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OBJECTIVE 
To obtain a senior leadership position in sales and marketing, or corporate account management, that grants me the ability to use my 
expertise to achieve a company’s business and sales goals through strong strategic and tactical leadership, innovative marketing tactics as 
well grooming staff with my result-driven successes and industry expertise. 
 

EXPERIENCE 
04/2021 to Present HunterHennessy LLC. President and Creative Director 
• Created a consulting company to work on projects related to business marketing and learning/development including processes/metrics, 

content writing, guest speaking, workshops, sales training, CRM database workflows, learning and development planning, and more. 
 
01/2018 to 04/2021  Acro Service Corp. Director of Sales and Marketing plus Learning and Development 
• Responsible for all corporate marketing to manage five internal brands (including a SaaS vendor management technology tool) including 

market research, brand identity guides, website development/SEO, recruitment marketing, advertising/digital/social media, public media 
relations, communications, and event planning. Additional responsibilities including technical writing, graphic design, PowerPoint 
creation aesthetic development, and video development. Additionally, managed direct sales rep and developed sales materials including 
case studies, white papers, and brochures. Performed guest speaking on Acro’s behalf. 

 

• RESULTS: Wrote and managed RFx responses and presentations. Increased 2nd round RFx wins by 50% YOY and new wins by 26% 
YOY. Generated RFx opportunities of $20M to $250M. Developed new products to expand MSP programs into multi-million-dollar 
employee training development market, developed CRM database to capture workflow to capture data and monitor sales, implementation 
and trouble ticked resolutions for account management.  
 

04/2010 to 2018 Colleges and Speaking Roles Professor and Keynote Speaker 
• Oakland Community College - Professor of Marketing and Business (09/2016 to 01/2018); Baker College – Professor of Marketing, 

Management and Human Resources (04/2013 to 01/2018); Art Institute – Professor of Fashion Merchandising Program English & 
Photography (07/2014 to 06/2017); Walsh College – Professor of Marketing & English (04/2010 to 01/2014); American Staffing Assoc. 
HR Training; MI/IL Chamber Keynote Speaker 

  

05/2015 to 11/2015  RGBSI Director of Business Development and Quality 
• Re-hired in a business development role for staffing industry and selling SaaS software development as well as supporting largest client 

as a Director of Quality Management (QM) and implemented a government secure QM process. Developed and managed global internal 
training program through webinars and LMS learning. 
  

• RESULTS: Developed CRM, established internal training online self-learning platform versus laborious in person training. Restored 
relationship with client within two months versus expected six-month deployment through expediting QM rollout by completing job 
workflows through employee interviews, designing manual and online feedback loops, and 5 Whys and fishbone charts to fix issues. 

 

10/2010 to 3/2012    RGBSI  Senior Manager, Business Development 
• Responsible for the entire sales efforts for Staffing, Managed Service Programs plus Technology and Engineering SOW services. 

Managed a team BD teams in India (worked in India) and the U.S. Developed all Presentations for meetings and webinars. Closed both 
client sales for MSP and added to existing VMS programs. Developed a CRM database and VMS technology tools, developed all RFPs 
responses, scorecards and created all case studies. 
  

• RESULTS: Created white papers used by industry associations, established India-based sales teams able to successfully present and close 
opportunities by 25% increases YOY. 

 

03/09 to 10/2010 Sanicrete Director, Sales and Marketing (and Operations) 
• Responsible for sales, marketing and recently asked to assist reorganizing operations and facilities management. Instituted new human 

resource policies including tiered pay plans. Also responsible for telemarketing department, media buying, newsletters, white papers/case 
studies, website development and email campaigns. Instituted a strong safety policy to protect workers. Negotiated employment and 
business contracts as well as dispute resolution. 

 

• RESULT: Streamlined travel on toll roads from cash to an automated metered process. Increased sales 50% YOY and repeat client sales 
by 65%. Implemented new inventory software system to streamline buying and reduce loss with monthly audits. Reduced safety incidents 
by 10% with new OSHA safety processes and policies. 

 

01/2003 to 11/2008 Kelly Services, Inc. Branch, Corporate Account Manager & Business Development Manager 
• Increase branch sales and territory increased. Managed eleven companies (i.e. pharmaceutical, chemical, insurance, software) worth $50 

Million in annual revenue as well as hunted for new sales opportunities. Managed the RFP process for global sales and was involved in 
seven new account implementations, trusted adviser to companies by passing industry white papers, assisting in marketing campaigns, 
intranet sites development to increase program awareness. Developed a global strategy for growing five companies to increase revenue 
targets including the sale of IT, finance, engineering and outsourcing services. Managed global webinars and meetings through 
LiveMeeting, WebEx. Developed scorecard to evaluate new opportunities for Corporate Accounts.  
 

• RESULTS: Increased branch hours from 2,100 to 5,700 and territory increased to half of Detroit Metro area due to successes. Sold $4.2 
million in the first year (no staffing history) and won “Sales-Person of the Year” for being $1.5M over budget. Increased corporate 
accounts 15% in revenue YOY in existing client growth. Created awareness for new implementation process for decentralized vs. 
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centralized companies. Developed RFx opportunities funnel of $220 Million and an RFx process and scorecard that increased second 
round wins to 70% and wins 40% YOY. 

 

2/2002 to 1/2003 North American Bancard, MI Director of Sales & Marketing 
• Managed inbound and telemarketing sales centers selling from marketing activities. Implemented a technology system for automating 

pricing and the application process making it easier to increase sales by entry-level and established sales reps. Implemented additional 
sales tools, scripts and an enhanced process flow designed to automate workflows to increase sales productivity. 

 

• RESULTS: Increased sales from 62% during the first two months of employment using the same number of inbound/outbound call center 
people and 75% YOY. Launched new products and managed CRM database development. Developed sales efforts through membership 
programs to associations and chambers with 120% growth in one month and 60% month-over-month. 
 

 

7/99 to 2/02 PayNet Merchant Services, MI Director, Sales & Marketing 
• Developed innovative marketing campaigns and communication methodologies. Created an inbound sales department to close prospect 

calls and redefined the outside sales department by implementing territory management. Increased the company's market exposure by 
hosting/speaking at seminars and trade show attendance. Developed website and SEO plan and developed retention programs through 
corporate partnerships. Created full workflow CRM database to track and monitor individual and account management performance.  
                                                                                                                                                                                                                                                                                                                        

• RESULTS: Tripled sales and increased revenue by restructuring business/pricing models, training employees to increase individual sales 
by 114% and creating commission and incentive structure. New structure and training plan increased revenue and sales performance 17% 
in 1999 and 28% in 2000. 

 

8/98 to 7/99 Comcast Cablevision  Product Manager 
• Develop and implement strategic marketing plans for new digital cable and long-distance telephone including operational processes and 

monitor technical stability for new products for cable system in Charleston, SC. Created budgeted forecasts for expenses, exceeded 
incremental unit growth, directed employee training, incentive plans and commission structures. Managed auditors/direct sales 
department, theft program and retention.  

 

• RESULTS: Due to product delays, exceeded sales from budgeted 200 units to 1100 units per month to recover residual income losses until 
operations asked to slow sales due to operational delays. Increased call center sales through training and sales incentive program designed 
to create fun gamification programs. Panelist at industry event with 1000 in attendance due in educational seminar to learn best practices 
as my new product launch was one of only three cable systems launching digital cable and internet services. 

 

10/95 to 8/98 Time Warner Communications  Marketing Administrator and Customer Service  
• Managed corporate marketing campaigns and the Florida division's pay-per-view business. Fast-tracked through operations to manage 

five bill payment centers and 100-person, three shift customer service call centers. 
 

• RESULTS: Marketing efforts resulted in winning the 1997 TAMY AWARD – Tampa Bay Chapter for Business to Consumer 
Marketing and the 1996 Silver Microphone Award for best originally scored music (TV/radio). Increased bill payment center sales 
from 3% to 20% month-over-month through strong leadership, innovative marketing tactics and gamification efforts. Increased upselling 
efforts with bonus structure and gamification efforts in customer service call center to include upgrading sales packages by 55%. 

 
EDUCATION 

Institute for Doctoral Studies Visual Arts (IDSVA) PhD in Philosophy, Aesthetics, and Art Theory, Cohort* - Graduation 2023 
*Published Paper in the International Journal of Art and Art History: June 2018, Vol. 6, No. 1, pp. 33-39 ISSN: 2374-2321 
 
University of Phoenix    Master of Business Administration (MBA): Graduated 2005 
       Master of Education: Course Work Completed 2016, Graduated 2019 
 
University of Cambridge - England   June 1993 to August 1993 (International Studies) 
 
University of Michigan    Bachelor of Arts: August 1993        

  
Lansing Community College   Photography: June 1986 to 1987 (Fashion Focus) 

 
ACTIVITIES, SOCIETIES AND MEMBERSHIPS 
University of Michigan Alumni, Fashion International Group Executive Member, Detroit Fashion Community Executive Member, 
Clarkston Youth Association (Secretary), Urban League of Detroit Volunteer, Big Sister and Board of Directors -Big Brother/Big Sister 
(Detroit, Tampa), Visitors and Convention Association Member, University of Michigan Art Honors Society Member, National Society of 
Academic Achievement member (1985), Recognition received for volunteering at McClaren Hospital (1985-86) 
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AREAS OF EXPERTISE AND DETAIL 

 

MARKETING MIX:  ADVERTISING / PUBLIC RELATIONS / SALES 
My primary responsibility as a marketer has been and is the acquisition and retention of customers. 
• Created and implemented strategic marketing plans for full supply 

chain including my product development, market research all the 
way to creating customer loyalty programs 

• Implemented successful personal selling tactics to sell 
B2C/B2B/B2G small and large million-dollar corporate accounts 
including direct sales tactics and inbound sales 

• Business development through uncovering vendors and being 
added to RFP, RFI and RFQ lists as well as Grants Proposals 

• Built solid relationships via phone or in person  
• Maintained customer relationship management (CRM) of small 

and large global clients to manage customer loyalty and retention 
with the goal of contract renewal and upselling opportunities for 
new business 

• Designed and conducted quantitative surveys and qualitative 
questionnaires and observational studies for marketing research 
using telemarketing, web surveys and focus groups 

• Identified targeted audiences based on segmented demographics 
customers for greater yield of ROI 

• Programmed and utilized CRM databases for sales and lead 
management and forecasting 

• Lead the design of a new “look and feel” branding campaign for a 
large metropolitan region including creating logos, tag lines, fonts 
to be used in all advertising as well as my small business 

• Created targeted offers by region included in promotional 
campaigns including TV, Radio, Direct Mail, Print, Billboards and 
Digital Media 

• Reported monthly campaign results and media buying post-
analysis including cost per lead, cost per sales and units sold 

• Scheduled monthly bill inserts with targeted customer messages 

• Organized large celebrity media PR launch event party for 2,500 
attendees with press kits for media sources 

• Worked with third parties to establish financial marketing support 
for cooperative agreements for promotional opportunities 

• Designed sales and commission structures and developed external 
customer incentive programs and internal employee incentive 
programs including bonuses and give-a-ways 

• Designed website for marketing to and informing customers 
• Facilitated corporate sponsorships for community activities where 

employees worked for goodwill and PR exposure 
• Writing and editing scripts, press releases  
• Monitoring international and domestic media coverage and created 

a clipping book to document media coverage 
• Organized and attended trade shows and order promotional trinkets 
• Created a categorical library including my standard RFP language 

responses, product slides and presentation material 
• Created and delivered innovative client Presentations via 

PowerPoint and Prezi 
• Networked at chambers, professional organizations and meetings 

to enhance prospect lists 
• Managed rotation on cable stations of branding advertising and 

Public Service Announcements (PSA) from non-profits 
• Photographed product promotional displays using studio lighting 

and natural lighting for advertising and digital media campaigns 
(using Nikon & Canon products) including still life and fashion 
models with high fashion styling 

• Photography used in a fashion magazine for an editorial display, 
images also in a Detroit business lobby display  

*   Received the American Marketing Association sponsored 1997 TAMY AWARD – Tampa Bay Chapter for Business to Consumer Marketing 
while at Time Warner; Received 1996 Silver Microphone Award for best originally scored music (TV/radio) 

 

MANAGEMENT  
I have been responsible for the following roles within small businesses and large billion-dollar corporations: 
• Scheduling employees for multiple shifts work 
• Budgets for Marketing line items and a P&L with inventory control 

and forecasting for warehouses, facilities and boutique 
• Developing business processes and maintaining them according to 

Quality Management Systems (ISO, ACE, etc.) 
• Facilities Management of large facilities including maintenance and 

grounds keeping 
• Responsible for employee education and training programs  

• Leading the response to RFXs including strategy sessions with 
global teams and pricing development with finance 

• Managed the performance of small and large teams of sales and 
marketing professionals in direct sales, inbound sales, three shift 
24/7 call centers with performance quotas and telemarketing teams 
that all exceeded goals 

• Corporate purchasing relationships, budgeting and issuing RFPs 
• Maintained safety programs and the Safety 100 Log Book 

 

TECHNOLOGY 
I am self-taught and at advanced level in the technology listed below and adapt easily to the acquisition of new technology to make 
my company and myself more productive and efficient. Here is a partial list of technology utilized: 

EMAIL: Lotus Notes, PCPlus, NewsNet, Prodigy, AOL, Gmail, Yahoo and Outlook; PRESENTATIONS: PowerPoint, Prezi Persuasion and 
Corel Presentations; SPREADSHEETS: Excel, Quattro Pro and Lotus 12; PUBLISHING & WEB DEVELOPMENT: PageMaker, 
Dreamweaver, Wix, WordPress, GoDaddy Website Builder; GRAPHIC DESIGN: Illustrator, Freehand and Photoshop, Harvard Graphics, 
Freelance, Corel Draw: WORD PROCESSING: Microsoft Office, Pages, Word Perfect and XYWrite; CRM DATABASES: Goldmine, 
Dynamics CRM, Zoho, ACT and Salesfoce.com; VIDEO CONFERENCING: LiveMeeting, Webex, 800 conference, Skype, Gotomeeting, Face-
to-Face; LEARNING MANAGEMENT SYSTEMS: Canvas, D2L, Blackboard, eCompanion, LMS Talent. 

 

FASHION MANAGEMENT & PHOTOGRAPHY 
I owned a high-end designer resale boutique known within the Detroit Metro region for both my creative elegant “look and feel” and 
NY style visual merchandising displays, my ability to authentic designer brands such as Chanel, Louis Vuitton, Gucci, Burberry, Dior, 
Prada, and more. I did exhaustive research on these mega brands and lecture on their brand management. I was also responsible for 
purchasing unique vintage pieces based on consumer behavior trends, inventory and stock control, visual merchandising, accounting 
and forecasting using Quickbooks, new product development. I managed a physical location and online sales via Etsy, Ebay, 
RubyLane, Tradesy, etc while maintaining the same branding used in the shop. This also includes packaging considerations and more. 
I used my schooling in fashion photography to take high quality product photographs for fashion magazines, advertising. These 
photographs were used for acceptance into my PhD program for Philosophy, Aesthetics of the Visual Arts. 


