ANDY J KNOX

Squamish, BC | 647-919-9898 | andyjknox@gmail.com | LinkedIn

Software Leader with 2 decades of solving complex technical Saas deals. Built and scaled sales processes
from zero: setting pipeline strategy, defining pricing, and hiring teams. Proven track record closing $1M+ ACV
engagements with CTOs, VP Engineering, at Fortune 500, FTSE 100 and tech companies. Advanced in Al
LLMs. Hunter DNA — | source, qualify, educate, evaluate, validate and close.

CORE COMPETENCIES

* Founding Sales: Built playbooks from scratch: POC frameworks, pricing, contract structure.

« Enterprise SaaS: Closed $1M+ ACV deals with multi-stakeholder.

» Team Building: Sourced, hired & managed sales teams; launched a 100+ rep global channel.

* Technical Credibility: Programmer & MSc IT Consultancy. CRM Admin Salesforce and HubSpot.

SaaS Guide Solutions
Fractional Sales Director & GTM Consultant Jan 2023 — Present

+ Advising SaaS organizations on Al implementation, sales & marketing playbook and execution.

» Architecting GTM strategy for an Al-integrated SaaS application (contractor timesheet/invoicing),
including database design and market positioning.

» 3 contracted clients: Mining, Cyber & Trucking software changing sales process & lead gen strategies
» Consulting for SaaS organizations on Al implementation and Go-To-Market strategy.

+ Advisory on SaaS & Al platform transitions, integration strategies, and product-market fit.

« Building an Al-integrated contractor timesheet and invoicing application.

+  Automated Al blogging with keyword matrices.

* Channel & Partnership Development: Expansion of VAR Reseller & strategic alliances.

* Creation and management of global channel, partner, and reseller programs.

+ CRM Salesforce Admin and HubSpot for all industries for Sales and Marketing departments.

» Consulting an app-team partner on product story management (NBA ecosystem).

Forward Security (Fractional Sales Director — DevSecOps SaaS)

Sales Consultant Feb 2023 — Feb 2024
* Delivered go-to-market strategy and revenue growth for cybersecurity & DevSecOps SaaS solutions.
* GTM Strategy: Pivoted from services-only to DevSecOps SaaS, targeting AppSec teams.
+ Closed strategic managed services deals and launched a new orchestration tool.
» Built partnerships and alliances in the cloud security and DevOps ecosystems.

Fatigue Science

VP Sales & Channel (promoted from Enterprise Sales) Sep 2020 — Jan 2023

» Team Restructuring: Successfully led a major restructuring of the sales department, including
bringing 6 new AEs and Ops to build a more systematic, experienced team with industry experience.

+ Performance Management: Established quarterly pilot goals for representatives and formalized sales
processes to improve accountability and execution.

+ Collaboration: Facilitated cross-functional collaboration between sales, marketing, product, and
finance teams to streamline onboarding and deal closure.

+ Partnership Growth: Achieved 100% of key partnership goals by securing and onboarding major
resellers, including Hexagon and Sumitomo, while effectively managing the exit of a legacy partner.

+ Key Account Wins: Played a significant role in closing high-value deals, including the Minsur/Sitech
agreement and the Rio Tinto renewal, creative deal structuring (hardware vs. software discounts).


https://www.linkedin.com/in/andy-knox-176a52a/

+ Global Expansion: Proactively advanced relationships with international partners, specifically driving
business development efforts with Hexagon in Australia LATAM, the US, and Europe.

+ Sales Operations & Process Improvement Tech Stack Optimization: Tightened Salesforce processes
to improve data quality in the sales funnel and championed the integration of Hubspot and Zoomlnfo
to automate reporting and lead generation.

+ Forecasting: Improved sales forecasting accuracy throughout the fiscal year by analyzing customer
stakeholders, urgency, and use cases.

* Marketing Alignment: Initiated and executed marketing strategies, including direct email campaigns to
General Managers regarding productivity improvements, to generate new leads.

*  Goal Achievement: Achieved 100% of the "Key Partnerships" goal and 120% of sales runrate

+ Sold Al/ML-driven performance and predictive analytics platform to global enterprise mining clients —
complex multi-stakeholder cycles with technical and C-suite buyers.

+ Individual Contribution: Personally generated $2.5M sales while simultaneously managing the
broader sales organization.

*  Goal Achievement: Achieved 100% of the "Key Partnerships" goal and 120% of sales runrateScaled
revenue 50% YoY, leading the global team to record run rate.

+ Closed the largest deal on a 3-year term SaaS valued at ARR $1.3 Million USD.
»  Built and launched international channel program, training 100+ partners globally.

» Secured major enterprise agreements with Tier 1 global operators including Rio Tinto, Newmont,
BHP, MMG, Glencore, Kinross, Anglo American, Lundin, Minsur, and Marcobre.

« Promoted to VP Sales & Channel within 4 months and continued to close over $2.5 Million/year as
individual contributor.

»  Senior Leadership team member, strategically involved in managing growth of Marketing, CS,
Product and Accounting.

+ Salesforce & HubSpot owner providing deep analytics for Forecasting and Lead Gen.

»  Solving fatigue problems using ML & wearables to run analytics that predicts fatigue incidents in
Mining safety environments.

+ Developed a unique enterprise sales process with 3 phases of implementation and shortene cycles.
» Created repeatable sales playbooks and outbound cadences now used company-wide.

Degama Trucking Software (Acquired by Arrow Transportation / JDM Technology)

Director of Sales & Marketing | Re-hired 2022 Apr 2015 — Mar 2020 / Re-hired March 2023 — Nov 2025

« Scaled revenue 10x from $500K to $5M, transitioning from legacy software to modern SaaS model.
+ Broke into USA market with ERP & Telematics IoT solutions and converted to SaaS

« Closed record $1.2M deal involving custom development and C-level enterprise negotiation.

+  Owned full GTM: PPC, SEO, and strategic partner program — built inbound and outbound engines.

* Co-lead 25 people including Sales, Sales Engineers, DevOps, & PMs to successful acquisition of
+1,200 employees.

» Re-hired post-exit to rebuild outbound and inbound engines using ABM for strategic accounts.

* Drove SaaS sales growth leading to a second successful acquisition by JDM Technology in Oct 2024.
+ Executed SEO strategy landing top-2 organic rankings for priority keywords.

* Re-engineered Sales Process with 2 defined pipelines for new business and existing.

*  Product managed the new mobile delivery app and sold over 6,000 subscriptions for truck drivers.

* Managed the P&L and budget for TMS division with a projected growth of 30% after the acquisition.

+ Re-alignment of the partnership program and reseller model bringing on 6 new enterprise partners.

* Rebuilt outbound/inbound solutions, including CRM automation to streamline prospecting + reporting.
- Safety Hardware: Launched an ELD solution built in-house sales to $2M ARR + hardware revenue.

» Sales Playbook author and Analytics Specialist for detailed forecasting on 5 revenue streams.

* Technical Sales dealing with CTOs and IT departments using IS tools to sell the custom solution.

« $1.1 Million largest deal: $300K license revenue + $800K professional services.

« Marketing: SEO organic #1 'trucking software', PPC (Capterra, Google), blog posting, documentation,
case studies.



D3 Security Management Systems

Enterprise Sales Manager Nov 2012 — Mar 2015

3 x year Top Sales Rep: Closed 6 Fortune 500 Accounts, key to getting the company to $10 Million.
Broke into USA casino & government regulator market increasing sales by 280% by the 2nd year.
Grew the UK Channel bringing on 3 FTSE 100 clients within Banking, Pharma & Largest UK Grocery.

Ranked #1 Sales Rep 3 consecutive years; broke into the regulated Casino Regulator market via
competitive RFP win and a very technical demo.

Sold technical cybersecurity requiring deep API integration scoping to developer infrastructure.
Sold first incident response app to Amazon’s Triage Team.

Secured major enterprise accounts including Cognizant (largest cyber deal, sold directly to Head of
Cybersecurity), Cisco, NVIDIA, AMD, Symantec, Seagate, and Maxim Integrated.

Secured the company's first technical integration partnership with Splunk

Navigated complex procurement cycles with CTOs, CISOs, and VP Engineering stakeholders.
Secured 6 new Fortune 500 accounts by mapping stakeholders and building consensus across IT,
Security, and Operations.

Smart Infrastructure: Sold complex Incident Management and Physical Security software to Fortune
500 clients in Utilities, Mining, Transport, Oil & Gas, and Government.

Situational Awareness: Configured and sold geospatial mapping tools for critical infrastructure
protection.

Strategic Wins: Secured 6 new Fortune 500 accounts, including major players in Transport, Energy,
and Manufacturing, by mapping stakeholders and building consensus across IT, Security, and
Operations.

Promoted to Regional Manager with a team of 3 AEs and implemented vertical sales growth model.

MaxHire ATS (Acquired by Bullhorn)

Enterprise Sales Executive — Applicant Tracking Software 2077 - 2012

Set company sales record by closing 7 global enterprise accounts in a single day.
Delivered a high volume of solution demos based on business requirements to global prospects.

Vitrium PDF Systems

Sales & Account Manager — Document Security Software 2070-— 2011

Increased revenue by 110% for PDF lead generation solution within first 6 months.
Independently closed the largest Fortune 100 account with no marketing support.
Delivered revenue growth to university’s in digital document security.

Maximizer CRM Software

Account Executive — CRM Software 2007 - 2010

Exceeded quotas by an average 120% over 3 years and was promoted twice to Enterprise Sales
Software sales and account management handling large banking and government accounts.
Outbound making on average of 40 calls a day to prospects with a high close ration



Early Career — Web Developer, Programmer & QA

BBC | CNBC Europe | Walt Disney (Go.com) | Interserve 7999 — 2007
+  Web Developer & QA roles at BBC, CNBC Europe, and Walt Disney (Go.com) — built web
applications, managed SEO, and ran QA testing on enterprise platforms.
» Digital Producer and SEO Contractor: CNBC Europe, Interserve (2001-2002).
+  Web QA Tester, Walt Disney Go.com — UK (1999-2000).
* Technical stack: Linux, Python, SQL, .NET, Perl, PHP, JavaScript, ASP, XML, CSS, VB.Net, Java.
» Database development: Microsoft SQL Server and VB.Net applications.
* Al: Claude Code, Gemini Thinking, Claude Cowork, Claude Opus & Sonnet.
+ Certifications: Web & Java Programming (Linux, Python, SQL, .NET, Perl, PHP, JavaScript).

TECHNICAL FOUNDATION & EDUCATION

* MSc IT Consultancy — London Metropolitan University, UK

+ BA (Hons) Business Studies — Sheffield Hallam University, UK

* Programmer Analyst Diploma — Herzing College, QC, Canada
Certifications: Web & Java Programming (Linux, ASP, SQL, .NET, Perl, PHP, JavaScript)
Al: Claude Code, Gemini Thinking, Claude Cowork, Claude Opus & Sonnet, ChatGPT
CRM Architecture Specialist in Salesforce and now Hubspot.

LEADERSHIP & COMMUNITY

+ Head Academy Soccer/Football Coach, Official Referee — Squamish United U6-U16 (2025—Present)

» Former Army Sergeant — Combined Cadet Force, UK

» Peer recommendations: linkedin.com/in/andy-knox-176a52a/details/recommendations

» Career Highlight: https://fatiguescience.com/blog/fatigue-science-announces-promotion-of-new-sales-
vp



https://www.linkedin.com/in/andy-knox-176a52a/details/recommendations
https://fatiguescience.com/blog/fatigue-science-announces-promotion-of-new-sales-vp
https://fatiguescience.com/blog/fatigue-science-announces-promotion-of-new-sales-vp

