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EXECUTIVE VICE PRESIDENT OF OPERATIONS WITH 26 YEARS OF DIGITAL MARKETING EXPERIENCE LEADING, DEVELOPING, AND GROWING TEAMS THAT DELIVER RESULTS ACROSS MULTIPLE INDUSTRIES

SUMMARY


· Executive who connects client growth plans with financial discipline and clear operational priorities. 
· Experienced people manager who sets clear expectations, develops capable leaders, and builds productive working relationships. 
· Proven record improving campaign delivery through reliable reporting, clear priorities, and focused staff development. 
· Hands-on leadership approach that improves client retention, campaign performance, and accountability across delivery teams. 
· Built agreement among executive colleagues and department leaders on shared goals, decision rights, and performance measures, using quarterly priorities, operating plans, scorecards, and weekly delivery reviews.  
· Led integrated teams across paid media, analytics, client service, creative production, technology, and operations, connecting each group’s priorities to the requirements of clients and the business.
· Advanced through marketing and operations roles in business software companies and growing digital agencies, combining commercial planning with detailed knowledge of campaign delivery.


AREAS OF EXPERTISE

♦ OKRs, Ops Plans, Scorecarding		♦ Contract Negotiations 		 	♦ Audiences/Customer Journey   
♦ Team Building / Leadership			♦ Legal Review & Redlines		♦ Analytics & Insights
♦ P&L Management		 		♦ Managing Large Complex Teams	♦ Digital Media Channels
♦ Organizational & Planning Skills		♦ Creating a Culture of Accountability	♦ Marketing to Sales Funnel 
♦ Compliance (e.g. TCPA/HIPAA)		♦ Website/Landing Page Optimization	♦ SEO/SEM/Lead Generation 


HIGHLIGHTS OF RELEVANT EXPERIENCE & SELECTED ACCOMPLISHMENTS


· Built a consistent client onboarding process at Northstar Grove Digital after rapid account growth exposed delays in setup and handoffs. Worked with six department leaders to map every stage, assign owners, and create a launch checklist covering staffing, measurement, creative approval, and media activation. Introduced a weekly review of upcoming launches so teams could resolve dependencies before they affected delivery. Median onboarding time fell from 21 to 14 days, and all eight new accounts launched within agreed timelines in 2025. The process gave clients a clear schedule and helped account teams identify risks early without adding unnecessary approval steps or separate tracking systems. 

· Improved account retention by creating a regular review process for service quality, campaign results, and changing client needs. Partnered with account leaders to document renewal plans, assign relationship owners, and resolve delivery concerns before they became recurring problems. Client retention increased from 84% to 91% during the senior vice president role and reached 92% in 2025. Reviewed feedback alongside financial performance so growth plans reflected both customer priorities and account economics. Applied this approach across software and service accounts, tailoring reviews to each client’s sales cycle. 

· Developed a practical reporting program that gave client teams more time to analyze results and act on them. Trained six analysts, agreed on common metric definitions, and added validation checks to recurring reports. Replaced manual exports with reusable dashboards and a documented review process. Weekly reporting preparation fell from 18 hours to seven, allowing account and media leaders to spend more time testing campaigns, reviewing customer journeys, and explaining performance trends to clients. 





EXECUTIVE EXPERIENCE


Northstar Grove Digital								2014 – Present
Executive Vice President, Operations
Senior Vice President, Marketing and Client Services 
Vice President, Marketing Operations 
Key Contributions: 
· Promoted through three leadership roles while building repeatable ways to plan, launch, and improve client campaigns. Set clear priorities for account and delivery teams, developed department leaders, and connected campaign decisions to financial targets, service commitments, and measurable client outcomes.
· Direct a $24 million client portfolio and coordinate six department leaders across media, analytics, account service, creative, technology, and operations, with shared ownership of performance and delivery.
· Grew agency revenue 16% in 2025 while maintaining 92% client retention and disciplined account cost controls.
· Oversee $30 million in annual client media investment and campaign delivery.
· Aligned two delivery teams around one planning and quality review process.
· Raised on-time delivery from 88% to 96% by reviewing capacity weekly, clarifying briefs, and resolving dependencies before production.
· Reduced unbilled service hours by 18% in 2025 through clearer scopes and earlier change reviews.
· Negotiated vendor renewals and removed duplicate tools to save $120,000 in annual operating costs.
· Lead quarterly priority setting and monthly performance reviews with managers.
· Reallocated media budgets across six pilot accounts, lowering cost per qualified lead by 9%.
· Manage six department leaders and a 75-person organization spanning client service and delivery.

Alderbrook Creative Co. 								2011 – 2014	
Director, Digital Marketing 						
Key Contributions: 
· Built the digital delivery practice at a growing creative agency serving software and service clients. 
· Led a six-person team and launched seven integrated client campaigns.
· Shaped channel plans and measurement goals for new client engagements.
· Developed campaign briefs, testing plans, and clear project scopes.
· Improved lead conversion from 3.1% to 3.8% through form and content tests.

Beacon Co.										2007 – 2011		
Director, Online Marketing
Key Contributions: 
· Planned acquisition campaigns across search, email, and partner channels.
· Developed customer acquisition programs for small business software buyers.
· Managed channel budgets and monthly forecasts for the software portfolio.
· Led four direct reports in campaign planning and analysis.
· Raised trial-to-paid conversion from 11% to 14% through onboarding tests.
· Managed a $4 million annual media budget.
· Lowered customer acquisition costs by 9%.



EARLY PROFESSIONAL EXPERIENCE

Rowan Group										2004 – 2007		
Manager, Digital Marketing

Harthaven Systems									2000 – 2004		
Marketing Analyst


EDUCATION

Bachelor of Business Administration in Management Information Systems, 2000
Pinehaven University

