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Rcsult!t·drivcn and highly qualified 1\larkcting Profcl'!tion..:tl ·wirh a prove:n rrack·rccord of gcncr:uing new business 
th rough :c;umcgic m.:gotiacion while culti"ming n(.'W rd~tion:ships ,,,;th la.:y d cci.:;io n mak~rs. Adcpr tu d c, ·eloping 
and supervising markcring Slr:ttcg.ics, managing accoum,;., anai)'Zing m .. 'lrkcl conditions, and uJrun."'Ucl)' gcncrnnng 
high lt.:Ycl:c; of revenue. C~1rrcndy t«:cking " rnanagcm cnr pOsicion in Ma.rkcting which will cffcctiw;ly ucili:.::c 1'1;11 
acquired skills and abiJjlics, bringing 8+ rt..-ars of related expe-rience as follows: 

KEY STRENGTHS 

• Markcring/Sales SrratCS)' 
• Clic,:l lt/ VctuJvr Rc b••iv11S 
• T eam Building/l..cad crship 
• Project M:l.n:l.g<:mem 

CORE COMP ETENC IES 

Murketing 

• Accounr Managcmcm 
• M:ark.,;t Rc.:1:1c.:~r<.:h/ An:1l)'::si~ 

+ Clicn1/ Emplo)'CC Training 
• l:h,dgct Man:'lgemem 

• Business/Reven ue Growth 
• r\dvc;rtil!'ing C:uup:aig ns 
• Rd:uionship Building 
• ()nl.illc ~fllrk<:till); 

../ CcnemUng business growth through cliem acquisition, increasing sales \ 'olume. and b)' driving sak-s 
thro\agh c ffe<.:tivc rm>spcctir~g techniques . 

./ C uhiv:uing :'Ulcl nun uring rcL-tcion~hip!l with diems 10 provide J)totlucc and service in(orm:Hi<m. i1lcluding 
features. advamagt-s. and profitability. as well as co ensure rept~u business . 

../ Selling imemct.ivc marketing roh•tions to funher d c, •clop the :lwarencss and prc:scncc of dicnt compan..ies . 

../ A$Se1;Sitl&; che clicru•s n cc."<-1$ :and !C)("!ll l'na~cc co d c, •e lo p effc."<:t ivc traditio nal/ o nline !tdw;:rti.sing pl!llnS . 

./ Crc-ati,,g materials to showcase oomp~nr c:apabilitics :~nd provide nc"· lc:a.d.s to increase bvsi•lCSS. 

M •mMr<a»c nt 
../ Supervising m a.rkc-ting sr.mt t-'gies: for accounts wirh combined momhly billings in cxcc"Ss of S I M . 
../ Dirc.-cting and :>upcrvising the cxt."Ctltion o f global markctint; cvcms and <.iuancr:ly/ ann ual meeting:-; • 
../ 1-A..-ading c-.-runs in p;~.nn..-ring w ith tOp marketing n:ndou to bring 5erviecs to cHcn o; . 
./ D eveloping :Lnd U>tlplcmcntiug training <.:Otlntc.-s w funher edtsC:IItC clien ts . 
./ Li:~ising h<:tw ¢<:n C-liCnt'$ lnld int(':nl:l l t ClU-n$ tO <:<)rnl\1\llliC:HC e;li¢n~ CxpCCt-:'lti<)n ,:!; / guic;ltlin<;'$ . 
./ ?\l:lsl:l&islg w;ndo r rcbrions. hu dgct$, prCK.Iuc•ion timclines. :liH.I proje<:-rs from inccp1iOsliO complcrio n. 

i>ftQf&SSIONAL J>Il.OfO.l} 

Prime lnlerRc:tivc? Rnlcigh. NC 
Ac<:ount Ex(.•cutivc 

M !I r. 2009 - J til. 2009 

J .c,::d a s:.ks team in pi"()SJli;Ct:ing for nc,.·w dients ;and conducting intcr::aeti,·c n'l:trketing n eeds :an:alysis tO 
funhcr develop a diem''!' onlin e tn:trkcring pr(."!'Cnce. 
Hc\•i~.;wcd nc.-cd.tl :m:d)~is w ith prv~J">CCI:':l rh .. t fc.-:tturcd Org;111ic ~111d p:tid Sc.::tn;lt I'C:':luh~. Suci:tl ~fc..·di:t 
Markc1ing. Gmail Marketing and Displa)' adwrdsing. 

T he King P anncrshipt Ralcigh. NC Jan. 2008- J~cb. 2WJ 
A ccoun.r .t.'l:umgcr 

Planned and c~tN rnark4.'ting solutions for Automotive retail diems. 
St•CCCS:sf'-•lly led thc agcn C.:)' in dh-crSifying from its U1lditional :~:dven:ising channels 10 illclt•de Social 
Metli:1 i\l:tr.kcting and Mobile Text Marketing str.w.orics that incr'--asctl Marketing ROI for our clients. ant..! 
gc•lcraccd :l.dc.lilion:al revc•luc ~ourccs for rhc COs)lJ," ''Y· 
Managc.-d a group of associates to ensure that all projc.-ct delivcmblcs were achi(.•vc.-d. 

Carlson Marketing \Vorldwidct Tro)'. Ml l~cb. 2001 -Mar. 2007 
Senior Projt.·c.~t Mmwgt:r- Fo rd A-'IQt()r Corup:my A~:t:(UJnt 

Coordin:ucd the dcw:lopnlCnt of nmhiplc l~vcnr, \XIch Mscd training antl prim pmjccr:o for Ford i\lotor 
Cvs11p:t1'ty ~l:trkcting inici:1ti' 'C$. 
Collabor:.ltcd \.Vith both intcmal and cxtcmal diems to ensure project !1J>ecification!1, deadlines. and 
lHtdgct gt•idcUncs were met or c,:cccded. 


