John W. Wicks

608 Oliver Avenue South, Minneapolis, MN 55405

612.296.7885  |  wickser@q.com

OBJECTIVE

Marketing supervisory position that utilizes my proven strategic planning abilities, and dynamic project and people management skills, to help companies reach their next level of opportunity.
COMPETENCIES

· Manage global teams, projects and budgets; service internal clients and accounts to success

· Excel in strategic marketing of complex B-2-B products and services with longer sales cycles

· Develop and execute highly effective marketing programs, often with quick turn-times and limited budgets, that meet or exceed targeted, measureable objectives 
· Adept at launching new products, with emphasis on digital, interactive e-business solutions

· Identify and cultivate new markets and opportunities, often piloting unique and/or untried methods; typically function as an “agent of change” within the organization

· Specialize in lead generation and new customer acquisition, including the creation, development and launch of an online Lead and Contact Management tool called PipeLine™
· Produce high-impact marketing communications materials: print ads, direct/e-mail campaigns, interactive promotional web sites, radio and TV spots, corporate branding/identity, brochures, video productions, sales presentations, press releases, trade shows and special events 

· Write copy that sells for marketing, sales and PR programs, materials and activities

WORK EXPERIENCE

EMERSON, Shakopee, MN







    2012 - 2015
Customer Communications and Brand Manager

Develop marketing communications programs, campaigns, messaging and materials to support “go-to-market” strategies for $2B Rosemount brand of products and services worldwide.

· Develop strategic launch plans for measurement instrumentation product and service solutions
· Write Customer Conversation Roadmaps (CVI) to guide targeted market/audience messaging

· Launch first-time marketing initiatives for Energy Management (pilot “solution selling” methodology) and Online Stores (inaugural e-commerce effort)
· Develop and launch lead management pilot programs in North America and Asia Pacific using Eloqua and Oracle marketing automation systems 
· Launch both Rosemount Lifecycle Services ($100M with growth goal of $200M in two years) and Project Management Office (PMO) for first time to external customer audiences
· Launch iBooks and mobile apps for both product selection (Instrument Advisor™) and technical documentation tools, including interactive sales presentation and demo tools for energy measurement (Virtual Plant Tour) and energy monitoring (Energy Advisor™) 

· Manage marketing communications and technical documentation staff of seven (including a graphic design and production team in Manila); led next generation development of product operational manuals and installation guides; launched first-ever digital product catalog
· Manage global media and trade show planning; manage exhibit presence at annual Emerson Exchange customer event and first-time North America cross-Business Unit (BU) sales meeting
LSP PRODUCTIONS, St. Paul, MN






    2011 - 2012
Strategic Marketing and Brand Consultant

Develop marketing, brand and communications materials for high-tech product launches.

· Created messaging platforms for internal and external audiences to support launch of new Johnson Controls Inc. (JCI) cloud-based, SaaS building control software applications, with social media component

· Wrote and helped produce new High Jump, Inc. supply chain and warehouse management software product and brand videos for Direct Store Delivery and Electronic Data Integration
TRANE, St. Paul, MN
2004 - 2011
      

Global Brand and Marketing Communications Manager (2008-2011) – IR Global Brand
Developed strategic brand and marketing communications plans, campaigns and materials to support $10B Trane, Hussmann and Thermo King brands worldwide under Ingersoll Rand.

· Centralized all Global Marcomm planning and teams to improve “go-to-market” effectiveness

· Implemented new Trane Global Brand Center on Ingersoll Rand portal

· Updated and streamlined messaging and branding process for all marketing materials
· Launched new integrated Trane/Ingersoll Rand global brand identity and standards; converted more than 200 marketing pieces to new design and messaging

· Created new online Marketing Asset Center (MAC) to produce and store digital assets such as: photos and images, training materials, marcom resources and literature templates with built-in brand standards

· Created global “cultural change” campaign Faces of Trane to generate internal awareness of Trane as a customer solutions-focused company, rather than as only an equipment manufacturer
· Produced Energy Services marketing package for International Green Building event; and managed WEEC (World Energy Engineering Congress) trade show as Gold Sponsor.
Marketing Campaign Manager (2007-2008) – TRANE Building Services
Developed marketing plans, strategies and campaigns to support launch of new HVAC Building Services programs and offerings. As a result, named “Brand Ambassador” for Trane.

· Produced new building controls software upgrade program, including promotional materials, and interactive web site; exceeded sales goals by 150% in first year and 200% in second year

· Championed new program launch for AdaptiView™ chiller control software/hardware upgrade, to include promotional and field sales support materials, Flash promo and interactive demo, lead generation and sales materials (named “Company Hero” for second time as result of success)

· Developed and managed new controls and services promotional program that helped boost 2007 and 2008 sales growth rates by a record 17% and 12%, respectively (compared to five-year average growth rate of 5%); exceeded $1B in service revenue for first time in company history

· Created and executed national launch of Trane apparel program that met 100% office participation and implementation goals for adoption of flame-resistant (FR) uniforms in the field

· Launched refresh of service technician sales lead/quote program (25% first year growth)

Sr. Marketing Communications Specialist (2004-2007) – TRANE Building Controls 

Developed marketing communications plans and strategies, and managed tactics to introduce new HVAC building control software products for global division.

· Managed development of all internal/external marketing communications materials and activities, including product launch materials to field sales 

· Developed market launch plan and all sales materials for Trane pilot e-commerce web site: www.mytranecontrols.com (named "Company Hero" as result of success)

· Wrote and executed product launch plans for online multiple building control software system (Tracer ES – Enterprise Software) and new wireless zone sensor (WZS)
· Managed Trane presence at national trade shows and other high-profile events 

DIGITAL EXCELLENCE, St. Paul, MN
2002-2003
Marketing and Sales Development Manager
Implemented strategic marketing plans and materials for $10M media distribution company. Identified new business opportunities and innovative sales and marketing solutions.
· Re-positioned company in hyper-competitive national media duplication marketplace
· Developed sales and marketing strategies and materials with goal of 20% revenue increase

· Initiated sales force training and new market development activities; supervised staff of three
Promotional Resource Alliance (PRA), Plymouth, MN
2001 - 2002
Account Supervisor: Village Inn™ and Bakers Square™ restaurants (VICORP)
Managed client relationship on promotional agency's largest account. Developed plans, programs and materials to drive client business objectives. Supervised staff of four project managers.

· Increased account profit margin from 34% to 52% within six months

· Devised "Play Book" to detail and improve work flow between client and agency

Mission Critical Marketing, Minneapolis, MN
     1999 - 2001
Account Supervisor: Honeywell, Stockwalk Group and ATIO call center software
· Supervised agency's largest accounts. Conducted strategic planning, client and project management, new business development and copywriting

· Launched online stock brokerage: www.Stockwalk.com; managed $1M budget, web site design, marketing materials and media buys; developed positioning, branding and corporate identity

· Successfully pitched and won two new accounts: Stockwalk.com and ATIO call center software
· Led product/software development and marketing of online lead management tool, Pipeline™, for client (Honeywell) 

ADDITIONAL EXPERIENCE

MAMMOTH MARKETING and CONCEPT GROUP, St. Paul, MN


     1998 - 1999
Copywriter and Account Development
· Wrote copy for a variety of marketing materials and clients, including UFE Inc., U.S. Satellite Broadcasting (USSB), 1500-KSTP, Serac, Court Technologies and 3M “Vision” Shoplifting Control Systems 

· Secured new agency account: Gentra Systems

Marvin Window & Doors, Eagan, MN 





     1995 - 1997
Senior Marketing Communications Specialist

Wrote marketing strategies; created and implemented programs, promotions and materials to boost sales, distributor/dealer participation and customer retention. 

· Created national co-op promotional program for Marvin replacement windows to help distribution channels combat "Renewal™ by Andersen®" national product launch

· Managed national Integrity™ product line re-introduction; created dealer/builder rebate program to reward repeat purchases; exceeded targeted goals by 15% in NE region test launch

· Developed distributor sales contest to reward results; promoted Mario Andretti Gear® and Grand Prize trip to IndyCar race in Monterey, CA; exceeded participation goals, came in under budget

· Managed national distributor/dealer co-op and direct marketing activities

· Organized media planning and placement for dealers in MN, WI and Chicago

DataCard Corporation, Minnetonka, MN 




    1987 – 1992 
Marketing Communications Specialist

Developed creative strategies and wrote and produced all marketing materials. Managed national trade show program, media placement/buys, press relations and agency relationships.

· Managed national product introductions of identification card systems: Photo ImageCard™, UltraGrafix™, DataCard 160, SmartCard and DataPass™ 

· Researched vertical market segments: healthcare, education, retail, government (GSA) and entertainment for identification card market opportunities

· Developed and initiated new processes to develop marketing programs and produce materials
· Wrote and managed 100 marketing communications projects per year, over five years

EDUCATION and

PROFESSIONAL DEVELOPMENT

University of Minnesota

· Bachelor of Arts, English

University of St. Thomas

· Mini-Master of Business Communications

· Mini-Master of Marketing Management

University of St. Thomas 

· Effective Product Launch Strategies
· Project Management Basics
Additional strategic marketing programs and seminars: 

· Eloqua National Event and User Group
· Direct marketing strategies (Direct Marketing Association - DMA)

· Marketing communications strategies (Advertising Federation - AdFed)

