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PROFESSIONAL SUMMARY


Extensive experience across numerous brands and segments, including luxury and extended-stay, with a proven track record of excellence in hotel operations, sales, and revenue management.  Expertise includes multi-unit property management, sales and revenue management training and development, effective communication, strategic planning, and innovative problem-solving.  
	
TECHNICAL SKILLS & SYSTEMS

One Yield v2, Fosse, GRO/IDeaS G3, OnQ R&I, PEP, Concerto, N2 Pricing, TravelClick, SiteMinder, Concerto, Lighthouse, GuestCentric, Maestro PMS, Skytouch PMS, Knowland, Kalibri, Amadeus 360 suite, WordPress Cendyn, Opentable, Ecwid

EXPERIENCE



CN Hotels, Inc									      October 2024 - Current
Vice President, Sales, Marketing, & Revenue Management			 
Portfolio of 12 hotels independent and branded properties including Marriott, Hilton & IHG

· Develop and execute comprehensive sales strategies across corporate, group, and leisure segments to drive consistent revenue growth.
· Lead the implementation of dynamic pricing models and market segmentation tactics to optimize RevPAR, occupancy, and ADR across a diverse hotel portfolio.  YTD portfolio performance +1.5% vs LY.
· Manage, mentor, and support sales teams to achieve topline revenue targets and enhance sales effectiveness. Conducted Bootcamp training for 10 sales team members.
· Analyze market trends, competitor strategies, and guest feedback to continuously refine and adjust sales approaches.  
· Direct the revenue management team and actively participate in strategic meetings to guide pricing, distribution, and inventory decisions.
· Maintain and update website content and design to support branding, SEO, and conversion performance.  Led redesign of three hotel websites and presently working on corporate site.  
· Provide marketing and communications support, including engagement with Google Ads, OTA paid advertising and local partnerships, resulting in an additional $85K in room revenue in Q2, 2025.
· Implement and audit RMS, PMS, and other commercial systems to optimize functionality, accuracy, and performance.  
· Research competitive rates and industry trends to identify new business opportunities across OTAs, long-term stay, and special offer segments.
· Facilitate partnerships with new distribution channels and lead sources including Rocketstay, Zola, Engine, and Corporate Lodging, contributing in an additional $230K in revenue YTD.
· Liaise with Marriott, Hilton, and IHG brand representatives to align local strategies with corporate initiatives and maintain brand compliance.
· Establish and implement SOPs for sales onboarding, revenue practices, seasonal pricing, and guest engagement.
· Lead and prepare content weekly revenue, sales, and marketing strategy meetings with key stakeholders; develop custom reports to improve data accuracy and visibility for seven hotels during revenue management transition.
· Develop and deliver training programs in sales, revenue management, and food safety to elevate team capabilities and ensure compliance.


Quaintance-Weaver Restaurants and Hotels				       January 2020 – October 2024
Director of Revenue, Marketing & Reservations | June 2021 – October 2024
Proximity Hotel, O.Henry Hotel, Green Valley Grill, Print Works Bistro, Lucky 32 Southern Kitchen Cary & Greensboro

· Direct revenue management and reservations efforts for two luxury AAA 4-Diamond boutique hotels (Proximity Hotel 147 Rooms (Michelin 1 Key) and O.Henry Hotel 130 Rooms).
· Provide marketing and communications support for two hotels and four restaurants. 
· Maximize RevPAR through the implementation of appropriate pricing, yield management, channel management, and segmentation strategies, achieving a combined YOY RevPAR growth of $6.25 in  2022 and $12.15 in 2023.  September 2024 YTD RevPAR growth $7.05.
· Completed displacement analysis and contract negotiation to share-shift airline crew opportunity at O.Henry Hotel which has contributed 2900 rooms and $9.99 in RevPAR YTD through September 2024.  Total contract topline revenue contribution will be approximately $1.02M over two years. 
· Implemented new 2024 Expedia strategy increasing September YOY production by 1247 (+41%) rooms and $291K (+37%) in revenue.  
· Researched competition rates and analyzed market and industry trends to identify target audiences and new business opportunities resulting in growth in AAA, packages, long-term stay, and contract segments resulting in $5M revenue contribution over 3 years.
· Conduct and prepare content for weekly revenue, sales, and marketing strategy meetings with key stakeholders.  Developed new reporting systems to improve data accuracy. 
· Collaborate with key business leaders to create, implement, and measure results of electronic and printed marketing and communications campaigns focused on driving demand during need times.  
· Prepare, manage, and critique annual budgets, marketing plans and sales initiatives for multiple hotels and restaurants.  Renegotiated pricing with supply vendors, cutting expenditures by 6% YTD.
· Managed a team of two salaried managers and two hourly staff members.
· Develop and deliver training in areas of sales, revenue management, hotel operations, safety & culture.

General Manager | January 2020 - June 2023
Proximity Hotel | 147 Rooms | AAA 4 Diamond | Michelin 1 Key

· Led operations for the Proximity, a 147-room luxury, AAA 4-Diamond, boutique hotel, North America's first LEED Platinum hotel.
· Played a key role in the task force team that developed and executed plans for closing and re-opening businesses during the early months of the COVID-19 pandemic.
· Forecasted demand, occupancy, average daily rate, and expenditures to increase profitability.
· Conducted regular inspections of rooms, public areas, and back-of-house facilities for cleanliness and maintenance to ensure guest satisfaction. 
· Achieved TripAdvisor #1 hotel ranking In Greensboro.
· Developed and led three department managers and two hourly staff.
· Boosted staff performance using training, coaching, and motivational techniques.
· Served as President of Guilford County Hotel Association 2021 – 2023.

University of North Carolina-Greensboro					 August 2016 – March 2020
Lecturer, Sustainable Hospitality & Tourism 

· Developed and instructed eight unique courses in areas of Hospitality, Tourism, Restaurant Entrepreneurship, Revenue Management, Sales and Marketing, Wine, and Sustainability.
· Delivered lectures and class discussions via remote, hybrid and face-to-face instruction for up to 125 students per course.   Received 2017 Teaching Excellence Award.
· Acted as a liaison between university and hospitality communities in Greensboro.
· Facilitated industry certification programs (ServSafe, TiPS, CHIA) for students and business community, successfully completing over 350 various certifications. 

PRIOR EXPERIENCE

WineStyles Boutique and Bar							      June 2014 – March 2019 
Owner/Operator 

Marriott International								    April 2005 - August 2014
Area Sales Leader | January 2009 - August 2014 
General Manager & Area Director of Sales | April 2005 – January 2009

Sage Hospitality									        April 2002 – April 2005
Lead General Manager 

LaBelle Management							          December 1999 – April 2002
	General Manager 


EDUCATION


Master of Business Administration 
Wake Forest University, School of Business, Winston-Salem, NC
Bachelor of Business Administration, Hospitality Information Systems 
Central Michigan University, School of Business, Mt. Pleasant, MI
	

CERTIFICATIONS



· Marriott International: Certified Revenue Manager / One Yield v2
· Hilton International: OnQ R&I, GRO
· IHG: N2 Pricing
· HSMAI Global, Certified Hospitality Revenue Management Executive (CRME)
· Certified Facilitator and Proctor for ServSafe Manager Certification
· American Hotel & Lodging Association Certification in Hotel Industry Analytics (CHIA)
· Marriott International Trainer Certification Levels I, II & III
· Marriott Certified Facilitator for Sales Training & Techniques Class, Mission Possible, Extended Stay Sales Edge
 
	
AWARDS



· 2019 Direct Selling Education Foundation Fellow and Grant Recipient
· 2019 Yes! Weekly Best Place to Buy Wine Runner Up
· 2017 – 2018 Teaching Excellence Award, University of North Carolina-Greensboro Bryan School of Business
· 2016 Yes! Weekly Best Wine Bar Runner Up
· 2015 Greensboro Area Chamber of Commerce Small Business Retailer of the Year
· 2012 – 2014 Wake Forest University Forte Fellow (MBA Women in Business Organization)
 
