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Executive Summary

A dynamic, globally recognized interactive and integrated marketing leader who has consistently achieved best in class results at Fortune 500 / Global 500 brand leaders including Motorola, ADT and Aon and has helped mid-size companies significantly improve their marketing effectiveness and successfully launched a small, web-based business. More than 15 years managing all areas of B2C and B2B interactive marketing (websites, e-commerce, search, email, display advertising, web events, e-metrics, etc.) with more than 20 years total online/offline marketing experience with a strong emphasis on marketing integration, accountability and metrics. 

Proven at identifying new opportunities, creating organization buy-in and enthusiasm, developing successful strategies and leading executions that have made significant quantified improvements over past results. Experienced leading large teams on complex programs, internally collaborating with the various functional areas of marketing and other departments, improving agency performance and communicating at all organizational levels up to the C-suite. Globally recognized for developing Fortune 500 interactive marketing best practices by the DMA, Google, Yahoo, AD-Tech, MarketingSherpa, etc. Selected as a “marketing thought leader” by the DMA (2006). Responsible for numerous best practice marketing campaign and program case studies published in various marketing journals and presented at events. A regular public speaker and writer on marketing topics whose work has been recommended by Harvard, Northwestern’s Medill School, Fast Company, Seth Godin, etc. Quoted as a marketing expert in Wired, Crain’s BtoB, Direct, MarketingSherpa, etc.


Areas of experience include management and leadership in the following areas: 

	· B2B and B2C Online Marketing (15 Yrs); Total Offline/Online Integrated Marketing Communications (20+ Yrs)

· Marketing and eMarketing Strategy and Planning

· Managing Websites, Microsites (including mobile sites), e-Commerce, Extranets and Intranets

· Social Media (online communities, blogs, FB, Twitter, etc.), Display Advertising, Email Marketing, SEM, SEO, Webinars/Webcasts, Video, Surveys, Affiliate Marketing, Sweepstakes & eMetrics
	· Managing Budgets of $10 Million USD and Above, As Well as Guerilla Marketing Projects/Campaigns

· Global Marketing Programs and Teams

· Marketing Research and Segmentation

· Value Proposition Development and Communication

· Online and Offline Events (trade shows, webinars, etc.)

· Video/Multimedia

· Agency/Vendor Management

· Competitive Intelligence

· PR (at mid-size firms)


EMPLOYMENT EXPERIENCE

MarketingHire.com/ INDEPENDENT CONSULTANT, Lisle, IL





2008 to Present

Principal / Independent Consultant
Own, lead, manage and write for internet-based business, MarketingHire.com, a marketing jobs and career website that is part of the Marketing Career Network along with America’s largest marketing associations: AMA, DMA, BMA, AAF, etc. and the related marketing publication, Marketing Today. Consult on marketing strategy, branding, integrated, offline and online marketing communications and social media to various corporations.  


· Consult to numerous businesses, many technology-related. Recently planned and advised on a social media campaign responsible for a client’s product line becoming profitable. Gained publicity for MarketingHire.com in WSJ online and many other publications. Marketing Today has been recommended by Harvard Business School, Wharton, Vanderbilt’s Owen School of Business, Northwestern’s Medill, Fast Company, Inc, etc.
· Clients of the business have included Microsoft, Accenture, Progressive, Discover, Kohler, Petsmart, UnisFair, Detroit Regional Chamber of Commerce, etc. 
ADT/MARKETING CONSULTANT, Boca Raton, FL/Chicago, IL 




2007 to 2008

Director, Interactive Marketing/Marketing Consultant

Lead online marketing at ADT (global leader in consumer and business security systems) for North America and later, consulted.  Managed all areas of B2B/B2C online marketing, including all ADT websites, microsites, e-commerce, email marketing, affiliate marketing, online display advertising, Search Engine Marketing (SEM), Search Engine Optimization (SEO,) Webinars, social media and advised on partnerships.


· Reduced online customer acquisition costs by nearly 30% and improved the overall conversion rate (sales leads generated) by more than 50% on a total budget over $11 million USD.  

· Improved integration between online and offline marketing communications, including integration w/ out-of-home media.

· Improved online brand consistency to integrate more seamlessly with branding in all other channels.   

MOTOROLA, Chicago, IL

 
 






2005 - 2007
Corporate Internet Marketing Communications Manager    

Responsibilities encompassed managing virtually all areas of B2B and B2C internet marketing, including Motorola.com, microsites, email marketing, SEM, SEO, online advertising, social media, etc.  Worked with CMO, agencies, marketing managers, creative directors, designers, IT, PR, marketing research, product mgmt and writers in campaigns and programs. 

· Overhauled the website structure of Motorola.com from being based solely on Motorola’s business unit structure to targeting based on customer segments, regardless of which business unit made the products or content. Put increased emphasis on the brand, brand stories and benefits instead of product features. 

· Integrated e-commerce more deeply into all sections of the corporate website, resulting in a double-digit sales increase within the first month following its rollout. 

· Developed, led and made the business case to the executive level (with unanimous approval from the “global marketing committee”) for Motorola’s first enterprise-wide marketing programs, which quickly led to dramatic improvements (e.g., in some cases, tripling results) in marketing effectiveness, bringing Motorola’s online marketing to the best in class level. 

· Increased unique visitors to Motorola.com by more than 2 million per month within the first 6 months of the SEO program launch with virtually no outside costs beyond monitoring and analysis software (under $1,000). 
· Developed, led and managed a global SEM program using metrics system based on the balanced scorecard. The pilot campaign results for the Motorola SLVR achieved an 82% conversion rate (prior results were in the 30% range) with an average cost of $.53 for web visitors to put product in a shopping cart, the lowest cost for the same level of engagement for any campaign vehicle used. After presenting the program at AD-Tech, Google and Yahoo execs referred to this program as “leading edge” and “best in class,” AD-Tech wrote, “The results of the campaign were phenomenal.”

· Successfully made a business case for a global social media policy and strategic framework for all of Motorola; led the social media program and around one dozen blogs (including one for the CTO, Padmasree Warrior). 

· Referred to by the BMA (in their newsletter) as “Motorola’s internet marketing maven;” AD-Tech referred to the Motorola campaign results I led as “phenomenal” and my presentation as the “best" of the event. 

AON CORPORATION, Chicago, IL

 
 





2000 - 2004
Director, eMarketing (Aon Corporate)    
Led internet marketing efforts (Aon.com, microsites, Extranet, online advertising, email marketing, SEM, SEO, webinars, online metrics, etc.), direct mail and integrated marketing communications planning for Aon Corporate as well for the largest business unit, insurance brokerage, for the world’s leading commercial insurance broker and third largest HR management consultant.  

· Conducted an online branding audit with recommendations and writing guidelines for improving branding execution, segmentation/targeting, cost efficiencies and making a successful case for enterprise-wide marketing programs.
· Created/led Aon’s first enterprise marketing programs, quickly taking Aon from weak performance to best in class results within the first year. Audited existing marketing programs and identified suboptimal marketing processes and results. Boosted online sales leads by more than 100 times at less than 10% of the cost of traditional vehicles while reducing costs by more than $500k annually, company-wide. 
· Increased web sales leads by more than ten times prior levels and created a lead scoring system.
· Aon.com was voted by Crain’s BtoB Magazine as one of the best B2B corporate websites four consecutive years during my tenure, while Aon was twice voted one of E-Week’s “e-business innovators.”   
· Created an integrated marketing/intellectual capital/PR/email marketing program used by more than 30 Aon teams that achieved an ROI over 1000%, driving prospects and clients up to the Fortune 500 C-level and clients into permission marketing relationships while dramatically lowering the cost of sales leads and shortening sales cycles. This program remains an important part of Aon’s marketing today. 

· Increased website traffic by nearly 40% through the SEO program. 
· Previously served as Marketing Director for Aon’s technology (software) division and Director, Global eBusiness Strategy.
Independent Marketing Management Consultant, Chicago, IL




1999 - 2000

Provided marketing and branding consulting for clients including Wired Matrix, Borg General Controls, NEC Technologies, Martor, LaMarche, etc. Led numerous consulting engagements through agency and consulting business partners.  Led online marketing efforts for Gold Eagle (makers of Sta-Bil, HEET, 104+ Octane Boost, etc.) as a consultant.



HYDROSOL INCORPORATED, Bridgeview, IL







1998 - 1999

Marketing Manager

Responsible for corporate marketing planning and strategy, marketing research, corporate alliances, offline and online marketing communications, competitive intelligence and product development for this leading chemical/aerosol contract manufacturer with double digit shares of the US automotive and shoe care aerosol markets. 


· Identified a new market (MRO) for the company and helped oversee the successful launch of a new division that was profitable in its first year with 25+ new products, each with margins several times higher than the company’s average (avg. was 7%, new products margins were 50% or greater). 


· Made a business case and worked with senior management to refocus and reposition the company as an innovator to gain higher margin business. Partnered closely with can and labeling manufacturers. As its competitors were rarely innovative, the differentiation was quickly recognized in the market and almost immediately resulted in the new business.

· Worked with major marketer business clients in the development and improvement of products (Sara Lee, Pennzoil, Prestone, Clorox, Turtle Wax, Shell Oil, Orange Glo, Wal-Mart, etc.). 

· Created a business case, selected a vendor and led the implementation of a CRM system that helped the company better manage customer relationships, sales and sales forecasting; improve retention, manage implementations, etc.

LA MARCHE MANUFACTURING COMPANY, Des Plaines, IL





1995 - 1998

Marketing Communications Specialist (Manager)

Responsible for marketing communications including advertising, trade shows, collateral, Website, marketing research, competitive intelligence and publicity for this power conversion equipment manufacturer.


· Responsible for La Marche’s first Internet efforts. Integrated offline and online marketing communications established a permission email marketing programs with distributors, customers and prospects. 

· Created an integrated marketing communications campaign including PR for the launch of three new products to a new market that resulted in gaining a 4-page feature article in a target market’s leading journal just prior to the launch.

· Received two awards for ads with the highest recall in a trade publication. Neither ad had a premium position. 
CONAM INSPECTION INCOPORATED, Itasca, IL 






 1994 - 1995

Corporate Marketing Manager/Marketing Lead 

Responsible for leading corporate marketing and marketing communications management, marketing research and competitive intelligence for what was, during my tenure, the leading international network of commercial testing laboratories and trade schools. 


· Conam rose from third largest in sales to industry leader during the period I led marketing.

· Proposed, sold in and successfully led the implementation of a CRM system. 

· Created a lead tracking and scoring program that resulted in a double-digit increase in close rates and significantly improved sales forecasting accuracy. 

· Developed/implemented an inexpensive research initiative that identified satisfied/dissatisfied clients and deficiencies in service. One dissatisfied client was identified and as a result, a new contract was signed for more than $2 million.

· Created and streamlined a company sales proposal template used worldwide in gaining multi-million dollar contracts from major clients such as Shell Oil, Amoco, Mobil, Raytheon, 3M, Hughes Aircraft, Boeing, Saudi Aramco and DuPont.

ADDITIONAL EXPERIENCE

· Project management experience with Wallace (now Donnelly) on some of the world's largest direct-mail marketing campaigns including Columbia House, AT&T, Chrysler, Disney, Hearst Magazines, Billboard Publications, Prudential, etc. 

· Two years as Ad Account Executive for Chicago Tribune Community Publications; earned two awards for sales excellence. 

· Write and publish Marketing Today (www.marketingtoday.com) one of the first online publications focused on marketing. Recommended by Harvard Business School’s Working Knowledge, Northwestern’s Medill Journal of Integrated Marketing Communications, Fast Company, Inc, Seth Godin and hundreds of other associations, marketers and publications. 

· CADM Tempo Awards judge, 2009; BMA Pro-Comm Awards judge, 2009; WMA awards judge, 2001-2009. 


PRESENTATIONS/INDUSTRY RECOGNITION 

· Detroit Regional Chamber of Commerce, 2008; University of Chicago (guest lecturer), 2008, 2007, 2006; DMA Annual National BtoB Interactive Marketing Conference (“marketing thought leader” keynote), 2006; Crain’s BtoB Magazine NetMarketing, 2006, 2005, 2004; Ad-Tech/Gas Pedal/Andy Sernovitz’s “Feast for Smart Marketers” (co-host), 2004; Technology Executives Club Marketing Seminar, 2004; Association for Multimedia Communications Dinner (guest speaker), 2003; IQPC’s Measuring and Ensuring Return on Your Marketing Investment (keynote), 2002.

EDUCATION

BA, Marketing, Saint Xavier University, Chicago, 1993. 

Additional: Leadership Development Program, NIU, 1998; numerous marketing, business and e-business training seminars. 

MEMBERSHIPS

American Marketing Association (AMA), Business Marketing Association (BMA), Chicago Internet Marketing Association (CIMA) and the CMO Council. Served as a judge for 2009 marketing excellence awards for the Chicago Association of Direct Marketers (CADM) and the BMA. 


