Morgan Avery Ellis
Raleigh, NC • m.ellis@example.com • (919) 555-0142 • LinkedIn

Marketing and operations executive with 20+ years of experience expanding account revenue, coaching agency managers, and strengthening service delivery for digital agencies and growing business software providers. Skilled in customer acquisition, budget planning, account retention, and marketing analytics, with a record of translating financial targets into practical priorities for cross-functional teams.

Integrated Marketing Campaigns • B2B & B2C • Digital Marketing Strategy • Business Development
Lead Generation • Customer Experience • Market Research and Analysis • Market Segmentation
Leadership and Development • P&L Management • Budgeting and Resource Allocation • Compliance
Data-Driven Decision Making • Performance Measurement and Analytics • MQL, SQL, LTV, CPL, ROAS, CPA


EXPERIENCE
Crestview Grove Digital | 2014 – Present
EVP, Media & Operations (2022 - present)
· Lead a $24 million account portfolio and a 75-person team, guiding six department heads on resource allocation, delivery standards, financial discipline, and account expansion.
· Agree quarterly goals with the leadership team and assess revenue, retention, service quality, and spending in monthly business reviews.
· Increased agency revenue 17% in 2025 while sustaining 93% client retention across the portfolio.
· Rebuilt account onboarding with common launch plans, assigned owners, and weekly checkpoints, shortening median setup time from 22 to 15 days.
· Launched all eight new client accounts within agreed timelines in 2025 by aligning sales handoffs, staffing forecasts, tracking requirements, and creative approvals before campaign production began.
· Reduced weekly reporting preparation from 18 hours to seven by standardizing data checks and automating recurring client performance dashboards. 
· Renegotiated platform and vendor contracts to save $125,000 per year, removing duplicate subscriptions while preserving core campaign execution and measurement tools.
· Reallocated $1.2 million in media investment across six pilot accounts after comparing channel performance, audience quality, and sales acceptance. Paired budget changes with controlled creative tests and weekly reviews of qualified leads, lowering cost per qualified lead by 9% while maintaining lead volume and the agreed customer acquisition targets.

SVP, Marketing (2018 - 2022)

· Grew the marketing function from 36 to 56, recruiting specialists and preparing future managers.
· Kept monthly budget variance within 5% through regular forecasts and clear spending controls.
· Established monthly account-level financial reviews, linking labor requirements, channel investments, and service obligations to revised forecasts and clear recovery plans.
· Introduced an agency-wide reporting system that unified separate worksheets into comparable account summaries, verified data feeds, and explicit metric owners. Partnered with channel, reporting, and account leaders to design validation routines, record calculation methods, and assess service risks before monthly client meetings.
· Trained six analysts in campaign measurement, client reporting, and quality checks through practical workshops, peer review, and supervised account assignments.
· Improved client retention from 84% to 91% by establishing structured account reviews and early escalation of service issues. Defined relationship owners, documented renewal plans, and paired delivery teams with sales colleagues to identify unmet needs. Used quarterly feedback to prioritize improvements and keep service commitments visible to managers.

VP, Marketing Operations (2014 - 2018)

· Led a 12-person marketing operations team responsible for campaign setup, landing page testing, creative production, media coordination, and measurement across a growing agency client base.
· Reduced cost per qualified lead by 12% through audience testing and landing page improvements.
· Created a common delivery schedule, stronger briefs, and regular bottleneck reviews, cutting creative lead time from nine to six business days without weakening quality controls.
· Standardized campaign attribution across 15 client accounts by defining source tags, lead stages, and reporting rules. Partnered with account managers to validate data quality and explain channel performance using consistent, documented measures. 
· Introduced prelaunch checks for tracking, landing pages, and creative assets, reducing campaign rework from 7% to 3% and helping teams resolve problems before client approval. 

Alderbrook Creative Co. | 2011 – 2014
Digital Marketing Director
· Joined a growing creative agency to build its digital campaign planning and delivery practice. 
· Managed six specialists in paid media, creative design, conversion tests, and reporting.
· Supported new business proposals with channel plans, audience research, and measurement goals. Turned approved scopes into delivery schedules and launched seven campaigns with clear milestones. 
· Improved lead conversion from 3.1% to 3.8% by simplifying forms and testing page content across client campaigns. Shared results with account teams so successful approaches informed later creative briefs and media plans.
Harbor Co. | 2007 – 2011
Marketing Director

· Managed a $4 million annual media budget and four direct reports across search, email, partner programs, and campaign analysis, supporting acquisition for a growing business software portfolio. 
· Created go-to-market plans and revenue forecasts for subscription platforms used by small businesses.
· Improved trial-to-paid conversion from 12% to 15% through tests of welcome emails, trial prompts, and product tutorials with customer success and product colleagues. 
· Built cohort reports covering acquisition cost, trial activity, paid conversion, and retention. Used the findings to refine channel investment and lower customer acquisition cost by 9%.

EDUCATION
Bachelor of Business Administration, Management Information Systems, Pinehaven University 
