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SUMMARY

* Publisher and Creator Relationships: Research and qualify tabletop publishers,
creators, and crowdfunding prospects; develop relationships and guide opportunities
through discovery, service positioning, pricing, negotiation, and onboarding.

* Commercial Research and Outreach: Work directly with company leadership on
prospect lists, tailored messaging, and follow-up plans; match client needs with
email marketing, social media, influencer outreach, and SEO services.

Kevin Smith Transportation Group

Chief Strategy Officer & Director of Business Development | 2025-2026
Chief Operating Officer | 2015-2025

Founding Team / Employee #1

« Startup Operations: Helped build the business from its early stages, developing
sales, customer-success, training, and service processes as customer needs and
operating complexity grew.

* Business Development: Managed 150+ new-account opportunities annually, from
qualification and discovery through proposals, pricing, negotiation, and onboarding.
Added roughly 25-30 substantial new accounts per year.

¢ Client Relations and Retention: Expanded one strategic customer from 1 to 35
locations. Built service, escalation, follow-up, and account-management systems
that helped improve retention from roughly 70% to 92%.

¢ Service and Event Coordination: Led complex programs for corporate, academic,
hospitality, and entertainment clients. Coordinated customer requirements and
commercial commitments with service delivery for clients including Cirque du
Soleil, the Philadelphia Eagles, Amazon, and Netflix House.

¢ Pricing and Resource Planning: Connected pricing, forecasts, vendor costs,
capacity, and customer requirements to develop profitable proposals and support
reliable service delivery.

* Market and Account Growth: Expanded academic transportation from three
schools to approximately 20, developing the segment into approximately $700K in
annual business. Secured approximately $150K in Cirque du Soleil business through
relationship-led outreach.

¢ Training and Process Improvement: Built and trained the reservations and
customer-success organization. Improved conversion from approximately 15% to
nearly 35% through coaching and call reviews; created training materials that
reduced new-hire ramp time from roughly three months to three weeks.

* CRM and Pipeline Management: Built prospect lists, CRM workflows,
lead-nurture processes, and RFP follow-up across long purchasing cycles. Used
HubSpot to track opportunities and ZoomInfo for targeted research and outbound
prospecting.

Business development and operations professional with 11 years of experience helping build a transportation startup as its first employee. Combines
hands-on account management, proposals, pricing, service coordination, and staff development with a record of improving retention, conversion, and
training. Experienced working directly with company leadership and connecting customer needs with service delivery. Now builds tabletop publisher and
creator relationships through Off Duty Ninja, supported by paid convention experience and longstanding involvement in gaming.

EXPERIENCE

Off Duty Ninja
Director of Business Development | 2026—Present

CORE EXPERTISE

Business Development * Account Management ¢
Client Relations * Operations Coordination *
Market Research « RFPs and Proposals * Pricing
and Negotiation * CRM and Pipeline Management
« Staff Training * Process Improvement ¢ Event
Programs » Convention Representation

TOOLS

HubSpot CRM ¢ ZoomInfo « Front CRM « Excel ¢
Google Sheets * Google Workspace ¢ PowerPoint
* Constant Contact ¢ Slack ¢ Notion ¢ Trello ©
Canva

EDUCATION

B.A., Sociology (2005-2009)
The Catholic University of America

M.A., Sociology (2009-2011)
The Catholic University of America

Ph.D. coursework completed, Sociology
(2011-2014)
George Mason University

Doctoral research focused on the sociology of
play; two years of graduate teaching experience.

TABLETOP INDUSTRY & TRADE
SHOW EXPERIENCE

* SPIEL Essen 2026 — Upcoming

Contracted demonstrator for KTBG / Burnt Island
Games in Germany, October 2026.

* Gen Con 2026

Paid demonstrator for Incredible Dream Studios,
presenting Kinfire Council.

* GAMA Member | 2026—Present

* Tabletop Community & Writing

30+ years in Magic: The Gathering; taught more
than 400 board games. Founder of Victory
Pointers, writing about tabletop gaming, player
experience, and gaming culture.
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