Maria Bachman
13703 Velvet Antler Circle
Midlothian, VA  23112
 Home:  (804) 739-6704, Cell:  (551) 221-7175

maria.bachman@hotmail.com
Over 10 years of progressive experience in marketing and project management with financial services, consulting, non-profit, and manufacturing companies. Adept at organizing, executing, and managing large-scale projects on accelerated time lines. Looking to work with a company where I can contribute expertise in project management, marketing, sales, and advertising to generate new business opportunities.  Excellent oral and written communication skills with all levels of stakeholders from support staff to senior-level executives with various locations and lines of business.
Core Competencies

	· Project Management
· Media Buying and Planning

· Marketing Research and Competitive Analysis
	· Data Mining/ Reporting Analysis
· Contract / Price Negotiation

· Marketing Collateral Development


Professional Experience
Capital One – US Card Operations Solution Delivery Division, Henrico, Virginia (8/2011 – 12/2011)
IT Project Coordinator (Contractor)
· Supported IT project managers and associated work streams in managing the delivery of a major customer acquisitions project.
· Ensured the project delivery process and portfolio remained on target and project objectives met with client needs.
· Oversaw project risks and issues by assessing schedule risks, requirements coverage, and audit results for compliance on a weekly basis.

· Managed the submission of change requests and documented approvals into the management processes and controls. 
· Produced monthly labor planned and budget reports that involved monitoring timesheets, project expenses, and resource allocations.
· Effectively updated project status and maintained required project artifacts in the appropriate project management tools of COF systems of record such as Microsoft Project, Clarity, and KnowledgeLink.

Genworth Financial, Inc., Richmond, Virginia (2010 - 2011)
Marketing Project Manager (Contractor)
· Responsible for project and program management support for the Long Term Care Insurance marketing management team. 
· Managed the flow of marketing materials through the appropriate product, legal and compliance channels to obtain necessary approvals. 

· Opened and ran reports on Workflow system (MacWorks) and ensured that work moves through the system efficiently and communicate deviations to the project team as needed.
· Developed creative briefs, provided support, and marked up changes on insurance marketing materials.
· Assisted with process steps in campaigns as new mechanisms get launched and implemented.
· Monitored inventory by managing low stock notices and destruction requests; ensured use of marketing materials by sales and distribution marketing is coordinated with the print and fulfillment team.

Aspire Sales Group, Greenwood Village, Colorado (2006 - 2008)

Data Reporting Analyst (Part-Time, Independent Contractor)

· Managed various marketing campaigns by performing data reporting to analyze B2B call agent telephone activities for lead generation, sales service, and appointment setting for the call center operation.

· Assisted clients from various industries with content inquiries and ad hoc reporting requests.

· Designed and created queries to extract the desired data from Salesforce.com, run daily call activity / pattern reports, and validate the Excel exported data results to management.

· Resolved problems with reporting oversaw maintenance of reporting systems and used macros proficiently for producing customer reports that showed data gathered in a compelling, clear and concise manner.

Computershare Investor Services, LLC, Golden, Colorado (2004 - 2006)
Sales Associate
· Responsible for assisting the execution of B2B sales and marketing campaigns for stock transfer agent and document management services. 
· Researched and identified opportunities in cross-sell and up-sell products and services to existing and prospective clients. 

· Managed various projects including sales calling program cold call activities, appointment-setting, and delivered proposals tailored to individual needs to generate new business opportunities by contacting S&P 500 companies and other financial institutions.  

· Created marketing analysis reports on emerging initial public offerings, industry trends, shareholder/government data and competitive activities.
· Selected as Siebel Champion to initiate the deployment of Siebel, to train regional staff, and provide expertise in utilization of a customer relationship management system (CRM). 
· Utilized Siebel for data-mining in performing lead generation and administered direct mail campaigns.
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PricewaterhouseCoopers, LLP – Human Resources Consulting Division, Teaneck, New Jersey (2000 – 2001)

Marketing Associate 
· Provided marketing research and competitor analysis to senior global executives for new business development. 

· Conducted competitive analyses and customer profiling through the use of surveys, primary and secondary research in leveraging a network of research suppliers. Utilized information gathered on markets, competition and accounts to support internal analysis of their business.
· Identified new trends, emerging markets and new product performance by obtaining information from internal and external sources. 

· Monitored prospect activities by performing in-depth data analysis of gathered information enabling the team to expand relationships and build new business opportunities with Fortune 500 companies.

· Developed and maintained business intelligence tracking systems to identify internal and external events impacting top-tier, target clients including its competitors.

American Association of Neurological Surgeons, Park Ridge, Illinois (1999–2000)

Marketing Coordinator 
· Reported to the Director of Marketing to support all sales and marketing functions for the association such as executing marketing research projects and coordination of promotional campaigns, utilizing database analysis, to focus on target markets.

· Successfully launched a newly developed international marketing program as part of the marketing strategy to expand the association’s presence worldwide. 

· Responsible for lead development through extensive research gathered from neurosurgical organizations worldwide used for on-going email campaigns to promote new member services and programs.  

· Designed and implemented member needs assessment surveys and questionnaires to find ways to evaluate current marketing initiatives, improve service quality, and decide which new services to offer members. Identified key information and wrote market reports for management and committee.

SMC Corporation of America, Indianapolis, Indiana (1998–1999)

Marketing Research Assistant 
· Assisted product marketing managers with various projects including the development of all documents necessary to initiate product development and engineering changes using the Six Sigma process.
· Selected to lead and coordinate the start-up of a new product development program for proposal processing.  Facilitated monthly meetings to review proposals issued by sales and engineering teams worldwide, and reported both results and recommendations to senior-level management at the headquarters in Japan.

· Assumed a newly created position in supporting product marketing, sales, and engineering teams to conduct market research and on-going competitive intelligence reporting such as pricing and product feature data.

· Performed market studies to identify industry trends and new business opportunities through investigating, identifying, and documenting potential OEM customers.  

· Researched competitive strategy to help define pricing and positioning.

· Provided analytical assistance with monthly sales reporting for key customers, top sellers, new items, as well as profitability analysis.

Hirons and Company Communications, Inc., Bloomington, Indiana (1996–1998)

Media Buyer/Planner 

· Coordinated and managed media projects to support marketing strategies for various clients.

· Planned, scheduled and monitored print, television and radio advertising placements.

· Forecasted annual media budgets to optimize media expenditures.

· Conducted market research to analyze target audience and demographics utilizing such resources as Nielsen and MRI data.

· Analyzed media data statistics to achieve optimal media exposure.

· Negotiated contracts and advertising rates with vendors.
Education / Professional Development
Syracuse University, Syracuse, New York (1996); B.S. in Consumer Studies; Minor in Marketing
Capital One University; Solutions Delivery and Clarity Overview for IT Project Managers (Certificate issued 2011)
Computer Skills

Proficient with Microsoft Office (Word, Excel, Access, Project, PowerPoint), CRM Software (SalesForce.com, Siebel, Act), Graphics Software (Adobe Photoshop, PageMaker), Analytics Software (WebTrends) and Project Management (MS Project, Clarity and HP MacWorks).


