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Key Industry Experience: 

Digital Signage and kiosks, 

Wearable Technology, 
Internet of Things (IoT), 
Consumer Electronics 
Technology in Retail
Mobile +44 (0) 7538 376575
Email: philwood1968@gmail.com

Home: Holyport, Berkshire


Summary of my skills

The correct opportunity will utilise my extensive industry relationships to create repeat purchase orders: success is the 2nd PO, not the first. The buzz of the initial detective work to creating sales from scratch never leaves me. These successful relationships are within the industries listed below for both tech start-ups and established companies which wish to work autonomously from their parent. 
With my original marketing experience I have also successfully implemented global product launches. promotions, managed press events & acted as key spokesperson for the company.

Success is identifying profitable customer doors to open. I now want to do this full time for your company rather than through my own TomKat Consulting contracts. I want longevity!

TomKat Consultancy (my own Sales & Business Development agency), based UK 

Summary of my clients in last nine years, by vertical market:

Digital Signage:







       2015 - present

- Kiosks4Business: Hotels, Retail, NHS, Sports & Leisure – Turnover £900k
- Inurface Media: Retail, Football markets – Turnover £2m

- Scion Interactive: Mercedes UK Cars with Scala CMS Partner – T/O £2m+

Wearable Technology (sales and business development roles)


2013 - 2016

- Lyte: British wearable tech company specialising in video eyewear, ‘SunnyCam’
- OMG Life, UK creator of 'Autographer', the world’s first wearable camera
- Epitomical, Atomic, a British Smart Watch / SIM designed to beat the Apple Watch 
- Narrative, wearable tech life logging camera from Sweden
Consumer Electronics & IoT (sales and business development roles)

2011 - 2013

- Globalgig, a MiFi (mobile Wi-Fi) device & SIM solution, startup based London
- Intoroskins, a 3M skin football licensed protection for tablet, laptop & smartphone devices
- The Hornit - the worlds loudest cycle horn as promoted on BBC TV’s Dragons Den

Ebook, epublishing & ereader (full sales and marketing responsibilities)

2009 - 2012

- Kobo, (Rakuten), arch rival of the Amazon Kindle – I was UK Country Manager
- Interead, COOL-ER UK designed – Global T/O £6m in 1st year – I was employee #2

Misc. TomKat Clients (created product launches)





2009

- Cambridge Silicon Radio, (CSR) UK electronics component tech co., based Cambridge 
- Edwards, a vacuum industry technology company, now listed on NASDAQ
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Latest contracts in more detail:
Kiosks4Business (bespoke digital kiosk manufacturer), based Reading, UK

New Business Development Director

      

        Sept 2017 –  present
· Responsible for creating £500k of new business in next financial year 
· Reporting to chairman, current £900k turnover is on target at 54% gross margin
· Tasked setting up new B2C & B2B vertical markets in hospitality, retail, sports and leisure, healthcare and corporate arenas
· Further responsible for identifying new investors, angels, VCs into the business
Inurface Media (Digital Signage Consultancy), based London, UK

Sales & New Business Development Director

       Apr 2017 – Sept 2017
· Short term contract to push Inurface into retail and football marketplace
· Opened door and created future business pipelines worth £800k across UK and USA
· Success with Manchester United, Swansea City and Dixons Carphone worth £400k
Scion Interactive (Digital Signage Consultancy), based Swindon, UK

Consultant




       

       Sept 2016 – Mar 2017
· Worked specifically on Mercedes Benz Network Operations UK, consulting with MB General Managers and franchise owners across England and Scotland to update their dealerships signage from print to digital media
· Submitted over £1m worth of digital plans to Scion Interactive to implement in 2018
· Created business plan to target further vertical markets in North America
Lyte (Wearable Action Camera), based Worcester, UK

Sales & New Business Development Director

       Jan 2016 – Sept 2016
· Tasked with being the brand ambassador for ‘SunnyCam’ 

· Accountable for the creation of a £1m sales pipeline for NA and UK/European markets through B2C retailing & B2B professional areas
· Sold SunnyCam into Argos, Amazon UK, Costco and Maplin’s hitting launch targets
Epitomical (Wearable Watch), based London, UK

Consultant, New Business Development Director

       Jan 2015 – Dec 2015
· Startup, reporting to founder, to create sales channels for Spur’’, the world’s first intelligent wearable watch with Android and built in SIM card
· Goal to hit £2m turnover target from a standing start in first year
· Global routes to market identified as retail, distribution & corporate sales channels
· Sold to Dixons Carphone & Amazon creating revenue within a month of launch
Narrative Clip (Wearable Technology), based Stockholm, Sweden

Consultant for UK & Ireland




        Jan 2015 – Nov 2015
· Accountable for £0.7m turnover of the wearable camera, ‘Narrative’ in UK & Ireland
· Created global channels for ‘Autographer’, the world’s first intelligent wearable camera
· Reporting to the founder my role was to identify, setup & sell to B2C & B2B markets
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OMG Life (Autographer Wearable Camera), based London, UK
Sales & New Business Development Director

       Sept 2013 – Dec 2014
· Created global channels for ‘Autographer’, the world’s first intelligent wearable camera
· Hit £2m turnover target at OMG Life from a standing start in first year
· As Sales & NBD Director my role was to identify, setup & sell to B2C & B2B markets
· Defined global routes to market through retail, distribution & corporate sales channels
· Sold to 70+ retailers including: Apple (EMEAI), Best Buy, Brookstones & B&H Photo Video (US), Argos, Dixons, Costco, Selfridges & Maplin’s (UK) and Amazon (Globally)
Globalgig (MiFi mobile Wi-Fi device & SIM solution), based London, UK
       Contract 3Q13
· Setup UK retail channels to give business travelers a low cost international data plan

Intoroskins (3M skin protection for tablet, laptop & smartphone), based London, UK

       Contract 1H13
· Put in place UK channels to double revenue in 2013. Success with Argos & Vodafone
Kobo Inc., (eBook website, epublishing & eReader devices), based UK
Country Manager, UK & Ireland (Contract)

           

      Jan - Dec 2012
· Led & managed a $50m target for eReader devices & eBooks within UK & Ireland
· Achieved 103% year/year revenue growth on devices & 145% on content in FY 
· Key point of contact for territory partner WH Smith & UK retailers from Argos to JLP
· Created & launched ‘Kobo in a Box’ for the UK Booksellers Association

Edwards (British pre IPO Technology Company; now listed on NASDAQ)

     Contract CY2011
· Provided consulting services for marketing & product launches in vacuum industry.

CSR (Cambridge Silicon Radio, bought by Qualcomm)

Contract Q1 in 2011

· Managed $2m communication budget and advised management on takeover of Zoran

Commercial Marketing Director



   
      Jan 2009 – June 2010

Interead Ltd, (ebook website, epublishing & COOL-ER ereader device), UK.

· In FY09, Interead #2 in UK ereader market & #3 in the USA behind Sony & Amazon
· Generated £6m of new business in FY09 through selling the COOL-ER ereader and ebooks through an innovative website to the UK, USA and European marketplaces

· Within first trading quarter signed up Argos, followed by Tesco’s, Asda & Dixons

· Coolerebooks.com was the first website outside of NA to host the 1m+ free Google ebooks thus creating a significant page ranking advantage over early competition
· Spokesperson for Radio, TV, newspapers, seminars, exhibitions and periodicals, including keynote speech at the 2009 Bookseller conference, UKTI and publishing events across Europe and USA
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Cont….
· Built personal relationship with British Library to host a unique collection of classic 18-19th century ebooks on coolerebooks.com site.

· Interead sold 13k ereaders on QVC TV in USA, creating $2m revenue.

· Led and inspired the publishing & web developers, PR, events, marcoms, customer services & sales lead/prospect database (CRM Lead Management).
· Interead were the first ebook site to gain access to Nielsen’s collated book sales. This enabled accurate top 10 best selling ebook lists to be correlated. 
· Key ongoing relationships built up with publishers & distributors, content is king!
Leader, International Marketing and Lead Generation




2008
Dun & Bradstreet Corporation (Financial Services Industry: DNB), Marlow, UK.

· Generated $1m of new business for both the Credit Risk Management and B2B Sales and Solutions of D&B International
· Managed & drove the implementation of effective lead generation processes using Eloqua email & Salesforce CRM in the markets that deliver strong lead pipelines and improve return of investment (RoI)
Global Marketing & Communications


 

           1998 – 2007

Actel Corporation (now Microsemi Corp.), Camberley, UK.
· Led $4m sales creation through telemarketing to ‘Actel friendly’ top tier customers.

· Generated a 30% increase of ARM/Actel branded product sales through producing a series of email blasts for the external sales channel, distributed to 300k contacts
· Through research, identified an opportunity to create a prospect-marketing database for Actel. This system successfully allocated leads to the channel in Asia, Japan, NA & Europe, increasing follow up levels by 80%, generating 50% more Design Wins
· Led five vertical market campaigns within the Automotive, Industrial, Aerospace, Gaming and Military arenas. Matching specific product lines to these markets has increased revenue from $40 to $70m within a three-year period for Actel Corp.
Hughes Olivetti Telecom, Milton Keynes, UK.
European Marketing Consultant.





           1997 – 1998
· Responsible for the launch of an Internet Solution via Satellite to European markets
· Targeted fifteen such enterprises and successfully achieved revenue goal of over $2M
· Whilst researching tangible applications for a satellite internet service to the automotive industry identified an innovative training arena.  Through marketing a training programme to the engineers directly in the car dealerships the spiraling travel costs were reversed
Sun Microelectronics (Division of Sun Microsystems), Bagshot, UK.

European Marcom Manager. 





           1996 – 1997

· Responsible for an annual marketing budget of $1.5M.  Led all aspects of the marketing mix in order to maximise awareness as a key microprocessor supplier player for the ‘SPARC’ product portfolio
· Having identified a lack of internal communication, developed and established the four internal divisions to cross sell a semiconductor solution. This required complex time management skills to coordinate and manage the meetings. The result was a $5m increase in sales
· To better control Public Relations, dealt with editorial communication issues and created a ‘Virtual Press Room’. Through registering and monitoring the editors who enquired, provided a much improved service, and a 20% increase in press clippings was achieved over a one year period
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Mitsubishi Electric Ltd, Hatfield, UK (Computer Peripherals Division).

North European Product Marketing Manager.



           1995 – 1996

Product Marketing Executive.





           1994 – 1995

· Responsible for product launches of colour displays and printers across Northern Europe.

Hitachi Europe Ltd, Maidenhead, UK and Munich, Germany.

Marketing Research Analyst.





           1991 – 1993

· Responsible for Pan European Marketing Research Activities, controlling a budget of over $140K.

National Semiconductor Ltd, Swindon, UK.

Junior Product Marketing Engineer.




           1989 – 1990

· Responsibilities included tactical and business marketing for Programmable Logic and Memory.

QUALIFICATIONS

· BA. (2:1 Hons) Marketing Engineering; University of Huddersfield, UK;            1987 - 1991
· Diploma of Marketing (DipM, MCIM): Chartered Institute of Marketing, UK;   
           1992
PROFESSIONAL MEMBERSHIPS
· Chartered Marketer status; Chartered Institute of Marketing, Maidenhead, UK;           1994
HOBBIES

· Cycling team charity events, Track days, F1, BTCC, go-karting and watching cricket.
REFERENCES

· Furnished upon request

