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skills
• Built marketing departments from the ground up leveraging technology to create a cohesive 
  lead generation and revenue cycle framework
• Project managed the implementation and utilization of 4 CRM builds (3 Salesforce, 1 Infusionsoft)
• Performed online, viral and offline media campaigns (i.e. blogs, SEO, e-marketing)
• Extensive knowledge of marketing automation, digital & email marketing
• Created marketing and sales processes, policies, style sheets and best practices guidelines
• Expert graphic design knowledge and experience
• Working knowledge of HTML, CSS webpage design
• Cross-platform proficiency in applications such as: Salesforce CRM, Marketo, Eloqua, Pardot, Google    
  Analytics, Infusionsoft, Adobe Illustrator, Photoshop, InDesign and MS Office

experience
Senior Marketing Operations Consultant, April 2021 - Present.
• Delivers strategic consulting on best practices across marketing automation, CRM integrations, data hygiene, email deliverability, and performance analytics.
• Directs cross-functional teams of developers, marketers, and designers to achieve successful client project outcomes.
• Oversees complex marketing technology stack integrations and migrations, including Marketo, Eloqua, Salesforce CRM, and Drift.
• Successfully introduced and grew the Marketo consulting practice within a firm previously specialized in Eloqua.
• Serves as a key organizational subject-matter expert for Marketo, providing strategic guidance and mentorship.
• Designs, customizes, and implements streamlined marketing operations processes encompassing project planning, budgeting, tracking, and quality assurance.
• Develops and delivers comprehensive training programs, engaging video documentation, and impactful presentations covering diverse marketing topics and tools.
• Generated 50% of company-wide new business opportunities by proactively identifying growth areas and driving strategic client expansion.
• Provides internal leadership and advisory support for strategic client growth initiatives.
• Revitalized and currently leads the company's comprehensive new employee onboarding program, enhancing team integration and productivity.

Head of Marketing, Cavalier Associates, January 2016 - April 2021.
• Revamped the branding, educational and design strategies of all print, web and email collateral, 
  including the creation of the digital and content marketing platform.
• Established the company as a thought leader by creating a sophisticated content, event 
  and educational marketing curriculum.
• Implemented life cycle marketing campaigns, leveraging marketing automation software including 
  Eloqua and Salesforce CRM to drive inbound leads throughout the sales cycle including lead 
  nurturing, lead scoring and landing page optimization.
• Analyzed and compiled streams of data from multiple technologies to design and create cohesive 
  and results-driven KPIs using Google Analytics, Salesforce, Eloqua and SenderScore.org
• Created the marketing and editorial calendar, database, subscriptions, educational events 
  and content library

VP of Marketing, The Law Office of Ben Mironer, December 2013 - December 2015.
• Implemented all processes and technology stack including Salesforce CRM, Google Analytics, Constant       
  Contact, Ebsta and others
• Built entire marketing infrastructure including branding, position, collateral materials, social, website, 
  analytics and lead-gen processes
• Day-to-day management of marketing, including SEO, SEM, lead gen, sales enablement, content strategy, 
  vendor relations, strategic partnerships and direct mail



Director of Marketing Technology, UBM Advanstar, June 2014 - December 2014.
• Executed the marketing strategy using the marketing automation tool, Marketo and Salesforce CRM 
  across numerous business units and databases.
• Provided technological solutions, models and roadmaps to optimize processes across departments.
• Strategized, organized and built source tracking, behavior-triggered actions within Marketo automation tool.
• Optimized lead generation, conversion, campaign programming, scoring, and analytics.
• Worked closely with the Salesforce team to ensure data architecture and hygiene measures are carried 
  optimally in conjunction with Marketo, and scaled to multiple business units.
• Project-managed martech stack initiatives including the Crowd Compass mobile app, Tint Social 
  app, Map Your Show and other third-party software.
Director of Marketing, Spotlight Ticket Management, May 2011 - June 2014.
• Built the marketing department utilizing Marketo and Salesforce as the martech backbone
• Generated all inbound leads from SEM, SEO and other web-related collateral
• Revamped website and all collateral materials
• Designed and created digital assets (whitepapers, case studies, email marketing campaigns, newsletter, 
  ROI Calculator, landing pages)
• Created new lead and sales channel enablement processes, alerts and KPIs
• Managed the marketing channel that primarily deals with the NBA, NFL, NHL and MLB
• Project managed creatives, developers and other external vendors

Director of Marketing, The Kavinoky Law Firm, July 2009 - May 2011.
• Built and led all marketing and sales infrastructure and initiatives
• Responsible for driving all leads and clients to the firm
• Integral in updating all systems to better cultivate growth and profitability
• Managed SEM, SEO, email and direct mail marketing programs
• Facilitated new product development, including CRM, new media and social networking
• Project-managed marketing stack to streamline workflow

Director of Marketing, Legal Brand Marketing, September 2008 - July 2009.
• Revamped the company systems, procedures, websites, branding, strategy and products
• Spearheaded and created all SEO, Pay-per-call and Pay-per-click strategies
• Launched the social networking campaign
• Managed over 400 marketing websites and directories
• Optimized lead generation campaigns for numerous sites and clients
• Project-managed offshore systems, call center and web development team
• Established the company into a self-sufficient business with a 10% increase of revenue per quarter
• Planned and coordinated company seminars

Director of Marketing, Ewing & Associates Sotheby's Realty, March 2005 - June 2008.
• Built the entire marketing department from company inception
• Conceived and implemented the brand
• Created the www.EwingSir.com website, intranet system and job tracking system
• Managed the day-to-day operations of the marketing department
• Designed and art directed all marketing materials
• Helped grow the company from one branch to three branches in one year
• Hired, trained and managed all marketing staff
• Initiated new products and incentive programs to incite effective use of materials
• Presented to brokers nationwide on how to effectively localize their brand

Creative Director, Prudential California Realty Calabasas, June 2003 - March 2005.
• Built all aspects of the marketing program, including designs, job descriptions and policy
• Managed day-to-day operations of the marketing department
• Advised agents of effective strategies to maximize marketing budget
• Designed all advertising and collateral branding materials

education
Cum Laude
Woodbury University, Bachelor’s of Science, Marketing, 1997
Receiving the Marketing Department Honors for graduating at the top of the class
Minor in Psychology
