Henry W. Atherton, III is one of the Managing Directors of NextGen Marketing Group.  Hank brings extensive entrepreneurial and senior management experience to the firm.  He has negotiated joint ventures and business partnering alliances to position companies for long-term growth, and has guided companies through critical stages of development.  With over 17 years experience as a chief executive officer, Hank has demonstrated a superior executive ability in a broad range of industries structuring and negotiating large complex real estate transactions, private financings, mergers & acquisitions, executive litigation, and successful IRS and Department of Labor workouts.  Hank’s passion is in helping companies define their vision and develop the best strategies to translate those visions into realities.  

Hank's primary role throughout his business career has been focused on driving incremental business opportunities with proven and profitable results.  He has pioneered innovative sales, marketing, and business development initiatives for companies such as Compaq, Dell, Symantec, and Intel.  Hank has been instrumental in guiding companies and clients in the development, creation, and execution of their marketing and business plans, and led aggressive efforts in securing start-up and interim funding.  
Prior to joining NextGen Marketing Group, Hank founded Paradigm Consulting Group, a Texas-based, management consulting, marketing services, and web strategies firm providing turn key solutions to a broad based client network.  He served as CEO of ReV, Inc., a specialized Business Intelligence and Software as a Service (SaaS) company targeting the poorly served Institutional real estate community and Secondary Markets through its patented hybrid technology platform.
Hank also served as CEO for an “INC. Magazine Top 100” software and marketing firm he turned around and restored to profitability, and served as a Managing Partner at a professional services firm; as well as in executive capacities at several other companies. 

