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BIOGRAPHY

Amy J. Keely is an Award-Winning Marketer, Consultant, CEO & Professor whose information packed webinars,
workshops, seminars & Master Classes have provided help to both businesses and individuals. She generously shares
knowledge with the intent of helping others achieve their life’s goals. Her inter-disciplinary knowledge allows her to
provide assistance in a wide variety of areas critical for growing a successful business including: Business, Marketing,
Total Talent Management, Corporate Education and Training as well as unique insights into Millennials not offered by
others on the market. It is because she’s been their professor for six years versus those that just collect survey data.
Her commitment to help is why she remains a trusted advisor to past and present clients and students.

She holds a Bachelor of Arts in English from the University of Michigan with an influence in psychology and
communication; a Master in Business Administration (MBA) and a Master of Education (M.Ed.); she attended
Cambridge University in the UK for International Studies; and is a PhD Cohort in Philosophy, Aesthetics and Art History.
Her successful marketing campaigns have resulted in an American Marketing Association Award and Silver Microphone
Award. She has over twenty years of business experience working for small businesses as well as billion-dollar
corporations - in a variety of industries — primarily within the discipline of Marketing. She has traveled extensively
throughout the U.S. and to countries - such as India - for a deeper understanding of global business. She also teaches
at both business colleges and art schools in the following disciplines: Management, Business/Business Law, Marketing
(Advertising/Digital Media, Public Relations, Sales, Customer Service), Human Resources, English, Communications,
Photography and Fashion Merchandising (Consumer Behavior, Visual Merchandising, Import/Export Taxation,
Inventory & Stock Control, Forecasting, etc.).

In the last several years, Amy has been invited to present as a guest, key note, and workshop speaker at conferences,
lecture series, corporate events, HR-certification courses, webinars and more. Topic areas have included, but not
limited to, all areas of Marketing, Millennials/generations, Entrepreneurship, Corporate Education & Training, Business
as well as Inspirational topics such as artist entrepreneurship and what she learned from her mother who was the ‘First
Female Engineer at General Motors’ at Women’s Conferences, a Tedx Talk at Grand Valley State University and more.
Her 25+ year career spans working for billion-dollar corporations such as Time Warner, CCH/Wolters Kluwer, Comcast
and Kelly Services as well as a small and midsize diversity firms. She has worked in India meeting with large clients such
as General Motors and General Electric as well as managing sales teams and providing educational and cultural training.
She has also implemented and managed quality management systems including ISO and the ACE systems endorsed by
Massachusetts Institute of Technology (MIT).

She has sold $20-Million-dollar corporate accounts, exceed marketing and sales goals, and much more. She has written
white papers for associations such as Staffing Industry Analysts, written hundreds of case studies that highlight success
stories, and also had her PhD academic paper titled “The Evaluation or Valuation of Art: An Artist’s Dilemma” published

in the International Journal of Art and Art History. Please visit www.professorkeely.com for more information about

Professor Amy Keely’s credentials, previous speaking engagements, endorsements, and consulting services.

AWARD-WINNING MARKETER | GUEST SPEAKER | PROFESSOR | CONSULTANT
www.professorkeely.com | professorkeely@gmail.com | 248.939.2648
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OBJECTIVE

To move into a part or full-time professorship role where the diversity of my inter-disciplinary interests can be utilized to advance higher
educational learning. My focus if business, entrepreneurship, marketing, aesthetics and fashion merchandising

EDUCATION
Institute for Doctoral Studies Visual Arts (IDSVA) PhD in Philosophy, Aesthetics, and Art Theory, ABD - Graduation 2024
University of Phoenix Master of Business Administration (MBA): Graduated 2005
Master of Education: Course Work Completed
University of Cambridge - England June 1993 to August 1993 (International Studies)
University of Michigan Bachelor of Arts: August 1993
EXPERIENCE
07/2023 to Present  Lansing Community College Full-time Assistant Professor — Business and Marketing
05/2015 to Present  HunterHennessy LLC CEO and President

e As a woman-owned diversity business consulting marketing firm with responsibilities include creating the strategy (qualified social
media strategist) and operational framework, P&L responsibilities, overseeing all client accounts including providing all strategic
recommendations, leading all gig worker activities. Manage client deliverables including sales training, CRM development, market
research, website, and social media development and more. Conduct all workshops and corporate training activities on behalf of the
organization.

01/2018 to 04/2021  Acro Service Corp. Director of Sales and Marketing plus Corporate Education

* Responsible for all marketing for growth, brand and product/service (workforce management staffing, outsourcing, SaaS SOW IT
consulting and software development solutions) to lead, develop, manage, and track all internal and external campaigns. SIA/CWS event
speaker. Designed and managed ISO process as a Center of Excellence for RFx proposal sales support. Editor and solutions architect of
large and midsize public & private sector corporate RFx’s, white papers and case studies. Created and managed departmental KPIs.
RESULTS: Increased 2™ 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 full workflow to capture data and monitor sales, implementation and trouble ticked resolutions for account
management.

04/2013 to 01/2018  Colleges and Curriculum/Classes Adjunct Professor (at multiple colleges)
o Oakland Community College - Professor of Marketing and Business (09/2016 to 01/2018) Used Blackboard LMS
BUS 1100-F - Introduction to Business | Undergraduate
BUS 2040-F - Business Law II | Undergraduate
MKT-2520-S - Fundamentals of Marketing Theory and Practice | Undergraduate
® Baker College — Professor of Marketing, Management and Human Resources (04/2013 to 01/2018) Used Blackboard LMS
MKT111b - Principles of Marketing |Undergraduate
MKT 4410 - Sales Strategy | Undergraduate
MKT 3420 - Digital Marketing I & II | Undergraduate
MKT 4010 - Marketing Research | Undergraduate
MGT 2210 - Management Seminar | Independent Study
o Art Institute — Professor of Fashion Merchandising Program English & Photography (07/2014 to 06/2017) Used Canvas LMS
MARA307 - Consumer Behavior [Undergraduate
HRM 4350 - International Human Resource Management | Undergraduate
FASA228 - Fashion Buying I (Inventory & Stock Control) | Undergraduate
FASAL116 - Visual Merchandising I | Undergraduate
FMDA305 - Fashion and Luxury Brand Management | Undergraduate
FASALIS58 - International Retailing (Import/Export taxation) |Undergraduate
ENCA101 - English Composition I | Undergraduate
PHOA101 - Principles of Photography | Undergraduate
PHOA115 - History of Photography | Undergraduate
GDI108 - Digital Photography for Designers | Undergraduate
o Walsh College — Professor of Marketing & English (04/2010 to 01/2014) Used Blackboard LMS
MKT 487 - Small Business and Not-for-Profit Marketing | Graduate
ENG 100 - Composition (for accountants) | Undergraduate

Keynote Speaking

e Michigan Chamber Keynote Speaker: (2022): HR Training Certificate — Toxic Employees

e Michigan Chamber Keynote Speaker (2022): HR Training Certificates on the Generational Workforce: Focus Millennial and Generation

e Alzheimer’s Association International Conference (July 2021): The First Female Engineer at General Motor’s Decent into Alzheimer’s
with Sundowners: A Daughter’s Scholarly Research & Caregiver Study through Destructive Plasticity.

e American Staffing Association Speaker (2018): HR Training Certificates — Generational Workforce: Focus Millennial and Generation

e Illinois Chamber Women'’s Conference Keynote Speaker (2018): Lessons from My Mother: GM’s First Female Engineer

e Michigan Government Finance Officers Association Featured Speaker on Generational Workforce: (2018) Focus Millennial Generation
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*Published Paper in the International Journal of Art and Art History: June 2018, Vol. 6, No. 1, pp. 33-39 ISSN: 2374-2321

10/2010 to 3/2012 and 05/2015 to 11/2015 RGBSI Director of Business Development, Quality Management and Education

e Re-hired in a business development role for staffing industry and selling SaaS software development but shifted to support the largest
client as a Director of Quality Management (OM) 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.

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.

01/2003 to 11/2008  Kelly Services, Inc. Branch, Corporate Account Manager & Business Development Manager

e 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. 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

e 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: 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. 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

e Develop and implement strategic marketing plans for new digital cable and long-distance telephone including operational processes.
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 numbers. 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
e 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.

e 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%.

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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My Philanthropy Work - Baking. |
love baking so | make treats for an
Assisted Living Facilities. Here is
one where my aunt is a resident.
She and | passed them out in little
teacups. Also, these boxed treats
were made for a Substance Abuse
Facility where the young man (who
| am a health advocate for) is currently staying.

My Philanthropy Work via my Psychiatric Certified Service Dogs - Miriam and
Lele. | was not a ‘dog dresser-upper’ person until | saw how much joy these little
pups give people who are stress, anxious or lonely. We visit places such as High
Schools and nursing homes. This photo op was taken when they got their Dairy
Queen Pup Cup reward. Miriam is my good girl. But if LeLe were a human she
would dance on tabletops causing trouble and why her groomer puts her in
pigtails. Both are available working service dogs so don't let the clothes fool you.
They are working hard to lift spirits and give joy.

Travel Spirit. | have lived in places such as Charleston SC, Chicago, St. Pete/Tampa FL and more. | sent to school in the
UK and also traveled through Europe and India for pleasure and business. Here is London Tower, The Colosseum in

Rome, Gondolas in Venice Italy, Scottish Highlands, and Bangalore India.
r—

Fashion Philosophy and Photography. | have loved fashion since my days as an LCC photography student when |
thought | was going to move to NYC. In my Ph.D. dissertation | am exploring fashion philosophy using shoes as an object.
| also owned a Vintage Designer Resale Boutique in Ferndale. | explored my love of fashion merchandising in my store
and teaching in the Fashion Merchandising program at the Art Institute of Michigan. | also have an ETSY store where |
still sell my designer collection pieces and my own designs.

. .;'\:
| have sold everything from
Chaned and LV to this organic
for less than $20. Game of T?mones inspired bridal
- belt that | listed on my ETSY shop
for $90. | made it from weeds
found in my backyard and |
shipped it to Texas for a wedding.

Popular window display made

Fashion phatography examples.



