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Senior Business Development officer
As a versatile and highly adaptable senior general management, business development, sales and corporate development executive, John Sydnor has an exceptional history of accomplishments for both large and small companies in multiple industries. He has driven revenue gains, market share, ROIs and shareholder value for Fortune 500 and small companies in the high tech, software, systems integration, data analytics, venture capital, banking and financial services sectors.

John complements these skills with unique experience spanning from early stage startups (pre-IPO) to Fortune 20 organizations such as IBM, Oracle, Apple Computer, Publics, Morgan Stanley and various emerging technology firms where he has led efforts in data analytics, predictive modeling, numerically intensive computing applications, digital asset management, economic development and pharmaceutical consulting.
Mr. Sydnor also has extensive financial experience having worked in investment banking and providing leadership at a hedge fund and a private equity firm.
With a proven history leading rapid growth, fast-paced startups and dramatic turnarounds, Mr. Sydnor is recognized for propelling organizations to consistently surpass demanding corporate, investor and client objectives while outperforming competitors and prevailing market trends.

Mr. Sydnor is a natural leader, keen analyst, trusted relationship manager, persuasive communicator, shrewd negotiator and hard-driving closer. An energetic motivator, he balances empowerment and accountability to push teams to exceed challenging expectations. 

Mr. Sydnor’s education includes an MBA from the J.L. Kellogg Graduate School of Management at Northwestern University and a Bachelor of General Studies degree with concentrations in Computer Science & Economics from The University of Michigan.

Career History & Selected Highlights

Vice President, Eastern Region
Saama Technologies, Inc.
2015 to 2016
Mr. Sydnor was recruited by this big data solutions provider to build and direct a field sales operation covering the Eastern US and Canada. Among his many responsibilities, he developed go-to-market strategies new products and services. His notable achievements include:
Built a high-performance sales operation
Growth at Saama was stymied by ineffective sales tools and marketing materials, as well as poorly-defined partner strategies. To revitalize the firm’s Eastern region, Mr. Sydnor built a new team from the ground up, adding to existing talent while replacing underperformers. He assisted in developing a sales playbook, including standardized polished stand-and-deliver presentations customizable for key industry verticals. Establishing a potent and efficient sales infrastructure, he strengthened alliance and channel partnerships, introducing systems and practices to improve engagement. To ensure the success of all these efforts, he also conducted hands-on conducted extensive coaching and mentoring with internal and partner teams.
Set the stage for explosive growth by growing qualified new business pipeline

To attack the problem of a weak sales pipeline in Saama’s Eastern region, which suffered from an insupportably high percentage of unqualified leads, Mr. Sydnor built a team of regional marketing and sales directors. He then developed a suite of highly targeted marcom, opinion leader/influencer demand generation campaigns and a series of new, high-efficiency prospecting and sales processes. Focusing on top quality prospects in underserved markets, including insurance, pharma, financial services and healthcare. Booked $4.1 million in sales first quarter 2016 via his region closing a major bio-pharma industry deal and executing a large contract with a super regional insurance enterprise. He also, led his region to grow the qualified new business pipeline to $29 million in the first year.
Senior Vice President, Venture Acceleration & Strategic Initiatives
Rev1 Ventures
2013 to 2015
Recruited by this boutique venture capital firm to provide expertise in economic development organization (EDO) focused investments, Mr. Sydnor delivered significant guidance and support to the several key portfolio companies to drive growth while seeking out new investment opportunities. His accomplishments include:

Drove revenue growth at early-stage portfolio companies

When Rev1 Ventures needed to accelerate revenue growth among its portfolio companies to boost ROIs, Mr. Sydnor reengineered the firm’s First Connect platform, strengthening the contract sales tool. He conducted extensive hands-on outreach and support to leadership in several of Rev1’s key portfolio companies, developing and helping to implement aggressive strategies to spark new business opportunities. His efforts were instrumental in driving sales growth at multiple stage firms. He succeeded in increasing revenue in the first year, positioning portfolio companies for year-after-year growth…as well as new rounds for future offerings. 
Positioned portfolio firms for VC funding & acquisition
Looking to stimulate expanded interest in Rev1’s portfolio companies from capital markets and other investors, Mr. Sydnor launched an initiative to drive opportunities in the data analytics space. Focusing his attentions on three companies, he provided extensive expert guidance on marketing, product and service offerings, business development processes and demand generation. 
Financial Consultant
Morgan Stanley Smith Barney
2011 to 2013
Mr. Sydnor was recruited by Morgan Stanley to market their financial services and products to high net worth individuals, family offices and commercial/institutional investors. His major accomplishments include:

     Built a $50M book of business in 18 months
Starting from zero at Morgan Stanley, Mr. Sydnor drew on a network of personal and business relationships to rapidly grow a client base. Among his successes along the way, building on a previous connection with a billionaire investor, he made inroads with the CFO of one of his portfolio holdings. As result this gambit, he secured management of the firm’s $42 million 401K fund. Finally, he helped an emerging cyber security services firm obtain $10 million in VC funding.
President & COO
Melvin Securities
2008 to 2011
This boutique a broker-dealer and investment banking firm recruited Mr. Sydnor to direct all operations while driving growth and increasing visibility. Among numerous other performance improvement programs, he spearheaded a major organizational and technology change management initiative. Mr. Sydnor concurrently served as the President and COO of Chicago River Capital, a division of Melvin Securities. His major accomplishments include:

Orchestrated a $54M deal, putting a small investment bank on the map
Melvin Securities wanted to expand their profile in public sector banking. To answer this challenge, Mr. Sydnor sought out underserved markets, searching for potential opportunities overlooked by larger firms. He sourced and negotiated a municipal bond underwriting opportunity with the City of New Orleans for expansion of Louis Armstrong International Airport. Taking advantage of reluctance of competitors to take a stake in the bond issue during the height of the 2010 Gulf oil spill, he increased the firm’s visibility, paving the way to tens of millions in potential new opportunities. 

Captured a slice of the year’s biggest IPO
Leveraged aggressive personal relationship building efforts to open doors with giants in the investment banking world for Melvin Securities, Mr. Sydnor carved inroads into previously unobtainable investment and underwriting opportunities. He landed participation in several profitable deals, including a $40 million share of the underwriting of the $17.8 billion public offering of Visa stock, which became most profitable transaction in company history. 

Forged key partnerships to drive steep volume increases
When Melvin Securities wanted to increase visibility to win business, Mr. Sydnor actively courted SIFMA, securing an invitation to sit on its Operating Committee. Leveraging this role, he cultivated close relationships with top executives at several leading Wall St. banks and trading firms. Among other opportunities, he won new trading business from Credit Suisse and Goldman Sachs. He also captured pension fund business from the Firefighters Retirement System of Louisiana, New Orleans Regional Transportation Authority Pension Fund and Indiana State Teachers Retirement Fund. Overall, Mr. Sydnor drove a 24% leap in year-over-year trading volume and revenues. 

Set the stage for dramatic growth at a boutique investment bank
Recruited in by Melvin Securities in large part to direct an organizational redesign to better align with market demand, improve internal and client financial results and increase visibility, Mr. Sydnor devised a multipronged strategy. Among other initiatives, he opened new offices in Indiana and Louisiana; attracted fresh trading and sales talent; and instituted new trading and risk management strategies focused on markets mostly overlooked by larger firms. Cumulatively, he generated a 35% jump in trading profits adding millions to the firm’s bottom line. 
Helped solidify the capital infrastructure at emerging hedge fund

While on the senior leadership team at Melvin Securities, the CEO saw a strategic opportunity to market hedge fund investment vehicles to various clients (pension funds).  As such, Chicago River Capital was formed to offer such an asset class to the firm’s clients utilizing an Absolute Return model.  I teamed with the CEO to strategize and implement nationwide fundraising efforts in the initial stages as well as to research and eventually secure direct reinvestment plan (DRIP) clients to use in our fund’s proprietary trading strategies. 

CEO & President
Dakota Services
2005 to 2007
Working with a venture capital firm and a mezzanine fund, Mr. Sydnor and his partners acquired a stake this software, business process outsourcing, systems integration and data analytics firm. After directing led a top-to-bottom revitalization and turnaround, he sold his stake to jointly to partners and the original ownership at a profit. His achievements include:

Fought off an entrenched competitor, growing a new biz pipeline
Offering a new sample tracking service, Seibel Systems was encroaching on one of Dakota Systems’ core lines of business. To counteract this threat to the firm’s revenues and profits, Mr. Sydnor strengthened the firm’s data analytics offerings to improve alignment with client requirements. At the same time, he developed new prospecting, lead generation and sales processes and tools and significantly expanded outreach to existing and prospective clients. Mr. Sydnor was able to grow Dakota’s pipeline of new business from virtually zero to $1 million in five months. He also was instrumental to winning a major account worth $350,000 in annual billings.

Transformed a turnaround into a profitable buyout
After acquiring a stake in Dakota Systems, Mr. Sydnor engineered a successful performance turnaround. Remaking everything from staffing and systems to sales processes and customer base, he rolled out new data analytics and other service offerings. Capturing new business from several large clients, including one of the world leaders in pharmaceuticals, he generated strong revenue and margin growth. This growth helped to set the stage for profitable sellout of his own personal ownership stake to his partners and the original owners of the firm. 
President
Edge Systems
2001 to 2005
This software, systems integration and professional services firm recruited Mr. Sydnor to direct a performance turnaround, in which he successful drove steep revenue, profit, market share and client base growth. His contributions include:
Inked a $4.9M deal, firm’s largest-ever
Recruited by struggling Edge Systems to drive revenue and profit growth, Mr. Sydnor launched a program to aggressively prospect opportunities with municipal government agencies. In particular, he pursued an opportunity to bid on a large multiyear software and services project with the Chicago Housing Authority. He negotiated a multimillion-dollar contract, generating a much needed cash flow infusion and putting Edge on the map as competitor for other similar work.

Engineered a cash flow & operating cost turnaround
Edge Systems was hemorrhaging cash and in desperate need of turnaround. To stem the flow of red ink, Mr. Sydnor planned a top-to-bottom performance improvement strategy. Among the many moving parts of this plan, he directed a deep dive analysis of all operations and finances; identified waste, fat and unnecessary redundancies; renegotiated vendor contracts and restructured bank debt. Mr. Sydnor cut leasing costs $150,000 annually with a move to new offices; and slashed operating costs 54% and COGS 20% with no reductions in headcount. He secured $1.5 million in new working capital. At the same time, he grew net margins from the firm’s new consulting contracts by 35%, adding $525,000 directly to the bottom line. All told, he delivered a $610,000 P&L swing, making the firm cash positive.
Earlier Experience: Mr. Sydnor’s previous roles include VP Sales & Marketing, Fullscope, Inc.; VP Sales / Marketing, Frankel Advertising, LLC (a part of Publicis). He began career in sales and business development assignments at Oracle, Apple and IBM.  
Other Relevant Experience

Mr. Sydnor has served as a Lecturer at Northwestern University, Kellogg Graduate School of Management; DePaul University’s Kellstadt Business School; and Franklin University. He has also been Executive Mentor in the Technology Entrepreneurship & Commercialization Institute at The Fisher College of Business, The Ohio State University.

Board Affiliations

Mr. Sydnor has been invited to on several prestigious boards, including: Executive Board of Directors, American Red Cross of Greater Columbus, Executive Board of Directors, Purdue University Research and Technology Center, Executive Board of Directors, Chicagoland Entrepreneurial Center, and Board of Directors, Securities Industry and Financial Markets Association (SIFMA).

Personal
Mr. Sydnor is married with two children. In his spare time, he enjoys family, travel and sports. He is active as a competitive cyclist, tennis and table tennis enthusiast.

