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___________________________________________________________________________________________________  

My   Fuel    Making   sense   of   markets   is   what   fuels   me.     I   am   one   of   those   marketing   leaders   that   is   not   
afraid   of   change.   Most   of   the   time   the   change   is   quick,   tactical   -   a   tweak   here   or   there.   
Then   there   are   those   times   when   change   is   transformational   -   disruptive.   We   think   of   them   
as   market   waves.   If   you   don’t   catch   them   at   the   right   time,   you’re   out.   That’s   what   I   love   
about   leading   Portfolio   Strategy   and   Product   Marketing.   When   your   team   is   driven   to   
know   the   market,   segments,   buyers   and   customers   more   than   anyone   else   –   you   see   the   
market   waves   coming   and   know   exactly   which   ones   to   ride   and   when   to   disrupt.    I   love   
security   technology   marketing   leadership   and   this   is   my   story.   
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Code42   /    Vice   President,   Portfolio   Strategy   &   Product   Marketing   

MARCH   2016   -   PRESENT,    MINNEAPOLIS,   MN   

I   joined   Code42   in   March   2016   as   Director,   Product   Marketing.    I   joined   Code42   not   only   
because   of   the   leadership   and   culture,   but   because   of   the   market   wave   I   could   see   forming   
and   Code42’s   opportunity   for   meteoric   growth.   I   had   to   jump   in   and   ride   it,   and   so   far,   it’s   
been   an   amazing   ride.   

  

● 2016   was   all   about   creating   the   foundation   to   disrupt.   When   I   joined   Code42,   we   
were   a   team   of   two.   I   quickly   doubled   the   size   of   my   team   to   four   adding   industry   and   
buyer   research   to   our   realm   of   responsibility.    As   a   result,   we   delivered   the   company’s   
first-ever   product   marketing   playbook   complete   with   in-depth   personas   and   a   buyers’   
journey   map   that   armed   marketing   with   how   to   deliver   the   right   message   for   the   right   
buyer   at   the   right   stage   of   their   journey   leveraging   the   right   content.    The   outcome:   
take   product   marketing   from   service   bureau   to   strategic   arm   of   marketing.   
 
“Mark   leads   his   team   with   purpose   and   direction.   He   consistently   exceeds   expectations   on   
setting   a   purpose   and   focus.   His   leadership   and   organization   is   truly   inspiring   and   he   serves   
as   a   role   model   not   only   for   his   peers,   but   also   up   to   the   executive   level.”   -   Year   in   review   
2016   

  
● 2017   centered   on   market   definition   and   development.    My   team   further   expanded   

and   became   portfolio   strategy   &   product   marketing.    We   elevated   our   sphere   of   
expertise   to   include   market   and   buyer   research,   voice   of   customer,   competitive   
intelligence,   analyst   relations,   product,   partner   and   content   marketing.   We   became   
the   voice   of   the   market   for   the   company.   The   outcome:   we   uncovered   a   $5B   market   
wave   forming   that   was   ripe   for   disruption.   
 
“Mark   excelled   at   establishing   trust   and   credibility   and   showed   how   he   can   rally   the   
company.   He's   built   very   strong   relationships   with   the   entire   executive   team   and   his   
influence   is   not   only   down   and   across,   but   up.   Every   executive   has   commented   on   what     
a   big   impact   he's   had   on   the   company.”   -   Year   in   review   2017   

  
● 2018   was   the   year   to   focus,   live   and   learn.   I   was   promoted   to   Vice   President,   Portfolio   

Strategy   &   Product   Marketing   and   it   was   time   to   hone   in   on   our   target   market   and   
buyers.   We   started   by   defining   our   ideal   customer   profile   (ICP)   and   kicked   off   a   
massive   sales   and   marketing   enablement   program   to   shift   the   thinking   from   lead   
quantity   to   lead   quality   by   taking   a   much   more   targeted   approach.    With   focus   on   our   
ICP,   we   were   in   a   better   position   to   test   our   message   and   hear   first   hand   our   ICP’s   
challenges   and   dig   deeper   into   buyer   pains.    The   outcome:   we   validated   our   
assumptions   and   fortified   our   market   positioning   and   messaging.   We   were   ready   to   
unleash   our   disruption.     
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Amidst   all   of   the   excitement,   I   was   fortunate   to   be   trusted   with   the   reigns   of   
marketing   as   interim-Chief   Marketing   Officer   while   our   then   CMO   was   on   maternity   
leave.   To   this   day,   I   look   back   on   that   experience   as   critical   to   my   growth   and   
development   as   a   leader.    It   gave   me   the   clarity,   conviction   and   confidence   that   I   am   a   
market   maven   and   being   a   Chief   Market   Officer   is   my   one   true   path.   
 
“I   am   impressed   by   how   he   kept   his   team   and   the   broader   marketing   department   focused   on   
what   matters   in   2018.   He   did   a   fantastic   job   creating   a   vision,   gathering   support   across   the   
company   to   realize   the   vision   and   inspired   the   marketing   department   and   entire   company   
including   our   Board   of   Directors.   He   set   a   great   foundation   for   success   in   2019.   Our   strategy   
and   story   is   game   changer   and   it's   all   due   to   Mark.”   -   Year   in   review   2018   

  
● 2019   was   the   year   to   rally   and   realize   the   fruits   of    disruption.   We   were   ready   to   rally   

the   troops   and   implement   a   company-wide   strategy   to   disrupt   the   data   security   
market.   It   started   with   an   executive   workshop   to   fortify   our   company’s   true   vision   and   
mission   and   “secure   the   collaboration   culture”   became   our   rally   cry.     From   there,   
everything   fell   into   place   -   from   the   product    story   to   the   employee   and   customer   
experience   to   our   technology   and   product   roadmap.   The   outcome:   we   broke   down   
silos   and   rallied   the   organization   around   being   a   disruptive   brand.     
 
“Mark   exemplifies   strong   leadership   with   his   ability   to   hire,   grow,   retain   and   unleash   top   
talent.   He   has   an   excellent   market   and   customer   focus   and   delivers   results   above   
expectations   consistently,   in   innovative   and   creative   ways.   He   is   well   respected   across   the   
entire   Code42   team.    He   is   excellent   at   leading   through   ambiguity,   taking   on   new   team   
members,   being   honest   and   direct.   Mark   has   found   and   is   comfortable   in   his   leadership   
style.”    -   Year   in   review   2019   

  
● 2020   was   our   breakout   year.    Amidst   a   global   pandemic,   we   quickly   responded.   The   

market   needed   help   managing   the   new   risks   that   come   with   an   entirely   remote   
workforce.   In   60   days,   my   team   researched,   developed,   tested,   validated   and   
launched   an   entirely   new   product   brand   to   the   market   -   Incydr   -   while   embarking   on   
an   all   out   blitz   to   create   a   new   category   around   Insider   Risk   Management.   We   shifted   
the   organization   from   having   a   single   product   mindset   to   having   a   portfolio   mindset   
rooted   in   technology   platform   and   ecosystem   heroism.    We   reimagined   our   
mid-market   and   enterprise   go-to-market   strategy   based   on   needs-based   
segmentation,   win   loss   analysis   and   buyer   research.   The   outcome:   Our   disruption   was   
taking   hold   and   materializing   in   triple   digit   growth   year   over   year.   As   the   leader   of   
Portfolio   Strategy   &   Product   Marketing,   I   am   most   proud   of   the   work   my   small   but   
mighty   loyal   team   of   seven   delivers   day   in   and   day   out:   

  
○ Market   &   Competitive   Intel   :    the   team   recognizes   and   quickly   reacts   to   major   

and   minor   shifts   in   the   market.    We   take   the   voice   of   the   market,   buyer   and   
customer,   competitive   intel,   and   win   loss   analysis   to   heart.   We   look   at   everything   
at   a   10000   foot   view,   1000   foot   view   and   100   foot   view   because   market   waves   
are   unpredictable   and   change   is   inevitable.     

  
○ Personae   Research   &   Training:    the   team   thinks   creatively   to   make   our   target   

personae   more   relatable,   emotional,   human.   For   example,   we’ve   used   the   movie   
“The   Martian”   to   describe   both   the   professional   and   the   human   side   of   our   
buyers.   Taking   our   structured,   data   driven   research   and   combining   it   with   
watching   “The   Martian''   is   one   crazy   creative   way   to   deliver   personae   training   to   
sales   and   marketing.   

  
○ Product   Story   &   Buyer   Enablement:    the   team   leads   company-wide   efforts   to   

rally   around   our   product   story.   We   built   a   Buyer   Enablement   Message   Map   as   the   
single   source   of   truth   for   our   product   positioning,   messaging,   value   proposition   
and   differentiation.   Everyone   in   the   company   has   read   it,   heard   it   and   is   thinking   
about   what   their   role   is   reinforcing   it   -   especially   marketing,   sales,   product   
management   &   development.     

  
○ Product   Launch   &   Evangelism:    the   team   stays   tied   to   the   hip   with   Product   

Management   to   create   internal   resources   on   everything   product   launch.   They   
created   an   internal   website   called   the   Product   Launchpad.   It’s   more   than   a   
compilation   of   product   collateral   and   content.   It   humanizes   the   passion   we   have   
for   our   product   in   120   second   videos   that   highlight   our   product   innovation   each   
month   while   also   enabling   sales   and   marketing   in   bitesize   chunks.   
 
 
 

  



  

○ Customer   Advisory   &   Advocacy:    the   team   finds   ways   to   turn   the   voice   of   
customer   research   we   do   into   customer   acts   of   advocacy   that   evangelize   our   
product   story   and   amplify   our   value   proposition   and   differentiation   in   the   
market.   We’ve   brought   our   customers’   story   to   life   whether   internally   via   our   
customer-stories   slack   channel   or   externally   via   a   digital   experience   we   built   
with   the   web   team.   

  
○ Analyst   Relations   &   Ecosystem   Heroism:    the   team   shapes   Code42’s   thought   

leadership   and   establishes   our   security   brand   across   analysts,   technology   and  
channel   partners.   We   study   macro   security   movements   like   Insider   Threat,   
ZeroTrust,   and   Integrated   Risk   Management   and   distill   complex   security   
concepts   down   to   what   they   mean   for   Code42   and   our   customers.   We   constantly   
look   for   partnering   opportunities   and   develop   new   ways   to   truly   embrace   the   
ecosystem   we   play   in.   

___________________________________________________________________________________________________   

My   Voice    Book:   Inside   Jobs,    Co-author    /    www.code42.com/inside-jobs   

PUBLISHED   OCTOBER   2020   

Inside   Jobs:   Why   Insider   Risk   Is   the   Biggest   Cyber   Threat   You   Can’t   Ignore   —   co-authored   
by   Joe   Payne,   Jadee   Hanson   and   Mark   Wojtasiak,   the   book   shines   a   light   on   Insider   Risk   —   
what’s   driving   it   and   what   you   can   do   to   secure   your   collaboration   culture.   

Blog:   Code42,   Author    /    www.code42.com/blog   

2016   -   PRESENT   

Where   I   riff   and   rant   on   our   research,    insider   risk   problem,   our   approach   to   addressing   it   

and   of   course,   our   product.      

● Insider   Threat   or   Insider   Risk   —   What   Are   You   Trying   to   Solve?   

● Four   Reasons   Why   Insider   Risk   Management   Is   Your   Most   Important   Program   

● The   Incydr™   Scoop:   Recognize   &   Prioritize   Insider   Risk   Signals   

Blog:   Mark   Wojtasiak,   Author    /    www.markwojtasiak.com   

2010   -   PRESENT   

My   free-for-all   mind   dump   on   security   technology   marketing   leadership   that   I   find,   use,   
experience,   or   learn   everyday.    Here   is   a   sampling   of   some   of   my   reflections   and   riffs:   

● Finding   focus   by   taking   my   time   back   

● My   read   write   render   epiphany   –   it’s   always   personal   [growth]   

● Market   vs.   Market[ing]   research:   striking   the   right   balance   

  

My   Roots   
___________________________________________________________________________________________________   

Seagate   Technology   /    Sr.   Manager   Product   Marketing   &   Strategy   

MARCH   2006   -   MARCH   2016,    SHAKOPEE,   MN   

Where   I   found   my   passion   for   research,   strategy   and   product   marketing.   Over   a   ten   year   
span,    I   explored   everything   from   global   channel   marketing   and   development   to   segment   
and   product   marketing   to   product   management   and   strategy.   Thank   you   Seagate.   

Now   Micro   /    Director   of   Marketing   

MAY   2001   -   MARCH   2006,    ST.   PAUL,   MN   

Where   I   expanded   my   knowledge   and   understanding   of   channel   marketing   and   cut   my   
teeth   in   web   and   digital   marketing.   I   even   did   a   bit   of   procurement   and   sales.     

ProDirect   /    Marketing   Manager   

JANUARY   1994   -   MARCH   2006,    MINNEAPOLIS,   MN   

My   first   job   out   of   college.   I   was   employee   number   four   at   this   fast   growth   tech   company.   
In   the   end,   we   had   20+   employees,   $10M+   in   revenue   and   got   acquired   by   Now   Micro.     

University   of   Arizona   /    BSBA   Marketing   &   Communications   

AUGUST   1989   -   MAY   1993,   TUCSON,   AZ   

http://www.code42.com/inside-jobs/
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https://markwojtasiak.wordpress.com/2020/12/05/slideation-my-ideal-week/
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