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Senior Marketing and Business Development Executive
Strategic marketing leader with 7+ years’ experience in building and leading high-performing marketing teams that have consistently delivered exceptional revenue growth. 

	· Marketing Strategy 
· Client Relations
· Brand Marketing
	· Product Marketing
· Demand Generation
· Business Development



PROFESSIONAL EXPERIENCE
Company Name, New York, NY                                                                         September 2017–Present
HEAD OF MARKETING                                                  
· Introduce ideal customer profile, personas and value propositions for each customer segment
· Design a new B2B operational model to align both Marketing and Sales on roles and responsibilities, lead taxonomy, pipeline communications and opportunity handoffs
· Formulate and deployed 2 year-end, new-member acquisition campaigns which increased our opportunity pipeline 10% in less than 45 days in 2017
· Audit all corporate marketing automation platform instances and negotiated with Salesforce to enhance capabilities to support 2018 objectives
· Launch 2018 brand marketing, product marketing events and new member acquisition strategies to generate $2 million in new member revenue and $15 million in additional operational revenue
· Improve global awareness and collaboration by executing an internal communication strategy to share marketing results, best practices, industry insights and news
· Negotiate barter agreements with media companies to provide the MMA with industry insights and prospect and member data to improve marketing communications

Company Name, New York, NY        	                                                               November 2015–July 2017
HEAD OF B2B MARKETING                                                  
· Achieved quarter-over-quarter marketing revenue growth of 20% from Q4 2016 to Q1 2017 with the percent of total revenue from marketing related activities increasing 25%
· Increased lead generation 3x and marketing qualified leads 2.5x in 6 months by quickly assessing previous lead generation, nurturing activities and developing a targeted data driven strategy  
· Instituted a ‘test and learn’ approach to quickly collect data and optimize investments
· Established a Unique Selling Proposition (USP) and key target personas to help focus our content and messaging
EDUCATION

New York University                                                                                                                                
Masters of Business Administration (MBA) 							   May 2011  

Columbia University                                                                                                              June 2008                    
Bachelors of Science in Marketing (BS)	
						                          
SKILLS 
Microsoft Office Suite (PowerPoint, Word, Excel, Outlook), Google Drive (Sheets, Slides, Docs), Adobe Photoshop, Adobe Illustrator, InDesign, HTML, CSS, Google Analytics, Hootsuite 
