CV – Robert Ekström
Date of Birth: 1963

Mobile: +46 733 55 26 02

Email: robert.ekstrom@streamson.com
In brief

· Lead a number of trade sales and acquisitions. 

· Took start up to 300 M SEK in less than 2 years closing 14 deals on three continents

· Grew revenue from 30 MUSD to 130 MUSD in 24 months and maintained profitability in cross-European multinational business

· Developed  world wide sales engagement model for mobility products to the telecommunications industry

· Documented people management skills and operational experience in rapid growth as well as downsizing environments.

· Comprehensive analytical skills taking business potential, profitability, technical matters, commercial issues and financial aspects under consideration.

Experience

STREAMSON, Stockholm, Sweden Founding Partner, Oct 2000- 

Assignments include:

· CEO of Panopticon. Privately held Swedish company selling Visual Business Intelligence software to the Financial Services Industry in the US and UK markets as well as closing global OEM deals with Enterprise Software vendors.

·  President of Digital Vision. Publicly traded on the Stockholm Exchange with offices in LA and London. In two years managed to turn the company around by implementing new strategy, product portfolio and acquiring a London based company. This resulted in 200% growth on the turnover and 400% growth in the market cap.  

· CEO of Popwire Technology. Stockholm based start-up funded by Investor Growth Capital and Ericsson Business Innovation. After 14 months executed trade sale to publicly traded Teleca.

· Global VP Sales of Teltier Technologies Inc. US based start-up funded by St. PaulVenture Capital.  Company acquired by Dynamicsoft, itself recently acquired by Cisco.

· CEO of Remando. Resulted in an all cash trade sale to Cygate. 

· VP Sales of Icomera.  Icomera is today a dominant player in the passenger on-board internet access market for train operators. 

Sabathical, June-Sept 2000 


Microsoft Mobile Internet, Director of Sales EMEA, July 1999-May 2000 



· Designed Microsoft’s European engagement model for mobility products to the telecommunications industry

· Integrated Sendit’s and Microsoft’s sales forces world wide 

Sendit AB, VP Sales & Marketing, January 1998-June 1999  

· Closed 14 deals on three continents worth 300 MSEK in 18 months. Established Sendit as the thought leader in the field of Mobile Internet. 

· Played a pivotal role in growing organization from 30 – 140 people in less than 2 years
· Established and managed sales offices in Europe, US and Asia

    

· Signed major Reselling partnerships
NCR EMEA, Director of Channel Sales & Marketing, 1995-1997 

· Increased revenue from 30 MUSD to 130 MUSD in 24 months and maintained profitability

· Developed and implemented pan-European partner program

· Increased number of partners (VAR/SI and resellers) 100% over 24 months 

· Responsible for 50 people

· Awarded 2 Sales Excellence Awards.

Digital Equipment AB, Sweden, 1989-1995 


Different roles such as Product Manager, Marketing Manager, KAM, Sales Manager Indirect Channels.

· Budget responsibility of 600 MSEK

· Constant over-achiever including DEC-100 awards. 

Sperry, Minnesota USA, 1984-1985 

· Trainee as System Engineer focusing on pre-launch testing of software and hardware.

Education

· 1985-89 Industrial Engineering and Management, Linköpings Institute of Technology 

· Numerous management courses

