
Christina Chan

Achievements 
Success Stories 

strategic planning 
customer segmentation & insights 

integrated marketing plans
big budget planning & management 

stakeholder management 
team leadership & mentoring

messaging architecture
brand identity & activation

propositions & portfolio launch 
creative planning & management

through -the - line 360 activation 
digital - first & social media focus

thought leadership content & engagement
lead generation & sales enablement
events, sponsorships & partnerships  

viral stunt, PR & blogger outreach 
project management & delivery

innovation & transformation 
change optimisation & improvement 

creative pro bono initiatives
people engagement

diversity & inclusion champion 
Testimonials & Accolades

Awards & Recognitions  ©
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ñChristina has high energy and positivity about 
her that she brings anywhere, nothing is too 

challenging for her and she too challenges the 
status quo. She certainly has the experience and 

skills to make marketing and brand great in 
Vodafone Business. 

Christina re-established the basics and promoted 
sales enablement too for Indirect Business to 

share the story more compelling to the market. 
She transformed the marketing and brand 

creation of the channel and created all of the 
content we shared to partners. She has also 

created a stronger team to support the overall 
marketing activities for the channel. Her work is 
of high quality and always on time. Also, she has 
created a plan to support all the marketing sales 
activities and have delivered exceptionally to this.

We needed this to allow the channel to move at 
the right pace to catch -up to the market.  She 

takes ownership and initiative to ensure success is 
the outcome. All the team adore her and enjoys 

working with her. She is result -oriented and 
manages her stakeholders well, being the 

leadership team in indirect.

Knowing Christina for the time I have, she is at 
her best when she is creating or solving 

challenges, would say her pace and level of 
transformation is what we need to be a success at 

this moment.ò

Kathy Quashie
Head of Indirect Business

Vodafone UK

Situation/ 
Context:

The world of telecoms and connectivity is as competitive as ever, so weôre 
improving our proposition to help our Partners become more innovative 
and successful. Recent NPS reveals that our Partners havenôt always 
been happy with the way Vodafone have gone about their 
business . Going forward our partner communications should 
demonstrate the joint value in working collaboratively, treating our 
Partners as exactly that, Partners. 

Time/ 
Constraints: 

We need to be humble and earn their trust ïwe canôt be too 
brash or bold in our messaging. This sector relaunch campaign should 
position us as equals and demonstrate Vodafone working alongside 
partners to provide the best service, value and experience for Partners 
and end customers.

Actions 
taken/led 
by me:

Develop a new proposition for Partners strategy ïò#BetterTogether ò:
At Vodafone understands that by nurturing every partnership and working 
collaboratively we can become better together. Weôvestill got work to 
do - but our priority is to build our Partners trust and work 
collaboratively so we can bring out the best in each other.

For Partners, weôre delivering tangible improvements in four key areas:
1. Supporting growth efforts
2. Delivering competitive products and pricing
3. Using innovation to unlock new value
4. Making it easy to work together

All of this contributes to our new partner proposition, entirely built around 
a belief in the joint value we can create with Partners: working 
together to build better businesses.

Results 
achieved:

A full suite of sector marketing collaterals that the sales team 
can use in their sales conversations, not just to open doors ( e.g.
social assets) but also to seal the deal ( e.g. partner testimonial 
stories). 

There are also collaterals to create bigger awareness of 
Vodafoneôs new commitment to Partners.

Project : Indirect Repositioning ñ#BetterTogether ò (2020)

ñYour delivery on the marketing plan was sublime 
and your timing impeccable, even if I did need to 

go and have a lie down afterwards!!ò

Darren Ridge
Founder and CEO of Onecom

ÅWhy Vodafone Indirect Partnerships -
Launch Video
ÅWorking together to build better 
businesseséVodafone & Partners
ÅOne word to describe working with 
Vodafoneé. Vodafone & Partners
ÅIf Vodafone is a famous movie 
characteré Vodafone & Partners

ñI was blown 
away with the 
contentò
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https://vimeo.com/manage/videos/419477424
https://vimeo.com/419479741
https://vimeo.com/419483746
https://vimeo.com/419484698
https://vimeo.com/419479741
https://vimeo.com/419483746
https://vimeo.com/419484698
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ñChristina definitely brings great energy, focus, 
commitment combined with deep subject matter 

expertise that drives and delivers fantastic 
engagement with customers. She has helped me 
and my team to reposition our Defence business. 
Through high impact execution of comms plans & 
linked campaigns, we have opened new doors and 
begun growing again. She is a great asset for any 

team looking for someone who can change the 
conversation.ò

Jason Almond
Head of Defence & Security,

Vodafone UK

Situation/ 
Context:

Like much of the UK public sector, Defence is looking to be more 
efficient in its operations to support a military for the modern 
world. Many businesses want to transform digitally and remain 
competitive, while also challenging conventional thinking with the latest 
technology ïand Defence organisations are no different. At Vodafone, 
weôve taken what weôve learned about digital transformation in the 
private sector, and weôve partnered with Defence organisations to 
challenge the status quo.

Time/ 
Constraints: 

Challenging environments require challenger mindsets and 
solutions. In Defence, Vodafone is a challenger ïbacked by serious 
scale, innovation and breadth of portfolio. This means being an agile 
partner at the leading edge that is easy to do business with, and
works smarter for our customers. 

Actions 
taken/led 
by me:

Develop a new proposition for Defence strategy ïò#TheAgileEdge ò:
Weôve always been committed to our Defence services and 
customers, but now weôre pushing to do even more. Vodafone 
Defence #TheAgileEdge ïour powerful advantage that enables 
us to deploy our solutions with flexibility, at speed. Weôre realising
this by focusing on four key areas:
1. A commercially agile portfolio 
2. Tried and tested agile networks
3. Future-ready and agile innovation
4. Becoming more agile together

Results 
achieved:

A full suite of vertical marketing collaterals that the sales team 
can use in their sales conversations.
Our first virtual DPRTE event - Vodafone Stand  : 137 Visitors, 106 
Leads Captured at Stand, 165 Document Views, 74 Video Views 
DPRTE event Speaker Slots : 72 Live Viewers of Scott Petty Keynote 
Slot,78 Live Viewers of Stephen and Jonathanôs Speaking Slot 
Key sales leads captured: BAE Systems, Defence and Security 
Accelerator (DASA), DIO / Strategic Command, HQ Army, Chubb Systems, 
Team Leidos, Front Line Command ïNavy ,QinetiQ, Air Command, DSTL
Social media / content engagement : 75435 impressions, 14621 
reach, 28320 video views, 3622 full video views, 197 clicks
Won Silver, Best Sales Enablement Initiative, B2B Awards 2021 

Project: Defence ñ#TheAgileEdge ò (2020)

ñSuper proud of you and the team as this is
the new beginning for defence and steps us on 

massively. As for the # TheAgileEdge...
you gotta love that!!ò

Jason Almond
Head of Defence & Security,

Vodafone UK

ñGreat job Christina - the team and I have a 
new level of confidence and energy around 
Defence thanks to you and the team . it is 

going to be a fantastic platform for opening 
new conversations and opportunity.ò

Jonathan Reid
Client Lead, Defence

Vodafone UK

ñWe created a great messaging and collaterals 
toolkit that really enabled us to present 

Vodafone Defence in a new way, that talks to 
MoDôs objectives to engage new, non-traditional 

Defence suppliers, and with some really 
relevant new capabilities. 

Jonathan Reid
Client Lead, Defence

Vodafone UK

ÅDefence #TheAgileEdge Launch video
ÅDefence (Tango) Teaser / sales briefing video©
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https://vimeo.com/manage/videos/461775883
https://vimeo.com/456490404/ff2f83afc6
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ñIt has been fantastic working with Christina. 
To be completely honest before Christina came 

into our team meeting, I would rarely see 
Marketing teams involvement with sales teams 

or specific accounts directly. Since Christina 
joining she is present and has really made a 

difference for Major Business sector.

In a short space of time she created an end-to-
end proposition for my client (British Council) 
focused on Education which then benefited 10ôs 
of other education accounts in regional and at 
all times she took my feedback and adapted 

content. A great listener and deliverer. 

She puts the client at a priority ïI can see with 
all the little details like ñChristmas cardsò and 
the fantastic digital magazine. I feel so proud 

now of how well we showcase news to our 
clients. My client has even used some of this to 

help them internally in the business- i.e. the 
working from home pack that was delivered to 

us my client found it useful for their teams! 

Finally, Christina is a pleasure to work with and 
I really hope this continues ïas she has 
created true enablers for sales opportunity.ñ

Sherry Nematalla
Client Lead, British Council

Vodafone UK

Situation/ 
Context:

The Covid-19 pandemic has fundamentally changed education for the 
long-term. Teachers and students need to make greater 
accommodations for the reduction of risk, remote learning and, 
where possible, operating within óbubblesô. And all while still 
retaining high standards of education and examination.

Vodafone is committed to bringing quality education to 
everyone. Vodafone for Teaching and Exams has everything you 
need to rethink education, while keeping your courses on track. Weôre 
here to help you adapt and grow exam centres and remote 
learning, with technology thatôs innovative, simple and secure.
Without limits, we can help you invest in powerful solutions that meet the 
needs of all learners.

Time/ 
Constraints: 

The digitalisation of education was already on the cards, but Covid-19 has 
intensified the need. For the worldôs students to keep learning and 
meet academic criteria, things need to move at pace ðwith 
greater elasticity. 

Actions 
taken/led 
by me:

Develop a new proposition for Education strategy (Teaching & Exams ï
ò#TheElasticClassroom ò:
Now is the time to look beyond the physical constraints of the classroom, 
to see how learning can be enriched and extended beyond what used to 
be possible. Now is the time for new thinking and new technology 
that empowers you, as the worldôs English teaching and 
assessment experts, to operate with greater flexibility -
#TheElasticClassroom. 

Together with Vodafone for Teaching and Exams, you can shape a 
highly flexible approach to teaching and learning at speed ð
championing students and staff to drive how The Elastic Classroom will 
evolve, now and in the future.

Results 
achieved:

A full suite of vertical marketing collaterals that the sales team 
can use in their sales conversations, not just to open doors ( e.g.
social assets) but also to seal the deal ( e.g. customer stories)

Project: Education ñ#TheElasticClassroom ò (2020)
ñAbsolutely brilliant assets! Really moving 
the needle n our ability to understand our 
customers better, position ourselves and 

our capabilities in a  more compelling way 
and not forgetting, the professionalising 

how we show up. Top skills!ò

Athena Ainsworth
Head od Regional Business, 

Vodafone UK

ÅWhy Vodafone Education - The Elastic Classroom©
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https://vimeo.com/manage/videos/477184563
https://youtu.be/qIdf2vPCxo8
https://youtu.be/gfsmVlfXABQ
https://youtu.be/lsmh57qGKiY


ñThis is so good, Christina. 

I can see how hard youôve worked on this. 
Assets for social presence, assets for sales 
engagement, assets for seller education, 

assets to help forming a point of view, assets 
for seller outbound campaigns etc.

The videos are great... understated, not 
shouty, just saying weôre here and we know 

how to help. Positive, simple and 
gently uplifting.

I can see opportunities to leverage these 
assets, themes and messaging beyond, into 

the virtual CEC sessions, into our case 
studies, into a regional business identity etc. 

What a powerful set of assets Christina. 
Thank You.ò

Athena Ainsworth, 
Head of Regional Business, 

Vodafone UK 

Situation/ 
Context:

Regional Business depends on new logo acquisition in order to 
meet its business targets . However, the Covid-19 pandemic has 
fundamentally impacted the way we live and work including our 
acquisition strategy. 

But Vodafone has played a critical role in helping organisations manage 
through this crisis. Weôve helped them mobilise hundreds of workers 
overnight. Weôve helped them extend their networks in days not months. 
Weôve extended them financial support and weôve prioritised their critical 
services. In a way, we did increase our customersô share of wallet.

Time/ 
Constraints: 

However, as lockdown measures are eased, customers need a 
trusted partner to help them navigate the challenges that lay in 
their path . Many of our clientsô industries have been fundamentally 
affected and will likely have to rethink their business models and adapt to 
what will be a very changed world. 

This is only the start of the journey they face as they reset, 
rebound and reimagine. To win in the market, we need to act 
fast, position ourselves as their best running partner.

Actions 
taken/led 
by me:

Develop a strong 3-prong approach strategy ïòWhatôs next?ò:
Å Build out our point of view ïessentially a lead narrative we can 

develop all our thought -leadership activity around : This campaign will 
essentially provide the óhooksô that will drive customer interest and 
conversations.

Å Provide a clear engagement model that sales can use to uncover 
opportunities and build a dialogue with customers 

Å Demonstrate the different solutions we can bring to the table to 
help customers solve their pressing challenges and inspire them as to 
how we can provide the foundations for their future success

Results 
achieved:

A full suite of sector and vertical marketing collaterals that the 
sales team can use in their sales conversations, not just to open 
doors ( e.g. social assets) but also to seal the deal ( e.g. customer 
stories)

Project : Regional Campaign ñWhatôs Next?ò (2020/21)

ñOverall these are some of the best assets 
weôve ever had!ò

Michelle Metcalfe
Head of Midlands & Wales

Vodafone UK 
ÅNavigatingH1_Hero Video
ÅNavigatingH1_Use Case 1_Healthcare, 

Emergency Services, Local Government, 
Housing Associations
ÅNavigatingH1_Use Case 2_Professional 

Services, Financial Services
ÅNavigatingH1_Use Case 3_Education, 

Media, Gaming, Entertainment
ÅNavigatingH1_Use Case 4_Manufacturing, 

Construction, Transport
ÅNavigatingH1_Use Case 5_Retail, Travel, 

Tourism

ñThis is really good stuff and itôs amazing to 
have something that works for the desk too.ò

Caroline Southall
Head of Regional Desk

Vodafone UK s
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https://vimeo.com/manage/videos/437877297/6d13428e5e
https://vimeo.com/manage/videos/437923347/ad342870c9
https://vimeo.com/manage/videos/437923764/9aa908e362
https://vimeo.com/manage/videos/437923926/14b6232cbb
https://vimeo.com/manage/videos/439524215
https://vimeo.com/manage/videos/437924087/17a3b61227
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ñI am not someone who often says great job, 
as it can sometimes feel dis-genuineé. But 
having said that, I feel compelled to provide 

positive feedback. In the 10+ years at 
Vodafone I have witnessed a multitude of 

new product launches and this by far was the 
most successful. I say this as it had my 
attention for the full session, made me 

laugh/smile, entertained me and informed me 
on the product. To achieve that is no mean 

feat when we normally are keeping an eye on 
emails during webinars!

I am sure there was an immense effort in 
producing the content from all participants 
and all of those behind the scenes and I 
personally want to say a big thank you J

If this sets the bar for the future sessions, 
then we in sales should have more success 

with our customers and have some fun in our 
life whilst achieving it!

Bask in your well-deserved glory ;-)ò

Alan Milburn
Client Sales Manager, Wales,

Vodafone UK

Situation/ 
Context:

A series of fundamental changes are happening leading businesses to 
rethink their voice strategies ïmodernization agenda, new ways of 
working and changing attitudes. The UC market presents a massive 
opportunity for Vodafone -£6.1billion. With our new, expanded 
UC&C portfolio weôre perfectly placed to go where the growth is 
and best support our customers and prospects.

Time/ 
Constraints: 

óVodafone Business UCô is set to be a real gamechanger ïputting 
Vodafone in a really strong place to capitalise on market demand
Å Release 1.0 launches in Aug 2021 ïwith a forward sell from April
Å While Release 1.0 will be limited in scope, we believe we need to still 
sell the promise of what óVodafone Business UCô will ultimately be able 
to deliver

Å The aim will be to get customers to buy in to the vision ïand start to 
migrate to óVodafone Business UCô sooner rather than later

The task for marketing is to get the sales team ready and excited 
for the big challenge ahead, starting from forward sell. A tough 
ask as the sales team are overwhelmed with multiple product 
launches. Besides, BT is already in market with a RingCentral 
based solution ïBT Cloud Work, so our work is cut out for us.

Actions 
taken/led 
by me:

Develop a set of sales enablement collaterals that will :
Å Articulate the business opportunity for UC
Å Make clear the difference between UNITY vs. TEAMS and VONE-C
Å Position Vodafone UNITY as the lead solution
ÅAnd most importantly, grab the sales teamôs attention 

Therefore, we took a very bold approach in terms of creative concept 
and tone-of-voice in the sales enablement videos for the forward sell kick-
off event. We wanted it to be creative, engaging and overall be 
informative. And to make it memorable, we also added an 
element of fun.

The concept is based on moments before making the dayôs first 
sales call, where we peek inside the mind of a salesperson as 
they get themselves focused and ready.

Results 
achieved:

Amazing sales teamôs response in kick-off event for forward sell

Project: Unity - Vodafone UC with RingCentral (2021)

ÅVideo #1 : UNITY vs TEAMS vs VONE-C ï

Whatôs the difference  

ÅVideo #2 : UNITY - What is it  

ñI can honestly say, since I have been doing 
this óproduct thingô, I rarely come across real 

talents who stand out like Christina.

Christina not only óknows her stuffô but is also 
a consummate professional. Her indefatigable 
energy and approach of totally óinvesting herselfô 

with pace and quality is infectious 
and mesmerising.

The thing that stands out the most for me is 
when Christina received some last minute content 

from me, written in prose and within hours 
turned it into pulsating marketing content that 

óleaps out of the pagesô.

I am genuinely impressed by Christina. She is 
óbreath of fresh airô and I would recommend her 
without hesitation at every opportunity.ò 

Borie Jalloh
Product Manager UC

Vodafone UK
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ÅVideo #1 : UNITY vs TEAMS vs VONE-C ï

Whatôs the difference  

ÅVideo #2 : UNITY - What is it  

https://vimeo.com/manage/videos/541364941
https://vimeo.com/manage/videos/541364441/17c5c3ac6d
https://vimeo.com/manage/videos/541364941
https://vimeo.com/manage/videos/541364441/17c5c3ac6d
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Situation/ 
Context:

Thereôs huge opportunity for Partners in helping businesses to benefit 
from the ñnew dawn of broadbandò.

Bandwidth-hungry businesses are migrating from a myriad of traditional 
products to a new generation of fully integrated connectivity solutions. 
For Partners, itôs a huge opportunity to helpðand itôs a journey 
we can take togetheré building on our new commitment, 
#BetterTogether.  

Time/ 
Constraints: 

Many businesses are changing their ways of working, and this is made all 
the more urgent by Covid-19. They are keen to extract greater value out 
of connectivity: crucially, the mindset shift has happened.

Unfortunately, our connectivity portfolio doesnôt have a differentiating 
USP. And the way we talk about connectivity in the market is also rather 
vanilla. To stand out and win in the market, we need a new angle 
to bring new sizzle to the connectivity communications. 

Actions 
taken/led 
by me:

Develop a new story for Connectivity strategy ïò#TheNewFrontier ò:
A new frontier in connectivity can be built together, by Vodafone 
and our Partners. Vodafoneôs connectivity portfolio offers an end-to-end 
approach that delivers network-wide, building-to-building and internet 
connectivityðwith the speed, security and performance youôd expect from 
a leading provider. 

As a Partner, you can rely upon us to deliver your customers with a 
robust network backed by great supportðand for great value. This is in 
addition to Vodafone giving you support and training, access to the latest 
innovations, and our commitment to being easier than ever to do 
business with. 

Results 
achieved:

A full suite of sector marketing collaterals that the sales team 
can use in their sales conversations, not just to open doors ( e.g.
social assets) or to substantiate ( e.g , connectivity playbook) but 
also to seal the deal ( e.g. partner testimonial stories). 

Project : Connectivity ñ#TheNewFrontier ò (2021)
ñChristina brought colour into the world of so 
called ñboringò Fixed and converged products.

Her recent work on 5G and finally SoGEAand 
FTTP were ñvavaBOOMò in one word. I have 

launched SoGEAand FTTP at BT before joining 
Vodafone and have not seen such quality 

launch from marketing activation prospective. 
She is an asset and a great hire and she is a 
pleasure to work with. Excellent work.ò

Jaki Chowdhury
Head of Unified Communications,

Vodafone UK

ñBeing new to Vodafone, the marketing 
materials we produce are some of the best 
I have ever seen. Even discussing this with 
some of my friends who work for different  

telco companies, ours is next level."

Simon Wheeler
Business Partner, Indirect Business

Vodafone UK

ñLove it - nearly made SIP sexy! Good energy 
and relevance we just need to get the 

messages out there to those customers who 
have still not made the transition to SIP."

Jason Almond
Head of Defence & Security,

Vodafone UK

ñA sales briefing masterclass, and so much 
engagement. A recipe for success,

letôs ólift and repeat.ô ñ

Athena Ainsworth
Head of Regional Business

Vodafone UK

ÅConnectivity Campaign Launch Video for Partners
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https://vimeo.com/manage/videos/499274478
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ñI was lucky enough to work with 
Christina in 2019 at Speakerbus. 

It was a breath of fresh air to work with 
someone who gets stuff done and 

achieves the goals that are set. 

Christina was able to quickly identify
our organisational challenges and 

created a transformational plan, that 
went above just Marketing, on 
how we could overcome them. 

Christina brought the teams together 
and then literally made the impossible 

happen ïwithin an incredibly short 
timeframe. I am proud to know her 

and feel grateful to have worked with 
someone that is as creative

and focused as she is.

Every company needs a Christina, 
to tell them what that need to hear, 

rather than what they want to. ò

Sara OôConnell
Global Account Director

Speakerbus

Situation/ 
Context:

Speakerbus is a medium size global company, that specialised in 
mission critical trader voice communication. As it was nearing its 
35 th anniversary , the CEO Andy Wodham decided it was time to make a 
relaunch of the organisation. This is beyond just a new marketing 
strategyé Andy wants a full transformation plan which includes the 
whole organisation restructuring and people recognition plan.  

Time/ 
Constraints: 

There are many challenges / barriers that stand in the way of 
the transformation plan to come true. The leadership team has yet 
to unite under the same vision. The people are sceptical as previous 
mentions of a change did not materialise. 

Actions 
taken/led 
by me:

Å Create a complete transformation plan for Speakerbusorganisation 
including marketing ñSpeakerbus 3.5ò

Å Develop a complete new positioning for the Speakerbusbrand ñWe 
are making every connection worth moreò.

Å Outlined the creative tone -of -voice to differentiate Speakerbus
Å Secure buy - in from leadership team and everyone ins Speakerbus
Å Organise the relaunch day event E2E ïagenda, speakers, slides, 

venue and Christmas dinner/drinks
Å Plan and develop the marketing collaterals to be ready for 

relaiunch day (videos as listed below)
Å Work alongside with the leadership team in bringing the new 
positioning alive across the different departmentsô strategy and 
measure of success

Å Inject new energy into the organisation to embrace the 
transformation plan 

Å Provide the glue and bring Speakerbusemployees together

Results 
achieved:

Successful Speakerbus relaunch on 12 Nov 2019, with all 
employees from all offices in London.

Employeesô morale were at all time high as a result of this 
relaunch plan.

ÅSpeakerbus Corporate Manifesto video
ÅSpeakerbus Looking Back Video
ÅSpeakerbus Happy 35 th Anniversary
ÅSpeakerbus Leadership Video
ÅSpeakerbus People Video

Project: Speakerbus Transformation 3.5 (2019)
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https://vimeo.com/592877774
https://vimeo.com/592880889
https://vimeo.com/592879213
https://vimeo.com/592878149
https://vimeo.com/592878568

