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EXPERIENCE and ACCOMPLISHMENTS

Genworth Financial	2004 - 2011
Consumer Marketing Leader
I developed and managed consumer marketing communications aligned with customer research and branding in the financial services group insurance industry. Consumer sales occurred through online enrollment and were the result of direct marketing without sales representatives. My efforts succeeded as a result of strategic communication experience, direct marketing knowledge, utilization of consumer research studies, ongoing testing, dynamic segmentation communications, and activity in emerging digital trends. My responsibilities included the development and ongoing maintenance of marketing programs, consumer and broker Web sites, lead generation, product literature, social media utilization, tradeshow presentations, campaign management, creative-briefs, cost-benefit analysis, production of print and collateral communications, purchase order proposals, service level agreements, and interactive client presentations. I managed relationships between the Group Sales organization, Account Managers, and Marketing, working closely with clients, brokers, sales producers, copywriters, designers, creative MarComm team, Product Development, IT Digital Team, Customer Service, Operations, on and off-shore outside vendors, and Legal & Compliance. I worked on more than 50 accounts including Bayer, Hertz, CVS, and AARP. I tracked costs and campaign results, developed a MarComm budget control tool, and used problem-solving skills to generate the highest level of consumer awareness, engagement, and enrollment in our health insurance products. I presented to senior management campaign progress and marketing plan proposals.

Web site Marketing Leader
As the source for all group benefit revenue, consumer enrollment through our Web sites was a key focus of our business. I managed the development and deployment of Web sites for our clients and their employees. I directed the development of navigation and content for the consumer Web sites ensuring the highest level of engagement and program enrollment. I created and presented weekly activity reports, analyzed metrics, prepared digital team programming requirements, created testing scenarios, and monitored Web site usage. Through research and the study of consumer web activity, I prepared consumer segmentation strategies and implemented version updates resulting in greater online traffic, activity and sales. After creating the strategic objectives, I wrote copy, designed layout, prepared the requirements documents, and led testing, from development, to staging, to deployment. 

GE – General Electric	1995 - 2004
Marketing Communications Strategist / Manager
I led the development of consumer marketing materials, including an innovative dynamic composition system that automatically generated marketing communications. This system enabled managers to enter client information online that in turn prepared mailings, literature, applications, and marketing materials. This automated system created art files that were delivered to a fulfillment center for printing and mailing to consumers. The communications were customized for the client and matched with consumer segmentation profiles based on age, sex, income, and zip code. Enabling this activity to be implemented automatically eliminated the prior reliance on marketing managers, copywriters, and designers for each client. This automated system not only provided a financial advantage, it provided a competitive edge by cutting in half the time needed to launch a program for new clients. Additionally, the system enabled better operating efficiency as it was later fused with a cost projection, budgeting tool that I developed working with Purchasing and fulfillment vendors. The dynamic composition system saved the company over $4 million during the first 3 years of implementation. 

Prior to the deployment of the dynamic composition system I developed the communication plan for the campaign. Through the use of focus groups, key concepts, message points, touch points, and timing were determined. Feedback was collected gauging the effectiveness of multiple proposed and existing marketing plans, which included postcards, mailings, emails, signage, intranet, and newsletter articles. For our Associate-led consumer meetings, supported through the use of a PowerPoint backdrop, dial testing research methods provided valuable insight into the script and the visuals. The resulting feedback allowed for a revised presentation that resonated with the target market. Research also included collateral support materials which were improved, based on the findings, creating greater consumer engagement.

A few other projects I worked on in this position included a marketing partnership with Suze Orman, press releases for new product launches, one-hour segments airing on QVC, and a marketing Sales CD showcasing and providing agents and brokers convenient, organized access to all consumer materials. 

AMEX Life – American Express	1987 - 1995
Producer Sales Marketing Leader
I led the development of marketing materials, interactive tools and collateral used by our sales producers and external brokers. Sales producers approached prospective clients leveraging print, online, and promotional materials which I wrote, designed, and had produced. New materials and product enhancements required company-wide communication, and I wrote and prepared communications used internally and with sales associates nationwide. I managed the participation and messaging for many annual conferences, attending and representing the company at most of these. I developed a sales kit that producers customized for their prospective clients. The kit included letters, brochures, and cost illustrations highlighting the program, the product, customer service, online engagement tools, marketing support, IT systems integration, and our value proposition. Additionally, I created PowerPoint pitches, Flash presentations, and other materials that brokers shared with prospective clients whom our sales producers could not reach. Interested prospective clients received a business proposal that I prepared. This proposal covered all program aspects and was essential to client on-boarding. I provided training to our sales producers regarding the research that drove communication strategy and that led to the marketing communications and collateral.


EDUCATION

Bachelor’s Degree 
Advertising and Public Relations - College of Journalism and Communications
University of South Carolina


TECHNICAL

Word, Excel, PowerPoint, Outlook, Project, Access, Salesforce.com, Adobe InDesign, Photoshop, Illustrator, MacroMedia software, and more. Licensed health, life, and annuities representative in the Commonwealth of Virginia.
