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SUMMARY PROFESSIONAL EXPERIENCE    

	

	

	SOUTHERN AEROSPACE COMPANY, LLC – Huntsville, AL

· Director of Strategic Analysis  (Technology, Acquisition, Intelligence, Aerospace, Defense)
ANALYTICAL SERVICES, Inc. (ASI) --  Huntsville, AL

	· Senior Business Consultant / Program Manager  (Aerospace and Defense)



US Army Garrison-Redstone Arsenal -- Huntsville, AL

Strategic Planning, Management and Process Improvement Senior Consultant, Command Office and the Plans, Analysis and Integration Office, US Army Garrison Headquarters, Redstone Arsenal 
NASA Marshall Space Flight Center -- Huntsville, AL

Director of Strategic Communications, Science and Mission Systems Directorate; 
Editor-in-chief of Science@NASA Web Site; 
Director, Strategic Research and Analysis; Program Manager, NASA Marshall Office of Strategic Analysis and Communication (OSAC)

AMERICAN INSTITUTE OF AERONAUTICS AND ASTRONAUTICS -- Reston, VA 
· Director of Strategic Planning and Communications  (Aerospace and Defense)
PHILLIPS PUBLISHING INTERNATIONAL -- Potomac, MD
· Manager, New Media

· Senior Marketing Manager  (Electronic Commerce and Banking)
IRWIN PROFESSIONAL PUBLISHING /TIMES MIRROR CORPORATION -- Fairfax, VA (division of Chicago, IL corporate office)
· Division Manager  (ISO 9000 Quality Systems / ISO 14000 Environmental Systems)
CENTER FOR ENERGY AND ENVIRONMENTAL MANAGEMENT (CEEM) -- Fairfax, VA
· Director of Marketing (ISO 9000 Quality Systems and Environmental Programs)
MBA – Marketing/Operations Management – Pace University, NY (1984)
BA – Communications/Art – Mississippi University for Women, MS (1976)
Adjunct Professor of Marketing – George Mason University, Fairfax, VA (2005)

Certified Management Instructor (Model-Netics) (2007)
Secret Clearance
Kathleen A. Watkins, M.B.A.
2815 Carl T Jones Drive, SE  #213

Huntsville, AL 35802

703-517-8364

kcwatkins@gmail.com

PROFESSIONAL EXPERIENCE

SOUTHERN AEROSPACE COMPANY, LLC  (SAC) – Huntsville, AL

Director of Strategic Analysis 
Participate on the Southern Aerospace Company core Management Team to develop strategic direction, future growth, and capabilities, reporting directly to the President. Oversee the build up and operations of the SAC Strategic Analysis Center and management of a team of skilled Strategic Analysts; execute strategic analysis support provided by SAC; and participate in developing future strategic analysis business. 

CORPORATE STRATEGIC DIRECTION: Provide leadership, direction, and effective management of SAC’s strategic analysis portfolios and multiple analytical teams.  Provide leadership for, and management of, exquisite cross-functional capabilities in multiple business areas across the Government, Industry and Academia enterprises to facilitate informed strategic planning, decisions, and management.  Plan, design, develop and implement comprehensive business solutions.
STRATEGIC RESEARCH AND ANALYSIS: Conduct targeted research and manage portfolio analysis across the aerospace enterprise which includes Government, Academia, and Industry sectors.  Direct and maintain situational awareness across the portfolio regarding financials, policy and regulatory statutes, politics and relationships, and priorities which potentially influence critical decisions within targeted enterprises.  Direct and maintain the ability to leverage critical elements across the science and technology; research and development; test and evaluation; operations and applications communities to identify trends, “best of breed” capabilities, and significant, relevant discriminators integral to potential solutions within the client’s strategic programming.   

CUSTOMER SUPPORT: Assist SAC’s planning and implementation of strategies to successfully support customer strategic goals.   Monitor, analyze and report on government, industry, market and competitive developments and the identification and evaluation of SAC and customer requirements. Those requirements can include support of strategy formulation, business and marketing plans, and primary and secondary research.  Design and provide in-depth research and analysis of capabilities, outcomes and discoveries, key players, market factors and events, current National and International issues. Provide insights on target strengths, weaknesses, opportunities, and threats. Make presentations to senior leadership.  Attend industry conferences and provide reports based on observed industry / market trends and competitors.

SPECIALIZED SKILLS: Independent, analytical thinking; knowledge of management analysis techniques to identify, consider, and resolve issues or problems; ability to develop, write, and present strategic reports and projects that directly address client specific research questions; production of industry-specific marketing and competitive reports; ability to operate within a network-centric, distributed operations environment with computer and information technology; excellent verbal and written communication skills to interact professionally with diverse groups, executives, managers, and other subject matter experts. 

ANALYTICAL SERVICES, Inc. (ASI) – Aerospace and Defense Contractor
Huntsville, AL
Senior Business Consultant / Program Manager  
Strategic Planning, Management and Process Improvement; Army Communities of Excellence / Baldrige Quality Award Examiner 
Command Office and the Plans, Analysis and Integration Office
US Army Garrison Headquarters, Redstone Arsenal – Huntsville, AL
Director - Strategic Communications, Science and Mission Systems Directorate;

Editor-in-chief - Science@NASA Web Site;
Director - Strategic Research and Analysis; Program Manager, NASA Marshall Office of Strategic Analysis and Communication (OSAC) 

NASA Marshall Space Flight Center – Huntsville, AL

STRATEGIC MANAGEMENT COUNSEL and COACH: motivated leadership and staff at U.S. Army Garrison-Redstone Arsenal, and prior, NASA Marshall Space Flight Center Office of Strategic Analysis and Communications (OSAC), to collaborate across all levels in support of strategic and operational readiness. Catalyst for team engagement, customer relationship management, workforce revitalization, process improvement, change management, and strategic communication on key programs such as Army Business Transformation, Lean Six Sigma, Standard Garrison Organization, Army Communities of Excellence (ACOE), and the Installation Management Campaign (Strategic) Plan. 
Responded to high profile policies and issues. Developed and instructed customized training, selected and applied outreach and interface methods and techniques, empowered/engaged individuals on projects, and facilitated action. Served as Garrison liaison to Army Lean Six Sigma initiatives by identifying belt candidates, developing a project pipeline, facilitating project implementation and certification. Lead Executive Quality Council/Senior Leadership meetings, establishing agenda and guiding compliance with LSS mandates. Recommended enterprise improvements. 

Handled unique situations. Possessed comprehensive knowledge of the range of administrative laws, policies, regulations and precedents applicable to important Installation Management Command (IMCOM) programs. Advised on public reaction to proposed or potentially controversial/sensitive policies/programs. Represented and accompanied senior management at command events. Facilitated interaction between stakeholders. 
Intimately involved with the Garrison Command Office and leaders of the 13 Directorates in developing the workforce into a high performing organization with sustaining expectations. 

STRATEGIC PLANNING AND EXECUTION: Planned, organized, and conducted Garrison strategy sessions. Created and aligned USAG Redstone Strategic Plan with DoD, Department of the Army, Army Installation Command Strategic Plans, and Congressional guidance. Through focus group interchange, formulated 5 systems with long-range goals and action plans: Human Capital Development, Strategic Communications, Financial (POM) Requirements and Common Levels of Support (CLS), as well as input to the planning for Base Realignment and Closure 2005 (BRAC). Continuously developed and administered programs and activities to strategically communicate IMCOM's missions, goals, and programs, services, and products to internal and external audiences.  
Created a strategic plan with the Army’s Family Morale, Welfare and Recreation (FMWR) program at Redstone.  Conducted interviews with every aspect of FMWR – creating an objective view of the challenges faced in light of BRAC, and recommending customized approaches to five divisions and 34 separate program offices.  Specifically worked a detailed plan with the Army Community Services program office which supports 31,000 soldiers, families, civilians and contractors who live and work on Redstone Arsenal.
Stayed current with worldwide news and information concerning U.S. security, defense, and civil space, as well as other external influences, such as the legislative and economic arenas. Employed knowledge of administrative laws, Congressional policies, regulations and precedents applicable to the administration of public programs.

FORMULATED AND EDUCATED STRATEGIC COMMUNICATIONS: Emulated a systems approach to positioning and communicating, ensuring message effectiveness and stakeholder engagement. Coordinated with leadership and counterparts for a cohesive perspective on overall outreach programs. Collaborated in the development and implementation of specific strategic communication plans for the Marshall Launch Projects Office and the Science and Mission Systems Directorate. Positioned NASA Marshall for expanded business development and funding. Facilitated outreach and lector programs for the National Space Science and Technology Center (NSSTC) and its newly formed 501c3 organization, as part of the Marshall partnership. 
I created communication plans with a strategic mix of CHANNELS, to include:

· EXECUTIVE LEADERSHIP/ACTION OFFICERS -- offer counsel; provide product support, including preparation of PowerPoint briefings, correspondence, speeches, talking points, and information papers that reinforce mission objectives and communication goals; 

· OUTREACH strategy, brochure and collateral preparation; 

· INTERNAL employee communications to improve understanding or motivate to action; 

· MULTIMEDIA /WEB -- evaluate effectiveness of Web sites and develop content; 

· TOOLS -- provide communication templates that equip others to carry out the communication tasks; 

· EDUCATION/TRAINING -- involves materials, content, and a carefully designed course plan; 

· STRATEGIC RESEARCH/ANALYSIS -- provide monitoring and reporting of external factors that potentially influence or impact mission goals. Evaluate program plans and policy interpretations.  Execute information products that target executives and front line supervisors. Provide ongoing research and analysis of stakeholders; 

· WRITING capability, relative to the audience and subject matter; 

· MEDIA -- proactively track and leverage media relationships/news releases;

· CONGRESSIONAL RELATIONS AND COMMUNITY AFFAIRS -- track budget actions, translate legislation, assess impact, and investigate opportunities. Stimulate understanding of issues. Promote partner engagement. Coordinate response to inquiries about programs and perceived impacts on staff or stakeholders.  
· EVENT PLANNING -- program creation, meeting facilitation, or speaking; 

· NEWSLETTER or INTERNAL ORGAN – to feature/ position the organization;

· MEASUREMENT, FEEDBACK, and PROGRAM EVALUATION -- configured in terms of the business objectives, using audience feedback mechanisms, and measuring the retention or impact of communication and/or learning – and when applicable: revenue. 
PROGRAM / STAFF MANAGEMENT AND TECHNICAL OVERSIGHT: Managed four task orders/18 staff under AMCOM EXPress contract: USAG-Redstone Command Office; AMCOM G-8 Financial Management Office, Redstone; DFAS in Columbus, OH; and NASA Marshall Space Flight Center OSAC. Scope of Work: Strategic Planning, Strategic Communications, Conference Facilitation and Event Planning, Business Management, Process Improvement/Lean Six Sigma, Property Management, Financial and Performance Management, Human Capital Management, and Organizational Development. Independently identified areas of need and planned an approach. Followed appropriate military and government protocol and procedures in the effort of problem-solving. Proactive in responding to customer or higher HQ tasks, anticipating key decision, submission, and approval dates. 
ISSUE REQUESTS FOR COMPETITIVE PROPOSALS and CONDUCT COMPARATIVE ANALYSES: Director of Marketing for the annual Joint Integrated Air and Missile Defense (JIAMD) Summit, Huntsville, AL - 2009 to present. (Renamed: Homeland Multi-Domain Summit 2011). Responsible for development of Summit venue, logo, Web site and registration, requiring design and solicitation of hotels and service providers through an RFP, then selection for best value. 
ACCOMPLISHMENTS AND KEY PROGRAMS: 
· 2006-07: NEW OFFICE FOR STRATEGIC ANALYSIS AND COMMUNICATION (OSAC). Engaged with Marshall Leadership in the implementation of NASA's first strategic communications program that brought media and legislative affairs, exhibits, marketing production, speech writing, briefings, tech writing, training, and communication of all engineering /science programs under one umbrella. Accounted for a 10-member team, which included process development, contract documentation, staff development and appraisals. Incorporated: Program Business Objectives, Communication Strategy Development, Determination of Audience Segments, Key/Targeted Message Development, Communication Plan Development, Communication Production and Distribution, and Measurement of Effectiveness. Provided expert advice and assistance to those involved in outreach. Concept for OSAC was later replicated at NASA HQ. 

· MANAGED NASA AGENCY TOOL: http://science.nasa.gov, with 250,000 science-attentive subscribers. As Editor-in-Chief and scientific liaison, developed this prominent vehicle for conveying NASA messages and good work. Established and maintained a communication network. 

· ARMY COMMUNITY OF EXCELLENCE PROGRAM/BALDRIGE QUALITY EXAMINER: Trained and selected to conduct site visits to Army installations worldwide to assess management system components: leadership, strategic planning, customer focus, knowledge sharing, workforce focus, process management, and results; requested by IMCOM HQ to return as a team lead for 2011.
· DESIGNED A MARKETING/COMMUNICATION PLAN to align IMCOM's Campaign Plan 2010-2017; USAG-Redstone's vision, mission and strategic objectives in support of IMCOM; and the Army Communities of Excellence (ACOE) program. Includes communications, branding, workshops, networking and specific events -- articulating and communicating outreach roles and responsibilities to ensure strategies, plans and missions are understood by the workforce. Independently wrote and illustrated a whimsical 44-page book as an internal awareness-builder and motivational tool.

· CERTIFIED MANAGEMENT TRAINER for a national program based on visual cues that assist in cultural change management (supporting the evolution of business practices in line with technical and mission related strategies), resource management, planning, control, problem-solving, decision-making, taking action, communication and leadership development. All Garrison-Redstone leadership and 50% staff have taken the program. 
· CONCEIVED 30-HOUR *COMMON LEVELS OF SUPPORT* COURSE that includes controlling, analyzing, researching and assessing the efficiency and effectiveness of installation operations in a strategic environment, understanding the relationship of cost to performance -- and the optimal level of support, effectively communicating ideas, presenting findings, then orally stating recommendations. Required intelligence gathering about the Department of the Army program and the implications of “Standard Garrison Organization,” then translation into appropriate modules of content to help staff understand, engage and perform.
· CREATED A NEW GARRISON WORKFORCE PROGRAM and Standard Operating Procedure -- recognized by Installation Command as a BEST PRACTICE. Interns complete rotations to all directorates over a 3-4 year term, resulting in a reinvigoration of the workforce from the bottom up.  Includes: structuring new hire in-processing procedures and logistical placement; career development and formal training paths; on-the-job rotational objectives, schedules, and informal training; role clarification, supervisor, and mentor guidelines; performance evaluation; enrichment activities; and feedback for best practice development and program improvement.  Currently, 33 interns in the program.
· USAG-REDSTONE was the first Installation in the Southeast Region to certify a Lean Six Sigma Black Belt and 6 Green Belts in FY 2009, due to perseverance in program management.

· DEVELOPED 5 YEAR STRATEGIC PLAN with the Army Community Services (ACS) program office -- Redstone subsequently recognized as an *International ACS Program of Excellence.* 

· PUBLIC SPEAKING AND PRESENTATION SKILLS: member of NASA Speakers Bureau.
· KEY CONTRIBUTOR within Analytical Services, Inc.'s Strategic Services Business Unit, which involved new business development, evaluation and response to RFPs and RFIs, proposal writing and review. A 2007 graduate ASI's 6- month Guided Entrepreneurial Management Training program.

	AMERICAN INSTITUTE OF AERONAUTICS AND ASTRONAUTICS

	Washington, DC
Director of Strategic Planning, Strategic Communications and Marketing
Supported a wide range of business activities for the largest professional society of aerospace engineers, scientists and researchers, worldwide (33,000 members; $25 million revenue). The focus was on service to our members and growth of the AIAA Foundation.

STRATEGIC PLANNING AND COMMUNICATION EXECUTION: Voiced need for a new Institute Strategic Plan (and requisite Strategic Communications Plan) and served as Board of Directors' staff lead and interface– employing diplomacy and making a positive impact on the organization's culture and operations. Spearheaded new initiatives and their integration across the AIAA headquarters, technical committees, international and regional sections through facilitation of staff and member focus groups/workshops. Set the stage for strategic communications / partner, stakeholder and staff engagement activities. 3-year, evolving Strategic Plan achieved unanimous passage by the AIAA Board. Developed a component Strategic Communication Plan to reach targets: legislative and government leaders; partners and customers (to include industry, academic and non-profit organizations); AIAA membership and staff; and critically, the public. 

DEVELOPED AEROSPACE AND DEFENSE MARKET while Director of Market Development, by leading an 11-person team in the creation and promotion of conferences; professional publications; membership services; and international initiatives to help position AIAA as THE forum for aerospace leadership and leverage evolving market opportunities.  Overhauled Institute's communication process to integrate Web, direct marketing, branding, email broadcast, database integrity, promotion response, sales tracking. Developed annual business plans, including long-term strategies and budgets. Provided oversight for production, layout and design; print and broadcast advertising; customer service and marketing operations. Evaluated performance and financial results. Managed the organization’s participation and relationship-building in key space and defense conferences to include placement on the program as keynote/speaker, or exhibit.

PLANNED AND DIRECTED PUBLIC AFFAIRS: Wrote position papers, utilized key agency and industry advocacy-building, collaborated with other associations, planned events, enhanced Web content, and developed an AIAA national agenda, highlighting 5-10 issues, annually. Developed a Technical Expert database. Set standards; provided guidelines and coached regarding public relations and response to media and Congressional inquiries. Developed and coordinated emergency information plans. Authorized release of all public information from AIAA.
ACCOMPLISHMENTS AND KEY PROGRAMS: 

· WEB REDESIGN AND CONTENT MANAGEMENT: Developed the vision for a comprehensive Web presence, emphasizing electronic strategic management of products and business cycles – completely reworking a cumbersome 3000-page site. Performed continuous customer-need analysis through focus groups and online surveys. Established a Control System. By the end of 2005, AIAA had a dynamic Web site and $8M in revenue since redesign in 2004. 

· BRANDED, CREATED VISION STATEMENT AND TAGLINE for AIAA, which 8 years later, is still being employed: *AIAA—The World’s Forum for Aerospace Leadership.* 

· FACILITATED INTERACTION BETWEEN STAKEHOLDERS: Championed and brokered defense acquisition reform amongst 5 primary aerospace contractors and the Under Secretary for Defense. Stood up diverse working groups that enabled industry and DoD execs to collaborate and recommend changes to 7 regulations/acquisition focus areas: export control, public-private partnering incentives, performance awards, shared savings, multi-year contracting, progress- and performance-based payments, and Defense Acquisition Board (DAB) process improvement. 
· DEVELOPED INTERNATIONAL CONFERENCES: AIAA Space, AIAA Defense, AIAA Infotech@Aerospace, AIAA Global Air & Space -- aided agenda, developed industry relationships, coordinated all media and PR, delivered substantial financial returns (secured  $400,000 in Boeing sponsorship fees for one event, for example.)  .

· SCRIPTED / EXECUTIVE-PRODUCED a motivational AIAA video/DVD entitled:  “From the Sands to the Stars…A Vision for Aerospace and for AIAA,” winning the national Telly Award for Video Excellence.

· ORIGINATED/PUBLISHED A MONTHLY COLUMN in AEROSPACE AMERICA magazine, entitled: “What Are You Doing in an Aerospace World?” … developed as a membership motivation tool that related perspectives of current professionals who are impacting the aerospace profession. Earned respect of industry leaders; government agencies, especially Department of Defense and NASA; and professional societies and public affairs organizations.
· ADJUNCT PROFESSOR OF MARKETING at George Mason University, Fairfax, VA. Taught a 300-level course, requiring a complete final marketing campaign.
· EARNED THE RESPECT of industry leaders; government agencies, especially Dept. of Defense and NASA; university scholars, community leaders, societies and press organizations.

PHILLIPS PUBLISHING INTERNATIONAL

Potomac, MD

Manager, New Media (Promotion from Senior Marketing Manager )
CONTENT DEVELOPMENT, PROMOTION, MAINTENANCE of corporate Internet web sites and electronic delivery of related information for Phillips, which was the grandfather of newsletter publishing. Managed Telecom Web (http://www.telecomweb.com) and Electronic Commerce Today (http://www.ectoday.com) sites … the latter won an APEX Award for Excellence. 
MARKETING MANAGEMENT: Previously served as Senior Marketing Manager for 7 business newsletters in the banking technology and electronic commerce arena. Developed annual business plans, including long-term strategies and budgets. Had full line responsibility for marketing development activities, specifically:

· Developed new business through joint ventures and acquisition;
· Implemented the launch and publication of newsletters and ancillaries to the marketplace;
· Grew paid circulation through use of direct response media. Revenue goal exceeded $1.4 million;
· Trained, developed and managed a team of marketing managers and partnered with editorial staff;
· Evaluated performance reports and financials; built new tracking systems.



   
IRWIN PROFESSIONAL PUBLISHING /TIMES MIRROR CORPORATION

Fairfax, VA  (Chicago, IL)
Division Manager

PRIMARY MANAGEMENT INTERFACE between company’s Fairfax publishing business and the Chicago corporate office of Times Mirror, Inc., a major publishing house. Provided oversight for new product development, daily editorial processes, marketing execution, customer service and general operations to include all hiring, training and finance for group of technical publications in ISO 9000 quality systems and manufacturing. Efforts achieved $1.8 million annual revenue in niche market. Company was purchased by McGraw-Hill and moved to New York.
CENTER FOR ENERGY AND  ENVIRONMENTAL MANAGEMENT 
Fairfax, VA
Director of Marketing

CEEM was the U.S. training arm for the British Standards Institute (BSI) – creators of the ISO 9000 Quality Systems program. 
THE ROLLOUT OF ISO 9000 took the form of seminars, conferences, newsletters, books, videos, and computer software – generating $7 million annual revenue. I developed the strategic direction and managed marketing operations, to include: customer service, analysis of performance, financial modeling, subscriber audit, survey development, research, new product test, launch, roll-over campaigns, renewal series, list selection, advertising, promotion, direct mail, and interfaced with product developers, print shops, mail houses and list brokers. Irwin Professional Publishing, a division of the Times Mirror Corporation acquired the publication division of CEEM in 1995.

EDUCATION

PACE UNIVERSITY (01/01/1981 - 12/31/1983) 
New York, New York 

Master of Business Administration (MBA) Degree - 5/1984
Major: Business Administration / Marketing Management

Minor: Operations Management

GPA: 3.9 out of 4.0

Semester Hours: 58

Honors: Graduate with Distinction


DESCRIPTION OF COURSES: 



Business Policy 
Strategic Market Planning 
Advertising and Sales 
Sales Management Problems 
Managerial Finance 
Operations Management 
Quantitative Aspects of Decision Making 
Consumer and Organizational Buying Behavior 
Market Research for Managers 
Managerial Economics 
Statistical Analysis 
Advertising Case Studies

Corporations and Society 
International Business Operations 
Quantitative Methods 
Computer Programming 
Financial and Managerial Accounting 
Economic Analysis and Policy 
Managerial Marketing 
Management and Behavioral Science

MISSISSIPPI UNIVERSITY FOR WOMEN (08/01/1972 - 06/01/1976) 
Columbus, Mississippi 

Bachelor of Arts (BA) Degree – 5/1976
Major: Communications

Minor: Art

GPA: 3.7 out of 4.0

Semester Hours: 120 

Honors: Cum Laude



DESCRIPTION OF COURSES: 



American Public Address 
Persuasion 
Phonetics 
Oral Communication 
English Composition 
Art History 
Production Technology 
Intermediate French 
American Literature 
World History 
General Biology 
General Psychology 
Oil Painting 
Water Color Painting 
Drawing 
Design 
Theatre Arts 
Drama

ADDITIONAL PROFESSIONAL ACTIVITIES
· Army Communities of Excellence (Baldrige Quality Award) – Board of Examiners - 2009 to present
· Program Manager, USAG-Redstone Intern Program - 2009 to present 
· Director of Marketing, Working Group, annual Joint Integrated Air and Missile Defense Summit, Huntsville, AL - 2009 to present 
· Program Manager, USAG-Redstone Liaison to Army Lean Six Sigma initiatives - 2007 to present 
· Certified Instructor, Model-Netics Management Program, Main Event Management Institute, Houston, TX - 2007 to present 
· Adjunct professor of marketing/PR, George Mason University, Fairfax, VA - 2005 
· Professional Sales Representative, Estee Lauder/Saks Fifth Avenue, New York, NY - 1980-81 
· Account Executive, Gannett Newspaper Advertising Sales, New York, NY - 1979-1980 
· Extensive computer software application and internet website content development experience 

PROFESSIONAL TRAINING
· Army / Baldrige Board of Examiners (100 hrs -- 2009) 
· Model-Netics Management Training -- Instructor Certified (100 hrs -- 2007) 
· Guided Entrepreneurial Management Training (24 hrs -- 2007) 
· Dale Carnegie Advanced Presentation Skills (24 hrs -- 2005) 
· AMA Enterprise Marketing, Branding and Positioning (32 hrs -- 2005) 
· ASAE Communities of Practice (24 hrs -- 2005) 
· Strategic Plan Integration (32 hrs -- 2004) 
· ASAE Effective Association Marketing (24 hrs -- 2003) 
· Stephen Covey Leadership Training (conducted personally by Covey) (32 hrs -- 2002) 
· DMAW Focus Group Design and Execution (24 hrs -- 2001) 
· Financial Management (24 hrs -- 2000) 
· Project Management (24 hrs -- 2000) 
· Senior Management (40 hrs -- 1995) 
· Xerox Professional Selling Skills II -- Certified (40 hrs -- 1979) 
SPECIAL RECOGNITION 
· Speaker, NASA Speakers Bureau - 2007 

· National Telly Award for Video/DVD Excellence - *From the Sands to the Stars - A Vision for Aerospace and for AIAA* - 2006 

· AIAA Sustained Staff Service Award (from the Board of Directors) - 2006 

· The Boeing Company Achievement Award (for the Space 2003 Conference) 

· APEX Award for Excellence in Web site Content and Design (for Electronic Commerce Today)- 1998 

· MBA Dissertation Published - Johnson & Johnson Company adopted key concepts - 1984 

· Launch Team for Estee Lauder Prescriptives Cosmetics Line - 1980 

· Launch Team for USA Today Newspaper, Gannett Newspaper Advertising Sales - 1979 
· Directed national advertising revenue-generation program, Gannett Festival of Foods – 1978-80
· Miss Mississippi 1973 - Miss America Pageant (college scholarship earnings)
PROFESSIONAL MEMBERSHIPS
· American Institute of Aeronautics and Astronautics (AIAA) 

· Women in Aerospace 

· Women in Defense

· American Society of Association Executives 

· Direct Marketing Association

Security:  SECRET CLEARANCE
PERSONAL
FAMILY

· Married 31 years with four grown children (one set of boy/girl twins, two additional sons)

· Oldest son is on Active Duty with US Army Intelligence
· Husband is retired
· Respond to nickname: Kathy
COMMUNITY

· Member of church Vestry, responsible for annual Stewardship Drive
· Church Junior Warden-Elect / Senior Warden-Elect
· Participate in church Choir, Reader /Lector Program, Outreach
· Member of Homeland Multi-Domain Summit Working Group (joint effort with Department of Homeland Security, NORTHCOM, and Tennessee Valley industry)
· Participated in Huntsville/Madison Chamber of Commerce Workforce Development Program
· 22-Year Director, Performer, and Scene Designer for semi-professional and community theatres 

INTERESTS

· Theatre, art, music, reading, writing, animals, children, movies, and horseback riding
· Entrepreneurial management, self-development concepts

· Public speaking / training

· Thrive on challenge and desire to make a difference
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