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9 0 - D A Y  E N G A G E M E N T

DAY 01
In the data

CRM, pipeline reports, sales 
calls, financials. Not the 
prepared deck, how the 

business runs.

DAY 05
In the field

Your best customers and your 
most frustrated salespeople. 

The details that haven’t 
reached your desk yet.

DAY 30
Real problem visible

The problem stated in the 
brief. And the one underneath 

that was driving it. Both 
visible, both named.

DAY 45
Hard decisions made

Which audiences. Which 
channels. Which metrics. 

What to stop. What to start. 
Trade-offs made and held.

DAY 90
Different business

Tighter commercial plan. 
Cleaner forecast. Sales and 
marketing running with the 

same definitions.

Elizabeth Malson

MBA UNC Chapel Hill  ·  MS Pharmaceutical Science USC  ·  BS Chemistry NC State
linkedin.com/in/elizabethmalson

liz@exececho.com

O P E R A T I N G  E X P E R I E N C E
16% revenue growth on a $400M global dental P&L
Dentsply Sirona · unified 5 fragmented teams across 3 
regions · KOL strategy · portfolio architecture

↳ Positioning hasn't caught up with where the business is going

68% cost reduction + 12% lead conversion
Elligo Health Research · insourced critical skills, 
onboarded new agency · modernized commercial ops

↳ First commercial hires in place but not the infrastructure

52% increase in qualified pipeline
Curia · rebuilt commercial ops · reduced sales cycle 
16%, led 40-person global team · One Curia rebrand

↳ Sales and marketing are busy but conversion rate is declining

16%

68%

52%

15+ years B2B leadership | $400M–$1B+ P&L |  $30M–$300M engagement sweet spot | Sarasota, FL remote-first with 25% travel

F r a c t i o n a l  C C O ,  m a r k e t i n g ,  c o m m u n i c a t i o n s ,  c o m m e r c i a l  o p e r a t i o n s
L i f e  S c i e n c e s  &  M e d t e c h

Elizabeth Malson, MSc, MBA

T h e  r e a l  p r o b l e m  i s  r a r e l y  t h e  o n e  i n  t h e  b r i e f .

“I brought Liz in to pressure test our go to market 
strategy. Turns out we had more fundamental 
positioning issues to address and she guided our 
reorientation. The recommendations were specific, 
actionable, and grounded in what my audience 
cares about.”

— Darshan Kulkarni, CEO

H O W  W E  W O R K  T O G E T H E R

Available for 2 clients

9 0 - D A Y  EN G A G EM EN T

Anchor 
Fractional

$15–20K
per month  ·  ~20 hrs/week

Best for: You have a commercial 
leadership gap or need someone in the 
seat running the work.

Day 1 in your CRM. Day 30 the real 
problem is visible. Day 90 the business 
operates differently.

Inside the business. 
Not advising from the sideline.

O N G O I N G  ·  3 - M O N T H  M I N I M U M

Commercial
Growth Retainer

$4–6K
per month  ·  6–8 hrs/month

Best for: Your commercial team is in 
place. What you need is a senior voice 
on the decisions that are expensive to 
get wrong.

2 monthly 90-min strategy sessions + 
decision summary. 

Named, scoped, outcome-oriented. 
Not a vague monthly check-in.

O N G O I N G  ·  3 - M O N T H  M I N I M U M

Strategic
Advisor Retainer

$2–3K
per month  ·  3–4 hrs/month

Best for: Series B/C companies that 
need senior commercial judgment 
without the full cost.

1 structured monthly session on the 
most important commercial decision 
that month.

The most important question. 
One session. One clear answer.


	Slide 1

