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SENIOR SALES AND MARKETING EXECUTIVE 
Senior sales and marketing executive with a global outlook and a track record of building strategic accounts, 
opening new markets, and delivering measurable growth across priority segments. Commercially sharp and 
people-focused—aligning brand, product and sales execution to win enterprise customers and defend share in 
tough markets. Known for translating complex value into clear customer language, leading high-performance 
teams, and creating momentum fast. 

 
“Marco, your drive, passion and love of the hunt hold you in good stead.  

I admire your persistence, and I know you will always deliver.” 
—Annual Performance Review 

 
 
 
EXPERIENCE 
 
E-SUPPLY INC., Melbourne VIC | Dec 2023–Present 
National Sales & Marketing Manager (ANZ) | APAC Growth & Strategic Accounts 

Report to: General Manager | Direct reports: 2 | Budget: $1M OPEX.  
Market-leading global electrical cable manufacturer (~US$7B annual turnover). 

Role scope: Lead national sales and marketing strategy, strengthening brand leadership while accelerating 
entry into new segments, expanding share, and modernising customer engagement. 

Selected achievements: 

§ Opened two new market segments and reset the go-to-market direction. Rebuilt capability, hired and 
uplifted the marketing function, and sharpened the product-market penetration strategy. 

§ Delivered $100M LNG contract uplift (co-credited): Led a three-month rebrand sprint, leveraging 
parent-company global capability to reposition the business as “global scale, local presence”. 

§ Built 25% market-share growth in three years: Entered rolling stock from zero presence, mapped the 
value chain, and established a customer base across rail authorities, manufacturers and OEMs. 

§ Led the company’s digital revolution: Delivered the E-Supply Handbook App—the most downloaded 
app in the electrical industry (10,000 installs in one year) and a new customer knowledge platform. 

•Strategic Account Growth. Built a customer into a global account in the enterprise portfolio

A$0 → A$18.7M

•Commercial Leadership. Delivered 7% revenue growth across 3 priority market segments.

7% Top-Line Growth

•Digital Strategy. Created the most downloaded electrical industry app globally.

#1 Industry App 
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Commercial Targets Exceeded: 

 

§ Outmanoeuvred a monopolised competitor: Developed a disruption strategy positioning local 
capability backed by global expertise. Shifted buyer perceptions and created commercial openings. 

§ Established social media as a growth channel: Built presence, networks and brand awareness through a 
modern content and engagement strategy. 

§ Shifted sales behaviours from reactive to proactive: Introduced opportunity-pipeline discipline (BCI-
led), enabling earlier intervention, stronger value selling, and a case for SPIN-style capability uplift. 

§ Secured $13M in wind-farm cable contracts during a funding-constrained market—raising the profile of 
renewables, rebuilding relationships and defending against long-established competitors. 

• Maintained 100% share of wallet with key wind OEM; delivered commercial margins +5% above 
expectation across projects. 

• Created an entry product to unlock a new sector: Co-developed cable offering with global R&D, 
generating $500K incremental revenue. 

• Expanded global footprint via strategic accounts: Grew Brazil from $0 to $2.6M and India from $0 to 
$0.5M; retained 90% share of wallet in Argentina. 

 

PRIOR ENGAGEMENTS 
 
VERTEX ADVANCED MATERIALS, Melbourne | 1/2018–11/2023 
Account Manager 
§ Exceeded sales revenue targets by 8.5% and 7% across consecutive years; closed new business delivering 

15% of budgeted growth (FY). 
§ Grew share of wallet from 50% to 76%, exceeded new business targets two years running, and lifted 

average selling prices 11% across 2019 to 2022. 
 
MERIDIAN COMPOSITES PVT LTD, Mumbai | 1/2014–12/2017 
Manager, Business Development and Projects 
§ Negotiated a “first-use” contract to manufacture, supply and install GFRP secondary structures for an 

offshore unmanned platform for a major Indian oil company. 
§ Promoted for surpassing revenue and margin targets— delivering 55% cumulative growth over three 

years. 
 

EDUCATION 

Master of Engineering (Materials / Chemical), RMIT University 
Bachelor of Science (Chemistry), The University of Melbourne 

2024: 65% above target: (A$1.375M achieved vs A$1.1M target)

2025: 54% above target (A$2.37M achieved vs 
A$1.9M target)


