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$191M+ 

B O O K E D  B U S I N E S S  
 

$250M+ 

AR R  P I P E L I N E  

 

108+ 

E N T E R P R I S E  E N G A G E M E N T S  

 

2x 

C L O S E  R A T E  I M P R O V E M E N T  

 

 

E D U C A T I O N  

Harvard Business School 
MBA, General Management 
Published HBS Case Study, 717-
402, August 2016 

Purdue University 
PhD · MS · BS 
Electrical Engineering 
Biomedical Focus 
NSF Graduate Research Fellow 

P R O F I L E  

Strategist. Operator. Connector. 
20+ years. Known for 
converting ambiguous business 
challenges into structured 
strategy and measurable 
revenue outcomes that start 
and end with the customer. 
From a $2B satellite rescue to 
building the GTM methodology 
used by 500+ Strategic Client 
Directors across a $250M+ ARR 
pipeline. Former McKinsey 
consultant and Oracle Senior 
Director. Expert in Customer 
Success, GTM design, and 
large-scale cloud, data, and AI 
transformation. 

E X P E R T I S E  

Customer Success 
GTM Strategy & Design 
Enterprise Sales 
Operating Models 
Healthcare Tech / SaaS 
Team Scaling 
CXO Advisory 
Long-Range Strategic Planning 
Competitive Intelligence 

T A R G E T  R O L E S  

VP or Senior Director Customer 
Success, GTM, Strategy, 
Transformation 

 

C A R E E R  H I G H L I G H T S  

$32M 

Landmark new product wins via OneOracle 
framework; expanded to 500+ Client Directors 

 $39M+ ARR 

Generated in FY2025 via disciplined portfolio 
management 

   

$2B 

Satellite saved from total loss; mobilized 34 
experts in high-stakes environment 

 +30% 

Deal size growth alongside doubling of close 
rates 

 

E X P E R I E N C E  

Nextura Strategy  2026–Present · Atlanta, GA 
Founder & Principal Consultant 
 

Claritev (formerly MultiPlan) (contract) 2026 · Atlanta, GA 
Strategy Consultant, Commercial Partnerships & GTM Design 
 

Oracle Corporation 2018–2025 · Atlanta, GA 
Senior Director, Customer Success & Sales Strategy — Healthcare Business Value Services 
 

Ninkatek / American Craft Brands 2012–2018 · Boston, MA 
Strategic Advisor, Technology & People 
 

McKinsey & Company 2015–2017 · Atlanta, GA 
Senior Associate — Strategy Consulting 
 

Northrop Grumman 2010–2014 · Azusa, CA 
Senior Systems Engineer — Space-Based Infrared Systems 

Atlanta, GA 
(765) 412-1353 
Catherine.G.Slater@gmail.com 
CatherineSlater.com 
linkedin.com/in/CatherineSlater 

https://www.linkedin.com/in/catherineslater
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C L E A R A N C E  

TS/SCI (SSBI) 
(inactive) 

S E C T O R S  

Healthcare 
Financial Services 
Retail / Consumer 
Technology 
Defense / Aerospace 
Beverage & Alcohol 

T O O L S  &  
M E T H O D S  

Business Value Selling 
Portfolio Governance 
OKR Frameworks 
Executive Storytelling 
Change Management 
M&A Day 1 Readiness 
Predictive Modeling 
Blockchain / Cloud / AI 

 

E X P E R I E N C E  D E T A I L  

Nextura Strategy  2026–Present · Atlanta, GA 
Founder & Principal Consultant 
– 280+ candidates placed into recruiting pipelines and 38 matches made in under two weeks — with 

thousands of Oracle and Oracle Health professionals displaced and no dedicated resource to connect 
them with hiring managers, launched Rebase Careers, a free initiative connecting displaced 
professionals with hiring managers, scaling to 8 recruiters and 280+ profiles within days. 

 

Claritev (formerly MultiPlan) (contract) 2026 · Atlanta, GA 
Strategy Consultant, Commercial Partnerships & GTM Design 
– Enterprise strategy and revenue transformation delivered at the intersection of finance, market 

intelligence, and operating performance — with commercial strategy undefined and GTM levers 
uncoordinated, defined GTM strategic position and monetization framework, incorporating market 
dynamics, competitive intelligence, and business performance data. 

 

Oracle Corporation 2018–2025 · Atlanta, GA 
Senior Director, Customer Success & Sales Strategy, Healthcare Business Value Services 
– $32M in new product wins and $250M+ ARR pipeline — with no unified cross-pillar value articulation 

and 500+ Client Directors selling without a shared framework, designed and institutionalized enterprise 
value framework, driving unified strategic pursuits and field execution across all product pillars. 

– $191M+ booked business and $39M+ ARR in FY2025 — against a fragmented engagement model with 
inconsistent qualification and delivery standards, built and led Oracle's Healthcare BVS portfolio for 
North America, establishing qualification standards, capacity planning, and governance. 

– Doubled close rates and grew supported deal size 30% — with multi-year portfolio priorities 
misaligned to capital allocation and deal selection left to individual judgment, instituted enterprise 
investment prioritization framework with structured planning cadence. 

– 2,000+ field sales aligned to enterprise growth priorities — with Sales, Product, Finance, and Industry 
teams executing against disconnected GTM objectives and competitive positioning inconsistent across 
segments, partnered across all functions to evolve GTM operating models, refine strategic prioritization 
using competitive intelligence, and establish accountability frameworks and execution cadence. 

– CxO clients equipped with 3-, 5-, and 10-year strategic roadmaps — as executive leaders lacked 
structured long-range plans tying organizational goals, resource allocation, and actions to measurable 
strategic objectives, served as strategic advisor to CxO leaders, mapping transformation roadmaps, 
investment cases, and value realization across multi-year planning horizons. 

 

McKinsey & Company 2015–2017 · Atlanta, GA 
Senior Associate, Strategy Consulting (TS/SCI Security Clearance) 
– 30% quarterly profit increase YoY — with underperforming consumer technology P&L and misaligned 

inventory, merchandising, and talent models, redesigned merchandising strategy, and created frontline 
talent acquisition plan to drive sustained margin improvement. 

– On-time Day 1 readiness and zero finance disruption — managing Finance Merger integration for a 
$26B tech company (125k employees, ~6,000 Finance employees, 30+ countries) with 72 direct clients 
requiring coordinated change management across global operations, led executive stakeholder 
engagements, technical problem solving, and communications plans to achieve clean cutover. 

 

Ninkatek / American Craft Brands 2012–2018 · Boston, MA 
Strategic Advisor, Technology & People 
– National pre-scale startup platform strategy — with no distribution platform and fragmented, 

compliance-constrained regulatory environment, built from zero field operating model, scaled to 13 HQ 
and ~50 distributed sales professionals, and executed regulatory alignment across market entry stages. 

 

Northrop Grumman Electronic Systems 2010–2014 · Azusa, CA 
Senior Systems Engineer, Space-Based Infrared Systems (TS/SCI Security Clearance) 

– $2B satellite saved from total loss — with an unidentified anomaly threatening mission failure and 34 
clients, suppliers, and technical experts operating in silos, identified root cause, wrote action plan, and 
mobilized cross-organizational response to preserve the mission. 


