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Scott W. Presse has worked closely with senior executive in leading change initiatives for over 18 years. Scott has developed significant experience serving Fortune 500 companies in the software, professional services, financial services, health care, telecom, and manufacturing industries.  
These projects have been enterprise-wide and global in their implementation scale, providing Scott with extensive cross-cultural involvement throughout North America, Latin America, EMEA, and Asia-Pacific.
Consulting Expertise in Support of Change Initiatives

Go-to-Market Strategy – Facilitating executive teams in the development of strategy that answers the critical success questions: What are the new markets/segments?  What should be your deployment model?  What will be your solutions?  What is your competitive advantage?  What is your solution message?  What are your growth expectations?

Business Process Redesign – Facilitating client teams in the design of new process, best practices, and tools.  Process design has included: Account Management and Opportunity Management for sales; Sales and Marketing alignment; the Distribution Model between a manufacturer and channel partners; manufacturing and engineering process for new product development
Leadership Practices – Designing leadership values, disciplines, and tools, to support the change initiative.  Leadership projects have included 1-1 coaching with executives, Executive Leadership, Sales Leadership, and Team Leadership.
Solution Messaging – Facilitating client teams in the development of messaging to support product launches, new solutions formed from mergers & acquisitions of product sets, and new Go-to-Market initiatives.
Skill Development – Developing customized training curriculum and conducting training sessions.  These training sessions have included small groups of 10-25 participants, large regional teams of 400 participants, national sales conferences of 800 participants, and international conventions with 1600 participants.  One of Scott’s specialties is conducting leader trainer sessions that enable an organization’s managers to train their teams in support of the change initiative.
Client Summary
Clients include: Cardinal Health, Infosys, HP Software, Gartner, Siemens, American Express, IMAX, Honeywell, Fujitsu, Adecco
· Led client teams in the development of enterprise solution selling process, establishing best practices for forecasting, opportunity planning, and account development – 3x increase in $1M sales

· Developed Value Assessment methodology and tools; authored and facilitated Value Selling training program – 2 year division improvement in EBITA from 5.8% to 13.6% on $1B in revenues

· Led client team in the complete redesign of engineering process, roles and responsibilities, and management practices – increased product output by 600%

· Facilitated sales leadership workshops introducing best practices for change leadership, coaching, pipeline management, and forecasting – increase in forecast accuracy by 20% and overall pipeline growth

· Facilitated 400+ person implementation events, training sales and marketing personnel in solution messaging and sales process – successful event led to subsequent rollout across 5 regions and 3 additional business units

Scott holds an M.A. in Organizational Leadership from Wheaton Graduate School.  He leads an international team on the home front as he is married to a Canadian and is the father of a Chinese daughter and a Vietnamese son.  Scott and his family make their home in Toronto, Canada.  
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