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“Exceeded requirements as he raised the job to a higher level.”  
Don Davis, STK Corporate Vice President 

Objective 
To transition over 18 years of dynamic Leadership building innovative 

solutions and business opportunities into a challenging role working hand in 

hand with senior management to drive new revenue. 

Professional Profile 
 
Solutions Evangelist and Sales Leader 
Conceptualized and fully managed a Solutions Group at Storage Technologies to 
drive storage-intensive applications generating significant additional sales. 
Directed sales consults and pre-sales technical organization. Negotiated partner 
agreements to sell the solution on a subscription basis.   Results: The group 
produced over $150M in less than three years and implemented Solutions Groups 
in each of the five North American Regions and Europe. 
 

 
Complex Sale Capture Team Visionary 
Identified a significant source of new revenue. Worked in concert with the North 
American Vice President of Sales to create and direct a district with sales people, 
systems engineers and technical writers all dedicated to capturing this business 
using a complex integration sales cycle. Effectively used a DFSS stage-gate 
approach.  Negotiated international partner contracts with third parties to meet 
specific needs not met by standard offerings. RESULTS: Increased the capture 
ratio 500% and decreased cost of capture 33%. 
 

 
Document Management Solutions Innovator 
Pioneered a workflow solution using a software development kit (SDK) designed to help 
provision custom changes to software. Convinced the development group to add minor 
software changes which created a workflow solution for managing network based 
electronic documents. Extremely useful in healthcare, financial and distribution oriented 
applications. RESULTS: Double revenues in three years, almost tripling gross margin, 
Average revenue per sales person grew from $700K per year to over $1.4M. 

 

  
New Market Leader 
Provided key market intelligence and analysis on an incubation team responsible 
for bringing leading edge technology such as SaaS based storage, Bayesian index 
and search, airborne cellular deployment, neural linguistic web search to the 
international marketplace.  RESULTS: Incubated six new companies in three years 
and took them to first revenue. 
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TO TRANSITION OVER 18 YEARS OF DYNAMIC SALES LEADERSHIP BUILDING INNOVATIVE SOLUTIONS AND BUSINESS OPPORTUNITIES INTO 

A CHALLENGING ROLE WORKING HAND IN HAND WITH SENIOR MANAGEMENT TO DRIVE NEW REVENUE. 

 
STORAGE SOFTWARE AND HARDWARE  WORKFLOW/ PROCESS IMPROVEMENT SOFTWARE 

FINANCIAL SERVICES SOFTWARE COMPLEX INTEGRATION SOLUTIONS 

SALES LEADERSHIP ENTERPRISE SOFTWARE  

ADVANCED BUSINESS DEVELOPMENT PARTNER ENGAGEMENT/ CHANNEL MANAGEMENT 

ENTREPRENEURIAL AND START-UP LEADERSHIP STRATEGIC ACCOUNT TECHNIQUES  

EXECUTIVE & TACTICAL SOLUTION SELLING  TELECOMMUNICATIONS 

MULTI-MILLION-DOLLAR SALES/BUDGET  SAAS  

 

 
PROFESSIONAL EXPERIENCE 

FocalPoint ï Atlanta 2007 - Present  

FOUNDER Roswell, Georgia  

¶ Created business to address problems facing small business owners who need to fix their sales model or process.  

¶ Found my passion was for creating results as opposed to just plans and programs. I didnôt achieve my need to implement 
sustainable business results for my clients and made a decision to go back working for a single client or employer. 

Shared Network Applications and Process Solutions / SNAPS 2002 - 2007 
CHIEF SALES OFFICER (VICE PRESIDENT OF SALES) Roswell, Georgia 

¶ Instituted a solutions-based sales model; trimmed the sales force by 28% and boosted revenue by 100% within 36 months, 

from $2.7M to over $6M. 

¶ Pioneered the opening of the enterprise workflow market; rejuvenated passion for new growth in a historically revenue 

agnostic company. Sold to Home Depots, Office Depot, Wachovia, Bank of America, Loweôs, Copper Tools, Federal Express, 
UPS, Unum Providence, Brothers International, Convergys, United Healthcare, MCI, Verizon, Accredo Health, and F1000. 

¶ In 2003, 2004, 2005 exceeded ROS goals  

Stanford Research Institute 2000 - 2002 

DIRECTOR OF BUSINESS DEVELOPMENT Palo Alto, California 

¶ Provided business development and sales leadership talent to an independent, institute that conducts contract research 

and development for green field revenue opportunities.  

¶ Planned and managed sales leadership and business development assignments for six business start-ups, including 

Sprint, Verizon and Motorola, to achieve performance objectives;  

¶ Formulated sales methodology and rendered organizational management expertise for product development and rollout, 

including network-based document management innovation and professional services organization. (2001-2002)  

¶ Chief Sales Officer ïCreated a dynamic sales force in New York, Cleveland, Philadelphia and San Francisco; hired staff 
and directed sales and sales engineering for the London-based SmartLogik. Thompson ISI, SAIC, Orange Telecom 

Ananova.com (2001)  

¶ Analyzed markets, developed revenue plans, sales methodology, budgets, compensation plans, and hired and trained 

sales personnel for a product incubator, Atomic Tangerine. (2000) 

Storage Technologies 1994 - 2000 

DIRECTOR OF NA FIELD SALES OPS AND BUSINESS DEVELOPMENT Louisville, Colorado 

¶ Led staff of sales and pre-sales engineering operations, devised strategic plans and managed partnerships for a 
$1,200,000,000 division. Controlled forecasting, budgets, schedules and logistics  

¶ Conceptualized and fully managed a Solutions Group to drive data-intensive enterprise application sales generating significant 
additional opportunities in hardware sales drag, achieving $154,000,000 in sales in three years selling to AT&T, BellSouth, 

Ameritech, SBC, Verizon, Sprint, MCI and F100. 

¶ In 1994, 1996, 1997, 1998 and 1999, exceeded quota. 

mailto:tstevenson@tomme-stevenson.com
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British Telecom North America 1987 - 1994 

DISTRICT & REGIONAL SALES MANAGEMENT/NATIONAL SERVICES MANAGER New York, New York 

¶ Identified a significant source of revenue. Worked in concert with the North American Vice President of Sales to create and 
establish Major Opportunity District with a highly specialized sales and technology workforce in data communications. 
Supported four sales districts with 25 Account executives.  Within 1 year, increased the capture ratio 500% and decreased 
cost of capture 33% 

¶ When British Telecom North America merged with MCI in 1993. I continued to serve as National Services Manager overseeing 
engineering for merged packet data services organization. 

¶ Clients were major F500 international companies like Delta Airlines, Coca Cola, Federal Express, American Express, Colgate- 
Palmolive, Eastman Kodak, and General Dynamics 

¶ In 1988, 1989, 1992, and 1993, exceeded quota.  

 

EDUCATION 

 
MBA, Finance 

Georgia State University 
 

BS, Business 

(Electives in Calculus, Differential Equations, Applied Differential Equations, Chemistry and Physics) 
Bradley University 

 

PROFESSIONAL TRAINING 

PARTICIPATED IN OVER 1,000 MAN-DAYôS OF COURSES, WORKSHOPS AND SEMINARS, INCLUDING STRATEGIC ACCOUNT MANAGEMENT, 
NATIONAL AND GLOBAL ACCOUNT DEVELOPMENT, SOLUTIONS AND CONSULTATIVE SELLING, LEADERSHIP, SALES AND TECHNOLOGY. 

 

¶ AT&T Consultative Selling Curriculum (Certification 
Board Chairman) 

¶ Mass. Institute of Technology ï AT&T executive MIS 
Program  

¶ PDMA Product Development Methodology Training 

¶ Spin Selling - Huthwaite, Inc. 

¶ Strategic Selling/Conceptual Selling - Miller Heiman 

¶ Power Based Selling - Holden Corporation 

¶ The President's Club - Sandler Sales Training 
 

¶ Relationship Strategies - Tony Alessandra 

¶ Sales Negotiation Strategies - Mack Hanan 

¶ The Psychology of Winning - Denis Waitley 

¶ Competitive Analysis - American Management 
Institute 

¶ Competitive Strategies - American Management 
Institute 

¶ High Trust Selling ï Todd Duncan 

¶ Customer Centric Selling - Michael Bosworth

 
PERSONAL TRAITS 

 

¶ SEVILLE STYLE : TRANSACTOR ï TRANSFORMER, (HIGH THOUGHT, HIGH DOER, HIGH ADAPTABILITY, HIGH INFLUENCER) 

¶ ADVISORY PANEL FOR GSU J MACK ROBINSON COLLEGE OF BUSINESS ENTREPRENEURIAL CURRICULUM 

¶ WEEKEND OF CHAMPIONS - ATLANTA  CHAIRMAN  

¶ INSTITUTE FOR ENTERPRISE AND INNOVATION - MEMBER  

¶ 400 TECHNOLOGY CONNECTION  - SPEAKER COMMITTEE  

¶ TECHNOLOGY ASSOCIATION OF GEORGIA - MEMBER 

¶ HIGH TECHNOLOGY MINISTRY - TABLE CHAIRMAN  
 
 
 
Personal references and network:  http://tomme-stevenson.blogspot.com/    

www.tomme-stevenson.com  
LinkedIn Profile 
http://www.jobfox.com/people/tommestevenson     

 
 
EXECUTIVES YOU MIGHT KNOW THAT ALSO KNOW ME: RUSTY GORDON (KNOWLAGENT), GREG SMITH (XEROX), RAYMOND 

BROOKS (MAXRECALL), CHUCK BENGOCHEA (HONEYBAKED HAM), ED DAIHL (SURGICAL INFORMATION SYSTEMS), DR. 
NORMAN GEDDES (APPLIED SYSTEMS INTELLIGENCE), AND MARTIN GARLAND (CONCEPT SEARCHING)
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