BETH S. VIRSHUP

3000 Valley Forge Circle ( King of Prussia, PA 19406

bvirshup@comcast.net ( (610) 783-1119
PROFILE

Strategic business thinker and multi-disciplined market research/intelligence professional with successful track record in consulting, agency, and client-side roles.  Manage projects from conceptual development through launch and post-implementation to provide high-level support for internal/external deliverables and new business initiatives. Create comprehensive market assessments/competitive landscapes to guide/influence decision-making, analyze market potential, and identify M&A/product opportunities. Design focus groups and surveys to keep abreast of customer issues.  Deliver 360-degree perspective by integrating primary and secondary research findings with proprietary database-driven analysis and key performance metrics.  Prioritize/synthesize content to customize/package final reports and propose actionable recommendations. Industry diversification includes Cable TV Service; Technology; E-commerce; Health/Wellness; Insurance; Medical Equipment; Yellow Pages; Financial Services, Higher Education, Infomercials; Trade Marketing; etc. Individual and/or team contributor. Excellent analytical and written communications skills.  MBA in Finance.
SUMMARY OF QUALIFICATIONS
	· Cross-Functional Team/Thought Leader
	· Stakeholder/Third-Party Interviews

	· Qualitative/Quantitative Research
	· Financial Forecasting & Projections

	· Online/Phone Survey Management 
	· Consultative Decision Support

	· Questionnaire /Moderators’ Guide Design
	· Direct/Database Marketing/CRM

	· Competitive/Business/Market Intelligence
	· Marketing/Business Plans


PROFESSIONAL EXPERIENCE
Research/CI Consultant (2009-Present) – Consultant/contributor to multiple projects for diverse clients in varied industries. Provide comprehensive business intelligence and competitor profiles (including geographic footprints, business/distribution models, M&A monitoring, financial/performance statistics, product/service comparison grids, etc.) to facilitate corporate leadership strategic planning activities.   Personally conduct one-on-one interviews with key stakeholders of organizations/associations; design questionnaires and prepare transcripts of findings. Performed media audit and researched/wrote Point of View whitepaper for large, international Public Relations firm. Drafted Business Plan (strategy, projections, pro forma, and P&L) for CEO of new e-commerce “start-up” to secure funding. Also assisted with website content/design/functionality and SEO/SEM measurement/reporting via Google AdWords/ Analytics, and Excel. Offered original insights and value-add based on historical knowledge/experience.   
Director-Market Insight & Strategy, Bankers Life and Casualty (2007-2008) - Served as centralized market intelligence/research resource for entire product portfolio. Managed online and phone surveys with Sales to assess field perceptions of product features/benefits, pricing, and training needs. Lead secondary research initiatives on branding, web design, and lead aggregators. Utilized database lapse profile and survey to identify “at-risk” customers; initiated targeted two-step conservation communications program to offset attrition. Presented monthly updates to leadership on market trends, M&A, products, and competitors.  Leveraged cross-functional background by working with Field Marketing, Creative, Sales Reporting, Lead Generation, Advertising Compliance, Product Development and IT teams. Created business/financial cases (including program goals; critical success factors; major milestones; metrics; risk factors; key activities; timing; and estimated costs/ROI) for all strategic/marketing/research recommendations.
Research/Intelligence Project Director/Consultant (2005-2007) 
Merge/PMSI - Responsible for Competitive Landscape for to address client questions regarding potential expansion/merger/acquisition opportunities. Navigated through maze of resources (i.e., associations; government sites; published reports; company websites/news articles/press releases; Hoovers/Yahoo/Google Finance; Annual/10K/SEC reports; and blogs) to find reliable information, printed documentation, and industry statistics.  Deliverable included corporate/geographic/financial footprints; comparisons of key point solutions by lines of business; service-delivery schematics/grids; and sales collateral/website content review.  Presented final report to leadership team.
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Research/Intelligence Project Director/Consultant, continued
Accenture Consulting - Served as sole US Research Specialist for partners/senior managers/consultants; supported information needs for new business pitches and client deliverables. Produced five monthly industry market intelligence and IT-related newsletters for internal distribution. Created US industry profile for posting to international knowledge center as training tool; Power Point deck encompassed geography; political structure; major economic indicators; demographics; legislative reform; significant corporations/key players; industry overview; service delivery system; and future outlook. 

Mintel International - Commissioned to write market intelligence report for industry in midst of regulatory changes; published and sold to corporations, associations, and affiliates. Synthesized secondary research on industry drivers/trends, legislation, demographics, market size/segmentation with competitor profiles and primary survey results on consumer behavior/attitudes. Utilized proprietary database reporting to analyze creative strategies, branding and messaging as well as direct mail volumes/budgets for market share leaders.  Leveraged industry expertise to provide insightful interpretation and strategic analysis. 
National Account Manager, Vertis (2004 - 2005) - Hired for test pilot program designed to expand/enhance sales of integrated direct marketing services. Utilized industry experience/knowledge to identify prospects, customize marketing/sales presentations/collateral, and offer company-based solutions. 

Director, Agency Business Consultant, Nationwide Insurance (2000 - 2004) - Provided consulting services for Growth Leaders of Sales distribution channel. Customized five-year Business Plans including historical performance; SWOT; marketing/retention recommendations; organizational/staffing/commission structures; and financial projections for new production/sales plans; operations; marketing/advertising budget; and P&L. Developed monthly dashboard with key metrics to monitor progress. Partnered with Sales Management to introduce new programs/products; conducted marketing presentations at state meetings/sales colleges. Designed Best Practices Training program by examining sales, service, and process drivers. Led Market Assessment team in creating repeatable process for quantifying growth opportunities; adapted approach for national rollout/consultants’ use as geographic/satellite office expansion tool.  Integrated secondary research, demographic statistics, proprietary rate/competitor data, and customer sales/geographic analysis with corporate strategy, legislation, and profitability objectives.  Designated as both a “Marketing” and “Market Assessment” SME. Received “Exceeds Expectations” ratings from Sales, Peers, and Management.

Harte-Hanks/DiMark Inc. (1991-1999) 
Market Research Specialist – Managed over 50 focus groups and 50 surveys to measure attitudes/perceptions and gain insight into the consumer decision-making process/purchasing behavior; incorporated cost/benefit analysis to assess product/feature tradeoffs. Customized study parameters, questionnaires, moderators’ guides, and handouts based on project objectives. Integrated market intelligence with live market test results/KPIs/proprietary database analysis to establish benchmarks, refine programs, and maximize ROI. Delivered findings to senior level clients and agency management. 
Account Director - Managed agency’s largest account with $20 million database marketing budget. Developed annual strategic and tactical direct response multi-media (television, radio, direct mail, inserts, seminars, newspaper/print, internet, etc.) marketing plans with detailed budgets and financial projections; accountable for ROI. Supervised account and cross-functional teams with campaign execution. Designed customer-centric programs for data capture/future CRM; established back-end processes/strategies for inbound phone/customer service training, scripting/decision trees and fulfillment. Successfully tested/launched new products and services via direct-to-consumer distribution channel, maintaining client’s leadership position/brand reputation as market innovator.
EDUCATION

MBA, Drexel University, Philadelphia, PA 
BBA, George Washington University, Washington, DC
