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124 Melick Road, Canajoharie, NY 13317



I-CENTRIX LLC, East Greenbush, NY 
2007 – 2009
Database Solutions Account Manager

Lead role with key database accounts – project manager for database build and analytical reporting needs following the build.
· Ensure client satisfaction with database services through personal service and attention to detail.
· Manage client expectations and deliverables and ensure schedules are met.
· Create specification documents for client requested reports ensuring the appropriate level of detail to allow for ease of design by programming staff.
· Provide end-user support for proprietary report delivery software to clients.
· Mentor customers and assist in the creation of reports using SmartFocus a robust multi-channel marketing database tool.

· Responsible for all areas of database for I-Centrix’s largest client including reporting, updates, mail file creation and email list management.

· Travel to client sites periodically for database review meetings.

· Responsible for selling new products to existing customers and pitching the company’s products and capabilities to prospective clients.

· Responsible for the database build and project management for I-Centrix’s first Fortune 500 customer.
TAYLOR CORPORATION, Amsterdam, NY 
2005 – 2007
Brand Manager – Union Pen Company

Manage a B2B catalog/direct mail brand that has a $6 million advertising & promotions budget and over $10 million in annual revenue.  Full budget/P&L responsibility for this entrepreneurial business unit within the Amsterdam division of Taylor Corporation.
· Responsible to create and manage the customer contact strategy and new customer acquisition plan for the Union Pen Company brand.
· Create State of the Business presentations and present to the executive committee at quarterly budget review meetings.

· Charged with finding Union Pen’s niche to increase response rates, increase profitability and grow the top line.

· Responsible for new product selection, product pricing, catalog merchandising and website development.

· Direct reports included a Marketing Analyst, a Marketing Coordinator and a Creative Catalog Designer.  Indirectly responsible for a six person telemarketing sales force.
· Promoted to this position in January 2007
Assistant Brand Manager – Amsterdam Printing
Part of a team that managed a $30 million advertising & promotions budget, responsible for customer retention and reactivation of lapsed buyers.  
· Responsible for creating and managing the customer contact strategy.

· Managed all areas of prospecting to increase customer base in Niche Markets – targeting beauty salons, churches, funeral homes, and schools/academic institutions.

· Performed market research to uncover new market initiatives.
· Achieved a two point improvement in the ratio of advertising to sales from 2005 to 2006 for the areas of the business under my direct control.
· Merchandised all customer catalogs and priced products to drive increased margin.  
· Improved gross margin by 3 points from 2005 to 2006 for all customer catalogs.
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KAO BRANDS COMPANY, Cincinnati, OH 
1999 –2005

Customer Marketing Communication Specialist
A key member of the Customer/Trade Marketing team, responsible for an end-to-end communication chain between headquarters (marketing/sales) and the remote sales force. 
· Planned and executed semi-annual national sales meetings.

· Headed the creation of a corporate extranet that was called best in class by broker partners and introduced it on stage at a National Sales Meeting. 
· Led a cross functional team that created a set of standards for the communication of product specifications through an online Data Catalog.

· Analyzed sales and category information using ACNielsen category insights and Cognos customer sales information. 
· Managed the Co-op Advertising program created ad templates that retailers could personalize to utilize in their ROP ad’s and organized the distribution/delivery of these templates to retailers.

· Responsible for tracking trade spending across multiple customers and created an excel tool that Sales Managers could use to plan their spending and track it on a weekly basis that would allow corporate to roll up to department and division levels.
· Responsible for the creation of quality sales collateral materials both printed and electronic including new product launch PowerPoint presentations that could be customized for an individual customer or by category (food, drug, mass).
· Part of the business team that transitioned the Ban brand and the John Frieda Professional Hair Care brands into the Kao Brands portfolio, managed the creation of PowerPoint presentations and printed materials to introduce these brands to the sales force.  Responsible for planning the sales meetings to launch these acquisitions to the food broker partners.

· Created a weekly email newsletter to keep the sales force up to date on product information and corporate news. 
· Maintained all sales databases and sales reporting hierarchies.

· Represented the Sales & Marketing Organization on the Global ERP Project team to implement SAP R3 software across the global organization.
· Provided training to other Sales/Marketing personnel on how to use SAP.
· Utilized Master Control software to route artwork for proofing/approvals.
THOMSON LEARNING, Cincinnati, OH 
1997 – 1999
Marketing Coordinator – Southwestern Educational Publishing
Part of a cross-functional team that was responsible for the English & Communication titles as well as the School to Work curriculum for Thomson Learning. 
· Responsible for all aspects of inventory management for a complete product line from forecasting reprint quantities through to finished product in the warehouse. 

· Served on the Inventory Impact Team charged with reengineering the inventory management process. 

· Coordinated with the Editorial Team and Outside Vendors to develop brochures, flyers, and catalogs. 

· Managed Direct Mail campaigns for new publication launches

· Designed and Managed Production of Direct Mailers designed to create booth traffic at trade shows. 

· Created and maintained product/marketing websites for key products. 

· Wrote annual marketing plans for new publications and support for new editions of current publications.

· Presented product line at sales meetings and held informational sessions on the complete product line. 

· Managed the booth at key trade shows and conferences, interacted with customers and key decision makers to influence their purchase recommendations. 

· Gathered market intelligence to assist the editorial team with development of new products to meet specific customer needs. 
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EDUCATION:

XAVIER UNIVERSITY – Cincinnati, OH
· Master of Business Administration – Williams College of Business
· Emphasis in Marketing, Overall GPA 3.8
CEDARVILLE UNIVERSITY – Cedarville, OH
· Bachelor of Arts, Business Administration
· Major -  Marketing, Minor - Organizational Communication 
