[image: image1.png]


CHRONOLOGICAL STYLE RESUME

Mark Loller






            e-mail: loller.m@whamo-o.com
1577 Yosemite Circle
 


 Concord, CA 94517

  

  (H)(925) 672-4980
           

SUMMARY OF QUALIFICATIONS & ACCOMPLISHMENTS

Demonstrated over 15 years of successful business management primarily in senior marketing positions, sales, sales and marketing analysis, and information systems consulting, both domestically and internationally.

· Revenue Generation: Successfully developed and managed sales, revenue, marketing plans including full P & L responsibility and contributing over $30 million in new revenues.

· Marketing Programs: Proven track record in developing award winning marketing programs and effective advertising campaigns. 

· Cross-functional Team Management: Managed cross-functional teams from product to package development, and engineering and manufacturing, yielding successful development and delivery of over 20 new products to market.  

· Products to Market: Successfully delivered over 20 new products to market.

· Technical Knowledge: Designed and programmed leading edge technology based products and solutions.

· Sales & Marketing Analysis: Exceptional sales analysis, marketing, and operational information to identify opportunities, risks, providing and implementing viable solutions. Provided effective management reporting tools & information.  

PROFESSIONAL SKILLS & EXPERIENCE

Director of Marketing, Wham-O, Inc., San Francisco/Torrence, CA                                                        (12/97 - Present)

Directed all marketing activities for Wham-O brand including strategic planning, brand and product development, advertising, promotions and key account presentations.
· Developed two new lines of business and 13 new products in 9 months (half of the standard product development time) including 1999 "Toy of the Year" in Austrailia.

· Delivered $12,000,000 in sales resulting in a 100% increase in company revenues.

· Directed advertising planning and execution including the creative development and production of two advertising campaigns that test "Extremely Effective" among the target audience.

· Created and directed award-winning national promotion; promotion resulted in features or coverage in 7 national broadcasts, 40 local broadcasts, 25 radio broadcasts and 400 national and local newspapers.  

· Creativity in Public Relations Award Winner: Promotion won CIPRA in the Consumer Products Category recognizing the best PR program worldwide.
Director of Marketing, Universal Studios, Inc., Universal City, CA


                    (12/96 - 12/97)

Oversaw advertising, research, and strategic marketing for the Theme Park($250,000,000 in annual revenues).

· Managed $21 million dollar advertising plan including creative development advertising production, media strategy and buying for TV, radio, print, and outdoor.

· Developed branding strategy and corresponding advertising campaign for the Theme Park.  Commercials for the campaign, which cost $150,000 to produce: tested "Extremely Effective" and better than two previous campaigns which cost $290,000 and $1,000,000 to produce, respectively.

· Directed strategic marketing and brand development, which included market research, target determination, brand positioning, and product/communication development to deliver the brand.

· Initiated and developed first consumer driven product development strategy for the Theme Park.

Product Manager, Mattel, Inc., El Segundo, CA




                                  (11/94 - 12/96)

Managed the marketing and profitability management of 3 brands with worldwide sales of over $20 million annually.

· Led cross-functional product development team to launch new line with four products including concept development, product design, packaging, engineering, manufacturing, and advertising.  
· Directed creative development and production of TV commercials, which achieved an "Effective" rating or better. 

· Developed and executed annual Marketing Plan including category research, competitor analysis, brand strategy, product pricing, advertising, and promotions.

· Re-launched an existing product leveraging cost reductions and product and package modifications resulting in $4 million of additional revenues.
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PROFESSIONAL SKILLS & EXPERIENCE 

Pepsi-Cola Company 








                       (4/87 - 8/92)

Promoted to positions of increasing levels of responsibility and skill demonstration, focusing on business development, sales, planning, and sales analysis.

International Business Development Manager, Pepsi- Cola Company, Warsaw, Poland
     
                     (1992) 

· Led Pepsi's strategic efforts to enter Polish market; identified and developed two-phase entry strategic initiatives, which was approved and implemented.

· Developed sales and distribution strategy for Pepsi-Cola's first operation in Poland and created five-year plan including volume, revenue, expenses, capital expenditures ad labor needs.

Manager, Pricing & Sales Analysis, Pepsi- Cola Company, San Francisco, CA

                        (1990 - 1992)

· Created and managed sales team that developed annual sales and operations plan; evaluated effectiveness of marketing and pricing promotions and provided recommendations for sales and operational improvements.

· Developed and executed pricing strategies to meet profit objectives and respond to competitive activity.

· Initiated integration of customer and capital equipment from a declining and poorly performing segment into the Retail Sales group; sales increased 15% in first year.

Sales Representative, Pepsi- Cola Company, San Francisco, CA                                                                                 (1989)

· Managed 200 accounts while exceeding quarterly sales goals and achieving region's top sales.

Senior Planning Analyst, Pepsi- Cola Company, San Francisco, CA 


                        (1987 - 1988)

· Integrated franchise acquisitions into Pepsi-Cola; implemented strategic business segmentation.

· Developed profit and loss reporting and first full year plan for Fountain and Cold Bottle segment.

Senior Consultant, MIS Group, Arthur Andersen & Co., San Francisco, CA                                                (1984 - 1986)

Facilitated projects involving information needs evaluation, systems design, and systems implementation.

· Evaluated Visa's design processes and controls of its worldwide multi-currency clearing and settlement system; developed recommendations that were accepted and implemented.

· Designed and programmeduser interface for State of New York's $32 billion Retirement System.

· Developed conceptual design of key user interfaces and evaluated viable applications for the State of California's Payroll/Personnel System.

EDUCATION

Master of Management: Marketing, Finance, & Organizational Behavior, 1994

Northwestern University, J.L. Kellogg Graduate School of Management

Graduated with Distinction
GRADUATE SCHOOL, PROFESSIONAL ACTIVITIES

Director, McManus Living/Learning Center

Student Leader, Independent Study to Poland and Hungary

Marketing Internship, Clarion Marketing, Division of DMB&B Inc.:

· Created Sprint's event marketing plan to leverage $17 million sponsorship of World Cup 1994

· Designed World Cup 1994 soccer promotion for Sprint to penetrate a key market segment at the 

Hispanic Chamber of Commerce Convention

Bachelor of Science, Business Administration: Finance, 1984

Minor: Computer Science

Califormia Polytechnic State University

San Luis Obispo, CA
