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Name: Amber Stepper

Job Title: VP, Brand Marketing

Company: Evenflo

LinkedIn: https://www.linkedin.com/in/amberstepper/


Professional Bio: Amber is a marketing executive with over 15 years experience leading 
transformation and growth for global brands. Amber is Vice President, Brand Marketing for 
Evenflo, Inc., a subsidiary of Goodbaby International, the world’s largest manufacturer of 
juvenile and baby products. Amber previously served as Vice President, Marketing at National 
Amusements, a worldwide leader in entertainment and parent of Viacom and CBS. Amber 
started her career with global marketing agencies Digitas and VML, managing digital marketing 
for General Motors, Dunkin’ Donuts, Baskin-Robbins and UNICEF. Amber received her BSBA 
from the Boston University Questrom School of Management and holds a certificate in strategy 
& innovation from the MIT Sloan School of Management. She has served on the Board of 
Directors for Title IX Girls Running Club, a non-profit dedicated to health in young girls, and 
currently serves on the WGBH Corporate Executive Council, providing marketing consulting to 
the nation’s leader in public media. Amber lives outside of Boston with her husband and two 
young daughters.
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Name: Bastien Gauthier

Job Title: Chief Digital Officer | Global Marketing Director 

Company: Evergreen Land | PARA'KITO

LinkedIn: https://www.linkedin.com/in/bastiengauthier/


Professional Bio: My business cards say such things as business developer, brand manager 
and marketing director. But when you get right down to it, I'm much more — I'm a product 
oriented marketer, an entrepreneur, a packaging developer, an accomplished designer and a 
technical geek (ask me anything about CMS, Google Analytics and Customer Relationship 
Management). I'm also a big believer in the power of branding. I believe that we, as humans, 
don't buy "stuff." We don't make decisions based on features and benefits. We make decisions 
based on emotion, "gut feel" and brand promise. We buy when we are moved. We buy when 
we are captivated and engaged to the point that we drop whatever it is we're doing and say, 
"Oh, heck yes. I need me some of THAT." And so I share with my business partners, friends 
and other brand lovers how to create that reaction. I build a brand that I love myself by finding 
the best way to convey its message, making it memorable, engaging, and unique. Specialties 
include: product and packaging development, social media marketing and branding. 

Additional Submitted Information: https://us.parakito.com/in-the-news/press-release-
march-2019Augmented Reality experience for in-store shoppers using a attractive display and a 
web based app. (New in 2019). Scan the code with your smartphone camera, you will love it! 
Incl. one quiz, one video and one interactive game! Thanks, Bastien G. 
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Name: Betsy Holloway

Job Title: Vice President for Marketing and Communication, Professor of Marketing

Company: Samford University

LinkedIn: https://www.linkedin.com/in/betsybuggholloway/


Professional Bio: https://drive.google.com/file/d/1X5QL011Rk2m9_InWVT29q8n9r1DjEZ2U/
view?usp=sharing  

Additional Submitted Information: I've spent my career working in marketing, teaching 
marketing, and advancing the marketing discipline on a global scale. I've managed marketing 
operations in multiple countries and have published approximately 65 peer-reviewed papers 
that examine a wide range of marketing phenomena, from services marketing and reputation 
management to sales force automation and corporate social responsibility. I've taught 
thousands of students over the past 20 years who live and work all over the world, contributing 
to marketing in their own individual ways. And I spend a lot of my time volunteering and 
contributing marketing and business insights to a wide array of impactful nonprofit 
organizations. I've found great joy in using my marketing knowledge to advance the missions 
of some of the greatest nonprofits in my community. I'm always striving to learn myself, so I 
look forward to attending the OnCon event and making new friends. I am honored to apply for 
this esteemed recognition, and I appreciate your consideration! Thank you.  
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Name: Brendan Hurley 

Job Title: Chief Marketing Officer

Company: Goodwill of Greater Washington

LinkedIn: https://www.linkedin.com/in/brendan-hurley-msm-cmm-b192762/


Professional Bio: Brendan Hurley is the Chief Marketing Officer for Goodwill of Greater 
Washington where he is responsible for leading the non-profit agency’s internal and external 
marketing & communications strategies covering its retail & donated goods operations, mission 
services and adult public charter school: The Goodwill Excel Center. Brendan led Goodwill’s 
successful efforts to rebuild the organization’s brand resulting in a higher level of mission 
awareness, retail growth and sustained profitability. He also led the marketing and recruitment 
efforts for the launch of The Goodwill Excel Center – Washington, DC’s only adult public 
charter school to award a high school diploma rather than a GED. Prior to coming to Goodwill 
Industries, Brendan was the Director of Marketing for Clear Channel Radio (now I Heart Radio) 
in Washington, D.C., where he managed the regional corporate brand as well as the marketing 
departments for two of the company's largest radio stations, WBIG FM and WASH FM. In 
2002, Brendan was recognized as the Clear Channel – Washington Employee of the Year for 
his successful efforts to integrate and leverage multiple radio station brands and media 
divisions. His innovative digital, mobile, and social media marketing strategies have been 
profiled by both local and national news organizations including The Washington Post, The 
New York Times, CNN, Fox News, MSNBC, NPR, PR Week, The Huffington Post, The 
Chronicle of Philanthropy, and more. In 2011, the American Marketing Association designated 
Brendan the National Nonprofit Marketer of the Year for successfully rebuilding the Goodwill 
brand. In 2010, he was recognized as one of the Top 20 CMOs in the greater Washington/
Baltimore region by SmartCEO magazine; and in 2017 Brendan was recognized as one of the 
Washington region’s Top Association and Nonprofit Innovators by Trending40.com. Brendan is 
a board member for Playworks of Greater Washington, DC, a past president of the Washington, 
DC chapter of the American Marketing Association, past chair of the Greater Washington 
Board of Trade's Marketing & Communications Executive Network, a graduate of the Goodwill 
Industries International Executive Development Program, and a member of Leadership Greater 
Washington’s class of 2011. Brendan earned his MS in Marketing from Johns Hopkins 
University, a BA in Mass Media & Communications from James Madison University and a 
certification in mobile marketing from the eMarketing Association. 

Additional Submitted Information: Brendan Hurley successfully helped transform both the 
regional and national reputation of Goodwill's retail operations with an innovative strategy built 
around the alignment of Goodwill retail stores and vintage fashion. This strategy required the 
integration of fashion influencers and social engagement to change perceptions of shopping at 
Goodwill. As a result, the DC Goodwill Fashionista campaign became one of the most 
successful marketing campaigns in the history of Goodwill Industries. Replicated by other 
Goodwill agencies across the country, the DC Goodwill Fashionista featured a blogger who 
highlighted the amazing vintage and contemporary finds available at Goodwill stores. The 
campaign was highlighted by media across the country. The campaign transformed how 
consumers viewed shopping at Goodwill, successfully presenting it as a socially acceptable 
shopping option for any budget conscious fashionista. Brendan was invited to speak about 
Goodwill, the Fashionista campaign and Goodwill's early adoption of social media at 
conferences throughout North America. In 2010 Brendan also oversaw the launch of the first 
mobile application within the global Goodwill social enterprise. The mobile Goodwill app allows 
users to shop with Goodwill of Greater Washington via their handheld device and includes the 

https://www.linkedin.com/in/brendan-hurley-msm-cmm-b192762/


first and only IRS compliant mobile donation receipt management tool in the world. The feature 
lets users create and manage their receipts for donated goods, allowing them to populate, edit 
or print the receipts whenever they choose. On the backend, Goodwill is able to capture critical 
donor data that can be used for additional consumer cultivation purposes. In 2018, Goodwill 
added a push notification feature allowing for an additional form of communication and 
activation. Brendan's use of mobile technology to drive traffic to Goodwill's retail stores and 
measure the impact of those campaigns has allowed Goodwill to better understand the value 
of its marketing investment. Brendan has an amazing marketing team that is heavily focused 
on digital and mobile technology. While Brendan encourages his team to take an innovative 
approach to problem solving and solution identification, Brendan understands that every idea 
has to be goal focused and measurable.  
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Name: Charles Pascalar

Job Title: Head of Marketing

Company: San Antonio Shoemakers

LinkedIn: https://www.linkedin.com/in/charlespascalar/


Professional Bio: Charles is a strategic global marketing executive, visionary leader, world 
class talent builder, charismatic story teller, and creative problem solver. He is passionate about 
building brands, driving incremental sales and profits, and creating emotional connections with 
consumers to generate the highest level of customer loyalty. The former VP, Global Marketing 
for Payless ShoeSource and SVP, Marketing for Charming Shoppes, Charles currently is the 
Head of Marketing for San Antonio Shoemakers. He has been recognized as a Forbes Top 100 
Must Follow Marketing Minds, Top 50 Most Influential Marketing Leaders, and Top Retail 
Influencer. He has served on the Board of Directors of Make-A-Wish and CASA, is a two time 
NASCAR Champion, award winning author, and a bad piano player. 

Additional Submitted Information: I really am unworthy of consideration as a top 50 marketer, 
but I appreciate the nomination. I believe the best idea always wins and that means it is not 
mine. I am never the smartest person in the room so I need to learn by listening to others rather 
than talking. I believe when I stay out of my team’s way, eliminate their obstacles, and care 
more about their success than my own means we will do well and really make a difference. I 
believe it is not about marketing to people, it is about mattering to people. Again, not much for 
a consideration for an award, but thank you for thoughtful review.  
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Name: Christine Martin

Job Title: Senior Vice President

Company: Partners In Leadership

LinkedIn: https://www.linkedin.com/in/christamartin/


Professional Bio: https://drive.google.com/file/d/1lO9ZJ9IJduKF5K52h4uZNvN9vGK2L7Do/
view?usp=sharing  
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Additional Submitted Information: Over the last 2 plus years marketing at Partners In 
Leadership has dramatically taken a new direction skyrocketing contacts. Over the last two 
years, new marketing technologies have been implemented including creation of a content 
marketing engine (increasing viewership 42%), a new webinar approaching (increasing 
attendees 52%) and SEO that has driven website visits above 39% over the previous year. In 
addition, the marketing team has launched more new products in the last year, than in the last 
30 years of the company. The concept of the Workplace Accountability Index, a survey that 
measures corporate fitness was directly a concept proposed for development. Additionally, 
in2018 the c-suite journal The Edge was born. This compilation of articles, infographics and 
case studies is sent to the Fortune 500 c-suites. The information in the journal is also available 
as gated content online representing over one thousand downloads. Our marketing technology 
stack includes over five new platforms geared at driveing new leads and contacts for the 
company.  
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Name: Christopher Clemmensen

Job Title: SVP of Marketing

Company: Echo Global Logistics

LinkedIn: https://www.linkedin.com/in/christopherclemmensen/


Professional Bio: https://drive.google.com/file/d/1dkOnlrHL8Ha4OOMgbPb-k66nnR8CCG3k/
view?usp=sharing  

Additional Submitted Information: As a career marketer, I have enjoyed taking the core 
principles of marketing I learned through my years in consumer packaged goods and 
extending that across technology, healthcare, and logistics. I relish being a change agent, 
driving new ideas and adoption of new technologies within organizations and industries that 
may not have been at the forefront of utilizing leading marketing principles. For me, marketing 
is both an art and a science, allowing me to use my creative side as well as my analytical skills. 
Intending to inform and inspire young minds, I have been fortunate to have the opportunity to 
guest lecture at various schools, including Trinity International University, Lake Forest College, 
and the University of Illinois at Urbana-Champaign. Spending time in the classroom not only 
helps the students learn from my experience but enables me to stay current on the latest 
marketing theories in academia. I also believe it is essential to give back and have been able to 
do that through my contributions to several organizations including the American Heart 
Association, where I served on the corporate board for eight years and had the honor of 
hosting the annual black-tie dinner for 1,000 people where we raised over $1 million in one 
evening. I also served on the corporate board of the Ann & Robert H. Lurie Children's Hospital 
of Chicago for ten years, including during the time we kicked off the $2-billion capital 
campaign. I also helped raise $250,000 for the Boy Scouts of America, where I have served as 
a volunteer for over a decade. It would be an honor to be recognized as an OnCon Icon Top 50 
Award winner, but I could not have gotten to where I am at without the support of many great 
marketing teams, agencies, and cross-functional teams. If selected, I would do what I can to 
continue to support the role of marketing and help those interested in starting or further 
developing their career in marketing.  
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Name: Christopher Willis

Job Title: CMO

Company: Acrolinx

LinkedIn: https://www.linkedin.com/in/cpwillis/


Professional Bio: Christopher P Willis is Acrolinx’s Chief Marketing Officer, responsible for all 
aspects of the company’s Marketing strategy. He brings over 20 years of experience growing 
companies in the technology sector. Before joining Acrolinx, Willis held leadership roles in 
marketing, creative, technology, and business development at companies including Perfecto, 
Pyxis Mobile, KPMG-CT, ModelGolf, and Cambridge Technology Group. Equal parts story 
teller, strategist, and creative, Willis is a recognized thought leader, and is active within industry 
groups dedicated to the growth and health of Marketing Technology and the verticals he 
serves. He holds a BA from Gettysburg College. 

Additional Submitted Information: Willis' job, both at Acrolinx, and prior at Perfecto, was to 
accelerate the business. In both cases, the company had built their business and found early 
success selling to tactical outposts within the world's largest enterprises. His approach upon 
entering the business was to reevaluate the company messaging, the product messaging and 
the GTM. In the case of Perfecto, the company was marketing to QA Managers within Telco. 
He led a rebrand and re-messaging that led the company from marketing to QA to marketing to 
both DevOps management, as well as digital business management inside financial services, 
retail, high tech and travel. The shift in GTM and messaging helped the company go from $8M 
in ARR to $74M in 3 years. At Acrolinx, Willis is leading a shift from marketing to hands-on 
technical content creators to C- and VP level leaders in Marketing, Customer Experience, and 
Product Development, with a focus on increasing the depth of the pipeline (through lead 
generation) and the velocity of the pipeline (through messaging and enablement). Already, in 
2019, the company has taken Content Marketing Platform of the Year honors in the MarTech 
2019 Awards, shining a bright light on the relevance of strategy-aligned content and the 
importance of content governance in the enterprise.  
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Name: Chuck Brooks

Job Title: Principal Growth Strategist

Company: General Dynamics Mission Systems

LinkedIn:  https://www.linkedin.com/in/chuckbrooks/


Professional Bio: https://drive.google.com/file/d/1JpzRapC-MnA0lqHJ6RLiOXXFHZYp6111/
view?usp=sharing  

Additional Submitted Information: I have a unique focus in my marketing roles as I focus on 
emerging technologies and cybersecurity. I also bring an expertise in marketing to the public 
sector which is a special niche. I have been named cybersecurity marketer of the year (twice) 
and have been prominent as a thought leader and marketing proponent in both conventional 
media and social media. Summary of marketing outreach: THOUGHT LEADER, INFLUENCER, 
TECHNOLOGY EVANGELIST; Featured Writer/Speaker/Blogger: areas: homeland security, 
cyber security, CBRNE, AI, science & technology, public/private partnerships, IoT, innovation. 
Published in FORBES (featured writer), Huffington Post, InformationWeek, MIT Sloan Blog, 
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Computerworld, Federal Times, NextGov, Government Security News, Cygnus Security Media, 
Homeland Security Today (Visiting Editor), The Hill, Biometric Update, Bizcatalyst360, IT 
Security Planet, Christian Science Monitor. Published 200 + articles and have appeared as 
keynote speaker and on panels at dozens of events and conferences. 55k LINKEDIN 
FOLLOWERS, 10k ON TWITTER  
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Name: Claire Darling

Job Title: VP, Global Marketing

Company: Intapp

LinkedIn: https://www.linkedin.com/in/clairedarling/


Professional Bio: Modern marketing executive with proven track record repositioning 
companies and creating categories for relevance and growth. Experience in leading and 
scaling marketing during foundational high growth years. Expertise across marketing 
from top of funnel corporate and product portfolio storytelling, brand development, thought 
leadership, influencer and awareness programs to strategic and field events, integrated 
demand generation, digital/social, ABM and customer marketing campaigns. B2C and B2B 
product marketing, portfolio positioning and corporate communications experience. Claire 
currently has overall responsibility for Global Marketing across the Intapp Brand, Corporate 
Marketing and Communications, Influencer Marketing (AR, PR, Thought Leadership, C-Suite, 
Voice of Customer), Field Marketing, Digital Marketing and Properties, Account Based Demand 
Generation Campaigns, Customer and Community Marketing, Event Marketing, and Marketing 
Operations. Claire has worked in the high growth years leading marketing successfully for 
VMware, ServiceNow and now Intapp. Intapp is currently a privately held cloud software 
company that is following a high growth trajectory. 

Additional Submitted Information: Claire has a strong track record for going into early stage 
growth companies through category positioning to scaling marketing both from a hiring and 
strategy perspective to take them to become highly successful billion dollar companies. She is 
a hands-on leader that builds and coaches her team as they grow and brings a very unique 
metrics-driven perspective to all her team delivers on. As an all round marketer, she has a 
unique blend of brand and thought leadership expertise to account based marketing and 
demand generation experience.  
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Name: Dan Marks

Job Title: Chief Marketing Officer

Company: Hancock Whitney

LinkedIn: www.linkedin.com/in/danmarks 


Professional Bio: Dan is leading a digitally enabled client-focused transformation as Chief 
Marketing Officer for Hancock Whitney with responsibility for overall strategy and execution of 
marketing. He has previous experience as CMO for another top 50 bank and a national retailer. 
He has deep experience using marketing and product levers to drive profitable revenue. Dan 

https://www.linkedin.com/in/clairedarling/
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has been responsible for all marketing functions and the digital / eCommerce consumer 
channels. Innovative mobile product launches exceeded expectations. He champions a culture 
of excellence, innovation, and teamwork with his teams. He is frequently asked to speak to 
marketing, financial services, and technology audiences on a wide range of topics including 
marketing leadership, marketing metrics/ROI, branding the customer experience, product 
innovation, channel innovation, mobile, social media, and macro trends shaping the future of 
business. Recognitions have included the Presidents Circle CMO Award, "Top CMO on 
Twitter," and "Top 40 under 40." 

Additional Submitted Information: While Dan has worked tirelessly to use Marketing to help 
multiple startup and large companies achieve ambitions revenue and profit growth goals, he is 
most well known as a leader who gives back to his team and his community. Some of Dan's 
key recent professional accomplishments include: 1. Created and launched the Hancock 
Whitney brand which combines the best elements from two 100+ year old brands and 
positions the combined entity for ongoing success based on a sense of mission, core values, 
and in depth client insight. The "Your Dream. Our Mission". tagline summarizes the brand 
promise based on a mission to help people achieve their dreams. The massive enterprise scale 
program involved over 300 project members, 4,000 associates, hundreds of thousands of 
clients, 220 physical locations, 2,000 signs, hundreds of systems including multiple website/
apps, and 17 different card products. 2. Introduces a revolutionary "5 star" ratings and 
improvement system for continuously improving the client experience based on insights 3. 
Implemented a leading edge mobile/digital first marketing automation platform to transform the 
revenue generation process and boost productivity. Highlights of Dan's recognition for giving 
back to his team and community: 1. Received national recognition from the CMO Club for the 
Presidents Award related to helping the marketing community 2. Sponsored Financial 
Education month where thousands of kids across multiple states learned smart money habits 
and concepts. 3. Served on the board of a local non-profit and raised hundreds of thousands 
of dollars to support local charities and economic development. 4. Conducts ongoing team 
development and learning opportunities with at least quarterly sessions devoted to helping 
team members develop and grow their skills including personal mentorship.  
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Name: David Falk 

Job Title: Founder & CEO

Company: FAME

LinkedIn: 


Professional Bio: https://drive.google.com/file/d/1QznfaFucaAYICTMV61JIIoatFubqKPoO/
view?usp=sharing 
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Name: David Lyall

Job Title: Manager, Business Development

Company: Motor City Engineering

LinkedIn: 
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Professional Bio: David E. Lyall, 40862 Newport Drive, Plymouth, Michigan 734-748-1320 
daveylyall@gmail.com Sales & Marketing Manager, Roush Industries, Livonia, Michigan. 1992 - 
2000. GM account manager 1984 to 1988, Ford account Manager 1988 - 1992, Sales & 
Marketing manager during the period of growth from 10 Million to 250 million in annual sales. 
Director, Sales & Marketing, Livernois Vehicle Development, Dearborn Heights, Michigan. 2000 
- 2004. Sales went from 1.3 million to 26 million dollars during that time. Now works as a 
private consultant. Latest venture is start-up and development of a spin-off of Motor City 
Solutions, Motor City Engineering, a CNC machining and metal-working company. Drew up the 
business plan, set up and facilitated the site, selected, sourced and bought the tools and 
equipment, and hired the employees. Sales from $0 to $500K (at capacity) in first year. 

Additional Submitted Information: I have been involved in the United States Auto Industry for 
over 60 years, starting in 1959 as a mechanic in a full-service Gasoline Station, then as a 
service technician at Crusader Marine Engines, a Marine Engine Manufacturing Company, to a 
line mechanic at Bob Ford Inc., a Ford Dealer in Dearborn, Michigan. Then I worked for 15 
years at Ford Motor Company, as such I worked my way up, starting in 1963 as experimental 
engine test technician, on to a production, and then a manufacturing and quality supervisor, 
first at the Ford Rouge Dearborn Engine Plant, then on to the Livonia Transmission Plant, then 
on up to a Field Service Engineer. As a FSE, I worked out of my home, calling upon local Ford 
and Lincoln-Mercury Dealers analyzing and resolving customer service issues, analyzing 
warranty claims, and traveled to Ford component manufacturing and vehicle assembly plants 
nation-wide, identifying and resolving quality and manufacturing issues. From there on to 
Roush Industries in 1984 (known then as Jack Roush Performance Engineering) as employee 
#48, where I started as the GM account manager, and worked for Roush from 1984 to 2000, 
where our annual sales went from $3M annual to over $300M annually with over 2500 
employees. At Roush I was instrumental in converting our engine assembly, engine 
dynamometer test, and vehicle build-up departments from only servicing internal engineering 
programs, into stand-alone business for hire. Roush now does much of the engine 
development and testing, and prototype vehicle assembly for Ford and Chrysler. After Roush, I 
then moved on to Livernois Vehicle Development, after most of that company had been broken 
up and sold off, after the 1st generation owner retired, and none of his children wanted to stay 
in the business but one. So when I joined the fledging spinoff with the 2nd generation owner, 
who had only $1.3M million in annual sales, we 4 years, we went to $26M in annual sales. After 
retiring from Livernois, I worked for a short time a DST Industries and McLaren Engineering as 
Sales Manager. However, neither of these companies, although seeking growth, were prepared 
to invest in acquiring the talent or facilitating to have the in-house capabilities that Roush had. 
So I went into other sales activities in life insurance and auto sales. Not finding the income or 
challenges I was used to, I became a private consultant helping expand or launch new 
business ventures, which I still do today, after 60 years in the auto industry.  
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Name: David McGlynn

Job Title: Senior Vice President of Strategy & Marketing

Company: Planes Companies

LinkedIn: https://www.linkedin.com/in/davidmmcglynn/


Professional Bio: DAVID MCGLYNN BIOGRAPHY David is a highly energetic, senior 
marketing, brand strategist and one-of-a-kind creative with over 25 years of B-to-B and B-to-C 
marketing, business strategy, change-management & franchise leadership experience with 20+ 
Fortune 1000 brands and 3 global advertising agencies including: Staples, Subway 

mailto:daveylyall@gmail.com
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Restaurants, YUM! Brands (Taco Bell, KFC, Pizza Hut & Long John Silver’s), G2 Advertising 
(Southwest Airlines, Aetna, Waste Management & Excel Energy) and Leo Burnett (McDonald’s). 
He is a passionate, entrepreneurial and dynamic leader who brings a proven, results oriented 
approach for driving compounded top-line growth, over-achieving ROI objectives and directing 
business turnaround solutions. He is currently the Senior Vice President of Strategy and 
Marketing at Planes Companies (a top 10 agent in the United & Mayflower Moving Network), a 
$130MM Transportation, Warehousing & Logistics Company. Last Fall, David was a guest 
speaker at the September 2018 CMO Summit in Chicago where he led a discussion entitled, 
“At The Intersection of Culture & Consumer – Using core principles and buyer journeys to 
transform customer engagement & drive business performance.” He has also been a regular 
guest speaker at the University of Cincinnati, Linder Business School. In addition, the work he 
did in developing his organization’s T.E.A.M. Core Principles Initiative; a customer-centric 
culture approach that integrates core principles, business practices and branding into a new 
go-to-market business strategy, was published in The Energy Bus Field Guide (Wiley Publisher 
December 2017) by Jon Gordon with Amy P Kelly as a featured case study. He currently 
resides in Cincinnati OH with his wife Kristin and their two Boston terriers Roxy & Stella. 
HIGHLIGHTED EXPERIENCE PLANES COMPANIES Cincinnati, OH SENIOR VICE PRESIDENT 
OF STRATEGY & MARKETING (07/16 – PRESENT) VICE PRESIDENT OF BUSINESS 
INNOVATION & GLOBAL MARKETING (09/13 – 7/16) SR. DIRECTOR OF GLOBAL 
MARKETING, STRATEGIC PLANNING & BRAND COMMUNICATIONS (03/13 – 09/13) Lead 
enterprise-wide business transformation focused on improving customer engagement, sales 
performance & business operations. I am responsible for the marketing, branding, business 
analytics, business innovation & change management efforts of a $125MM logistics, 
transportation, relocation and warehousing organization. UNIVERISTY OF CINCINNATI, 
LINDER SCHOOL OF BUSINESS Cincinnati, OH GUEST SPEAKER & PANELIST (04/12 – 
05/14) Guest speaker for undergraduate & MBA marketing classes as a subject matter expert 
leading discussions on “Creating Effective B2B Marketing Plans” and “The Value of Effective 
Experiential Brand Experiences.” Worked with Business School Staff to lead undergraduate & 
graduate class discussions on career counseling & non-traditional career planning including 1:1 
mentoring & mock interviews. BLACK BOX MARKETING + EXPERIENCE Cincinnati, OH CEO & 
SENIOR VICE PRESIDENT OF STRATEGY | PARTNER (01/12 – 05/15) Led a marketing 
consultancy focused on business strategy, brand storytelling, consumer connection + 
experiential engagement. G2 ADVERTISING | WPP New York City, NY | Cincinnati, OH VICE 
PRESIDENT | GROUP OPERATIONS DIRECTOR | GENERAL MANAGER (9/10 – 12/11) Led the 
growth and development of G2’s experiential marketing operations group and new business 
support efforts in United States working with clients such as Southwest Airlines, Waste 
Management, Aetna Healthcare, New Castle Brown Ale and Xcel Energy worth over $10MM in 
annual billing.   STAPLES, INC Framingham, MA U.S. FIELD MARKETING DIRECTOR | B2B 
SALES DIVISION (7/07 – 4/10) Successfully directed and transformed an 18-person field team 
into a 30-person, high performance national field-marketing & communications team that 
attended an average of 1,200 customer meetings a year and developed over 6,500 customer 
specific marketing and communication campaigns a year, targeting new business worth in 
excess of $1.2BB. SUBWAY RESTAURANTS Milford, CT | London | Toronto GLOBAL 
FRANCHISE FIELD MARKETING DIRECTOR (2/05 – 12/06) Conceived, created and developed 
a global franchise field marketing organization from concept through Board approval to 
execution which included: infrastructure development, securing over $5MM in new resource 
investments from their global franchise Board, global P&L management, development of a 36 
month strategic plan, set-up of global communications, franchisee engagement, agency 
partnership guidelines and hiring, training & directing international franchise marketing 
professionals in the U.S., Canada, UK, Germany & Australia; opened regional marketing 
locations in London, Adelaide & Toronto. YUM! BRANDS - TACO BELL Boston, MA | Irvine, CA 
REGIONAL FIELD MARKETING MANAGER (5/02 – 2/05) Executed all company and franchise 
association business in 25 DMA’s in the Northeast & Mid-Atlantic Regions. LEO BURNETT 
U.S.A. MCDONALD’S RESTAURANTS Boston, MA | Chicago, IL ACCOUNT SUPERVISOR 



(5/01 – 5/02) Executed all Boston, Providence & Maine CO-OP franchise business including 
long-term strategic planning, sales and marketing planning, consumer research, media 
planning, promotional and product mix analysis, and charity event management. FOOTE, 
CONE & BELDING TACO BELL, PIZZA HUT & KFC Boston, MA / New York, NY / Atlanta, GA 
SENIOR ACCOUNT EXECUTIVE (2/00 – 5/01) Executed all New England, Albany, Philadelphia 
and Harrisburg franchise association business including sales planning, promotional/product 
mix analysis, and consumer research. 

Additional Submitted Information: To the Judges of the OnCon Icon Awards, Thank you for 
your consideration as a Top 50 Finalist. I appreciate your time. As it states in my bio, I am a 
passionate, entrepreneurial and dynamic leader who brings a proven, results oriented approach 
for driving compounded top-line growth, over-achieving ROI objectives and directing business 
turnaround solutions. Recent accomplishments include: • Drove a five-year, (2014 – 2018) 
topline sales increase of +13.7% of a $125MM business by implementing a new digital 
customer engagement & marketing strategy that changed the organization’s overall go-to-
market approach. • Increased sales +$10.9MM (+70% vs. prior) over 30 months by rebranding 
and repositioning Planes Specialized Logistics in the marketplace with a new digital selling & 
customer engagement platform. o Within first 90 days of the brand repositioning, the business 
unit generated a +6% increase in total revenue with a 7:1 ROI on the project investment; the 
six-month ROI was 23:1. The 30-month ROI is 90:1. • Developed the organization’s T.E.A.M. 
Core Principles Initiative; a customer-centric culture approach that integrates core principles, 
business practices and branding into a new go-to-market business strategy. o Created & 
implemented an 18-month, change-management leadership series for the top 50 business unit 
leaders in the company which include training, & “culture boot-camps,” lectures and company-
wide culture & appreciation events. o My work has contributed to Planes Companies being 
selected as Top Workplace in Cincinnati for 6 straight years, 2014 – 2019. o I was a guest 
speaker at the September 2018 CMO Summit in Chicago where I led a discussion entitled, “At 
The Intersection of Culture & Consumer – Using core principles and buyer journeys to 
transform customer engagement & drive business performance.” Organizers recently informed 
me it was the highest reviewed discussion in the history of the conference series. o The 
leadership series work was published in The Energy Bus Field Guide (Wiley Publisher 
December 2017) by Jon Gordon with Amy P Kelly as a featured case study and a personal 
acknowledgement by Ms. Kelly via social media platforms. Past accomplishments include: • At 
G2 Advertising, my team closed $2,000,000 (20% increase vs. Y.A.) in new business in 12-
month period. I also managed 600 team members in U.S. and executed over 500 customer 
events & 3,500 in-store interactions in 15 months. • At Staples: o I developed the U.S. strategic 
marketing plan for the $6BB B-to-B office products business Division that drove a +10% top-
line sales increase over 3 years. o Created a Fortune 500 customer engagement approach that 
reduced the overall selling cycle (60 days to 28 days) and first purchase order timing by 50%. o 
My field marketing team was nominated for over 14 National “Team Care” Awards at Staples in 
2009. This was the most award nominations for any Staples B-to-B support team in the history 
of the company up to that point. Thank you for your consideration. Warmest Regards, David  
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Name: Diane Fornasier

Job Title: Owner

Company: Strategic Marketing Venture, LLC

LinkedIn: https://www.linkedin.com/in/dianefornasier/


https://www.linkedin.com/in/dianefornasier/


Professional Bio: Diane (Adair) Fornasier has over 25 years of Consumer Marketing 
experience. She started her career in Consumer Packaged Goods and worked at RJ Reynolds 
Foods/Del Monte for seven years, advancing to a Senior Group Marketing Manager position. 
Fornasier then moved on to the Consumer Electronics and Digital Entertainment worlds, 
working for companies such as Sony, Sega, Learning Curve/TOMY and Leapfrog. During her 
tenure as a VP Marketing, she launched and managed 100+ products that attained more than 
$1 Billion in sales, including top-tier franchises Sony PlayStation, Crash Bandicoot, Sypro the 
Dragon, Sega Genesis, Sonic the Hedgehog, and LeapPad. Diane is also Owner/Manager of 
Strategic Marketing Ventures, LLC, a Consulting and Marketing Services organization. She has 
been focused on helping start-up organizations, especially in Kids’ Learning and Social 
Causes. Fornasier is currently working with the Singleton Foundation for Financial Literacy & 
Entrepreneurship, spearheading marketing of an entertaining simulation-style digital game that 
helps players learn about starting a company and managing their finances. The foundation will 
also sponsor scholastic Esports tournaments with prizes such as college scholarships, college 
debt relief, venture capital funding, and internships. The Singleton Foundation mission is to 
help Teens and Millennials obtain an education and learn financial skills that will empower them 
to have a rewarding, successful career. Diane Fornasier has attained the following awards and 
accomplishments: Gold Effie, Sega Genesis Silver Effie, Sega Game Gear Echo Direct 
Marketing Award, Pico Learning Platform Toy of the Year Nomination, Mrs. Goodbee Interactive 
Dollhouse Acknowledged contributor to “Console Wars”, Blake J. Harris Acknowledged 
contributor to “Playing at The Next Level”, Ken Horowitz Podcast “Stayin’ Alive”, providing 
insight on Brand Excellence Speaker at E3 Industry Conference, Commonwealth Club, 
American Marketing Association, and others. 

Additional Submitted Information: In addition to my professional career, I have a personal 
interest in helping others throughout their education and career. I am especially passionate 
about encouraging girls who have interest in STEM learning, as well as young women pursuing 
STEM and management jobs within the Tech World. I am a member of American Association of 
University Women, where I has worked on - and spoken at - their STEM Summer Camp 
Initiative. I am also a member of Million Women Mentors, often counseling college students 
about their future educational and career opportunities, and referring them to appropriate 
people/organizations.  
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Name: Doug Zarkin

Job Title: VP & CMO Pearle Vision

Company: Luxottica

LinkedIn: https://www.linkedin.com/in/dougzarkin/


Professional Bio: Recognized as a global strategic retail and brand marketing expert, Doug 
Zarkin has led the transformation of Pearle Vision’s global strategic marketing, e-commerce, 
visual merchandising, product promotion, and retail footprint design. Doug has earned an 
impressive array of honors for his marketing and brand building work including; The Innovation 
Award from The CMO Club, a Silver Clio Award, El Sol Award, North American Effie Awards for 
Health Care Services Marketing and Branded Content, WWD’s Best Executed Launch Strategy 
Award, the American Legacy’s Silver Halo Award for Cause Related Marketing, and the Bulldog 
Drummond Social Media Award for Best Social Media Platform. He’s also been named 
“Marketer of the Next Generation” by Brandweek and “One of the 15 to Watch” by The Youth 
Marketing Newsletter. His public presence includes appearances on all of the major broadcast 
networks; in Forbes, The Economist, The New York Times, and The Huffington Post; and as a 

https://www.linkedin.com/in/dougzarkin/


guest lecturer at many top universities, such as Harvard, NYU, Duke, Xavier, Miami of Ohio, 
and the Hebrew University of Jerusalem. His work is currently the subject of a Harvard 
Business case study on brand rejuvenation.
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Name: Gerald Chiddick

Job Title: Vice President, Marketing

Company: Amerisure Insurance

LinkedIn: https://www.linkedin.com/in/gerald-chiddick-2820162/


Professional Bio: Gerald Chiddick has 30 years of service in the insurance industry. He joined 
Amerisure in September 2008 as Vice President of Marketing and has led the Corporate 
Marketing department since November 2010, which includes the Brand & Communications 
and Marketing Research functions, in support of profitable growth of the organization. Prior to 
joining Amerisure, he held leadership positions in underwriting, field and marketing 
management throughout his career at Zurich North America and underwriting roles with Chubb 
Insurance. Mr. Chiddick currently serves on a number of industry and community boards 
including Michigan Automobile Insurance Placement Facility, the National Workers 
Compensation Reinsurance Association and Junior Achievement of Southeastern Michigan as 
immediate past chair and current board member. He is an active member of the National 
African American Insurance Association and the Detroit Regional Chamber. He is a 2011 
graduate of the Leadership Detroit Program Class XXXII. Mr. Chiddick received a Bachelor of 
Science Degree in Communications/Business Administration from St. Johns University in New 
York. He also attended and received a Certificate from the Executive Management Program at 
the Kellogg School of Northwestern University. 

Additional Submitted Information: Mr. Chiddick is an inclusive, collaborative leader, engaged 
in the growth of his organization and team but also the insurance and marketing industries as a 
whole. In the last year alone, he has led his team to a Corp! Magazine's Best of Michigan 
Business Award for their marketing efforts, a Best Practices Award of Excellence from the 
IIABA, and was named a Man of Excellence for his leadership by the Michigan Chronicle.  
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Name: Gerardo Dada

Job Title: Chief Marketing Officer

Company: DataCore Software

LinkedIn: 


Professional Bio: https://drive.google.com/file/d/1eKbKuDqt2TXaZxMGXjsdTXNPv4263NAQ/
view?usp=sharing  

Additional Submitted Information: As a marketer, Gerardo has been a pioneer in social 
media, content marketing, and influencer marketing. He is one of the top thought leaders in the 
World in terms of Product Marketing. Thousands of people have taking his product marketing 
courses and rely on his frameworks and templates. He helped build the developer and partner 
programs for companies like Nokia, Sony Ericcson, Orange, AT&T, Sprint, Motorola, and China 
Mobile in the early days of mobile applications. At Microsoft, he built the first connected 
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experiences, grew the World’s largest technology competition, and built up the social media 
and customer connection strategy for Microsoft. At Bazaarvoice Gerardo helped establish 
social commerce and at Rackspace he launched one of the first cloud services, and helped 
grow the company as the leader in managed cloud services. At SolarWinds, he drove the 
integration of multiple acquisitions, established the company as the absolute leader in 
monitoring, and helped grow the company to a 3.7B private acquisition and later to a 
successful IPO. Gerardo is the author of the blog www.theAdaptiveMarketer.com where he writes 
about leadership, marketing and business. Gerardo has been a guest lecturer at many 
universities and has written at some of the top marketing publications from Forbes to 
Marketing profs. Gerardo started his career as an entrepreneur in Mexico. He has spent the last 
21 years working for technology companies in the US. His experience spans statups to 
Global-50 industry leaders, he has been through acquisitions, being acquired, IPOs, and 
public-to-private transitions. 
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Name: Giovanna Moretti

Job Title: CMO/CEO

Company: JCurve Digital

LinkedIn: 


Professional Bio: https://drive.google.com/file/d/1TTbnsVxuqrwjtWjF4ALrawF1f-3bWr-Z/
view?usp=sharing  

Additional Submitted Information: Joanne has been helping companies grow for the past 35 
years, she has "growth" in her "DNA". The reason she is unique is she doesn't come at things 
from an "agency" perspective or just from one lens, she comes at things from three important 
sets of experience and perspectives: 1) product management, 2) marketing and 3) sales, 
because she has done all three in her career. Her personal brand was built on bringing these 3 
key disciplines together through an unmitigated focus on market and customer needs as well 
as more recently a focus on customer experience preferences, in order to help the brands 
she's served to grow and thrive. 


For example, at her last employer, Jabil, she helped transform this contract manufacturer to a 
Manufacturing Solutions powerhouse, by ensuring the full breadth of Jabil's capabilities were 
understood by the teams internally and then positioned and messaged externally as full end-
to-end solutions, that solve big/complex innovation challenges, engineering challenges, 
manufacturing challenges, and supply chain/logistics challenges.  Joanne and her team 
implemented and supported game-changing in-market awareness activities and shows, an 
engaging digital presence, training and sales enablement tools, including the most powerful 
tool of them all: the Jabil Blue Sky Center, and underpinned it all with help 
from salesforce.com so proper measurement and tracking of activities occurred.  After almost 
5 years of running these tightly integrated programs, her team helped and supported the 
company's growth trajectory from 15b in 2014 to 22b by 2019. Joanne and her team are very 
proud of this achievement and were recognized by the board and the executives for making 
one of the biggest commercial impacts at the company in its 50-year history. Joanne recently 
retired from Jabil and corporate life altogether and because of her own personal brand, she has 
already been approached by half a dozen companies to help them with go-to-market strategies 
and execution on a consultative basis, she has been offered board seats, and advisory roles. 
So today she is putting all that great experience to work to ensure growth for the brands she 
now serves under her company: JCurve Digital Partners, LLC, "where growth gets real". 


http://www.theadaptivemarketer.com/
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Name: Gretchen Garrigues

Job Title: EVP & Global Chief Marketing Officer

Company: Manulife

LinkedIn: https://www.linkedin.com/in/gretchengarrigues/


Professional Bio: https://drive.google.com/file/d/1qSkJaU8PBPCnmLnw-
JwDVbPKgoZl8G3B/view?usp=sharing  

Additional Submitted Information: Please see below excerpts from an article that was 
published in Forbes on August 14, 2018 that illustrates some of my work as CMO. Gretchen 
Garrigues, Manulife’s global chief marketing officer, shared insights on why they decided to 
refresh the Brand and the impact on the business. Last September Manulife's CEO, Roy Gori, 
noted that the insurance and financial services industry has been stuck in the dark ages. 
Therefore, pulling the industry out of the dark ages was the impetus for Manulife's brand 
transformation. Garrigues noted, "We’re transforming the company into a digital, customer-
centric market leader. Our brand is a huge part of this transformation. We want them to know 
that we hear them and understand their needs. It's also important to illustrate how we have a 
shared mission to make their decisions easier and lives better. Our brand and customer 
experience need to represent how it feels to do business with us." As a global business with a 
130-year track record, this past plays an important role in the company. These customers are 
searching for convenience, ease of use, and beautifully designed experiences from their 
financial services provider. They want these experiences to emulate the those they get when 
shopping online or streaming music. To serve these expectations while also setting a 
benchmark for the industry, Manulife has undertaken an external and internal transformation. 
Garrigues explained, "Externally, we are reimagining how we sell and what we sell and when 
and how we engage with customers. We’re also leveraging data and technology to a much 
greater extent. Internally, we have redefined our mission and values to inspire our teams and 
guide our behaviors and decisions. We are fundamentally changing what we do and how we 
work. And that will manifest itself in our brand experience for employees, customers, and 
partners." When a brand transforms, it can have a significant impact on external and internal 
audiences. For the customer experience, Manulife has planned to introduce technology that 
delights more than 26 million customers. Garrigues noted, "That means we’re offering wearable 
devices to help people lead healthier and more active lives while earning rewards. We’re 
servicing and paying claims using social media platforms, such as WeChat. And, we’re using 
analytics to eliminate intrusive testing before underwriting insurance policies, to name just a 
few examples.” The Manulife team is also overhauling hundreds of websites, apps, and digital 
platforms to create a more cohesive look and feel. Also, they are taking a complex, confusing 
product portfolio and turning it into a simpler, personalized, integrated digital approach that will 
delight agents and customers. The brand transformation impacts the internal audience 
experience in terms of culture and organizational development. Garrigues said, "You may have 
heard the saying, 'culture eats strategy for breakfast.' We need a strong, high-performing team 
and culture to be successful in our transformation. The reality is even the best strategy will fail 
if you don’t have the right people and culture in place to execute on it. As Manulife's first global 
CMO, Garrigues recognized the importance of removing the silo mentality to bring the team 
closer together across all functions and locations. She also knows the value of a team. "If your 
brand is going to have a consistent look and feel, it can’t simply be driven by the head office. 
You have to bring people together from across the businesses. Then it involves sharing ideas 
and knowledge and illustrating how collaboration creates more value.". Garrigues described 

https://www.linkedin.com/in/gretchengarrigues/
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the current state of marketing as an evolution across a spectrum. On one end, “product driven” 
companies have marketing that is largely in support of distribution to promote the business 
offer. On the other end, “category shaping” companies use marketing as a way to reframe 
customer thinking to create new growth opportunities. In between, there are “needs-driven” 
and/or “experience-driven” companies where marketing is being more customer-centric to 
meet and surpass customer experiences. Regardless of where marketing is on this spectrum, 
Garrigues believes the customer is in the driver’s seat. The best marketers anticipate where 
customers are going and develop new ways of meeting their needs, often disrupting entire 
industries. Great marketing teams truly understand their customers and have an organizational 
culture that encourages change.  
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Name: Howard Terry 

Job Title: SVP Marketing Golden Chick | President Texadelphia Operating LLC

Company: Golden Chick | Texadelphia Operating LLC

LinkedIn: https://www.linkedin.com/in/howard-terry-2379887/


Professional Bio: https://drive.google.com/file/d/1gBDWo1vrCF4L_xQbjzcfGt2KzMEig-aM/
view?usp=sharing  
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Name: Jackie Stone

Job Title: Chief Marketing Officer

Company: MiMedia

LinkedIn: https://www.linkedin.com/in/jackiestone/


Professional Bio: AN ACCOMPLISHED MARKETING EXECUTIVE SPECIALIZING IN DIGITAL, 
MULTI-PLATFORM MARKETING AND BRAND BUILDING. SHE HAS ESTABLISHED HERSELF 
AS A TRENDSETTER, THOUGHT-LEADER, AND INNOVATOR. CURRENTLY JACKIE IS THE 
CMO OF MIMEDIA, AN INNOVATIVE PERSONAL CLOUD WITH OVER 12 PATENTS. 
CURRENTLY OVER 6 MILLION USERS ACROSS THE GLOBE, WITH A CONCENTRATION IN 
THE UNITED STATES, INDIA, AND RUSSIA. PRIOR TO MIMEDIA, STONE WAS THE SVP 
MARKETING OF SPANFELLER MEDIA GROUP. BUILDING THEDAILYMEAL.COM TO THE 3RD 
LARGEST DIGITAL CULINARY PUBLISHER. SHE LEAD THE DEVELOPMENT OF BRAND 
EXTENSIONS, STRATEGIC PARTNERSHIPS AND OVERALL AWARENESS FOR THE DAILY 
MEAL & THE ACTIVE TIMES, THE SECOND BRAND WITHIN SPANFELLER MEDIA GROUP. 
STONE SERVED AS SVP OF MARKETING AT WEBMD. DEVELOPING THE COMPANY’S B2B/
B2C PERFORMANCE & REVENUE, SPEARHEADING THE CREATION OF WEBMD’S CPG AND 
PATIENT/PHYSICIAN CROSS RELATIONSHIP, AS WELL AS OPTIMIZING RELATIONSHIPS 
WITH KEY CORPORATE ACCOUNTS SUCH AS BAUSCH & LOMB, AMERICAN EXPRESS, 
AND P&G. STONE DOUBLED WEBMD’S CPG BUSINESS IN SIX MONTHS, AND HELPED 
SECURE A 3 YEAR, $20MM DEAL IN LESS THAN 120 DAYS. STONE PREVIOUSLY SERVED 
AS VP OF PROMOTIONS, SPONSORSHIPS & EVENTS AT DIGITAS, OVERSEEING MULTIPLE 
CLIENT ACCOUNTS WHILE FORGING PARTNERSHIPS WITH SAMSUNG, KRAFT AND 
AMERICAN EXPRESS, AMONG OTHERS. SHE AND HER TEAM MANAGED MORE THAN 125 

https://www.linkedin.com/in/howard-terry-2379887/
https://drive.google.com/file/d/1gBDWo1vrCF4L_xQbjzcfGt2KzMEig-aM/view?usp=sharing
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INITIATIVES/EVENTS EACH YEAR. WHILE AT DIGITAS, THEY WERE AWARDED AGENCY OF 
THE YEAR BY PROMO MAGAZINE. STONE HELPED 
LAUNCH ABOUT.COM, BELIEFNET.COM, FOOD NETWORK AND MSNBC. SHE WAS THE VP 
OF PROMOTIONS AND EVENT MARKETING AT AMERICA ONLINE. WHILE AT AOL, STONE 
SPURRED $65 MILLION IN REVENUE AND LED MARKETING FOR MAJOR ADVERTISING 
CLIENTS AND PROMOTIONAL EVENTS INCLUDING THE SUPER BOWL, US OPEN TENNIS 
AND MASTERS GOLF TOURNAMENT. STONE GRADUATED FROM THE UNIVERSITY OF 
MIAMI WITH A B.B.A. IN FINANCE. RECEIVED HER M.B.A FROM BARRY UNIVERSITY, AS 
WELL AS A CERTIFICATE IN SPORTS, ENTERTAINMENT AND EVENTS MARKETING FROM 
NEW YORK UNIVERSITY. STONE IS AN ADJUNCT PROFESSOR AT NEW YORK UNIVERSITY 
AND NATIONAL SPEAKER. 

Additional Submitted Information: I started my career, in sports marketing working for 
Madison Square Garden, managing sponsorships and selling corporate box seats to The 
Virginia Slims Championships. Then went on the manage the Hamlet Cup Tennis Tournament in 
Commack, Long Island. In 1995, I was one of the first to work in digital and the internet at 
Promotion Development Group. Our sister company was OnRamp, led by Adam Curry, the 
former VJ of MTV. Since then I have worked for creative/marketing agencies, start-ups, 
publishing companies, large Fortune 100 companies and everything in-between. A few other 
interesting facts about me: Helped launch Food Network and MSNBC in 1995 Created the 
first-ever digital vending machine for Kraft in partnership with Samsung called DigiTouch 
Conceived of Small Business Saturday for American Express Lead events for AOL; Super 
Bowl, Grammy's, Academy Awards, Free Concert in Central Park with Dave Matthews, 
Sundance Film Festival, The Launch of AOL 9.0 and many others Conceived of the first ever, 
Eye Health program on the consumer site of WebMD as well as the professional health site 
Medscape Founded a jobs email list back in 2007, called Jackie's Jobs; which later turned into 
a website An adjunct professor at NYU Appeared off-Broadway in The Vagina Monologues, 
2006 Participating Author in The Club No One Wanted to Join Created the Members Lounge 
for American Express which is now the Centurion Lounge at airports around the world On the 
Executive Team of The Daily Meal, Active Times part of Spanfeller Media Group A marketing 
advisor to LiveXLive, a global digital media company dedicated to music and live 
entertainment. The Chairwomen of Advisors to TELL, a social media influencer platform built 
on the foundation of the culinary industry Recently founded GATHER, a culinary events and 
content platform Since 2015, served as the Chief Marketing Officer of MiMedia, a personal 
cloud platform with 6 million users worldwide  
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Name: Jason Brown

Job Title: CMO

Company: Marketplace Chaplains

LinkedIn: https://www.linkedin.com/in/jasonbrown1991/


Professional Bio: See https://mchapusa.com/team/jason-brown/ 

Additional Submitted Information: Integrated Marketing Strategy of identifying and promoting 
everyone's customer in the organization, delivering excellent service coast to coast and border 
to border being our greatest "sales rep" and aligning our EXP and CXP through stories and 
easy to use content/collateral deliverables ensuring consistency of internal messaging from 
every part-time employee to the Board of Directors coupled with our external messaging 
targeting prospective companies and Chaplains resulting in sustained 20% growth rates 

http://about.com/
http://beliefnet.com/
https://www.linkedin.com/in/jasonbrown1991/
https://mchapusa.com/team/jason-brown/


annually. Reduced client attrition and 100 NPS's and CEO/CHRO unsolicited recommendations 
are fueling exponential growth in 2019!  
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Name: Jeannine Booton

Job Title: Vice President, Marketing & Communications

Company: Agero, Inc.

LinkedIn: https://www.linkedin.com/in/jeanninebooton/ 


Professional Bio: Jeannine is vice president of marketing and communications at Agero, a 
leading provider of driver assistance services for insurance carriers and automotive 
manufacturers in North America, a role she has held for over four years. Leveraging more than 
15 years of industry experience and skills in team building, process integration and creative 
execution, Jeannine leads the organization’s strategic marketing efforts across corporate 
branding; internal communications; product, direct and customer experience marketing; social 
media and public relations. Prior to joining Agero in 2009, Jeannine held various marketing 
positions at G2 Technology Group, The Kessler Group and Boston Neighborhood Network. 
She began her career as a correspondent at the Boston Globe writing for the newspaper’s TV 
guide, food, cheap eats and calendar sections. Jeannine graduated from Northeastern 
University with a bachelor’s degree in communications studies and holds a master’s degree in 
integrated marketing communications from Emerson College.


Additional Submitted Information:  

Jeannine is a marketer, through and through. She is creative, collaborative, driven and 
diplomatic. She knows her audience, can change minds, turn negatives into positives and 
create interest where there is none. She balances product, brand, internal, creative, social and 
media – and understands and leverages the power of it all. The experience and depth of 
knowledge Jeannine has gained in her 10+ years at Agero has given her invaluable insight. As 
a result, Jeannine is a powerful storyteller across Agero’s wide array of audiences, each 
requiring a targeted approach. She has married this deep company understanding with 
marketing creativity to drive Agero forward: • Jeannine was instrumental in developing and 
activating a complex and detailed internal communications, marketing and public relations 
strategy surrounding Agero’s acquisition of digital roadside dispatch provider Swoop in 
January 2018. Because of her ability to understand others, coupled with her detail-oriented 
management, the communication successfully quelled potential employee concerns, raised 
Agero’s company profile as an innovative and forward-thinking leader in roadside (with 
coverage in national, local and trade outlets), and resulted in dialogue and sales opportunities 
with new clients. • Jeannine’s work in supporting a corporate branding initiative has been one 
of the most illustrative examples of her dedication to Agero, her role as a brand champion, her 
collaborative nature and her ability to story tell. Throughout this project, Jeannine has expertly 
navigated a sea of personalities, opinions, desires and concerns, working not only with internal 
parties but external vendors to craft a narrative that balances an homage to the company’s 
past with a look towards the future. Managing the expectations of all constituents has taken an 
immense level of diplomacy, finesse and open-mindedness, and Jeannine has been incredibly 
successful, masterfully developing and presenting a brand narrative that drove excitement 
throughout the entire company. Across all levels, Jeannine is a vital part of the success of the 
company. As a leader, she provides the project support and guidance her team needs to drive 
change and deliver quality. As a true team player, her corporate communications expertise is 
heavily relied upon by her peers. As a driver of the Agero brand, her commitment to the 

https://www.linkedin.com/in/jeanninebooton/


continued progress of the company is respected by her superiors. In fact, in 2014, Jeannine 
was awarded the Agero Michael A. Saxon Leadership Award for her management skill, 
determination and charisma, an honor that is bestowed on a single Agero employee annually. 
In addition to being a force within Agero, Jeannine is a dedicated member of the marketing and 
communication community at large. As a member of professional industry organizations 
including the American Marketing Association and the Ad Club of Boston, Jeannine regularly 
engages with others in her field to further develop her professional skillset, challenge her peers 
and network to evolve their own marketing practices and share new ideas. She has also 
participated in industry lecture, presentation and panel events to share learnings and best 
practices with her peers.
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Name: Jeffrey Rich

Job Title: Chief Marketing Officer

Company: William & Mary - Raymond A. Mason School of Business

LinkedIn: https://www.linkedin.com/in/jeffreyrich/


Professional Bio: https://drive.google.com/file/d/1ECxy8uTS3f8AkQtegv5M48EScvpWDIQD/
view?usp=sharing  

Additional Submitted Information: Career accomplishments include developing some of the 
first loyalty marketing programs in the industry starting in 1993 with the development of loyalry 
programs for Target Corporation including Regards and their private lable credit card program 
Red Card. Built the Starwood Preferred Guest frequent stayer program and manged Delta 
Skymiles and National Car's Emerald Isle program. Built enterprise CRM applications for Target 
Corporation and UnitedHealth Care. Branding and direct marketing programs for Best Buy, 
Gap Inc, Kohl's, Nordstrom, REI and many other top retail brands. As one of the first agency 
people to take an executive leadership position in higher education, I've been at the forefront of 
helping higher education adopt sophisticated marketing capabilities sonce 2008. Built 
UnitedHealth Care's original virtual clinic strategy "Healthhub".  
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Name: John Miller

Job Title: Chair, NBCUniversal Marketing Council

Company: NBCUniversal

LinkedIn: https://www.linkedin.com/in/johnmiller8/


Professional Bio: https://drive.google.com/file/d/1_pP4nex3afocNZ4EEpB5qhUkM_Qgtx3s/
view?usp=sharing  

Additional Submitted Information: For the last forty years I have been at the epicenter of 
American Television Marketing. From the time I took over marketing of the NBC Television 
Network in the early '80s I helped usher a number of classic television series into the 
consciousness. The Cosby Show, Miami Vice, The Golden Girls, Friends, Seinfeld, ER, many 
versions of Law and Order, Frasier, The Office ...and yes even the Apprentice is just a select 
list. In addition I marketed 13 Olympic Games, Sunday Night Football, and yes the first iteration 
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of the XFL. During that time I led the team that created "Must See TV" which after some 20 
years is still the most memorable network slogan of all time. At the Merger of NBC and 
Universal I created the NBCUniversal Marketing Council to get the marketers of all 
NBCUniversal divisions to work together. While large media companies often have internal 
marketing cultures that can be largely dysfunctional I created a culture of collaboration that has 
come to be known as Symphony where all marketers work together for the greater good of the 
company as a whole. The process is now the subject of a Harvard Business School study 
program. From the Early Days of marketing Dan Rather as the anchor of the CBS Evening 
News to now getting set to support a new NBCUniversal Streaming service, I have experienced 
the the change in American media and have helped to shape it as well.  
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Name: Jordan Schlachter

Job Title: Chief Marketing and Commercial Officer

Company: XFL

LinkedIn: https://www.linkedin.com/in/jordan-schlachter-84a60/


Professional Bio: Jordan Schlachter is the Chief Marketing and Commercial Officer for the 
XFL, the new professional football league kicking off in February, 2020. With recently 
announced national television deals with ABC/ESPN and Fox, the XFL is set to begin play in 
eight major sports markets, New York, Los Angeles, Washington DC, Dallas, Houston, Seattle, 
Tampa Bay and St. Louis. As CMCO, Schlachter oversees all commercial activities, including 
broadcasting, sponsorship sales, partnerships, content, communications, marketing and 
consumer products. Prior to joining the XFL, Schlachter was the first-ever President of THINK 
450, the Innovation Engine of the National Basketball Players Association (NBPA). THINK 450 is 
the for-profit subsidiary of the NBPA, tasked with managing and maximizing all group player 
rights as well as NBPA marks and content, and creating new opportunities for current NBA 
players. He transitioned into the role with the official formation of THINK 450 after spending the 
previous two and half years as the first-ever Chief Marketing Officer of the NBPA. Jordan has a 
28+ year history of sports and entertainment marketing and media accomplishments. Prior to 
joining the NBPA he led the sports practice of The Marketing Arm (TMA), an Omnicom-owned 
agency which, under his tenure was the two-time Sports Business Journal consulting agency 
of the Year. As Executive Vice-President, his clients included AT&T, Pepsi, State Farm, Hilton, 
Frito Lay and Walmart. Before TMA, Schlachter served as the Managing Director of Business 
Development and Athlete Marketing for the United States Olympic Committee, leading the 
organization’s overall sponsorship and athlete endorsement efforts. His successes included 
selling all major categories through the 2020 Tokyo Olympic Games, and establishing the 
USOC’s first-ever committed sponsor marketing pool geared towards individual athlete 
participation. Schlachter began his career at the National Basketball Association (NBA) where, 
over a decade, he worked in broadcasting, team marketing and business operations, 
marketing partnerships, consumer products, events and finance. Following his time at the 
NBA, he joined the New York Knicks as Head of Marketing. He later joined Viacom 
Incorporated where he oversaw content distribution sales and marketing for Spike TV, Comedy 
Central, Black Entertainment Television, Nick Toons, TV Land and Country Music Television. 
Schlachter is an honors graduate of Harvard University, where he was a member of the 
basketball team, and he received his MBA, with distinction, from New York University’s Stern 
Graduate School of Business, where he currently serves as an adjunct professor. He is also a 
member of the Board of Directors of USA Basketball. Jordan and his wife, Leslie (a former 
professional basketball player) reside in Manhattan with their two children, Devin (11) and Eli 

https://www.linkedin.com/in/jordan-schlachter-84a60/


Additional Submitted Information: Thank you for your consideration. I have an impeccable 
track record of managing the most prestigious brands in sports and entertainment, 
collaborating with the prominent consumer brands in the world, and creating properties that 
change the paradigm of the way marketing and partnership is visualized and activated. Most 
recently I have taken properties that need to be reimagined (USOC, National Basketball Players 
Association, XFL) and created businesses that shatter financial expectations, (re) establish 
unique brand positioning, and position the properties for sustained long-term growth and 
success. I would be honored to be recognized as an ONCON ICON award recipient.
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Name: Karen David-Green

Job Title: Senior Vice President Stakeholder Engagement & Chief Marketing Officer

Company: Weatherford

LinkedIn: https://www.linkedin.com/in/karen-david-green-98993512/ 


Professional Bio: Karen David-Green is the Senior Vice President, Stakeholder Engagement 
and Chief Marketing Officer for Weatherford. In this role, she is responsible for leading the 
company’s strategic communications, public affairs, and forward-thinking brand. She is also a 
member of the Disclosure, Diversity and Inclusion, and Sustainability committees, which help 
to ensure consistent messaging in the market place and progress the sustainability agenda. 
Karen joined Weatherford in June 2010 as Vice President of Investor Relations. She then also 
led Corporate Communications for several years before assuming further responsibility for 
Marketing. Prior to joining Weatherford, Karen held the role of Vice President of Equity 
Research covering the U.S. Oil Services and Equipment Industry at Oppenheimer, CLSA, and 
The Royal Bank of Canada. Karen also held the position of Director of Fixed Income Research 
at American General Corporation, where she was responsible for both the investment grade 
and high-yield chemical portfolio analysis and allocations. Following her Wall Street career, she 
served as the head of Global Market Research at Baker Hughes. Karen is a member of the 
IPAA/PESA Education Advisory Board to support student learning in science, mathematics, 
and emerging technology concepts. She serves on the Board of Directors of the Greater 
Houston Women's Chamber of Commerce and is a member of the Greater Houston 
Partnership’s Executive Women’s Partnership and the Women’s Energy Network. She is also a 
former Board Member of the Young Women’s College Preparatory Academy and a former 
Advisory Board Member of The Women’s Fund. Karen received her Bachelor of Business 
Administration from the University of Texas at Austin, where she majored in Finance.


Additional Submitted Information: 

In her role at Weatherford, Karen David-Green has led a talented team toward various 
prestigious accomplishments related to, among other areas, corporate marketing and 
communications. Notably, she led communication efforts for transitions between CEOs, from 
Bernard Duroc-Danner to Krishna Shivram, and from Krishna Shivram to Mark A. McCollum. 
While in her leadership role, she also centralized, built, and managed all marketing functions 
into one global model from the previous decentralized structure. Further, she forged 
relationships with her product line, sales, and operational counterparts to identify market 
opportunities and develop strategic, direct-to-customer, account-based marketing campaigns. 
These campaigns have demonstrated the strength of standalone and integrated technological 
offerings to facilitate the delivery of greater profits. Most recently, she and her team received 
recognition for a corporate marketing campaign. Every year, the American Marketing 
Association presents Crystal Awards to 100 honorees for marketing excellence in Texas. Her 

https://www.linkedin.com/in/karen-david-green-98993512/


team earned a Crystal Award in the 2018 Best Product Launch Marketing Campaign category 
for Vero® automated connection integrity. The ambitious campaign for this new product 
commercialization targeted a unique audience — C-suite and upper-level management. The 
strategy focused on these key decision makers to facilitate upper-level conversations. Vero 
was presented as a high-value, solution-based family to justify a new pricing structure and 
displace competitors. The Middle East had its own exclusive launch event in a museum-like 
setting with meetings scheduled between the Weatherford CEO, Mark A. McCollum, and other 
companies’ executives. Beyond that, the service was commercialized across the world in 
various ways, such as social media, email communications, a press release, and a dedicated 
webpage. The marketing efforts resulted in sales leads that helped to engage with multiple 
operators on dozens of contracts with Vero technologies.
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Name: Karen Vinton

Job Title: Vice President of Marketing and Business Development

Company: Amerit Fleet Solutions

LinkedIn: https://www.linkedin.com/in/karen-vinton-marketer/


Professional Bio: I am a transformational marketing powerhouse focused on brand/product 
marketing, demand and lead generation, and customer acquisition strategies that lead to 
dynamic revenue growth. Career Highlights- • Exceeding revenue targets year after year 
(>200%) through customer insights, account-based marketing (ABM) strategies and brand 
positioning that opens opportunities and drives revenue pipeline. • Established Demand and 
Lead Generation strategies that increased MQLs by 323%, driving leads through pipeline to 
deliver sales-ready contacts. • Created and directed marketing A&P budgets up to $12M while 
driving organizational and profit growth; identifying opportunities for improvement through data 
analysis and insights. • Aligned and united sales and marketing teams for greater sales 
efficiency by fostering open collaboration, focusing on aligned goals and objectives and 
creating consistent communication. I am a creative, motivational, hands-on, relationship 
builder and influencer with a strategic mind-set and the ability to lead a cross-functional team 
to execute strategies flawlessly. An adept professional with operational and strategic depth, I 
have demonstrated the ability to critically assess national and global market opportunities and 
build robust, long-term product and marketing strategies that deliver. Core Competencies o 
Product Marketing Strategies o Lead & Demand Generation Campaigns o Brand Building and 
Positioning o Marketing Automation Expert o Digital/online Advertising o Full-Funnel 
Engagement Campaigns o Content Marketing and Corporate Communication Strategies o 
Thought and Team Leadership o Market Research and Data Analysis o P&L and General 
Management Corporations I’ve helped exceed their objectives include Amerit Fleet Solutions, 
Meyer Corporation (Kitchen Aid, Anolon, Circulon, Farberware, Racheal Ray, Paula Deen) and 
World Kitchen, LLC (Corelle), Wilton Enterprises (Wilton, Copco).


Additional Submitted Information: 

I have been fortunate in my career to have the opportunity to market many wonderful products 
and services. A passionate brand advocate, I have always felt my role as a marketer is to 
connect people and the products they want and need through engaging them at an emotional 
level. Whether its through humor as seen in my Corelle Dinnerware ad “Greased 
Runway” (https://www.youtube.com/watch?v=TNsLUPIRXWY) or through B2B content that 
addresses our audience's pain points, my goals is to position brands and products in the 
hearts and minds of their consumers. In 2011 I took up the challenge of bringing the best in 

https://www.linkedin.com/in/karen-vinton-marketer/
https://www.youtube.com/watch?v=TNsLUPIRXWY


B2C marketing to the B2B space and while the two channels are completely different, I have 
never lost site of the fact that all marketing is essentially P2P- person to person. I have won a 
Telly Award and several internal awards of excellence. But my greatest achievement is that I am 
held in high esteem by leaders and peers throughout my industry and I am known for my 
creativity, professionalism, kindness and energetic drive to succeed.
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Name: Kate Wells

Job Title: Chief Marketing Officer

Company: NanoSphere Health Sciences, Inc.

LinkedIn: https://www.linkedin.com/in/katesutton79/

Professional Bio: With both an entrepreneurial and creative spirit, Kate Well’s experience 
spans across diverse industries including finance, film, fashion, non-profits, nanotechnology, 
events, cannabis and motorsports. Her talents span into an international arena where her 
creativity and ability to think out-of-the-box have contributed to the success of her clients, as 
well as her own business ventures. Kate offers a broad combination of imaginative and 
conceptualization skills in developing brand vision, message, personality, value, and goals to 
establish a competitive position in today’s marketplace.  


Kate launched birdie LLC, which specializes in creating a complete product line of chic apparel 
and accessories for today’s female golf enthusiast. Taking inspiration from a combination of a 
vintage and modern feel, along with her exceptional sense of style and color, Kate’s work 
landed the brand appearances on multiple televisions shows. Kate took Birdie LLC to the next 
level by partnering with a global licensing agency to expand the product line worldwide. Kate’s 
work has been featured in more than 26 national and international publications including The 
New York Times, The Denver Post, 5280 Magazine, Teen Vogue, Japan Vogue, SELF, Real 
Simple, WWD, and Shape. 


Kate’s creative spirit has afforded her numerous opportunities to showcase her vibrant, bigger-
than-life personality both on the job and off. Among her many accomplishments, Kate has 
competed in the notorious SCORE Baja 1000 race. She founded the first All-American Girls 
Off-Road team, securing SoBe Lifewater and Wahoo Fish Tacos as sponsors. As facilitator of 
Team Centrix Baja Adventure, Kate has led driving programs and logged in 11,000+ miles 
across the Baja Peninsula. 


Currently, Kate is Chief Marketing Officer of NanoSphere Health Sciences, Inc. where she 
spearheads the marketing department for the leading biotech firm. 


Kate holds a Bachelor of Arts in Communication from the University of Colorado (2001). 
Additionally, she earned Certificates in Basic Cuisine and Wine from Le Cordon Bleu, Paris, 
France (2002). She participates on Young Professional Committees for organizations including 
Volunteers of America, Adoption Exchange, Saddle-Up Foundation, The Colorado Neurological 
Institute, National Jewish, The Colorado Ballet and is an active member of the Junior League of 
Denver. 
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Name: Kathy English


https://www.linkedin.com/in/katesutton79/


Job Title: Chief Marketing Officer

Company: Vocera Communications, Inc.

LinkedIn: https://www.linkedin.com/in/kathydenglish/


Professional Bio: Kathy D. English is the Chief Marketing Officer for Vocera. Kathy joined the 
company in February 2016 with more than 25 years of leadership experience in healthcare, 
industry/solution marketing and marketing communications. Kathy started her career as a 
critical care nurse before turning to technology marketing. After seeing how breakdowns in 
communication put her patients, fellow clinicians and hospital at risk, she designed her career 
to deliver positive impact on care team communication and workflow. In her executive role at 
Vocera, Kathy is combining her clinical workflow knowledge with her passion to improve 
healthcare communication to tell the world about the value realized with Vocera solutions 
through the voice of our customers and patients. Kathy’s passion for creativity stems from her 
love of music and engaging with people. Prior to joining Vocera, Kathy worked at Cisco 
Systems, where she served as the Global Senior Director of Industries and Services Marketing 
Communications. In this role, she was responsible for monitoring and managing industry 
trends, amplifying solution value, leading content strategies, and aligning marketing programs 
to meet customers’ needs in innovative ways. Before her tenure with Cisco, Kathy was the Vice 
President of Product Management at Medsphere, where she established the product 
management team, the open roadmap, interoperability plan, and an agile development 
approach for one of few open source offerings for Electronic Health Records. Prior to 
Medsphere, Kathy was SVP of Product Management and Marketing at Picis, a venture backed 
clinical information solution company acquired by Harris Corporation. During her ten years with 
Picis, she spearheaded global product direction and was responsible for detailing the 
integration plan for two software acquisitions as well as driving the package to partners such 
as GE Healthcare and Siemens (EU). Prior to Picis, she was the product manager of clinical 
systems at Compucare (now QuadraMed). Earlier in her career, Kathy held sales and marketing 
positions at a Fortune 500 healthcare company known as Support Systems International (now 
HillRom), a division of Hillenbrand Industries. In addition to a proven track record in global 
solution marketing and communications, Kathy has more than seven years of experience in 
direct patient care and nursing management in critical care, surgery and oncology, earning a 
nursing degree from George Mason University. Kathy remains engaged with the nursing 
community and is an active blogger about the importance of effective care team 
communication. 

Additional Submitted Information: In the healthcare technology industry, Kathy English is 
known as a builder — specifically of enterprise solutions that meet the high standards of 
hospitals and federal regulators alike, changing the trajectory of patient care, and generating 
hundreds of millions of dollars in revenue. Colleagues say Kathy has a unique ability to 
maintain a Zen-like calm while leading multi-disciplinary teams, multi-million-dollar budgets, 
and many deadlines. This resilience was nurtured from years as a critical care nurse, where she 
cared for patients experiencing some of their most challenging moments. One of her most 
memorable patients was recovering from spinal cord surgery. He was in halo traction — a 
device that stabilizes the spinal cord. During one of her shifts, the patient moved his head, and 
the traction detached. It took her 15 hours to track down the patient’s neurosurgeon, a 
harrowing experience that started her on a new career path to improve communication among 
nurses, physicians and other team members. As the former Senior Director of Global Services 
and Industries at Cisco, Kathy was instrumental in the worldwide go-to-market launch of 
advanced telemedicine technology, ushering in the concept of conducting video exams of 
patients hundreds of miles away. She also led many multidisciplinary teams at Cisco, driving 
the creation of sales enablement tools in dozens of languages. Her team’s efforts helped propel 
the telecommunication solution into global use by physicians that created a sea change in how 
healthcare is delivered. In the U.S., the solution qualified for insurance reimbursement— one of 

https://www.linkedin.com/in/kathydenglish/


the earliest instances of a commercial payer reimbursing for telehealth services. Impressed 
with the results, Cisco leadership asked her to lead several more business lines at Cisco. As 
the Chief Marketing Officer at Vocera Kathy has transformed the marketing department and 
go-to-market strategies, strengthened relationships with the sales teams, inspired a rich 
portfolio of marketing collateral, launched a company blog, and much more. In only two years 
Kathy’s leadership led to a 20% increase in company brand awareness and marketing-sourced 
sales leads increased by 50%. In 2019, she led the successful global launch of the new hands-
free Vocera Smartbadge. It was the largest product launch for the company since 2000 and 
included video production, digital and print advertising, international media coverage, social 
media, investor relations, reveal parties, employee communication and celebrations, and 
amplification via multiple formats at a number of industry events. Between her many projects, 
Kathy finds time to mentor the next generation of leaders. She is inspiring young women at 
Cisco and Vocera to find and use their voices in the predominately male world that is 
healthcare technology. Early in her career, she experienced some difficult situations. Hoping to 
inspire other women to speak up, she shared her stories at the 2014 Oracle World event while 
on a panel about being an effective female leader. In 2018, she was named a “Woman of 
Influence” by the Silicon Valley Business Journal; and in 2019 she was named a “Woman in 
Health IT to Know” by Becker’s Hospital Review and was an ONCON ICON Award finalist in the 
Marketing Trailblazer category. Under her leadership, the Vocera marketing team earned the 
2018 Return on Integration Award by SiriusDecisions, the leading global business-to-business 
(b-to-b) research and advisory firm.  
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Name: Kelly Cook

Job Title: Chief Marketing Officer

Company: Pier 1 Imports

LinkedIn: https://www.linkedin.com/in/kellyncook/


Professional Bio: https://drive.google.com/file/d/1_2D5Px-eR-zkdl3puXbUErrz_XT4IdOG/
view?usp=sharing 


Additional Submitted Information: 

Leadership courage, data-driven decision making, performance-focused, brand-protectors, 
and serving others. These five things. In this fast track, modern-day, consumer-hyped, infinite 
choice, changing-expectations in this customer-economy we have today, those five things are 
critical in marketing today. Leadership courage - to face into risks, admitting mistakes, driving 
innovation, and truly being voice of the customer. Data-driven decision-making - whether this 
is AI-powered, machine learning, or insights focused, data are the key. Performance-focused - 
marketing must balance the same constituents as the CEO (shareholders, customers, 
employees, vendors, leadership peers). CMOs must deliver. Brand-protectors - the brand. The 
collection of all things which breath life into the company. Serving others - ultimately, systems 
don't run companies. People do. Making everyone else around you the hero. Additional 
highlights:https://hbswk.hbs.edu/item/women-at-work https://www.persado.com/2019/03/
how-pier-1-made-the-journey-to-data-driven-creative/https://www.forbes.com/sites/lisaroepe/
2017/11/28/kmarts-kelly-cook-on-how-to-recover-from-a-mistake/#104926f24811
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Name: Kenneth Beasley

Job Title: Chief Marketing Officer

Company: Nexus Gaming Alliance

LinkedIn: https://www.linkedin.com/in/ken-beasley-08437a4b/


Professional Bio: Kenneth Beasley has been an onion in the video game logistics and 
convention world for nearly twenty years. A man who has risen to be the preeminent fandom 
convention marketing executive, and a sought after marketing partner for many developers, 
Ken loves giving back to his people and his employees. 

Additional Submitted Information: I have improved my company's market share for 
convention video game logistics companies. In addition, I continue to grow our volunteer and 
education programs, and I guide console repair and modifications closes fit kids in our 
neighborhood.  
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Name: Kevin Sellers

Job Title: Chief Marketing Officer

Company: FMR Avnet

LinkedIn: https://www.linkedin.com/in/kevinsellers116/


Professional Bio: Kevin Sellers serves as the Chief Marketing Officer (CMO) for Avnet. In this 
role, he is responsible for architecting and preserving Avnet’s global marketing and 
communications efforts, including the deployment and leadership of a team of marketing and 
communications enthusiasts around the world. Sellers, who joined Avnet in 2015, is an industry 
veteran with more than 20 years of experience in brand strategy, digital marketing, corporate 
and product marketing, advertising, investor relations, and corporate 
communications. Sellersspent 23 years at Intel in a variety of leadership positions, including 
running their global advertising creative and digital marketing teams, to leading the global 
brand strategy of one of the world’s most valuable and iconic brands. Most recently, he also 
served as a managing director in the San Francisco office of Sard Verbinnen, a strategic 
communications advisory firm. Sellersspent nearly 10 years living and working in Asia with 
stints in Korea and Japan. He speaks intermediate Korean and basic Japanese. He is the 
recipient of multiple industry awards, including B2B Magazine Top Digital Marketers in 2013, as 
well as five Cannes Lions Awards for creative excellence in 2014. He earned a bachelor’s 
degree in Finance with a minor in Korean and an MBA from Brigham Young University. He lives 
in Gilbert, Ariz. with his wife. Kevin enjoys playing golf, scuba diving and traveling with his 
family. Passionate about community service, he and his wife work with an Ethiopian-based 
humanitarian organization that his wife founded. About Avnet From idea to design and from 
prototype to production, Avnet supports customers at each stage of a product’s lifecycle. A 
comprehensive portfolio of design and supply chain services makes Avnet the go-to guide for 
innovators who set the pace for technological change. For nearly a century, Avnet has helped 
its customers and suppliers around the world realize the transformative possibilities of 
technology. Learn more about Avnet at www.avnet.com. 

Additional Submitted Information: Since joining Avnet in 2015, Kevin has been integral to the 
transformation of the nearly 100-year old company, by driving new brand platforms and 

https://www.linkedin.com/in/ken-beasley-08437a4b/
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partnerships that demonstrate the company’s shift from an electronics distributor to a 
technology solutions provider built around a unique end-to-end product development 
ecosystem. Kevin led Avnet through a historic, global rebranding focused on the platform, 
“Reach Further,” which reflects the company’s continued commitment to helping its customers 
navigate the complex process of bringing new technology to market, from an idea on a napkin 
to full scale production. His team orchestrated this launch in April 2017. It included a cohesive 
marketing, digital and media strategy, and real-world customer stories that demonstrate how 
the Fortune 500 company’s 15,000+ employees help customers reach further every day and 
guided by Avnet through their product development journey. Recognizing that many customers 
have a desire to engage with brands that share their values, Kevin led an Avnet partnership 
with Not Impossible Labs, a nonprofit technology incubator. His strategy went far beyond the 
typical influencer campaign. He successfully aligned the brand purpose with helping Not 
Impossible Labs take their ideas ‘from one to many’ -- demonstrating to customers and 
investors alike that you can do well in business by doing good in the world. He established an 
authentic relationship that leverages technology to create products for the social good and 
underscores the brand promise. Reach Further embodies what is unique and special about 
Avnet—the people. Kevin leads by example, encouraging employees to think differently. Kevin, 
along with CEO Bill Amelio, is the strongest advocate of the brand. He promotes the brand to 
employees, customers and other stakeholders, leveraging compelling B2B and B2C marketing 
strategies to communicate the value of Avnet. This includes storytelling to demonstrate to 
existing and non-traditional customers how the company’s unique ecosystem can help them 
bring their ideas to market. To amplify the brand and drive sales engagement, Kevin also 
orchestrated a significant digital transformation across the entire marketing organization. Since 
these changes were implemented, the company has seen margins expand with business 
growth outpacing the competition. -- Implemented a new demand gen process, CRM and 
marketing automation -- tools which better equip sales teams, grow the company faster, and 
gain market share in high-growth markets. -- Re-architected the corporate web presence 
creating a more consistent and seamless user experience. Optimized content search 
increasing SEO by 38%. -- Established a full funnel content engine which increased unique 
visitors to Avnet.com by 150%. -- Overhauled social media platforms, strategy and messaging 
across all channels. By delivering consistent messaging to Avnet’s target audiences, followers 
increased 43% and engagement grew 400%. Kevin’s work with Avnet is a testament to how he 
leverages real stories to bring a brand to life. Throughout his career, which also includes 23 
years at Intel, Kevin has been recognized by organizations including ANA and Cannes Lions, 
among others, and he is a frequent speaker at industry events. He continues to value the 
importance of bringing storytelling and partnerships together to highlight technological 
innovation to stay ahead of the pace of change – not just in technology, but in the world.  
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Name: Kristin Harper

Job Title: Global VP, Marketing

Company: Cardinal Heatlh

LinkedIn: https://www.linkedin.com/in/kristinharper/


Professional Bio: Kristin Harper serves as Global Vice President, Wound and Thermal at 
Cardinal Health, a $130B Fortune 15 healthcare company. She has nearly 20 years of General 
Management experience and proven performance in the Healthcare, Food & Beverage, and 
Consumer Packaged Goods industries, including Procter & Gamble and The Hershey 
Company. Her expertise in business and brand strategy, global product development, 
disruptive market innovation, and equity-building B2B and B2C marketing has driven increased 

https://www.linkedin.com/in/kristinharper/


sales, profit and share. Kristin has led the growth and new product development of iconic 
brands such as Crest, Oral-B, and Hershey's Kisses, where she led a team to deliver the 
largest share growth in seven years. Kristin received an MBA and a bachelor’s degree in 
business administration from Florida A&M University (FAMU) in Tallahassee. She is committed 
to public service and actively involved in the community as Board President of Pacesetters 
Unlimited, Inc., a non-profit organization she and her husband co-founded to provide 
mentoring, personal enrichment, and scholarships to African-American youth. She is an active 
lifetime member of Delta Sigma Theta Sorority, Inc., Children’s Church Director, and founder 
and President of the FAMU Central Ohio Alumni Chapter. She and her husband are the proud 
parents of three children. 

Additional Submitted Information: My career includes diverse domestic and global general 
management and marketing roles across: • Industries – Consumer Packaged Goods, Food & 
Beverage, and Healthcare • Blue chip companies – Procter & Gamble, The Hershey Company 
and Cardinal Health • Iconic brands. Crest™, Oral-B™, and Hershey’s KISSES™, to name a 
few Highlighted accomplishments include the following: P&L MANAGEMENT – B2C and B2B • 
Delivered highest revenue, income and market share growth in 7 years on Hershey’s KISSES®, 
and influenced global launch of Hershey's KISSES Deluxe • Commercialized the 1st ever 
Cardinal Health consumer brand, going from concept to retail launch in 15 months for over 160 
SKUs across 5 categories • Led Marketers and Clinical team to drive growth +7% vs. budget, 
growing 10 of 11 categories double digits, including Incontinence, Thermal, Skin, & Wound, 
and Women & Baby • Led post-acquisition integration of market-leading global Wound Care 
business, while creating a high performing culture among a newly combined team • 
Championed bold strategies to turn around historically declining Wound Care business and 
grow sales and profit • Led marketing and media mix, global brand architecture renewal, and 
qualification of several Highly Effective ads • Improved profitability for Hershey’s Bliss® through 
refreshed media mix • Identified and qualified innovation and advertising campaign for Crest 
SpinBrush Kids business that increased sales +41% and shipments +34% via licensed 
character innovation, which reversed a share decline and realized a 35% share increase. Led 
brand’s 1st licensing product initiative, developing marketing positioning, strategy, multimedia 
communications, and packaging, resulting in $2.5M Yr 1 sales • Delivered +3% sales and 
$15M profit growth across 7 Crest and Oral-B brands, 5 direct reports and a 200+ person 
Sales team while reversing 4-year recommendation share decline among dentist/hygienist 
during challenging Gillette acquisition/integration INNOVATION • Proved profitability and 
sustainability of Align™ probiotic brand proposition in market test, leading to national 
expansion decision that yielded $12M in learning market test (+30% vs. goal), $40M Year 1 and 
over $70M in Year 4. Influenced senior leaders to transform brand from single SKU to a global 
mega-brand with multiple benefits and SKUs, and qualified $350M pipeline • Developed global 
adjacency product strategy and M&A due diligence that resulted in the launch of Hershey’s 
Spreads, and the acquisition of Brookside Chocolate SHOPPER MARKETING • Developed in-
store marketing strategies that yielded highest Crest toothpaste shares in the Northeast in 5+ 
years, launch of Crest 50th birthday non-product innovation that exceeded volume forecast by 
79%. THOUGHT LEADERSHIP • Serve as thought leader and built capabilities on the 
enterprise-wide Marketing Council (currently serve as co-chair), Segmentation development, 
and as a Marketing trainer, Positioning workshop facilitator and Gartner® Certified 
Challenger™ Messaging coach • Sought after to facilitate Challenger Messaging workshop for 
businesses across the company, and reframed marketing positioning for 4 businesses 
•Achieved average 98% rating on Marketing Essentials training as 1 of 2 internal trainers, and 
content contributor •Received award for elevating organizational talent through team 
leadership, MBA recruiting, talent planning, and African American Affinity Group Professional 
Development training leadership  
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Name: Lilian Tomovich

Job Title: Chief Marketing & Experience Officer

Company: MGM Resorts International

LinkedIn: https://www.linkedin.com/in/lilian-tomovich-33a9305/


Professional Bio: Lili is currently the Chief Experience & Marketing Officer at MGM Resorts 
International, a $10 billion global hospitality and entertainment company operating a portfolio 
of 27 resorts, 83,000 employees, over 470 food and beverage outlets, 350 retail outlets and 25 
arena and entertainment venues. Tomovich is leading the transformation of marketing at MGM 
Resorts to drive a consumer centric organization that fuels the guest experience. It is a multi-
faceted role that encompasses all of the company’s marketing and guest experience functions. 
Lili is responsible for portfolio brand management, media, e-commerce, guest experience, 
research and insights, loyalty marketing, partnerships, social media, public relations and a 
newly created division, digital ventures. In addition, Lili sits on the board of IHOP & Applebees. 
With more than 20 years’ experience in marketing communications, Tomovich truly 
understands that brands must continuously be reinvented and reinvigorated in order to be 
successful. Driving digital transformation to enable guest experiences Is integral to this journey. 
Prior to joining MGM, Lili was SVP of Consumer Marketing at MasterCard and held roles at 
both Rogers (Canada's largest media and telecommunications company), Loyalty One and Citi. 
Lili's work has been acknowledged with multiple industry awards including a Canne Lion and 
personal awards such as the prestigious Alumni award at Brock University. She is a sought 
after speaker and her personal mantra is "Do Better" and her favorite obsession and 
indulgence is donuts, having been raised in the donut capital of the world, Canada! 

Additional Submitted Information: Accomplishments: Here's just a sampling of what I've 
done. Transformed the marketing organization and developed new operating models and 
Centers of Excellence. Invested in technology and people which resulted in doubling our e-
commerce revenue. Consolidated agency and media relationships. Repositioned the brand 
from a hotel and casino company to an entertainment company. Won a Canne Lion. Built the 
brand from the inside out aligning culture and brand and trained all 78,000 employees on brand 
purpose. Launched the first ever MGM Resorts Campaign. Opened T Mobile arena & 3 multi 
billion dollar resorts. Developed the brand and launched our first professional sports team 
(WNBA - Aces). Launched an Album on itunes (Universal Love which reached #9 on iTunes ) 
And what I'm most proud of, conceived and received funding to launch a new division for the 
company, MGM Digital Ventures, focused on digitally transforming the company by driving 
enhanced guest experiences.  
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Name: Lisa Gilbert

Job Title: CMO IBM Japan & Client Advocate

Company: IBM

LinkedIn: https://www.linkedin.com/in/lisagilbertibm 


Professional Bio: https://drive.google.com/file/d/1ZF-FrODszykGej6PjVaNfPWtSbtIact9/view?
usp=sharing  
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Additional Submitted Information: Proven global marketing leader having lead teams on 
most every continent in the world. Driven by the thrill of immersing myself in a culture and 
language. Humbled by those I have had the pleasure to work with around the globe where 
English wasn't their first language. Represent the voice of the customer in all I do. Passionate 
about nurturing talent. Quite simply hiring great people and help them shine. Grateful for my PR 
background as it taught me how to write, tell a story, and cut through all the jargon. Battle 
tested. Try my hardest to lead by example & live every day by the adage "Growth & Comfort 
Don't Co-exist  
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Name: Lisa Veith

Job Title: Senior Vice President MAXIMUS Federal Leading New Markets

Company: MAXIMUS Federal

LinkedIn: https://www.linkedin.com/in/lisa-veith-3616853b/


Professional Bio: Lisa Veith, leads New Markets for MAXIMUS Federal, a large business in the 
Federal Public Sector. As a Senior Vice President her responsibilities include all aspects of new 
market identification, shaping the market and development of new market portfolios to support 
the growth goals of the organization. In this role she also leads the marketing and 
communications initiatives for the Federal business segment. 

She is an energetic market and thought leader around delivering better government services to 
citizens and achieving better outcomes and improved citizen experience. In 2018 Lisa was 
awarded the first Service to the Citizens Award-Champions of Change as Executive of the year 
along with Secretary of the USDA as the Government Executive of the year (https://
www.servicetothecitizenawards.org/2018-winners) Lisa is viewed as an evangelist and change 
agent noted for her collaboration with industry and government to deliver better citizen 
experience across government. Through the MAXIMUS Federal “Citizen Journey” initiative, she 
championed an innovative citizen-centric approach that focuses on meeting the customer 
service expectations of today’s citizens, while bringing together proven processes, innovative 
technology and digital tools to enhance their entire experience.

Because of her leadership, expertise and passion for citizen service, Lisa is frequently sought 
as a speaker and contributor. In 2015, she was the industry chair for the first industry Citizen 
Experience (CX) Summit in Washington D.C.  In the past several years she has been an active 
participant and market planner for leading industry activities around Citizen Experience (CX), 
Citizen Engagement Services and cross agency initiatives around improving citizen services. 
Lisa participates in many industry organizations and is currently serving a two year term 
(2017-2019) on the Board of AFCEA Bethesda to lead their Innovation and Technology track.  
In 2018  she chaired the AFCEA inaugural event for this effort, entitled Innovation in Technology 
– Delivering Better Government Services to Customers, that brought together citizen 
engagement leaders from both government and industry to share ideas for the future.

 

Lisa was part of the small industry and government team that helped advise Veterans Affairs  
(VA) on the foundation for the new Veteran Experience (VE) office. She was also an early 
member of the Citizen Experience (CX) Community of Interest that supports collaboration with 
government and industry leaders and is active within many leading industry and government 
organizations, using these platforms to help bring further attention to the importance of 
improving citizen experience and achieving better outcomes for our nation’s citizens.

Since 2011 Lisa has been a part of the leadership growth team at MAXIMUS Federal.  For more 
than 30 years Lisa has led new market expansion, business growth, strategy and marketing 
expertise for organizations in the Federal space. She has worked with large, medium and small 
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businesses during her career as well as spending time as an independent 
consultant expanding and building high impact teams to develop new market expansion and 
growth, creating brand awareness and market influence to support new portfolio and business 
growth. Lisa has an extensive Federal industry network that includes government, industry, 
subcontracting partners and teaming alliances

She is a graduate of the University of Florida with a BS in Communications and started her 
career in Washington D.C. working on Capitol Hill for her Congressman from Florida. Her 
responsibilities were to help connect and support the constituents of Florida around their 
issues and benefits in the areas of Health and Human Services, Veteran Affairs and Social 
Security. Much of her career has been dedicated to helping to support the government to 
deliver better outcomes and improved services to the citizens of our nation.  
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Name: Louis Cohen 

Job Title: Chief Marketing Officer/VP Marketing & Digital Engagement

Company: Wolters Kluwer Legal & Regulatory US

LinkedIn: https://www.linkedin.com/in/louiscohen/


Professional Bio: Louis Cohen Chief Marketing Officer - Vice President, Marketing & Digital 
Engagement Lou Cohen brings twenty years of Digital Marketing expertise to Wolters Kluwer 
Legal & Regulatory US as the CMO & VP of Marketing & Digital Engagement. In this role, Lou 
leads the division’s Marketing organization to engage and enable legal, business and 
healthcare compliance professionals to be more effective and efficient. Including three 
domestic & two global business units, Lou’s team has driven sustained growth & digital 
transformation for the Legal & Regulatory US division since he joined in 2015. Prior to joining 
Wolters Kluwer, Lou was the SVP – Head of External Digital Marketing in Citi’s consumer 
finance division. During his tenure with Citi, Lou’s strategies in Digital Marketing led to 
remarkable growth of credit card, mortgage & bank account acquisitions while supporting 
consumer engagement & branding initiatives. Lou also spent six years in leadership roles at 
Microsoft Advertising as a Regional Manager for the Microsoft Media Network & Search 
Account Management teams. Lou began his career as an internet entrepreneur in the late 
1990’s with a small business for collectibles trading online, leading him to roles as a General 
Manager or Director of Marketing at several e-commerce start-ups. As a sought-after speaker 
and lecturer, Lou's unique insights add value to conferences and panels across all aspects of 
Marketing and Business Development. You can find Professor Cohen teaching Digital 
Marketing, Search Marketing, & Social Media Strategies for the MBA programs at CUNY’s 
Baruch College as well as at New York University’s Stern School of Business. He holds a B.S. 
in Industrial Management & Entrepreneurship from Carnegie Mellon University and an MBA 
from Baruch College. Lou has been recognized with awards from several organizations 
including Gramercy Institute, the Direct Marketing Association (DMA), the American Marketing 
Association (AMA), & Marketing EDGE.Lou.Cohen@wolterskluwer.comhttp://
www.WoltersKluwerLR.com/Additional Contact Info: Email: LouCohen@gmail.com Twitter: 
@ProfCohen Facebook: Facebook.com/ProfCohen LinkedIn: LinkedIn.com/in/LouisCohen 

Additional Submitted Information: Lou Cohen joined Wolters Kluwer Legal & Regulatory US 
as the Chief Marketing Officer & VP of Marketing & Digital Engagement in 2015. The Legal & 
Regulatory US division of Wolters Kluwer is comprised of 5 business units that operate globally 
with ~$250 Million in revenue. Since joining Wolters Kluwer, he has transformed the Marketing 
organization into a modern data driven & digitally savvy team. In fact, under his leadership, the 
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division achieved their first 2 years of profitable revenue growth after suffering from declining 
revenue for the prior 9 years. In addition to leading the US Legal & Regulatory Marketing 
organization, to many Lou is better known as Professor Cohen. Since completing his MBA in 
2010 at CUNY’s Baruch College, Prof. Cohen has developed the programs & curriculum for 
Baruch College’s Digital Marketing track & continues to teach MBA level classes there in Digital 
Marketing, Social Media Marketing, & Search Engine Marketing. His award-winning courses 
were so successful that New York University (NYU) took notice & hired him to teach at the 
Stern School of Business where he teaches courses on Digital Marketing & Social Media 
Strategies. Lou continues to be motivated to educate & inspire the next generation of 
Marketing talent because of the teams he’s led during his career & the success many of his 
students have achieved professionally. Throughout Lou’s career, he’s been at the forefront of 
Digital Marketing. He began his career as the original “.com” bubble was about to burst, 
focusing originally on ecommerce. While most of those websites no longer exist, he was able 
to learn about modern marketing during its inception. From there, he was recruited into 
Microsoft for their original foray into Search as one of their very first hires for what has become 
Bing Ads. In his 6-year tenure with Microsoft, he was promoted 6 times, and achieved 
tremendous results for the company & advertisers. Then he was recruited to lead digital 
marketing programs at Citi for their US Consumer Business units including Citibank, Citi 
Mortgage & Citi Cards. His leadership helped drive over 5x growth in Citi’s digital marketing 
programs, fueled by strong ROI accountability, strategic use of digital marketing capabilities, 
and a willingness to develop & test new methods of marketing. Because of this work, Lou & his 
team were recognized & received awards from several organizations including the American 
Marketing Association, Direct Marketing News, Direct Marketing Association, Grammercy 
Institute, Financial Communications Society, & others. With great success during his tenure at 
Citi, Lou was then recruited into Wolters Kluwer. We (his team) strongly support recognizing 
Lou Cohen for the Top 50Marketer Awards. Hi leadership at Wolters Kluwer has helped 
transform the organization & driven the success needed to achieve our hopes for the company. 
He’s a great leader, manager, and all-around person & worthy of your recognition.  
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Name: Luis Araujo

Job Title: Vice President, Marketing and Communications

Company: Mastercard

LinkedIn: www.linkedin.com/in/luis-araujo-89589277


Professional Bio: Luis Araujo is most recently Vice President, Marketing and Communications 
at Mastercard, a position he has hold for three years. At Mastercard, he has worked to elevate 
the Marketing and Communications function to a new consumer & customer centric 
organization, driving cultural change and balancing needs of stakeholders, managing multiple 
work streams and teams, and overseeing the strategic planning process. His team won 7 Effie 
Awards for 4 successful Integrated Marketing and Communications programs, including a 
campaign in partnership with World Food Program to fight hunger in Colombia, delivering more 
than 5 million meals to kids in need. Earlier in his career, Luis gained extensive experience in 
marketing and sales with Colgate-Palmolive, and SC Johnson and Son, holding progressively 
responsible positions all the way up to leading global, multi-cultural, cross-functional teams to 
transform consumer/shopper insights into viable business models that fuel lasting growth. Luis 
holds a bachelor’s degree from Universidad Simon Bolivar (Caracas, VEN), and an M.B.A. from 
Universidad Metropolitana (Caracas, VEN). He is member of the Association of National 
Advertisers (ANA) and he serves as a volunteer for the Juvenile Diabetes Research Foundation 
(JDRF). Luis is on LinkedIn at www.linkedin.com/in/luis-araujo-89589277 

http://www.linkedin.com/in/luis-araujo-89589277
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Additional Submitted Information: Hunger strikes children in Colombia, where 1 out 10 
children suffer from chronic malnutrition that could lead to diseases, limited development or 
even death. There is a region, La Guajira, which is one of the most affected because of it high 
index poverty (55% of the population live in extreme poverty) and where more than 40% of the 
indigenous population do not have regular access to food. This is why Mastercard partnered 
with the World Food Program (of the United Nations) and Bancolombia, to create a program 
called Priceless Causes that serves as a platform to empower consumers to make a positive 
impact in their society by donating a meal to a kid in La Guajira. In Colombia, as in many Latin 
American markets, there are multiple needs in the society and people want to help. However, 
they often do not find the right vehicles or even do not have the money to collaborate thru 
donations. That is why we created a strategy to invite people to donate thru the adoption of a 
new payment technology in the market (contactless cards). So every time any cardholder from 
Bancolombia “tapped” to pay for their purchases at selected merchants across the country, 
Mastercard and Bancolombia donated to the World Food Program an amount equivalent to 
one meal for a kid in La Guajira. We built a 360 Integrated Marketing and Communications 
campaign to create awareness and drive activation of this donation platform, endorsed by a 
local celebrity with high credibility (Juanes), and pushed thru multiple channels via paid and 
earned media. The results were outstanding! We estimated to donate the equivalent to 2.5 
milllion meals to kids in La Guajira thru the World Food Program, and achieved 2X the target, 
generating funds to deliver 5 million meals in the last two years. This campaign won a Silver 
Effie Award – Latin America Edition in the category of Financial Products and Services and a 
Bronze Effie Award – Latin America Edition in the category of Positive Change.  
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Name: Marcus Slater

Job Title: Founder/CEO

Company: Theory9

LinkedIn: https://www.linkedin.com/in/marcusslater/


Professional Bio: Marcus is an innovative digital marketer and accomplished entrepreneur 
with work recognized by Entrepreneur Magazine, Forbes, Accounting Today, The New York 
Times, and many more leading publications. Over the last decade, Marcus has displayed 
proven success in nearly every marketing outlet, including the health, e-commerce, franchising, 
FinTech, accounting, cryptocurrency, and e-learning industries. Through his knowledge, he has 
helped companies bring clarity to their marketing strategy and execution while infusing record-
setting multi-million year-over-year growth for companies of all sizes from early-stage startups 
to seasoned entities hitting a growth wall. "I believe that running a business without clarity is 
just guessing. Businesses and entrepreneurs today often miss the importance of mastering the 
art of giving selflessly through digital marketing, storytelling, and the consumption of their 
audience attention across all digital mediums, all while developing efficiency in their back-end 
nurtures and processes to create 1:1 personalized experiences for every potential consumer 
that will be exposed to the brand. That's where I come in!" "Marcus offers a unique point of 
view and proven methods while delivering expert, relatable knowledge that helps entrepreneurs 
grow successful large-scale businesses in half the time." Marios Costanz, Happy Tax Brands


Additional Submitted Information: 

https://www.linkedin.com/in/marcusslater/


I am an innovative digital marketer and accomplished entrepreneur with work recognized by 
Entrepreneur Magazine, Forbes, Accounting Today, The New York Times, and many more 
leading publications. In 2014 I developed and executed the marketing strategy for an early 
startup DrAxe.com, at this time they had done $1M in revenue year one, and by year two we 
grew gross revenue to $11.6M, and double this in year 3 all while growing site traffic to over 
13,400,000 Website Views a month. In 2015, I embarked on a project to develop the marketing 
strategy and execution for Happy Tax Franchising, a FinTech tax prep brand who had hit a 
growth was with gross revenue of $700k in year one, by year 2 we grew the brand by 320%, 
and again in year 3 by 347%. During this time, I directed and launched under the Umbrella of 
Happy Tax Brands, the worlds first and leading digital Crypto Tax Preparation firm, 
CryptoTaxPrep.com. Development started in November of 2017, we launched in just 60 days 
on Jan 1, 2018, and by April (4months) CryptoTaxPrep.com had become a multi-million dollar 
success and has gone to double its revenue in 2019. From this launch, I saw a market need for 
education on cryptocurrency taxes and assisted in launching the first-ever 
CryptoTaxAcademy.com, that would go to generate over $1M in its first enrollment season. 
Innovative marketing is at the core of who I am, and is displayed in every effort I make to help 
brands find clarity and conversion.
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Name: Margi Tooth

Job Title: Chief Revenue Officer

Company: Trupanion

LinkedIn: https://www.linkedin.com/in/margi-tooth-a3468811/


Professional Bio: Margi Tooth is the Chief Revenue Officer at Trupanion, a leader in medical 
insurance for cats and dogs. Tooth joined Trupanion in October 2013 from the UK to lead its 
Digital Marketing efforts. Now in her role as Chief Revenue Officer, Tooth leads the entire sales 
and marketing efforts to support Trupanion as North America’s second-largest and fastest 
growing company offering medical insurance for the life of cats and dogs. In this role, Tooth 
manages an overall team of 130 while overseeing sales both in-house and field sales, 
marketing efforts which incorporate teams executing across a variety of disciplines including 
B2B, demand generation, customer marketing, digital, brand development, public relations, 
social media, search engine marketing, and digital marketing departments. She also leads the 
company’s business-to-business strategy targeting veterinary hospitals, and partnership 
development efforts to further grow their presence and brand across North America, in addition 
to partnerships with cat and dog breeders and animal shelters. Tooth’s leadership continues to 
increase awareness of Trupanion and reinforce the company’s strong presence in the North 
American pet medical insurance industry. 

Additional Submitted Information: Tooth is creative, detailed and data-driven. She is 
motivated with a true dedication to the cause of Trupanion: healthy and happy dogs and cats. 
With roots in ecommerce and digital marketing her thought process is always customer first, 
which has played in support of the business reaching key milestones across the lead and 
conversion journey; phone conversion rates of over 55% in support of a 98% month over 
month member retention rate. She is an instinctive leader driven to try new things, resulting in a 
constant evolution of the company’s marketing and sales groups. The drive to evolve and 
innovate has had many advantages including unlocking our ability to increase our same store 
sales (a metric used when thinking about penetration rates per veterinary clinic). In addition, 
team growth and retention has flourished under Tooth’s leadership. In the past 12 months, 
there have been only two voluntary departures from the sales team, and those two individuals 

https://www.linkedin.com/in/margi-tooth-a3468811/


have since returned to their roles at Trupanion. Crucially, data is central to her focus and 
ensures that Trupanion is scientific in its approach. Tooth has expanded the company’s digital 
marketing presence, steadily growing online sales, which now account for about 40 percent of 
Trupanion’s business. Her hunger for data and analytics that explain consumers’ behavioral 
tendencies have helped double sales through Trupanion’s website. Providing insurance for 
more than 500,000 pets, Trupanion continues to grow with a compound annual growth rate of 
nearly 19% for new pets over the past five years. Tooth plays a direct role in the acquisition of 
those pets and identifies where Trupanion may need to dial up or dial down activity. Tooth was 
also instrumental in the marketing and media efforts in support of the company’s 2014 stock 
offering which raised $71 million for the firm and recently led Trupanion’s launch into the 
Australian market. Tooth received an Executive Excellence Award from Seattle Business 
Magazine in 2016 and was named a 40 Under 40 leader by the Puget Sound Business Journal 
in 2017.  
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Name: Max Cuellar

Job Title: SVP Marketing, Operations, eCommerce, Analytics

Company: Hewlett Packard Enterprise

LinkedIn: https://www.linkedin.com/in/maxcuellar/


Professional Bio: Max Cuellar is Senior Vice President of Marketing, Analytics, Operations and 
eCommerce at Hewlett Packard Enterprise. In this role, Max is responsible for driving the 
strategic direction of marketing across our $30B enterprise. His responsibilities include the 
development of our marketing strategy, implementation advanced technology and analytics in 
the marketing organization. In addition Max oversees the company’s eCommerce business. 
Max leads the company’s customer and market insights function and our planning 
organizations to drive the overall effectiveness of our marketing strategy. He sets our marketing 
analytics agenda to give our field more precision in the way they target customers, and his 
team defines the company positioning from ideation to execution. In today’s complex 
marketing technology landscape, Max’s team is responsible for defining our ad tech and 
marketing tech stack and driving the automation we need to move at the speed of digital. In his 
time at HPE, Max has lead two major transformations of the marketing organization, providing 
clarity on accountability and enabling faster speed to marketing. This multi-year effort is 
intended to build a best-in-class marketing organization and has fueled our continual pivot 
towards driving business outcomes. In the next phase on the road to revenue marketing, Max 
is driving HPE’s ecommerce strategy in collaboration with Sales. Max joined HPE in May 2014. 
Formerly he was Partner at Booz & Company where he served leading companies in the retail, 
consumer and technology sectors. Over the last decade he has focused primarily on 
restructuring sales and marketing organizations to support company turnarounds. 

Additional Submitted Information: I have been responsible for transforming the Global 
Marketing organization from a "functional" partner to the business to a strategic revenue 
partner for the company as a whole. Over the past four years, I've overseen the centralization 
of marketing and the build out of key functions including award winning data science, 
marketing operations and customer analytics teams.  
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Name: Michael Marino

Job Title: SVP Loyalty & Chief Experience Officer

Company: Caesars Entertainment

LinkedIn: https://www.linkedin.com/in/mjm9z/ 


Professional Bio: Michael Marino is the SVP of Customer Loyalty & Chief Experience Officer at 
Caesars Entertainment.  Michael oversees the end-to-end guest experience at Caesars 
including most of marketing’s shared services which impact over 50 properties.  These 
functions include Caesars Rewards, the industry leading 55m member loyalty program, sports 
and loyalty partnerships, online distribution including Caesars.com and third-party 
relationships, Caesars’ digital products including the mobile app Caesars Rewards, brand and 
media.  Michael’s previous roles within Caesars include Vice President and Executive Associate 
to the Chairman, President and CEO and overseeing all Marketing Analytics.  Prior to joining 
Caesars, Michael worked at Bain & Company and Capital One Financial.  Michael holds a BS in 
Computer Science and an MBA from the University of Virginia. 

Additional Submitted Information: Michael has played a key role in making Caesars the 
leading casino company for digital guest experience.  Michael’s team oversees the strategy 
and development of all guest facing technology including the industry leading Caesars 
Rewards mobile app, all Caesars’ websites, Caesars’ virtual concierge chatbot “Ivy” and online 
platforms to order food, reserve sports book seats and reserve pool chairs.  During his five 
years of leading the businesses, Caesars’ e-commerce revenue has doubled, and mobile app 
revenue has grown over 10x. 

 

Michael has also transformed the industry leading 55m member loyalty program from a 
gaming-centric program to one which allows members to earn and redeem for everything 
Caesars sells.  In addition to expanding the loyalty program at Caesars’ brick and mortar 
properties, Michael developed a loyalty program connecting six social casino games operated 
under the Playtika brand with the casino program.  This loyalty program, originally named Total 
Rewards social, helped Playtika sell for $4.4b.  This February, Michael’s team also completed 
the rebranding to Caesars Rewards. 

 

Michael recently has taken a lead role in sports partnerships as Caesars expands its reach into 
sports betting.  These partnerships include the NFL, ESPN, Bleacher Report and over 40 
sports team partnerships including the first combined NHL/NBA partnership with HBSE (New 
Jersey Devils and Philadelphia 76ers), the first combined NFL/NBA partnership (New Orleans 
Pelicans and New Orleans Saints) and the founding partnership for the Las Vegas Raiders. 

Back to Table of Contents


Name: Michael Stahl

Job Title: Executive Vice President and Chief Marketing Officer

Company: HealthMarkets Insurance Agency, Inc.

LinkedIn: https://www.linkedin.com/in/michaelzstahl/


Professional Bio: Michael Z. Stahl Executive Vice President and Chief Marketing Officer I 
joined HealthMarkets in April 2013 with a vision of the future that fundamentally transformed 
the way the company does business. When I joined the company, it wasn’t even called 
HealthMarkets. In my role with the company, I have re-branded the agency; led the integration 
of a multi-channel customer experience; built a complete marketing ecosystem, including an 
in-house marketing department, from scratch; and developed state-of-the-art technology to 
enhance the agent and customer experience. Largely due to these efforts, HealthMarkets is 

https://www.linkedin.com/in/mjm9z/
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now one of the largest independent health insurance agencies in the United States that offers 
individual health, small group, Medicare, life, and supplemental insurance products. Its product 
portfolio includes more than 200 insurance companies with thousands of plans nationwide for 
individuals and families, seniors, and small business owners and their employees. Prior to 
HealthMarkets, as the Vice President – Marketing & Operations for Kemper Corporation’s 
direct-to-consumer business unit, my responsibilities included leadership over marketing, 
customer experience, and call center operations. I also held the VP – Product Management 
position at Kemper heading the unit’s homeowners, boat, and umbrella lines, and I worked in 
the Preferred business unit in the product management department as Regional Product 
Manager. Before that I was at Travelers in a variety of finance and operational capacities. I hold 
the Chartered Property & Casualty Underwriter (CPCU), Associate in Insurance Accounting & 
Finance (AIAF), and Associate in Reinsurance (ARe) designations. I have a B.S. in Economics 
from The Wharton School, University of Pennsylvania, and I am a two-time author and KC 
Royals enthusiast. For more information, click here (https://vimeo.com/
336626196/08ab24a2e5) for a short video testimonial from HealthMarkets CEO Kenneth Fasola 
and see the uploaded CV. 


Additional Submitted Information: 

When I joined HealthMarkets in April 2013 — in the midst of a turbulent market environment for 
the health insurance industry due to the passage and implementation of the Affordable Care 
Act (ACA) — I saw what the business could become. With only six months before the 
company’s primary selling season, I began building the company’s first ever full-service in-
house marketing agency. With the beginnings of my team in place, I implemented wide-
sweeping changes: • Rebranded the company to HealthMarkets Insurance Agency and rebuilt 
HealthMarkets.com as a consumer-focused website • Launched branded multi-channel 
marketing to include TV, radio, direct mail, marketing automation, and digital • Introduced 
predictive lead selection modeling and developed a proprietary preset appointment scheduler 
for agents • Launched a marketing analytics program with attribution infrastructure After my 
first year, I expanded the new cross-functional, multi-brand in-house marketing agency team in 
order to: • Develop proprietary Live Transfer technology to deliver consumer calls to local field 
agents in real time, launch digital lead alerts to agents, and enrich the database. • Develop 
proprietary call-matching technology to distribute calls to the nearest agents based on zip and 
area code. • Migrate social, SEO, paid digital, and content production in-house, including 
design, video, and copywriting teams. • Grow HealthMarkets’ SEO traffic position by 300% in 
the last two years. • Develop an in-house call center. • Create an agent storefront program to 
expand the company’s footprint locally. • Launch proprietary technology platform that allows 
agents to run their business on the go all through one mobile app. Within the last year, my 
marketing team has: • Refreshed HealthMarkets branding with celebrity spokesperson Bill 
Engvall (https://pbs.twimg.com/media/Dm7ZPSfU4AAY-rM.jpg) and a new jingle (https://
vimeo.com/294041440/e6f0065143) • Continued investment in SEO and content marketing as 
well as expanded marketing automation and personalization capabilities • Refreshed 
HealthMarkets’ agent recruiting website, https://www.HealthMarketsCareers.com/, and 
supporting materials as well as provide social support such as this personal video (https://
vimeo.com/333426318/d38baa466d). • Launched award-winning email campaigns o 
HealthMarkets: 2018 Open Enrollment Email Personalization Campaign § 400% year-over-year 
increase in click-through rate (0.20% to 1%) § 494% year-over-year increase in open rate 
(3.2% to 19%) In the past six years under my leadership the culmination of these activities has 
helped HealthMarkets’ overall growth: • New business premium placed rose to $1.8 billion from 
$370M • Company earnings of $60M, up from -$30M when I joined the company • 
HealthMarkets is a leader in our space and successfully sold the company to UnitedHealth 
Group (previously owned by Blackstone Group & Goldman Sachs) I take great pride in what 
HealthMarkets does and the fact that it has enrolled consumers in more than 4 million 
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insurance policies. The company is one of the largest enrollers of Medicare and remains at the 
forefront of bringing choice across all different types of insurance policies via more than 200 
carriers to help Americans get the best coverage at the best price.
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Name: Michele Drucker

Job Title: Vice President of Sales and Marketing

Company: Sound Hospitality Management

LinkedIn: https://www.linkedin.com/in/michele-drucker-chse-crme-18a43613/ 


Professional Bio: With over 34 years of hotel sales and marketing experience in the hospitality 
industry, Michele Drucker is responsible for overseeing the sales efforts and productivity for all 
Sound Hospitality Management Hotels. Her role as Vice President of Sales and Marketing 
involves direct oversight of the property level sales departments.  In this role, she has 
established the sales department operating procedures including the areas of account 
development, revenue growth, marketing plan development, client relationships, sales team 
development and accountability.  Her focus is to direct the property level sales team and 
implement sales/marketing strategies to impact top line growth and concentrated efforts to 
maximize each hotel’s performance.  In addition, she works closely with revenue teams on 
property and brand to implement revenue strategies for the five Sound Hospitality 
Management Hotels by constant inventory monitoring, market rate analysis and OTA 
maximization.  She holds several certificates in hospitality marketing and revenue management 
through Cornell, along with a degree in business marketing.

 

Michele has worked with some of the major hotel brands including Hilton (Hampton Inn & 
Hilton Garden), IHG (Holiday Inn, Holiday Inn Express & Candlewood Suites), Clarion, Ramada, 
Days Inn and Radisson.   Before joining Sound Hospitality Management, Michele held many 
direct sales positions in chain-affiliated hotels, along with Regional Director of Sales positions 
for multi-properties.
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Name: Michelle Fee

Job Title: CEO and Founder

Company: Cruise Planners, an American Express Travel Representative

LinkedIn: https://www.linkedin.com/in/michellefee/


Professional Bio: More than two decades ago, as owner of a flourishing full-service travel 
agency startup, Michelle Fee had dreams bigger than what the four walls of her office could 
contain. That love of travel and passion for entrepreneurship and marketing is what led Fee to 
found Cruise Planners in 1994. With just five franchisees in the first training class, Fee believed 
the newly founded Cruise Planners would create a new business model that would change the 
travel world. She never looked back. When Fee first started Cruise Planners in 1994, she did 
not expect to become a travel agent franchisor with more than 2,500 travel agents across every 
state in the U.S. Fee believed that the world of travel was changing and saw an opportunity to 
help travel agents adapt ahead of the curve by investing in marketing programs, technology, 
great leaders and helping travel agents succeed. Fee has created a business in a box with a 
strong focus on innovative technology that drives powerful marketing and propels Cruise 
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Planners franchisees to the top. This year, Fee, along with Cruise Planners Home Office Team, 
travel agents and executive team are celebrating the company's 25th anniversary, which will be 
full of the brand's signature "Cruisitude®". When Fee is not busy leading the Cruise Planners 
family in reimagining travel and in doing her part to help those in need, she is happiest with 
family. Fee is married to her high school sweetheart, has two children and is a proud 
grandmother of two. 

Additional Submitted Information: Today, as CEO of the nation's largest home-based travel 
franchise organizations, Fee's commitment to her Home Office Team and nationwide network 
of travel consultants is undeniable. Under her leadership, Cruise Planners has empowered 
franchise owners for success through access to award-winning marketing programs, hands-on 
training and evolving technology, allowing them to operate efficient and competitive travel 
businesses in a fast-changing industry. From the company’s bright green façade—a contrast to 
common travel company blue—to the frequent professional development opportunities offered 
to franchise owners, Fee insists on distinguishing Cruise Planners as a solution for aspiring 
entrepreneurs and consumer travel needs alike. Fee’s business and marketing prowess has 
been acknowledged with recent accolades including: • Entrepreneur Of The Year Award for 
Hospitality and Leisure, EY (formally Ernst and Young) • One of three EY Entrepreneur of The 
Year® 2016 National Finalist • The Ultimate CEO Award, South Florida Business Journal • 
Cruise Lines International Association, Inc® (CLIA) Hall of Fame • "Top 25 Most Extraordinary 
Minds" in sales and marketing by the Hospitality Sales & Marketing Association International 
(HSMAI) • Stevie Awards Top Women in Business finalist in the "Best Entrepreneur” • "Top 25 
Most Influential Business Women," South Florida Business Journal • Travel Agent magazine's 
“Most Powerful Women in Travel" • "Travel Agent of the Year" by Travel Trade magazine • Fee 
was named godmother of AmaWaterways’ AmaSerena As a standout marketer specializing in 
multi-generational travel, cruise industry education, moms in the workforce and franchise 
ownership, Fee has earned spots on the advisory boards for: American Express Travel, Royal 
Caribbean International, Norwegian Cruise Line, Celebrity Cruises, Cruise Lines International 
Association, Inc® (CLIA), Carnival Cruise Line, MSC Cruises and Holland America Line. 
Beyond her role as an innovative business leader, Fee believes in corporate responsibility and 
giving back within the community in order to create positive change. The Company’s CP 
CaresSM social giving program raises awareness and funds for philanthropic organizations and 
is built on Cruise Planners’ commitment to supporting such organizations throughout the 
United States and globally. Fee was named Woman of the Year 2014 by The Leukemia & 
Lymphoma Society, CP Cares has also funded: Forgotten Soldiers Outreach, Susan G Komen, 
Kids In Distress, Shoes for Africa, Fisher House Foundation, Wyland Foundation, Angel Notion 
and Joe DiMaggio Children's Hospital, among other organizations.  
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Name: Michele Szczypka

Job Title: Chief Marketing & Communications Officer -Trinity MI, Leader National Brand Trinity 
Health

Company: Trinity Health

LinkedIn: https://www.linkedin.com/in/michele-szczypka-53030139/


Professional Bio: https://drive.google.com/file/d/16CP5A_RKGxM8536N_MVm34ILrqagdrnE/
view?usp=sharing  
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Additional Submitted Information: Michele has been nominated for 13 Emmy Awards winning 
3. Michele has been named a notable woman in marketing by Crain's Business Detroit in 2018. 
Michele has developed health system brand strategies leading to numerous awards including 
Astor, Marcomm, Cardiovascular Marketing Awards, Golden Reel, and Emmy's (NATAS). She 
has developed deep relationships with major sports figures including Matthew Stafford and 
Justin Abdelkader on behalf of St Joe's. When media was tough to reach for the organization, 
Michele employed a health reporter (Lila Lazarus) to cover the health stories on behalf of the 
health system and engaged with the local ABC affiliate WXYZ to air coming out of all news 
segments. Michele is a creative leader and has a dedicated team that outperforms year over 
year.  
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Name: Patti Girardi

Job Title: Chief Marketing Officer

Company: Valet Living

LinkedIn: https://www.linkedin.com/in/pattigirardi/


Professional Bio: As Chief Marketing Officer, Patti Girardi leads the development and 
implementation of all marketing strategies for Valet Living’s numerous amenities to the 
multifamily housing industry, with accountability for branding, database marketing, e-
commerce, event/trade show marketing, lead generation, product marketing, public relations, 
research, social media, sustainability, telemarketing and web strategy. A recognized thought 
leader in marketing to Millennials and Generation Z, Patti previously served as Vice President of 
Marketing for Chartwells, the college dining division of global foodservice giant Compass 
Group. In this role, Patti led Chartwells’ industry-leading rebrand from “Eat. Learn. Live.” to 
“Where Hungry Minds Gather,” addressing the unique attributes of Generation Z. Patti 
previously served as Vice President of Sales and Marketing for the Western division of Fox 
Cable Networks. She began her marketing career with Cox Communications, where she held a 
number of field and corporate marketing positions, including Vice President of Marketing and 
Director, Web Marketing & E-Commerce. Patti holds a B.A. in Economics from Trinity College 
(Hartford, CT) and an M.B.A. from Harvard University. 

Additional Submitted Information: Patti Girardi is a transformational leader known for 
motivating teams to excellence in building brand equity, expanding market share and 
exceeding aggressive targets. As a recognized thought leader in generational marketing, she 
has a track record of furthering the growth of companies across multiple industries by crafting 
messaging that connects with evolving audience dynamics and identifying opportunities to 
integrate technology into the consumer experience. Her transparent and flexible style, talent for 
relationship and consensus building and ability to solve complex problems - combined with her 
experience in working for some of the world’s most prominent brands - make Patti a one-of-a-
kind marketer who has left sizable contributions at each of her organizations. Here are just a 
few of Patti’s accomplishments: * As Chief Marketing Officer of Valet Living, Patti orchestrated 
an enterprise-wide rebrand from strategy to implementation that catapulted the brand into the 
nation’s only full-service amenities provider to the multifamily housing industry. This 
achievement was quickly followed by launching the Valet Living Home mobile app, garnering 
downloads and transactions well-above industry averages and making it easier than ever for 
apartment community residents to order home cleans, pet walks, wellness classes, package 
delivery and dry-cleaning pick-up from a single app. *As Vice President of Marketing for the 
college foodservice division of Compass Group, the world’s largest foodservice provider, Patti 
led an industry-leading brand re-positioning from "Eat. Learn. Live." to "Where Hungry Minds 
Gather," addressing the unique attributes of Generation Z and solidifying $147 million in annual 
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business. *As the first and only female Regional Vice President of Affiliate Sales and Marketing 
at Fox Cable Networks, Patti’s team retained $271 million in annual revenue by negotiating 
100% of contract renewals for the Fox Sports West, Prime Ticket, Fox Sports Northwest and 
Fox Sports Arizona regional sports networks and delivered $27 million in new revenue through 
the negotiation and sale of Major League Baseball and Basketball game packages to cable 
distributors. * As Vice President of Marketing for Cox Communications, Patti transformed Cox's 
E-commerce platform into its fastest-growing sales & retention channel, increasing Web sales 
by 1,380%, payments by 1,567% and visits by 617%. Patti’s unique collection of subject-
matter expertise has earned her publication across international platforms and speaking roles 
at CMO, Digital Marketing, Integrated Marketing Communications and Multifamily Forum 
conferences, where she is particularly sought after for her expertise in marketing to Millennials 
and Generation Z. Asked how she has been able to deliver such impactful results, Patti will 
always respond with “It’s about putting your people first.”  
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Name: Peter Weedfald

Job Title: SVP Sales and Marketing

Company: SHARP Electronics

LinkedIn: https://www.linkedin.com/in/peterweedfald/


Professional Bio: Every countertop microwave oven has a dedicated popcorn button. I was 
thinking one day "does each CMO brand tune their microwave ovens to deliver the same 
perfect popping experience? I purchased 7 leading brands of microwave ovens, we tested 
them with Orville Redenbacher popcorn (they garner over 60% of the popcorn market share) 
and discovered each microwave oven delivered different results. Some burn't the mighty brand 
Orville... some left 50 kernels in-popped. This creative thinking allowed us to meet with 
ConAgra executives, present our research and gain a new opportunity. Conagra tested our re-
tuned for perfect Orville popping popcorn our SHARP microwave ovens in their Omaha food 
testing kitchens for nearly a year. The results, we have a 4 year exclusive signed contract with 
ConAgra for the Orville mark and testament on our packaging "SHARP and Orville 
Redenbacher - MADE PERFECT TOGETHER." Standard growth in a highly commoditized 
microwave business for any brand/competitor is 5 to 7%. Over the past 12 months, our 
SHARP and Orville specifically tuned and branded "MADE PERFECT TOGETHER" has 
exceeded a YOY growth of 70% plus. As we know the power of two icon brands with products 
tuned for consumer perfection we just signed a new contract with Nestle (signed last week) 
after 14 months of product testing for the Nestle DiGiorno pizza mark (DiGiorno garners over 
60% of the frozen pizza market) for our new superheated steam counter top oven assorted 
today at Best Buy. I humbly request we (myself and or SHARP) are entered into the Trailblazer 
or ICON award consideration. As we believe creativity, in the language of smart product 
partnerships, tuned to consumer perfection, united in a bi-modal brand umbrella is in itself 
brand infatuation, product infatuation based upon our market growth results. Thank you and all 
my best, Peter
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Name: Quinn O’Brien

Job Title: VP, Marketing

Company: Lenovo


https://www.linkedin.com/in/peterweedfald/


LinkedIn: https://www.linkedin.com/in/quinnobrien/


Professional Bio: Quinn O’Brien Vice President, Marketing Lenovo Quinn has 25 years of 
experience building global brands. Today, Quinn is the Vice President of Global Brand at 
Lenovo. In this role, Quinn reports directly to the Global CMO, sits on both the Lenovo Global 
Leadership Team and Chairs the Lenovo Marketing Leadership Team. Quinn runs a large global 
team responsible for three key marketing functions: global brand strategy, global branded 
content, and global design. Under Quinn's leadership Lenovo has twice been named one of 
Interbrand’s 100 Best Global Brands, valued at over $4 billion. Lenovo was also named one of 
the 10 most Dynamic Global Brands (IPG Mediabrands), one of the 50 Most Innovative Brands 
(Boston Consulting Group), and one of the 100 Most Sustainable Brands (Corporate Knights). 
Prior to joining Lenovo, Quinn held senior management positions at some of the world's top 
advertising agencies including Ogilvy & Mather, McCann Erickson and Arnold Worldwide. At 
these agencies, Quinn lead global marketing initiatives for Fortune 500 brands including 
Lenovo, IBM, Volkswagen, Kodak, General Motors, Verizon, DuPont, UPS and IHG. Quinn has 
deep expertise in marketing strategy, brand management, content development, design and 
production. Quinn currently lives in Cary, North Carolina with his wife and two daughters. 

Additional Submitted Information: I grew up wanting to be a lawyer. Actually, I specifically 
wanted to be Arnie Becker on LA Law, mainly because he drove a cool car. This lasted until my 
second semester of college when, in a fit of honesty, I admitted my inspiration to my law 
professor. He did the smart thing and kicked me out of the program. Over the course of the 
next three years I panicked, had a meltdown, got some amazing advice, graduated, and found 
myself working as a receptionist at an ad agency. Twenty-three years later, looking back on a 
career spent working with some of the biggest brands on the planet, I owe my law professor a 
debt of gratitude. Today I lead global marketing for the Lenovo brand. Lenovo is the $46 billion 
parent company of Motorola, ThinkPad, Legion, YOGA, Medion and ThinkSystem. My team 
manages marketing strategy for the company and also all aspects of Lenovo brand 
management, from strategy through execution, including brand governance across more than 
160 markets. Our work has contributed to Lenovo being named one of Interbrand’s 100 Best 
Global Brands, one of the 10 most Dynamic Global Brands, 50 Most Innovative Brands and 
one of the 100 Most Sustainable Brands. Prior to Lenovo, I held senior roles working for some 
of the biggest brands on the planet in the world’s top advertising agencies including Ogilvy, 
McCann and Arnold. At these agencies I led global marketing initiatives for IBM, Volkswagen, 
Kodak, General Motors, Verizon, DuPont, UPS, IHG and Lenovo. I pride myself on being an 
entrepreneurial marketing executive with experience launching start-ups, driving transformation 
in global organizations and targeting everyone from Fortune 100 CEOs to inmates in prison. I 
have deep and proven expertise building global brands that drive business value and am proud 
to have been recognized as a “Marketing Superstar” by CMO.com. Today, I live in North 
Carolina with my wife and two daughters. My car still isn’t as nice as Arnie’s but I’m much 
happier.  
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Name: Raja Banerji

Job Title: Global Head - Industry Marketing

Company: Tata Consultancy Services

LinkedIn: https://www.linkedin.com/in/raja-banerji-61b0159b/


Professional Bio: My 27 years of diverse experience includes the spectrum of insurance and 
employee benefits, healthcare, risk management, group and corporate business, and 
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government. At present, I am managing and leading transformational marketing initiatives for 
13 industry units at Tata Consultancy Services aimed at incubating Best Practices, nurturing 
sustainability, and driving scalability to deliver Brand success, transformational proof points 
and defined measurability. Our primary goal is to focus on TCS’ brand elevation as a Growth 
and Transformation partner for our customers. The objective is to embellish all marketing 
initiatives through AAA (Articulation, Awareness and Amplification) and RRR (Relationship, 
Reputation and Revenue) strategies to drive up the value of contextual knowledge and 
enhance the customer experience while generating tangible business value. Creating and 
executing a comprehensive Service Design strategy includes integration of value messaging, 
account based marketing, thought leadership, digital, events, analyst and advisor relations, 
academic collaboration with premier institutes, public relations and media. An alumni of the 
Tata Group Executive Leadership program at the Ross School of Business and a Board 
member of the Harlem Educational Activities Fund (HEAF), I hold a Masters in International 
Relations from India & a Masters in International Business from the Patterson School of 
Diplomacy & International Commerce at University of Kentucky. 

Additional Submitted Information: During the course of last few years, there has been a 
tectonic shift in the way marketers communicate and promote to their target audiences. 
Marketing is going through a transformational era and evolving as a key strategic function with 
the clear aim of creating tangible business value. With the proliferation of diverse 
communication channels for content dissemination and insightful analytical tools for measuring 
the performance, the way in which marketers think and operate is changing consistently. The 
strategy to remain RELEVANT based on a constantly changing business environment holds the 
key for establishing marketing’s foothold in the internal and external ecosystem. As customers 
adopt Agile, Automation, Cloud, AI, and other rapidly changing technologies, we are 
continuously adapting and evolving at the same pace with our Business 4.0™ framework that 
is the next wave of change breaking over organizations across the industries. All marketing 
interventions are now being looked at with a different lens of ‘CHANGING THE BUSINESS’ 
from the past ‘RUN THE BUSINESS’ context which is a significant value add for the business 
stakeholders. The construct of “MVP” marketing model – Messaging, Validation, and 
Positioning has been instrumental in creating an immersive and collaborative marketing 
network. Institutionalizing the ‘AAA’ framework which is creating AWARENESS of the incredible 
work done, ARTICULATING the great stories and AMPLIFYING the success stories to the 
targeted audience is assisting in the brand lift strategy. Another key initiative is ‘Account Based 
Marketing’ - customization of marketing programs for individual accounts reflective of 
Personalization, Customer engagement and Sales enablement. Marketers need to ensure that 
the right technology is in place to deliver the desired content and experiences across channels. 
Measurability of marketing’s impact is on the radar - we have institutionalized a 
'RRR' (Reputation, Relationship, Revenue) framework to optimally measure and quantify 
marketing’s impact to the overall organization. Persona based Strategic messaging is gaining 
preeminence for target customers as a propeller for Personalization. Through multiple strategic 
imperatives, organizations can achieve significant enhancement in reputation. Forming 
academic partnerships with leading global universities for driving outcomes with MIT Sloan 
Management Review, Harvard Business Review & others help in establishing foothold as 
primary Thought leaders. Elevating the Brand at major Industry Forums through sponsorships, 
delegate participation, Keynote speaking slots, and panel discussions along with customers 
creates a collaborative ecosystem. Leveraging the Analyst asset base inclusive of Syndicated 
research, Perspective reports, Spotlights and Strategy days further contribute to anecdotal ink-
spot procurement. The future of Marketing will be underpinned with immersive collaboration 
with business and subject matter stakeholders, continual innovation via the ability to identify, 
procure and leverage assets for ‘inside out’ resonance and the ability to quantify tangible ROI 
impact.  
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Name: Robert Pearson

Job Title: CMO

Company: Rareview

LinkedIn: https://www.linkedin.com/in/robertpearson/


Professional Bio: Robert Pearson is a master of digital marketing, branding, design, 
commerce, and the world’s fastest one-liner comebacks. He’s a visual communicator. This 
Southern California native has held positions at some of the most innovating brands in the 
industry such as Men's Wearhouse, Swell, Etnies, Major League Baseball, Molina Healthcare 
and is the EVP & CMO at Rareview, an award-winning digital design & creative advertising 
agency. Considered to be one of the most effective marketers in the business, Robert can 
infuse a sense of humor with every project he touches while delivering results no matter how 
challenging or complex it may be. 

Additional Submitted Information: Robert has been nominated and selected for several 
notable industry awards and recognition. As a key influencer and one of Forbes top marketing 
executives, he leverages his unique background in working with brands to give him an expert 
ability to understand quickly, adapt and architect marketing strategies, solutions, and 
experiences that create measurable business results. He believes that the proliferation of AI 
capabilities will allow more businesses to establish a more in-depth, scientific understanding of 
their consumers, particularly when paired with the human side of customer-centricity. In doing 
so, Robert has won many awards, which include: 30 under 30 Top Marketing Executives, 2018 
MarCom Gold Award Winner, Amazon Seller Award, 2017 MarCom Platinum Award, 2017 Web 
Awards Winner, 2016 Startup of the Year Finalist, and Ebay Rated Seller - Outstanding 
Achievement Award. Robert's ability to quickly understand new and exciting approaches to 
storytelling and customer acquisition has allowed him to continue to innovate and be sought 
out for speaking opportunities, teaching, as well as industry leading projects.  
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Name: Sharon Byers

Job Title: Chief Development, Marketing and Communications Officer

Company: American Cancer Society

LinkedIn: https://www.linkedin.com/in/sharon-byers-644954b9/


Professional Bio: Sharon Byers is chief development, marketing, and communications officer 
at the American Cancer Society, Inc. She oversees corporate alliances, integrated marketing, 
creative strategy, digital marketing, and corporate communications. She also has responsibility 
for all American Cancer Society income properties, including Relay For Life and Making Strides 
Against Breast Cancer, major gifts, distinguished partners, sports and corporate partnerships, 
and other revenue-generating functions.


Additional Submitted Information: 
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Sharon is a trusted leader, innovator and change maker. She delivers world class results, 
creates high-performing teams, pays it forward through mentoring, and develops the next 
generation of talent. Sharon broke new ground for the American Cancer Society by reimagining 
its brand and redesigning the Society's image and relationship across the nonprofit sector to 
increase awareness, revenue, and impact. Her work to forge new, innovative partnerships that 
advance the Society's mission includes groundbreaking partnership with brands like CVS, 
Avon, and Smoothie King. She is also bringing her powerful relationships across the sports and 
entertainment industry to bear for the American Cancer Society’s mission. Her leadership 
during SuperBowl LIII in Atlanta generated 250 million impressions to increase awareness, 
raised over $830,000, and inspired 10,000 NFL fans to reduce their cancer risk by 
visiting TheDefender.cancer.org. Unafraid to take risks, Sharon has been an agent of change 
across the marketing world and for the Society to advance the American Cancer Society's 
mission of saving, lives, celebrating lives, and leading the fight for a world without cancer.
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Name: Sharon Loeb

Job Title: EVP, Chief Marketing Officer

Company: Cengage

LinkedIn: https://www.linkedin.com/in/sharonloeb/


Professional Bio: Sharon Loeb is Chief Marketing Officer for Cengage. She is responsible for 
overseeing the planning, development and execution of Cengage’s marketing and 
communications programs, as well as ensuring they support the company’s strategy. Since 
joining the company in January 2016, Sharon has reimagined Cengage’s marketing function 
using data, technology and process improvements to increase customer awareness, improve 
engagement and ultimately drive demand. With more than 20 years of experience in the 
education industry, Sharon has always been driven by a student-focused mission. She strongly 
believes digital transformation is critical to deliver better learning at scale, and believes that 
education is the path to a better life, as well as a key element in fostering a better and more 
enlightened society.  Prior to joining Cengage, Sharon served as the head of McGraw-Hill 
Education’s Higher Ed Marketing group. In this role, she led the development and 
implementation of customer-centric, data-driven marketing strategies with direct impact on 
market share and digital revenue growth, as well as customer engagement, loyalty and 
renewal. Previously, Sharon held a succession of additional leadership positions at both 
McGraw-Hill Education and Pearson Education, both in the U.S. and Canada. 

Additional Submitted Information: In joining Cengage – a $1.6B education and technology 
company — Sharon brought two decades of marketing experience and education industry 
expertise to the table at a pivotal moment for the company. Outside of her core CMO role 
managing $40 million in annual operating budgets and overseeing development for 150 
marketing employees, Sharon was part of the core team that developed Cengage Unlimited – a 
first-of-its-kind subscription service for college textbooks and course materials. In an industry 
notorious for being slow to change, and one that largely ignored the student user for decades, 
Cengage Unlimited is a game-changer. The subscription model introduced by Cengage 
Unlimited is reshaping the publishing business, repositioning the Cengage brand and helping 
students save millions of dollars. In fact, in the first seven months, students saved $60 million 
dollars. For this groundbreaking launch, Sharon championed a fresh, customer-centric go-to-
market approach that ultimately led Cengage Unlimited to reach one million subscribers in just 
seven months and lifted company brand awareness by 21% in the first season. The marketing 
team was laser-focused on driving a network effect with key accounts and customers. A multi-
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channel, multi-touch mix campaign centered around the fundamental needs of customers as 
an avenue to drive strong engagement and brand affinity. New influencer and advocacy 
programs were also implemented to amplify and support key messages. This also led to a 
differentiated impact in the media, and helped the overall company gain a better understanding 
of its core customer base. Sharon has been inspired at every stage of her career by 
opportunities to launch new products or initiatives and lead positive change. Learning and 
problem solving are core passion areas. In addition to her numerous milestones with Cengage 
Unlimited, additional accomplishment highlights include: • Rearchitecting the Cengage 
marketing department, transitioning from a sales support function executing siloed tactics to a 
thought-leading, customer-focused, data-driven organization delivering needs-based, 
integrated campaigns oriented toward pipeline and revenue growth; increased campaign 
engagement by more than 130%, total leads generated by 40% and marketing influenced 
pipeline by 34% • Established new competencies in digital & demand marketing, content 
strategy, automation & operations, systems & measurement, eCommerce, and brand, while 
decreasing cost base by 10% • Introduced new traffic and conversion programs that increased 
direct channel revenue by 42% from 2016-18 and 62% for digital • Drove deliberate brand 
repositioning effort focused on differentiation and share of voice, increasing earned media 
impressions by 400%; establishing market-leading 56% SOV position for CEO and growing 
social engagements by more than 300% • From 2016 to 2018, achieved growth in digital as a 
percentage of overall sales from 46% to 75%  
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Name: Steve Hartert

Job Title: Chief Marketing Officer

Company: JotForm, Inc

LinkedIn: https://www.linkedin.com/in/stevehartert/


Professional Bio: Steve Hartert is Chief Marketing Officer at JotForm.com, with responsibility 
for marketing programs, brand management and corporate partnerships. Prior to joining 
JotForm, he was president of Hartert and Associates, a marketing consultancy that worked 
with B2B and B2C companies. Steve has more than 30 years of marketing management 
experience and has worked with for companies such as The Walt Disney Company, the 
Ministry of Transport (Sydney, Australia) and ALL Student Loan. Steve holds a bachelors 
degree from California State Polytechnic University, Pomona and an MBA from California State 
University, San Bernardino. He currently lives near San Francisco and in his spare time he likes 
to play golf and cheer for the Green Bay Packers.
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Name: Tom Butta 

Job Title: Chief Marketing Officer

Company: SignalFx, Inc.

LinkedIn: https://www.linkedin.com/in/tombutta/


Professional Bio: Tom Butta is Chief Marketing Officer at SignalFx. As a marketing leader and 
brand strategist, Butta has helped some of the world's most successful enterprise SaaS 
companies in rapidly-changing categories achieve the coveted positions of thought leader and 
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trusted guide to the Fortune 2000. Butta is a Board Director at YSA.org, and Advisor to Airship, 
Gigster, Kustomer, and Teampay. 

Additional Submitted Information: Thanks for considering me for the Top 50 competition. I 
appreciate this chance to spotlight my accomplishments, but I couldn’t do what I do without 
the backing of the leadership teams and colleagues I’ve worked with. No amount of creativity 
or planning will get the job done without their deep engagement. That’s why I’ve spent so 
much of my career getting buy-in from people throughout the companies I’ve served. And not 
just in sales and marketing. The work I do always benefits from having champions in the C-
suite, as well as in product development, engineering, and customer care. Getting everyone on 
the same page often takes a bit longer, but it’s always worth the effort. This kind of buy-in has 
been especially important for the brands I’ve worked on because so many of them have had 
really complex stories to tell. We’ve often used value maps and journey models to help 
customers envision a better future for themselves and for their companies. The way I see it, 
sales happen when one human being trusts in the promises of another human being. Marketing 
has to enable that emotional connection. Trust like this is hard to build. Technology buyers are 
notoriously demanding and claims of product superiority are rightly greeted with skepticism. 
It’s up to marketing to lead by providing carefully crafted tools, bulletproof evidence, and 
compelling stories that connect with buyers. Marketing needs to build a brand that guides and 
makes sense of the confusion. That’s a formula I’ve used effectively in all of my CMO roles. 
That said, never underestimate the value of great creative. Once a strategy is in place, creative 
execution is the secret sauce that drives engagement. Starting with employees and leadership, 
and extending outside to partners, analysts, and, ultimately, customers, the creative expression 
of a carefully constructed, strategically tight story is what really builds brands. Thanks again for 
your consideration. Check out these recent podcasts for a deep dive into my background and 
views on Marketing. --Marketing Trends: Cutting Through the Noise with Thomas Butta https://
podcasts.apple.com/us/podcast/cutting-through-the-noise-with-thomas-butta/id1442461152?
i=1000433571173 --Marketing Trends: Experience is the New Brand with Tom Butta, CMO at 
SignalFX https://podcasts.apple.com/us/podcast/experience-is-the-new-brand-with-tom-butta-cmo-at-
signalfx/id1442461152?i=1000438257544--Hard Corps Marketing Show: Marketers That Own The 
Problem - Tom Butta - Hard Corps Marketing Show #79 https://www.hardcorpsmarketing.com/e/
tom-butta-hard-corps-marketing-show-79/ 
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Name: Tom Edwards

Job Title: Chief Digital & Innovation Officer

Company: Epsilon

LinkedIn: https://www.linkedin.com/in/tedwards/


Professional Bio: Tom's passion for sharing information with all in the industry has been a key 
to success. With over 500+ marketing/technology centric posts at BlackFin360.com, millions of 
views and 100's of media placements, Tom is committed to sharing insights and approaches 
that can benefit all industries for marketing and technology professionals. From his recent 
TEDx Oaklawn talk on the Evolution of Experience that has garnered nearly half-a-million views 
to the long list of Fortune 500 brands that turn to Tom for his expertise in data, artificial 
intelligence, innovation, emerging technology, spatial computing, and strategy contributions. 
Tom speaks regularly as a data-centric marketing technology futurist. Presentations to some of 
the world's largest brands. Tom's ability to flex across industries, understand how to integrate 
emerging technology into linear organizations, decode and action data allows him to be an 
ideal advocate for marketing thought leadership. This work has recently been recognized 
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nationally as well. In 2019, Tom was honored as 2019 Marketing Trailblazer Award and 2019 
Marketing Contributor award for outstanding marketing and technology thought leadership. In 
2017, Edwards was recognized by Advertising Age as a Marketing Technology Trailblazer and 
was named a top 10 marketing technologist by iMedia and a 2014 Marketer of the Year finalist. 
Full Speaker Bio - https://blackfin360.com/speaking-engagements/ Marketing Icon & 
Trailblazer - Tom has worked across start-up’s, enterprise technology, and agency holding 
companies across his career. This led to thousands of consulting initiatives over 20 years and 
laid a foundation and focus on driving results by aligning business objectives with emerging 
technology & consumer behavior. Tom has worked with various brands driving business results 
& performance through dimensionalizing data via situational and audience data dimensions as 
well as aligning data of identity, culture & intent to leverage machine learning & AI to better 
understand themes, perceptions, occasions, proxy persons and predictive models. For a major 
vitamin and supplement brand, integrated machine learning and proprietary data assets to 
reverse sales decline to drive a + 4% business growth strategy outpacing the category. Share 
declines have reversed, conversions around the brand and the right attributes are aligning, 
sales are on the rise, all by aligning data to action on behalf of the organization. Development 
of AI tools that created massive efficiencies for a major pharma organization that allowed for 
the visualization of data that reduced data churn from 3 weeks to 20 minutes based on AI-
based visualization techniques. For a major financial institution, integrated digital humans, 
voice-based assistants, and chatbots to enhance customer service and lead generation. The 
strategy led to a total revamp and an evolved approach to CRM. Workshops across brands 
focused on the Integration of spatial computing and digital twin proxy simulation for various 
clients to future-proof business to align affinity + intent signals from virtual assistants to lay a 
foundation for discovery through structured data beyond desktop & mobile to incorporate 
voice, vision & touch and how to budget for innovation initiatives based on their business 
objectives to prepare for the coming proxy web.
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