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jOhn Mlm john@midtbo.com
linkedin.com/in/johnmidtbo

Revenue leader with 20 years of experience across direct sales,

marketing, alliances, and global partner ecosystems. Proven

record building award-winning partner programs,

commercializing new products, and leading high-performing

teams. Brings hands-on Al founder experience and a people-first

leadership style to help drive exponential revenue growth.

Executive Experience

Founder & CEO 2025-Present
ROICalcMagic - SnapCall.live - ServiceProMagic

Founded three Al-powered B2B Saa$S ventures serving B2B sales teams, hospitality operators, and local service
businesses. Led each from concept through product build, launch, and early customer adoption, owning the complete
0-to-1 company build across product strategy, Al architecture, UX/workflow design, commercial positioning,
web/funnel development, monetization model, infrastructure, and go-to-market execution. Leveraged Al to create an
unfair business advantage spanning product development, customer acquisition, and operational scale.

MAJOR ACHIEVEMENTS:

e Onboarded first 7 customers across the portfolio.
o Recruited and managed early 1099 sales, technical, and operating talent to support customer acquisition and Al
integrations.

e Built and commercialized live SaaS products with working infrastructure, customer workflows, demos, websites,
payment/subscription foundations, and sales motions.

VP, Global Channels & Alliances
airSlate
Dallas, TX m 2023 to 2025

Launched the airSlate Partner Program. Hired and trained an 11-person global team that includes Channel Directors,
Partner Managers, Partner Marketing, Business Development, Customer Success Managers, Partner Concierge, and
Solutions Engineers. Created a partner acquisition engine that acquired 500+ ISV’s, Sls, MSPs, VAR, and Distributor
partners. Constructed partner program and designed all operational, partner, and customer-facing processes. Crafted
co-marketing, demand generation, and events programs to drive partner engagement and pipeline. Served as brand
ambassador and speaker at industry events. Led global Partner Conferences, Partner Advisory Board, and round tables
to motivate and inspire partners. Managed multimillion dollar budgets. Served as a member of the leadership team.

MAJOR ACHIEVEMENTS:

e Acquired 500+ new partners

e H1 2025 New Bookings up 254% YoY

e Averaged 75% QoQ new bookings growth

e Increased ASP by 350%

e Improved ASP/CAC by 133%

o #1 Fastest Growing GTM

o #1 Net Retention Rate: 17 points higher than peer group
o #1 Department for employee engagement & satisfaction



EXECUTIVE EXPERIENCE CONTINUED...

Director of Channels, Americas

Creatio

Dallas, TX = 2021 to 2023

Drove the expansion and transformation of the Creatio Partner Ecosystem in the Americas. Recruited and onboarded
47 new partners, including three GSI partners. Worked closely with partner Leadership to develop plans that stimulate
investment and practice development. Built and trained a team of 4 Partner Account Managers. Oversaw referral, Sl,
and Global S| partner channels.

MAJOR ACHIEVEMENTS:

e Recruited and onboarded 47 new partners in 18 months

¢ Increased partner lead generation by 460% YOY

e Increased partner generated revenue by 352% YOY

e Increased partner generated ARR from 42% to 61% of total Americas revenue YOY

Director of Channels and SMB
Omnitracs
Dallas, TX = 2019 to 2021

Oversaw the Channel and Direct sales teams focused on small-and-medium size businesses. Led 28 sales and
marketing personnel that managed 140 partners, 15,000+ customers, and produced over 80M in annual revenue.
Held weekly pipeline review meetings with the sales team and coached team members on identifying and recruiting
potential channel partners. Met regularly with executive leadership to review sales goals, inventory levels, budgets,
competitive issues, and opportunities for growth. Collaborated with partner CEOs to discuss strategic initiatives.

MAJOR ACHIEVEMENTS:

e Exceeded FY21 and FY20 sales target; Generated 45M in TCV in FY21.

e Commercialized 8 new products through reseller network

o Designed, launched, and directly managed Account Management team

e Reduced customer churn by 3X

o Created Platform Modernization Program to encourage customers to migrate to a 4G network standard
e 2019 Promoted to Director of Channels

e 2021 Promoted to Director of Channels and SMB

Sr Manager, Channel Marketing
Spireon
Dallas, TX = 2017 to 2019

Created the Spireon Channel Marketing program which supports three product lines, six distinct partner channels, and
over 500 partners. Led direct resources and worked across departments to implement new programs. Improved
partner enablement and engagement by implementing regular partner communications, overhauling partner sales
and marketing tools, and introducing channel friendly programs and policies.

MAJOR ACHIEVEMENTS:

e Architected new brand strategy for fleet products

o Developed tools to support partner sales and marketing efforts
o Designed and launched Market Development Funds program

e Deployed new Partner Relationship Management tool

e Launched partner deal registration

¢ Increased prospective partner leads by 5800% in 2018

e Oversaw creation of Sprint.Spireon.com partner site

e 2017 and 2018 Employee Spotlight Award Winner



EXECUTIVE EXPERIENCE CONTINUED...

Sr Manager, Global Channel Marketing

Omnitracs

Dallas, TX = 2014 to 2017

Led all marketing efforts for the Omnitracs Global Channels Organization. Developed and optimized marketing
strategies and campaigns across all product lines and regions to drive sales-ready opportunities. Created key
materials to support roll-out and ongoing operation of partner program. Supported nearly 100 partners in 60
countries.

MAJOR ACHIEVEMENTS:

¢ Increased MQO generation rate by 516%, MQL generation rate by 8,811%

o Grew Marketing Originated Bookings from 2% to 75% of total sales over a three-year period
e Boosted indirect sellers by 300% through partner recruitment initiative in FY16

e Rebranded six acquired companies under one new power-parent brand

o #1 in Marketing Originated Bookings / $ Spend in Vista Portfolio in FY16Q3

e 2015 Promoted to Global Channel Marketing Manager

e 2016 Promoted to Sr. Manager, Global Channel Marketing

Sr Manager, Sales and Marketing

Scalability Experts

Coppell, TX = 2011 to 2014

Directly managed inside sales team and led Marketing function. Drove evangelization efforts and relationship
development with partners like Microsoft, HP and Cisco through both direct contact and by designing sales toolkits and
sales plays for national sales team. Created and administered sales and operational training programs. Designed and
implemented all of the organization’s marketing strategies and tactics. Launched integrated campaigns that included
a wide array of marketing vehicles, including SEO, PPC, physical and virtual events, sales plays and toolkits, content
creation and syndication, PR, co-marketing, e-mail nurture and social media. Successfully created engagement with
both partners and prospects, and produced sales-ready opportunities and marketing originated revenue.

MAJOR ACHIEVEMENTS:

e Increased marketing generated sales by 21% in 2012 and 88% in 2013 YOY.
e 2012 Above and Beyond Award Winner

e 2012 Promoted to Marketing Manager

e 2013 Promoted to Manager, Sales & Marketing

e 2014 Promoted to Sr. Manager, Sales & Marketing

Al Superpowers

3,000+ hours of hands-on experience with cutting-edge Al technology, focused on

separating signal from noise and translating emerging capabilities into unfair advantage.

REVENUE & GTM CUSTOMER ENGAGEMENT PRODUCT & WORKFLOW OPERATIONS &
ACCELERATION Al voice agents, call handling, INNOVATION EXECUTIVE LEVERAGE
ROI calculators, buyer business routing, service workflows, Al-powered tools, SaaS Inbox monitoring, task routing,
cases, outbound systems, lead escalation logic, and customer prototypes, workflow automation, research acceleration, process
capture, sales enablement, and communication systems. structured outputs, and human-in- design, data capture, and
value-prop extraction. the-loop processes. repeatable internal systems.

( Portfolio, live demos, and walkthroughs: https://john.midtbo.com

Education

Baylor University Hankamer School of Business — BBA, Marketing & Entrepreneurship.


https://john.midtbo.com/

