- Certificate.
· [GOOGLE] Training in Adwords and Google Applications.

· [GOOGLE ANALYTICS] TAG MANAGER 

· [GOOGLE] Certificate in Digital Marketing Proficiency
KEY INTERESTS:
Building personas and doing the legwork – 
Deeply passionate about every customer need’ thus making messaging more relevant and customized.
· Reading, Travelling, Mentoring and Charity.
· Always willing to bring my large corporate experience to a role and build unto success.
LinkedIn Profile: https://uk.linkedin.com/in/kayceeuz 

