 JONATHAN H L COBB

“New perspective that delivers business growth”
An inspirational Interim Marketing Director/CMO with proven success in business transformation to maximise growth, accelerate customer engagement and motivate teams. Experience spans many commercial sectors across B2B, B2C and B2B2C in the UK and internationally. 
· Re-aligned the 120-strong sales and marketing directorate for an education organization to achieve significant improvement in brand awareness and marketing strategy
· Transformed the retail sales of £300m division of Michelin to extend brand share from 17% to 32% and initiated international retail ecommerce offer

· Led the successful centralization of a pan-European FMCG brand communications across 23 countries to drive off-line channels and digital traffic
· Constructed a complex re-branding, marketing planning and digital project in FMCG

· Executed several commercial analyses and due diligence reports for Private Equity firms
Recent leadership roles at board level have required strategic and operational management of internal resources and external suppliers with full P&L responsibility. Excellent ability to rapidly absorb corporate values, collaborate widely and achieve momentum, with the vision and perception to shape the culture of an organisation utilising acknowledged insight. Capability to work at pace to add immediate value.

Key Skills

Strategic review: commercial awareness enabling structure and implementation of new brand strategies
Creating innovation: creative intellectual bandwidth to evaluate and solve problems to reposition brands and achieve ‘break-the-rules’ results 
Stakeholder management: instinctive ability to work collaboratively to ensure peer group is informed and supportive of actions
Inspirational leadership: skilled in winning the commitment of people to change and empowering them to contribute value
Adjusting to change: accustomed to taking action, seizing opportunities and driving success
CRM & digital: intuitive ability to rapidly distil real value from data and technology to secure customer insight and create compelling propositions through traditional and digital platforms
Recent Positions
Tech start up B2B Head of Enterprise – BetterPoints (19-Present)
Overarching objective: Build sales pipeline ahead of pre-investment valuation

BetterPoints is a start-up SaaS provider of mHealth behavior change initiatives using a GPS tracking platform to track and measure the adoption of more healthy lifestyles and rewards for wellbeing. Initially developed in the Public Sector with funded projects for reduction in CO2e, this business development role aims to replicate that success with a £0-£5m growth target for corporate customers in 2021/22.
Tech start up B2B Sales & Marketing Director – Trackersense (18-20)
Overarching objective: Build global sales pipeline ahead of pre-investment valuation

Trackersense is a start-up SaaS technology provider of GPS tracking to the global logistics sector. As an emerging proposition this fast-growth company required product refinement, market mapping, digital performance improvement and acceleration of business development/lead generation to help fill and convert their sales pipeline, prior to a second-round investment. I have created processes structures and pricing models which will ensure the company is more effectively managed, markets are exploited correctly with the appropriate offering, and sales are converted efficiently to grow year-3 contract sales growth to £20m.

Education Director of Marketing – Capital City College Group (17-18)
Overarching objective: Crisis manage student recruitment, digital platform, and PR
Initially appointed to turnaround a crisis in digital presence for the schools and adult recruitment market, this interim contract was extended twice. With websites stabilised, my attention focused on redirecting and improving performance of the marketing team and contact centre. CCCG now has a disciplined structure, improved reporting lines, a clear strategy for student acquisition and a digital enhancement strategy to be implemented over the next two years. A Group brand positioning project has been initiated to drive greater awareness across the FE market, which is now gaining traction with businesses, academics and politicians across the capital. CCCG is the largest college in London with 35,000 students and annual income of £110m.
FinTech B2B Chief Marketing Officer – Obséy (16-19)
Overarching objective: Create brand awareness with a new concept in legal service
Obséy is a funded start-up providing governance, risk and compliance (GRC) consultancy to large financial organisations targeting the C-suite decision maker with a new innovative approach. A technology solution is complimented by advisory and outsourced resource services that reduce cost yet add value to essential corporate regulatory obligations. Already working with a €bn global client and top-twenty legal firms, the Obséy brand is re-shaping GRC amongst the big-4 and major management consultancies.
Education B2B Marketing Director – HIT Training (16)
Overarching objective: Reposition small company for corporate market land grab
With 95% of HIT Training’s apprenticeship delivery to SMEs. the company faced a challenge to rapidly redirect sales effort towards larger corporate customers affected by the new apprenticeship levy. Vital recommendations for change were made to the Board to create a sales strategy that would engage decision makers at HR Director and FD level. These included:

· Acquisition and manipulation of data for defined target prospects

· Working with the marketing team to prepare digital, PR and events to be initiated urgently
· Constructing very clear and relevant propositions around the apprenticeship levy

· Building and mentoring the sales resource to articulate the message through direct contact

On completion of the six-month contract, pipeline activity had accelerated to £4m at proposal stage, from £0.5m base. With the strategy now firmly in place and driven by the Board and National Accounts team, HIT is well placed to take advantage of the growth opportunity.
Facilities Management B2B & B2B2C Marketing Director - Zip Water UK (14-15)
Overarching objective: Drive multi-faceted marketing awareness for new PE owners
I was appointed by the new PE owners to explore both the consumer and commercial markets for Zip’s hero brand – the HydroTap, a boiling, chilled and sparkling water appliance used in the home and office. This assignment also required close integration with the UK senior management team and a mentoring role to help drive individual and sales team performance towards a new investment-led focus. An overhaul of digital campaigns and data management has vastly improved channel clarity.
· Created sales and marketing processes to improve return on investment measurement

· Identified and addressed short-term market opportunities for immediate growth to £40m
· Established longer-term brand positioning to create a unique proposition in b2b and b2c

Zip HydroTap now has a new and robust channel to market in the consumer space through high-end kitchen distributors and is recognized as the aspirational product in its field.
Business users too now understand clearly the energy-saving benefits offered and are widely installing Zip products to improve refreshment facilities in-office around pure-water well-being initiatives for employees.
Packaging/logistics B2B Managing Director - The Notbox Company (11-14)
Overarching objective: Build a business from scratch to prepare for flotation
The Notbox is a patented reusable crate, used extensively in supply chain. My role here was to take a start up company with a unique, patent-protected product and add the professional systems and processes to prepare it for flotation on AIM with a value of £10m.
With a global remit covering sourcing to sales, this opportunity has extended my experience into all facets of the company operation, most notably improving margin whilst accelerating speed to market.
· Negotiated partnerships with asset management companies for upstream distribution contracts

· Improved sourcing with a professional team based in mainland China

· Extended global coverage with distributor agreements in US, Australasia, UAE and Europe

· Secured business with supply chain customers worth in excess of £5m

· Established extensive brand awareness across international fashion, food services and pharmaceutical channels

Notbox is now well positioned to take advantage of new business growth in the US, Europe, The Middle East and Asia with quality-controlled manufacturing secured in China, Asia and Europe.
Education Sales & Marketing Director - OCR (10-11)
Overarching objective: Reconstruct entire business development and marketing process
At OCR (Oxford Cambridge and RSA Examinations), I redefined customer engagement to drive closer relationships with customers and created a results-oriented sales team. Reporting to the CEO as leader of the 120-strong Sales & Marketing department, I introduced commercial rigour to the Leadership Team, whilst working collaboratively to bridge departmental relationships at all levels.

· Restructured the business development team to be more accountable for sales of £115m
· Brought strategic direction to product development

· Redirected digital and traditional communications to reflect the customer journey

· Introduced measurement processes to assess ROI

· Absorbed the Customer Support Directorate

· Led the team to reconstruct the OCR digital strategy, defined procurement requirements and implemented agile project techniques

· Introduced new CRM technology to bring deep customer data insight and strategic acquisition

OCR now has a greatly improved, focused communications activity, a clear brand strategy and a digital strategy to secure on-line presence. In a radical reconstruction of support services, costs were reduced by15% and a new revenue stream was created for schools.

FMCG B2B & B2C Global Marketing Planning Lead - Ideal Standard International (09-10)
Overarching objective: Centralise and reduce EMEA marketing budget during crisis
Private equity-owned Ideal Standard manufactures bathroom solutions for the retail and commercial markets. This position supported the Global CMO and CFO, working with 9 country Marketing Directors to centralise a €50m budget and build a common pan-European brand and digital strategy. 

Transformational engagement with country teams and category teams was vital in order to prepare and present business cases for endorsement by the Board and to secure marketing budget for development of communications.

· Managed the Pan-European Digital convergence for 23 websites and Digital Asset Management project to align the European product portfolio of over 12,000 SKUs

· Reduced European marketing spend by 50% to achieve emergency cost-reduction objectives set by the Board

· Persuaded senior management in several countries to take matrix-style ownership of critical Pan-European B2B and B2C new revenue projects 

In addition, I brought new perspective to cross-country projects with the implementation of rigorous project structure and evaluation tools to measure success and budget control.

Automotive Retail / B2B Group Marketing Director – Michelin/ATS Euromaster (06-08)
Overarching objective: Reposition retail brand and radically simplify B2B offering
Reporting to the UK Managing Director as a member of the Leadership Team, I also had a functional reporting line to the European head office and the Michelin group. The role covered marketing strategy for the B2B market (truck, leasing, large business customers and SME) and included full P&L responsibility for the viciously competitive £100m retail market across traditional and digital channels.
· Restructured the marketing team and improved operational communications and campaigns

· Recruited specialist Retail and B2B marketing teams
· Designed, and implemented an ambitious retail and on-line brand strategy for 490 centres

· Improved understanding of the consumer market, customer segments, competitor activity and market trends through improved data manipulation
· Created and implemented a B2B on-line contact strategy for 40,000 trade customers

· Led the development of the fully-transactional Pan-European retail website

This senior position proved to be one of the greatest challenges of my career with an increasing focus on winning retail market share in a fast-moving market, whilst enhancing brand position across B2B.
ProDIY B2B & B2C Brand Consultant - Wolseley UK
FinTech B2B Sales & Marketing Manager - Albany Software
Energy B2B Commercial Director - Quantum Gas
Energy B2B Sales & Marketing Manager-SME - TXU Eastern Energy
Financial Services Marketing Manager - Aviva, Norwich Union Investment Funds

Professional Services B2B Marketing Workstream Leader – EY Ernst & Young

Tech B2B Marketing Consultant/Market Development Consultant - Apple Computer
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