Mark Gottlieb

Cell:  201-647-0199   Phone:  201-807-9091

Mgconslts@aol.com
http://www.linkedin.com/in/mgconslts
My blog:  http://markthemarketer.wordpress.com/
Accomplished, out-of-the-box thinking marketing professional with broad digital, print, B2B, B2C, and global marketing experience, who has been known to increase campaign profits by as much as 800% during the worst economic times since the 1930s, negotiate 80% cost reductions on key lists and other costs, and develop creative tests that beat profitable controls by 50%.  Achieves results through superior strategic planning, Internet and direct marketing campaign planning and analysis, lead generation, e-commerce, web analytics, creative development, database management, marketing and business analysis, public relations, competitive intelligence, advertising planning, sales promotion, branding, and sales and business development with the ability to negotiate the lowest possible costs, and provide creative, innovative, enthusiastic and forward-thinking leadership in a team environment.  Entrepreneurial self-starter who gets things done on time and often below budget with solid multitasking, interpersonal, mentoring, analytical, negotiating, writing, and influencing skills. Experienced marketing to the library, school, corporate, small business, medical, scientific, engineering, financial, education, industrial, manufacturing, executive, high net worth, and various niche markets. Former Series 7 registered rep with tremendous knowledge about the investment universe.
Professional Experience

Mark Gottlieb Consulting, Little Ferry, NJ  (1996 – Present)
Completed a wide variety of marketing, public relations, and Internet projects.

Selected Client Engagements
· Vista System (A designer and manufacturer of sign systems and components) – Compiled and maintained worldwide press contacts list and wrote and placed press releases around the globe.

· Richelieu Hardware (Toronto Stock Exchange leading distributor, importer and manufacturer of specialty hardware and complementary products) – Compiled and maintained press contacts list and wrote and placed press releases around the world.  Advised on new markets and the best places to advertise.

· Chippenhook (A designer and manufacturer of packaging and visual-merchandising products for the jewelry market) – Analyzed the potential for entering a new market, researched and identified key companies in various markets to penetrate, and competitive intelligence.
· The Millwork Store (A distributor of decorative millwork, moldings, and related products to businesses and consumers) – Devised and implemented marketing strategies, identified new markets, gave general business advice, and selected lists for mailings.  Also wrote promotional materials including catalog pages, compiled and maintained worldwide press contacts list, and wrote and placed press releases and articles. 
· Kerfkore Company (A manufacturer and supplier of bendable substrates for a wide range of businesses). Identified new markets, researched and compiled a list of key companies to penetrate, and devised and implemented marketing strategies.  Also compiled and maintained worldwide press contacts list and wrote and placed press releases and articles.  One year, the company received free press in 90+ magazines and generated 1,900+ leads from my printed press releases.  They successfully penetrated new and existing markets, prospect/customer awareness of their products rose, and sales doubled largely as a result of my list of key prospects to penetrate and press releases.

· Custom Service Hardware (A distributor of hardware and related products to businesses and consumers) – Identified new markets and selected lists for mailings.  Also compiled and maintained press contacts list and wrote and placed press releases.  The company saw a substantial increase in sales as a result of better targeting through my carefully selected lists and my press releases. 
· Clip Strip (A manufacturer of plastic display products and accessories for retailers and various businesses).

· Lola Products (A manufacturer and supplier of cleaning aid products to consumers) 
      Identified new markets, compiled and maintained worldwide press contact list, and wrote press 

      releases and articles for each of the companies listed above.
· IBM Telecom and Numetrix- Compiled speaking opportunity lists; pitched and generated speaking opportunities for key executives.
· Mailco- Researched and identified new target markets, developed mailers and promotions, selected lists, produced and created website content, and marketed website.  Also created press contacts list and wrote and placed press releases.
· Distinctly Digital Services- Studied markets, produced and implemented marketing plan, produced mailers and promotions, and selected lists.  Also compiled press contacts list and wrote and placed press releases.

· New Resi Data Marketing- Analyzed markets, devised and implemented marketing program, produced mailers and promotions, and promoted website.  Also created press contacts list and wrote and placed press releases and articles.

· Chase Manhattan Mortgage Corporation- Developed and implemented marketing campaigns, selected lists, and managed project tasks.

CONSULTANT/SENIOR BUSINESS ANALYST, Marquis Who’s Who LLC, New Providence, NJ 

2001-August 2010

· Negotiated 80-100% reductions in list rental costs; increased book and product sales as much as 200% and profits from these sales as much as 800% on high sales volume campaigns during the weakest economic conditions since the 1930s.

· Negotiated reduction in data management costs by up to 70% while maintaining high quality standards.

· Managed marketing for all books which included Marquis Who’s Who titles, Official Museum Directory, Official Catholic Directory, Direct Marketing Marketplace, and others. Also managed marketing of other titles from Lexis-Nexis and Bowker prior to Reed Elsevier divesting Marquis Who's Who and Bowker.

· Instrumental in the successful migration from reference book to web subscription sales.

· Created, analyzed, and executed frequent, broad based integrated campaigns for books and online reference products including e-commerce and web analytics.

· Developed out-of-the-box tests that resulted in increased purchase rate of 50% and more.

· Improved content and content quality in Corporate Finance Sourcebook and for key global executives and other movers and shakers on the Marquis editorial database.

· Researching and analyzing results of e-mailing/mailing lists for print and online reference and new name acquisition campaigns and reported results including ROI back to key executives.

· Developed and managed marketing databases.

· Managing highly profitable lists plus personnel.

· Instrumental in development of online content and researching online communities.

· Competitive analysis of online reference databases and print products.

· Strategic planning and analysis to drive revenue and efficiencies.

· Regarded as key player in company; developed and implemented ideas for new products and maximizing the potential of existing products. 

MARKETING MANAGER, Spiral Binding Company, Inc., Totowa, NJ, 1997-1999 

· Substantially increased sales to current customers.  Also produced new sources of strong revenue with additional customers in best current markets and new markets, domestically and abroad.

· Built the Spiral Binding Company name and business through my marketing and promotional campaigns, which included the development of profitable catalogs and marketing materials.

· Managed profit and loss; developed and executed budgets.

· Supervised and worked with creative staff and managed the activities of computer service bureaus, a mailing/fulfillment house, photographers, and production departments.

· Formulated and presented customer profiles and trends to key executive management; outlined, presented, and implemented market strategies to maximize penetration in new and existing markets.

· Examined development of new markets by entry into markets defined by Standard Industrial Classification Codes; list selection/strategies for all U.S. and International mailings from internal and external lists.  Also developed profitable lists for sales force.
· Produced and implemented domestic and International marketing campaigns at the corporate, branch, and salesperson level for this manufacturer and distributor of business equipment and supplies and its subsidiaries. 

· Developed and tested promotional materials (i.e. press releases, newsletters, sales letters, direct mail packages, card decks, statement stuffers, and response space advertisements) for the generation of profits.

· Continuously analyzed promotions and the results of mailings, press releases, advertisements, and trade show leads; digested reports for key executive management.

· Explored alternative media for customer acquisition and successfully launched and marketed a company Website on the Internet.  Developed strategies to keep company’s web pages consistently near the top of all key search engines to maximize ‘hits’ and leads.

· Performed extensive market research.  Also monitored competition through competitive analysis.

MARKETING MANAGER, Outwater Plastics/Industries, Inc., Wood-Ridge, NJ, 1987-1996

· Developed and implemented marketing campaigns responsible for 250% revenue increase and customer increase from 23,000 to 86,000 during this period.

· Discovered and successfully launched a product line that became the foundation for a successful company spinoff.

· Three hundred press releases worth in excess of $150,000 per year were printed/broadcast by various media.  The number of leads and subsequent business from press releases often outperformed advertising results.

· Promoted from inside sales after 2 years.

· Carried profit and loss responsibilities; developed and executed budgets.

· Supervised and worked with marketing, creative, and Web design staff; managed the activities of computer service bureaus, a mailing/fulfillment house, and production departments to ensure mailing schedules.

· Formulated and presented customer profiles and trends to key executive management; outlined, presented, and implemented market strategies to maximize penetration in new and existing markets.

· Examined development of new markets by entry into markets defined by Standard Industrial Classification Codes; list selection/strategies for all U.S. and International catalog mailings from internal and external lists.

· Developed and tested promotional materials (i.e. press releases, newsletters, sales letters, direct mail packages, card decks, statement stuffers, and response space advertisements) for the generation of profits.

· Continuously analyzed promotions and the results of mailings, press releases, advertisements, and trade show leads; digested reports for key executive management.

· Maintained contact and negotiated with list compilers, managers, and brokers.

· Explored alternative media for customer acquisition and successfully launched and marketed a company Website on the Internet.

· Monitored competition through competitive analysis.

      Former Series 7 registered rep

                                                                   Professional Affiliations

Direct Marketing Association “Official”

eMarketing Association Network

Financial Services Marketing

Forbes CMO Network

Legal Marketing Association- Metro New York Chapter

B to B Marketing

Publishers and Book Sellers Association

Social Media and SEO

Education

Bachelor of Science in Marketing 

Fairleigh Dickinson University, Teaneck, N.J.

