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CAREER SUMMARY

Senior Marketing Specialist & Project Manager with over ten years experience in successfully applying marketing and project management methodologies, web page development, full life cycle project management and key support liaison for multi-channel products and programs.  Results oriented with strong analytical and problem solving skills, strategic product development and successful management of cross-functional and matrix-managed teams.  Ability to manage multiple and diverse projects within a deadline driven environment, experienced in training using face-to-face, written and teleconferencing methods with proven development of channel sales tools.  Excellent writing, editing and communication skills, a strong background in MS Office programs and the ability to learn new programs quickly.


PROFESSIONAL EXPERIENCE

Web Site Project Manager, Self Employed, 2002-present
[bookmark: _GoBack]Project Management of web site development utilizing full life cycle methodologies including analysis, specification building, design and development, content writing, editing, coding, testing, promotion, support, maintenance and updating, training and web site transition for nonprofit and for profit organizations.  Strong technical understanding of eCommerce, search engine optimization, content rich site development for targeted audiences and Internet technologies.

Small Business Owner/Area Distributor, Mt. Man Franchise, 2006-2011
Direct sales and marketing of company products to customers within small and medium sized businesses, route and business development, business administration, accounting and all other business related responsibilities in an entrepreneurial environment.
Key Accomplishments:

• Achieved ranking within the top 100 distributors nationwide within the first year.

Distribution Marketing Manager, Intel Corporation, 2001-2002
Strategically understand, manage and drive channel distributors to new business development and design win activity by comprehending and utilizing their individual core competencies including logistics, fulfillment, design win, integration, and their specific customer focuses including PC OEM, embedded, and high volume.  Manage offsite distributor teams to a Plan of Record in concert with assigned field sales manager, maximize the use of quarterly funding to grow Intel architecture business, provide guidance on key Intel programs and initiatives, align complementary products to support product launches of processors, motherboards, networking, and RAID technologies, deliver and enable training to influence and gain market share, identify and remove key issues and act as key internal liaison.
Key Accomplishments:

• Managed Intel’s top three channel distribution partners consisting of individual cross-functional teams including sales, engineering, business development,  marketing and technical services.

• Acquired and optimized annual funding allocations in upwards of $1.2M.

• Established and implemented a Return on Investment (ROI) process to analyze and measure the overall effectiveness of quarterly plans to a predetermined set goal.

Market Development Manager, Intel Corporation, 1999-2001
Business manager and product marketing expert for the server and workstation market, focused on the Intel Product Dealer (IPD) segment.  Exceed quarterly sales objectives through design win activities, problem identification and resolution, training via on and off site forums, weekly team calls, utilizing applicable products and programs to enhance IPD business, project management of channel-wide promotion activities, direct communications to channel resellers and IPD sales teams and act as key internal liaison for the North American and Canadian IPD and channel distributor sales teams.
Key Accomplishments:

• Responsible for a plan of over $100 Million and 120,000 units, from server product sales through distribution in North America.

• Established an IPD sub core team to identify and utilize best-known-methods used across several business units to standardize business practices within the IPD segment.
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Server Marketing Specialist/Territory Business Manager, Intel Corporation, 1998-1999
Deliver sales and marketing support to the North American eastern territory sales teams and channel distribution partners focused on server related business development.  Understand and utilize market dynamics, product transition plans, product pricing and positioning and revenue and unit growth.  Act as key internal liaison and consultant and deliver related product training as needed both on and off site.
Key Accomplishments:

• Received award from General Manager of Intel’s Americas Marketing Group, for a 25% quarter-to-quarter server sales growth over a period of six quarters, achieving in excess of 29,000 units equating to 65% of revenue for the worldwide Server Products Division sales goal for Q4’99.

• Recognized by the Regional Sales Managers team as being the most responsive inside contact for both themselves and their field sales teams, as a result of the institution of key market development practices and personal direction.

• Project Management of prelaunch server and desktop products, via the New Product Introduction Program, for key server and desktop business development and improved product transition timelines.

Territory Business Manager, Intel Corporation,  1996-1998
Deliver sales and marketing support to the North American central territory sales teams and channel distribution partners for all desktop, board and integrated products and processes.  Drive future and existing product positioning, new business development, distributor price negotiations, issue identification and removal, leveraging other resources inside and outside the organization, onsite customer visit coordination, key account management and act as key internal liaison.
Key Accomplishments:

• Initiated leadership role as the key liaison and consultant for  the offsite Quote Processing Team, to define new and consistent processes in the channel, resulting in the development of a Quote Indicator Tracking Program, enablement and transition of price quoting responsibilities, coordinated telephone hotline coverage and backup policies and a new hire training program.

• Created and published a weekly technical and marketing review document in order to maintain a high degree of accurate product, process and program accuracy within the channel, shared across the North and Central Americas sales organizations.

• Developed and implemented a territory support plan for the Central North American and Canadian field sales teams to identify and grow strategic account opportunities, address and overcome critical issues and establish consistent real-time field communications, resulting in an excess of $22M sales increase of the territories 15 top accounts, plus recognition from the Field Sales Territory Manager as “one who made a difference”.

• Mentored and trained new field employees in rotation for the Training Sales Engineer program.

Customer Marketing Engineer, Intel Corporation, 1994-1996
Deliver sales and marketing support to the North American and Canadian sales team and channel distribution partners for all desktop, board and integrated products, future and existing product positioning, new business development, distributor price negotiations, issue identification and removal, leveraging other resources inside and outside the organization, onsite customer visit coordination and key account management.
Key Accomplishments:

• Arranged and drove several special Server training sessions across Canada, resulting in new business development of 17,000 boards and 1,000 systems.

• Established and managed a Process Improvement Team consisting of cross-functional and matrix-managed teams over three sites, to identify problems and remove barriers quickly, resulting in the development of key team indicators, new hire training processes, an improved price quote response timeframe and reduction of lost calls.

• Spearheaded and program management to identify, track and document the specific support requirements of key regional accounts.
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Customer Support Technician I, II, Intel Corporation, 1993-1994
Provide technical support over the telephone/FAX to existing and potential customers of Intel’s FAX/modem hardware and software products, problem identification and resolution, troubleshooting operational problems and failures, general Q&A, product warranty returns, product testing, problem scenario investigation and re-creation, customer history database maintenance and prioritization and resolution of escalated issues from junior team.
Key Accomplishments:

• Promoted to 2nd level technician after six months, focused on higher level problem solving and customer service issues.

Technical Support Representative, Rentrak Corporation, 1991-1993
Provide technical support on proprietary software to ensure effective and efficient operations within customer software and hardware environments, train internal and external personnel in operation of program, resolve technical issues over the telephone, monitor communications for accuracy and maintenance per contract.
Key Accomplishments:

• Initiated self-participation in customer service training seminars outside the company, then implemented train-the-trainer techniques among my peers, to improve and develop skills and knowledge inside the company.

EDUCATION

• BS/Data Processing, National College of Business, Rapid City, SD

• AA/Business Administration, Nebraska Western College, Scottsbluff, NE

• Professional Business Development:  Presenting For Action, Informed Risk Taking, Project Management, Intel Improvement Strategies, Effective Meetings, Negotiating To Yes, HTML Web Development, Constructive Confrontation
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