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Client Development & Engagement 
• Orchestrated collaboration among client service, operations, portfolio management, legal, compliance, and due 

diligence teams to deliver superior ongoing service and ensure effective client engagement, from board 
presentations to strategic marketing and product launches. 

• Cultivated relationships with corporate pension and savings plans, foundations, endowments, and sub-advisors 
with continual responsibility for total client account AUM of $10B+ during tenure as vice president, institutional 
sales and service. 

• Facilitated new business development and consistent client experience across sub-advisory relationships and with 
relationship managers during role as product specialist.  

• Managed key accounts, including $3B portfolio for major $30B telecommunications company while serving as 
regional director, institutional sales.  

• Built dedicated client service group accountable for managing Dimensional’s US institutional clients. 

Product Launches & Market Innovation 
• Spearheaded launch of John Hancock Multifactor ETF suite within Dimensional, first ETFs managed by firm with 

AUM in excess of $1B in less than 24 months.  
• Established robust operating framework for management of ETFs and indexes by assembling C-suite and executive 

teams and integrating portfolio management, research, data analytics, legal, and compliance resources. 
• Revitalized Dimensional’s Northeastern market by leading marketing of equity and fixed income strategies to top-

tier corporate pensions and savings plans, as well as to foundations and endowments, growing new client AUM to 
$1B in AUM within 3 years 

• Originated client commentaries incorporating portfolio analytics, economic insights, and strategic firm 
approaches, setting standard adopted firm-wide and supported by specialized communications team.  

Team Leadership & Growth 
• Led team of 20 at Dimensional Fund Advisors in player-coach capacity, driving client engagement and directing 

regional directors in prospecting and identifying new product opportunities. 
• Crafted and implemented a comprehensive support and training program for ETF sponsor wholesalers, balancing 

team leadership and oversight of vital legacy accounts. 
• Cultivated strong connections with international relationship managers to harmonize communication and led the 

account management for major global clients. 
 

CAREER APPOINTMENTS 
 

DIMENSIONAL FUND ADVISORS, LP • Santa Monica, CA [1998 – 2019] 
Vice President, Institutional Sales & Service, Sub-advisory Services [2003 – 2019] 
Regional Director, Institutional Client Service [1998 – 2003] 

HEWITT ASSOCIATES, LLC [Now Aon Hewitt] • Lincolnshire, IL [1997 – 1998] 
Business Developer, Hewitt Investment Group 

STATE FARM INSURANCE COMPANY • Bloomington, IL [1995] 
Intern, Investments Department 

SEI CORPORATION • Wayne, PA & Chicago, IL [1993 – 1994] 
Consultant, Capital Resources / Portfolio Analyst, Investment Management / Associate, Capital Markets Research 

 

EDUCATION 
 

UNIVERSITY OF CHICAGO, Booth School of Business • Chicago, IL 
Master of Business Administration. Concentrations: Finance & International Business 

KATHOLIEKE UNIVERSITEIT LEUVEN • Leuven, Belgium 
Master of Business Administration 

SAINT MARY’S COLLEGE • Notre Dame, IN 
Bachelor of Arts in Mathematics and Business Administration 




