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WELCOME!

Tuesday, March 24, 2009
Thank you for participating in MTS’ Best Practices Session.

MTS has become the global thought-leader on Marketing Automation by successfully and
measurably providing our clients with vendor neutral, expert guidance, which transforms their
overall approach to marketing.

In addition to focusing on our client’s success, we also take great pride in developing the
Marketing Automation space. To us this means sharing best practices, connecting our clients to
one another, and advising new Marketing Automation vendors on how best to address the market.

We are honored to have such an accomplished group of marketing leaders with us here today.
We look forward to a vital discussion on two important topics: new age marketing and sales
and marketing alignment. It is our hope that we can continue this conversation beyond today’s
meeting, by forging relationships with and between you, and by capturing this and future
discussions on our website. Visit www.marketingtransformation.net for video and audio content
from today’s session. This will be uploaded real-time and available to all session participants.

Regards,

Beth Weesner
Founder/CEO
Marketing Transformation Services, Inc.
415 385 2989

bw@marketingtransformation.net



Marketing Transformation Services

ABOUT MTS MTS is a consulting firm dedicated to helping companies transform their marketing practices
through automation. We offer a wide array of services including strategy development, project
definition, functional specification, project optimization, cultural transformation, and unbiased

vendor recommendations.

MTS helps business leaders and their teams develop and execute effective strategies that meet
today’s dynamically shifting requirements while providing a flexible foundation for future continued
innovation and measurement of marketing. By leveraging best practice methods, processes and
technology MTS helps companies impact the hard (money & productivity) and soft (people &
motivation) investments — everything that makes sense to the bottom line.

At MTS, we believe in helping companies transform today and outperform tomorrow.
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M'TS Best Practice Session

AGENDA 3:00 Opening Remarks & Introductions — Beth Weesner

3:20 “New Age Marketing” Panel — moderated by Sheryl Root
Mark Wilson — VP Strategic Operations, Sybase
David Spark — Spark Media Solutions
Anna Fieler — CMO, Tiny Prints
Kevin Callaghan — President & CEO, Mountain Travel
Kip Knight — President, Knight Vision Marketing
Andrew Holtvedt — Marketing Partner, Heidrick and Struggles

4:10 “Marketing- Sales Alignment” Panel — moderated by Sheryl Root
Lori Granville — VP Marketing Operations, Oracle
Heidi Melin — CMO, Polycom
Peter Finter — VP Global Market Strategy and Operations, Nortel
Nanci Caldwell — Board Director, former EVP/CMO, PeopleSoft
Bud Hyler — President, Logical Marketing

5-6:00 Open Discussion

6 —7:00 ltalian Vino Festa — Italian food, Wine tasting and networking



BIOS

Jack Androvich

Jack is the head of Autodesk
Inc’s. global marketing
operations team reporting to the
CMO. He and his team are
accountable for marketing
performance and effectiveness.
His charter includes market
research, sizing, segmentation,
mergers & acquisitions, and the
marketing infrastructure including
marketing managerial accounting, the marketing portal
and marketing database.

He has 25+ years in global high tech-clean tech
marketing and marketing operations including raising
~$10M in venture capital as a veteran of 2 Silicon Valley
startfups and managing acquisition integrations up to
$200M.

During this time, Jack has held positions of increasing
responsibility at Valley firms including RasterGraphics
Inc., DaVinci Graphics, Sun Microsystems and since
2005, Autodesk.

In his spare time, Jack is a photographer and musician,
and a former marathon runner & current avid cyclist.

Judy Ash

For the past three years, Judy
has served as NetApp's director,
marketing strategy & operations,
where she established the
Marketing Operations and
Market Research & Insights
functions. Some of her
accomplishments include
developing a governance model
for marketing, establishing a
Marketing infrastructure portfolio & process, leading
annual operating and budget planning processes, and
developing a Customer Lifecycle model to align
stakeholders around a common view of customer
experience. Recently, Judy was asked to establish a new
function at NetApp, Marketing Business Systems, as part
of the Interactive Marketing Group. Her team is
responsible for managing the marketing infrastructure
strategy & tools, and includes the deployment of a new
global enterprise marketing management system for
NetApp. Prior to NetApp, Judy spent more than 15 years
at Hewlett-Packard in senior leadership roles in business
planning & strategy, customer operations, M & A
integration (HP-Compaq merger, PWC pursuit team), and
a variety of marketing management assignments. Judy
holds a BS degree in Marketing from the University of
Santa Clara, and has participated in executive programs
at Stanford, Kellogg Graduate School, NYU Stern School
and Harvard Business School.

Marketing Transformation Services

Jack Barrett

Jack Barrett is Senior Director,
Marketing Operations and
Planning at Juniper Networks.
He has 20 years of experience
in Telecommunications and
Marketing beginning his career
at AT&T Bell Labs as a System
Engineer. He has held senior
marketing and technical
positions at AT&T, Lucent,
Realtech Consulting, and Unisphere Networks. Jack
holds a BS in Electrical Engineering from Rutgers
University, a MS in Electrical Engineering from University
of Southern California, and a Masters in Business
Administration from Monmouth University (MBA).

Seth Berman

Seth Berman, Director of
Corporate Marketing Strategy
and Operations at Blue Shield
of California, is responsible for
database marketing for Blue
Shield’s individual and family
plans, senior/Medicare plans,
as well as corporate marketing
planning, marketing-led
corporate projects, and
corporate marketing organizational learning &
development. Since joining Blue Shield, Seth led an
award-winning Latino marketing campaign, introduced
database marketing as an organizational capability, and
launched a marketing excellence program to accelerate
corporate marketing’s journey fowards becoming a best-
in-class marketing organization.

Prior to Blue Shield of California, Seth held marketing,
sales, technology, and Six Sigma roles at GE Capital
and its insurance spin-off Genworth Financial. Mr.
Berman has an M.B.A from Duke University and a B.A.
from Franklin and Marshall College. In addition, Seth
is a frequent conference speaker on topics including
Marketing Return on Investment, Direct Marketing, and
Latino Marketing. Seth lives in San Francisco.



Dave Botkin

David Botkin has spent his career
driving business performance
with analytics. He was most
recently SVP of Research and
Audience Analytics at CBS
Interactive, where he helped
marketers measure the
effectiveness of video, display,
and cross-media advertising.
Prior to CBS, David spent five
years at eBay in various executive research and business
analytics roles, leading the teams that prototyped and
produced many of eBay’s primary reporting and analysis
datasets and developing several widely used metrics
intranets in marketing and finance. David earned his
M.B.A. from the Haas School of Business at UC Berkeley,
and he earned his Ph.D and B.A. in experimental physics
at UC Berkeley.

Nanci Caldwell

Nanci Caldwell is a highly
experienced executive in the
IT industry with a proven track
record in marketing, sales and
general management.

Most recently Nanci was
Executive Vice President and
CMO for PeopleSoft where she
was responsible for all aspects
of marketing. Prior to joining
PeopleSoft in 2001, Nanci spent 19 years at HP where
she held a number of senior management positions
including VP and Group Marketing Manager, Global
Services; VP and General Manager, North America
Enterprise Computing Sales Organization; VP Enterprise
Marketing and Global Sales Programs; VP and General
Manager, HP Canada.

Nanci is a member of the Board of Directors of Citrix
Systems, Inc; Deltek Systems, Inc; LiveOps, Inc and
Sophos Plc. Past boards include Hyperion Solutions and
Network General.

Kevin Callaghan

President and CEO of Mountain
Travel Sobek, a leading
international adventure travel
company. Also President of
Alaska Discovery, Alaska’s
premier wilderness and wildlife
adventure company.

MTS creates and offers
innovative journeys and
expeditions to the far reaches
of the world. Activities include trekking, safaris, river
rafting, sea kayaking, hiking, expedition cruising, wildlife
encounters and cultural immersions.

Prior to joining MTS, Kevin was President/CEO for
various owner/investor-backed ventures at differing

stages of development, ranging from start up to
turnaround. Industries included web search infrastructure,
nutraceuticals, information systems and outdoor
adventure apparel. He began his career in venture
capital and mergers and acquisitions.

He has his M.B.A. from Stanford University, where he
served on the Board of Trustees as both Undergraduate
and Graduate Student Delegate. He has a B. A.,
Economics, also from Stanford, where he was Fraternity
President, studied in Vienna, and was a member of the
sailing, rugby and soccer teams.

Dharmesh Chopra

Global Marketing CRM Infrastructure Manager
Cisco

Larissa DeCarlo

Larissa DeCarlo is Vice President
of Marketing Transformation
Services’ consulting services

and one of the most seasoned
Marketing Operations
professionals in the field. She
most recently served as Vice
President of Marketing
Operations at Blue Coat
Systems. Prior to Blue Coat
Systems, Larissa consulted at Symantec on the
development of its annual Marketing plan and served as
Senior Director, Marketing Planning & Operations, for
Hyperion Solutions, where she initiated, developed and
managed the company’s Marketing Operations function.
Larissa has also led analyst relations initiatives at
Hyperion and Silicon Graphics (SGI); investor relations at
Cadence and SGI; and managed customer briefing
centers for both SGI and IBM. She began her marketing
career at IBM. Larissa is the co-founder of MOCCA
(Marketing Operations Cross-Company Alliance), a
professional network that provides marketing operations
professionals with a forum for exchanging real-world
ideas, solutions, and best practices. MOCCA has more
than 300 members and 100 member companies.



Perry Dembner

Six years at CyberSource,

leading marketing team that
includes market intelligence,
solutions marketing, corporate
communications, demand
generation and marketing
operations. CyberSource is

one of the leading payment
processors for eCommerce,
covering about 25% of US web
transactions and with a growing international footprint.
Perry also serves on the Board of Directors of the
Merchant Risk Council.

20 years of technology marketing experience in enterprise
software, Internet services, ne‘rworking & communications,
including:

— Vice President, Marketing for Applicast, one of the first
enterprise software-as-a-service providers

— Product Manager, Farallon Computing and ROLM/IBM

— Business planning & marketing consultant to start-ups
and growth companies: Atempo, @Home, ILOG,
Optimal Networks, Wayfarer

— Corporate strategy consultant, Strategic Planning
Associates (now Oliver Wyman)

B.S. Economics — University of Pennsylvania Wharton
School

M.B.A. — Stanford Graduate School of Business

James Drees

James Drees is Senior Web Producer, Global Online
Marketing at Seagate Technology. He has 20 years of
experience in demand generation, eMarketing and field
marketing. He has held senior marketing and technical
positions at Cisco, BMC Software, Affymetrix and
Seagate. James holds a BS in Business Administration
& Marketing from California State University, Chico.

Timothy Eades

Chief Executive Officer of
Everyone.Net. Timothy was most
recently VP of Market Strategy,
Operations and Branding at BEA
Systems which was acquired by
Oracle. Prior to BEA Systems he
was SVP of Sales and Marketing
at Sana Security, a leader in the
consumer security market driving
distribution relationships with
Symantec, Trend Micro, Earthlink and Lenovo.

Before Sana Eades was Senior VP and GM of

Corporate Marketing and Products Division for Phoenix
Technologies, a global leader in device-enabling and
management software products for PCs and other user-
driven connected digital services. Eades began his career
as a business analyst for Dun & Bradstreet. He then
served in various roles for IBM in Europe, the Middle
East, and Africa, including managing new business and
a brand marketing role for the Personal Systems Group.

Marketing Transformation Services

In 1998, he moved to IBM Worldwide to assume several
roles, including Worldwide Personal Systems Group
program director.

Eades holds advanced degrees in business, international
marketing, and financial analysis, primarily from Solent
University in England.

Anna Fieler

Anna Fieler is the VP of
Marketing at Tiny Prints, a
leading consumer internet
company that retails personalized
premium stationery. Anna is in
charge of growing topline
revenue by using both “new age”
marketing channels such as
SEM, SEO and social media, as
well as “traditional” channels
including PR and offline advertising. Anna has also held
marketing leadership positions at CafePress and eBay,
where she led integrated marketing initiatives. Prior to
going web 2.0 in 2000, Anna managed the advertising
and brand strategies for national brands such as Dove
and Bank of America at agencies including Ogilvy &
Mather, TBWA Chiat/Day, and Deutsch.

Anna holds an MBA from Harvard Business School and
a B.A. from Brown University. She lives with her husband
and two kids in Menlo Park.

Peter Finter

Appointed to the position of VP
Americas Marketing & Sales
Operations in December 2008,
Peter is responsible for Enterprise
sales & marketing strategy and
operational execution throughout
North America, the Caribbean
and Latin America. Peter’s team
intersects the traditionally
separate Marketing and Sales
Operations functions, leveraging advanced customer
analytics to effectively align sales & marketing resources
to grow profitable revenues while increasing sales &
marketing productivity. The team also carries global
responsibility for the business operating rhythm, sales
processes and associated IT investments.

Since he joined Nortel in 1995, Peter has undertaken
a variety of global and regional business & marketing
leadership roles for the company, in both EMEA and
North America. He is a recipient of two President’s
Awards, for People Development and Leadership.



Lori Granville

Lori Granville is Vice President of Marketing Shared
Services at Oracle, a position she helped to create

in 2005. She has worked at Oracle in a variety of
Marketing, Operations and Alliances roles since 1994.
Prior to Oracle, she sold mini-computers and software
for Wang Laboratories and then moved on to head

up Marketing for the US office of Telecom Ireland. In

her current role, Lori is focused on driving efficiency,
quality, consistency and effectiveness in the way

Oracle executes Marketing programs. Her teams are
responsible for leveraging technology and processes to
manage customer analytics and database marketing (list
management), digital marketing, response management,
lead scoring and routing to sales. The team is global and
supported by a large and growing offshore team in India.

Tracy Hansen
Network Appliance

R. Andrew Holivedt

R. Andrew Holtvedt specializes in
leading senior executive search
assignments in communications,
internet-based companies and
software. Prior to joining Heidrick
& Struggles, Andrew was senior
vice president of GartnerGroup,
a worldwide technology research
and consulting firm with more
than 1,500 analysts and
consultants. As a member of the firm’s management
team, Andrew was president of the Dataquest business
unit, GartnerGroup's technology market research group.
Earlier, he was a senior vice president of GartnerGroup's
Business Applications and Ecommerce Practice. He is a
graduate of Villanova.

Bud Hyler

Hyler began his career in 1972 when he joined IBM
as a sales representative. He later was VP/Marketing
Manager for Digital Equipment Corporation’s
Commercial Group. In 1984 Mr. Hyler was VP of
ATT’s PBX, Large Business Group where he served
as marketing manager. In 1986 he joined Trimble
Navigation as the Vice President of Marketing.

In 1990, after years of developing his marketing
methodology, Mr. Hyler founded Logical Marketing,

Inc. His objective was to provide clients with innovative
marketing concepts and processes which move beyond
conventional product advocacy o a customer-centered
marketing approach that can influence the customer’s
entire purchasing journey. Clients have included Lucent,
Microsoft, Netscape, Hewlett Packard, Sun, Accenture,
Compagq, and IBM, as well as major firms outside of the
high-tech arena such as Chase Manhattan Bank.

Mr. Hyler received his B.S. in Physics from North Carolina

State University. He received his MBA from Stanford
University’s Graduate School of Business in 1972. He
has been a guest lecturer at both Harvard and Stanford
business schools.

Kip Knight

1 Kipis president of Knight Vision
Marketing, which partners with
Fortune 500 as well as start-up
businesses to provide strategic
marketing consulting services.
He serves as the Dean of the US
Marketing College that works
with the U.S. State Department
and other key USG agencies to
teach senior level government
executives and diplomats how to apply modern marketing
strategies and best practices to enhance America’s
image abroad.

Kip started his career in marketing research at Burke
Marketing Research in Cincinnati, Ohio and over the
past 30 years has worked in over 80 countries around
the world. He spent 10 years in Brand Management at
Procter and Gamble in charge of various brands such as
Ivory Soap and well as working on the development and
launch of various new food and beverage brands such
as Olestra.

He worked for 10 years in PepsiCo’s international
restaurant division where he served in a variety of
marketing and general management roles, including
General Manager of North Latin America as well as
head of marketing for KFC International. Kip also
served as Chief Marketing Officer for Taco Bell based
in Southern California.

From 2002 until 2008, Kip worked at eBay, the world’s
largest e-commerce site. He was vice-president of
marketing for eBay, North America. He was also
responsible for managing eBay Canada, the leading
e-commerce site in Canada. He was the first head of
International Marketing as well as serving as Regional
Vice President for eBay International for Latin America,
Australia and Taiwan.

He earned his B.S. degree from LSU in marketing and his

MBA from the University of Cincinnati. He is married and
has two sons.



Brenda Kring

Brenda Kring has fiffeen years experience in marketing
operations, demand generation and communications in
the enterprise software industry. Currently Brenda works
as the Director, Demand Generation for CyberSource,
where she is responsible for marketing operations,
demand generation and branding for CyberSource’s
ePayment Management software and services. Previously,
Brenda served as Director, Marketing Operations for
ILOG where she oversaw the team responsible for the
development and execution of all horizontal and vertical
marketing operations and branding activities in the North
American region. Brenda currently serves on the board
of MOCCA (Marketing Operations Cross Company
Alliance). Brenda holds an MBA in Marketing from
California State University, Hayward.

Heidi Melin

Heidi Melin joined Polycom in
September 2007 as Senior Vice
President and Chief Marketing
Officer. She is responsible for
Polycom’s high-touch marketing
strategy which includes global
branding and corporate identity,
field and channel marketing,
corporate communications,
analyst relations, enterprise
solutions, demand generation, and events.

A marketing veteran with over eighteen years of corporate
and agency experience, Heidi brings a proven track record
of successful, award-winning marketing programs that
deliver bottom line results. Prior to joining Polycom, Heidi
served as chief marketing officer at Hyperion Solutions, the
leader in business performance management and business
intelligence, and as group vice president of Marketing for
PeopleSoft. Prior to joining PeopleSoft, Melin worked for
leading technology advertising agency Hodskins Simone
and Searles, where she was responsible for the strategic
direction of integrated marketing programs for a variety of
high tech clients.

At Hyperion, Heidi led a successful global brand strategy
and corporate re-positioning initiative which contributed
to its recognition as a leader in two Gartner Magic
Quadrants and IDC’s 2006 Marketing Performance
Matrix. At PeopleSoft, Heidi led the marketing services
organization, managing a global team of 160 marketing
professionals. Heidi holds a BA in Political Science from
Willamette University.

Marketing Transformation Services

Shawn Mielke

Shawn Mielke is the Founder

of SECA Marketing Group,
specialists in marketing strategy,
execution, consulting and
analytics.

Prior to starting SECA, Shawn
was the President of Marketing
Transformation Services, a
consulting firm dedicated to
helping companies transform
their marketing practices through automation.

Shawn was Senior VP of Online Customer Management
at Wells Fargo, overseeing marketing efforts impacting
over ten million online banking customers. Prior to Wells
Fargo, he spent four years at eBay, managing online and
offline direct marketing efforts for its eighty-plus million
registered U.S. users, was responsible for all marketing
communications directed to eBay’s community base.

Shawn was Vice President of Marketing for B2B Brand
Group (T.Shipley, Awards.com, and Reliable Home
Office), Vice President of Marketing for Seta Corporation,
and began his marketing career at Fingerhut and
Montgomery Ward Direct.

Shawn sits on the Board of Marketing Transformation
Services, on the Interactive Marketing Advisory Board
(IMAB), and remains active with the Direct Marketing
Association (DMA).

Jim Oliver

At Google, Dr. Oliver focuses on
online advertising and consumer
behavior, including marketing
ROI, media mix, online and
offline interaction, and consumer
research processes. Previously,
he worked in modeling, analysis,
data mining, or infrastructure at
eBay, Apple, HP, Accenture, and
INSEAD. He holds a Ph.D. in
Operations and Information Management from The
WhartonSchool, as well as a BS and MS in electrical
engineering. In 1994, while at Wharton, he co-developed
and taught one the first MBA courses on the business
implications of the Internet. Dr. Oliver has published a
dozen academic papers and has spoken at numerous
academic and industry events.

Lisa Plotczyk
Director, Marketing Operations

Salesforce.com
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Melyssa Plunkett-Gomez

Melissa is VP of Business Development at Crimson
Hexagon. She is responsible for identifying, executing,
and managing strategic partnerships with clients. Melyssa
also helps develop the overall sales strategies for the
go-to-market as well as defined sales channels. Both
these tasks drive revenue through the direct and

partner channels.

Melyssa brings broad experience in the enterprise,
marketing, and CRM software and services sectors to
Crimson Hexagon. She has a demonstrated ability fo
drive revenue and successfully scale an organization’s
sales practice.

Melyssa has led global strategic alliances for companies
including newScale, Unica, and KANA. Her leadership
resulted in significant growth in sales revenues. At KPMG,
Melyssa contributed to the design and implementation of
eBusiness strategies at leading high tech companies.
Melyssa holds a B.S. in industrial engineering and
operations research from Cornell University and an

M.S. from Georgia Tech in industrial systems.

Sheryl Root

Strategy, marketing and product
development executive with 5
years in her own company, Root
Analysis, providing consulting for
major corporations; over 18
years with Hewlett-Packard
Company; and, 10 years of
software systems experience and
leadership in the financial and
computing industries. Strategy
and program leadership experience focused on the
definition and delivery of technology-based products and
solutions. Marketing operations experience in creating
new business models, acquisition alignment, market
analytics, organizational structures, cost reductions, and
revenue generation programs. Masters in Business from
Stanford University.

Joe Schwariz

David Spark

David Spark is a veteran tech
journalist and founder of
Spark Media Solutions
(http://sparkmediasolutions.
com), a consulting and
production company that helps
companies build industry voice
through social media and
storytelling.

For more than fourteen years
Spark’s articles have appeared in e WEEK, Wired News,
PCWorld, TechTV, and you can hear him daily on

“The Spark Minute” (http://sparkminute.com) on
Green 960 and 910 KNEW in the Bay Area. He's also

a regular contributor for KQED's “This Week in Northern
California” and ABC Radio.

Tina Stewart

Juniper Networks

Anna Suarez

Cisco

Marcia Trask

Marcia Trask has over 15 years of marketing and
operations experience in the technology industry.
Currently, as senior manager of Marketing Operations
at Adobe Systems, she drives marketing process
improvements and is leading Adobe’s MRM efforts.
Prior to Adobe, Marcia worked in sales operations

at Mercury Interactive, and she is the former director
of product marketing operations at Peoplesoft. She
has worked across several marketing disciplines, and
outside of marketing, she has held roles in business
operations, program management, and product release
management. Marcia is on the board of the Marketing
Operations Cross-Company Alliance (MOCCA) and
holds an MBA from San Jose State University.

PJ (Patricia) Wells

PJ has been part of the high-tech industry over

20 years with experience in demand generation,
response management, program management and
operations. Her specialties include: Response and

Lead Management, Demand Generation, Program
Management, Operations, Telemarketing, and Follow-
up Strategies. Her first love is crafting and influencing
the customer experience, and has put that to work at
companies like PeopleSoft, Oracle and Hyperion. More
recently she is an independent consultant working with
Autodesk and Ericsson in marketing operations. She is a
board member of MOCCA — the Marketing Operations
Cross Company Alliance.



Marlene Williamson

Marlene Williamson is Vice
President of Global Marketing at
Ericsson where she is responsible
for leading globally marketing
initiatives, with a specific focus on
developing world-class demand
generation, brand building,
communications, marketing
operations, product, technical

& field marketing activities.

Marlene brings more than 20 years of high tech
marketing experience from Apple, IBM, Acer, Polycom
and Symantec. Before joining Ericsson, Marlene was Vice
President of Americas Marketing at Symantec where she
was responsible for building a global field marketing
team and implementing solution-specific campaigns that
maximized sales leads. She was part of the leadership
team that drove Symantec to be the world’s fourth largest
software company with $6B in revenue.

Prior to this, she was Vice President of Global Marketing
for a division of IBM, Vice President of Global Marketing
at Polycom and CMO of Acer. At Apple, she led the
global marketing team for Apple’s consumer, small
business and education efforts.

Marlene was named High Tech Brander of the Year by the
American Marketing Assoc. for her work in revolutionizing
the consumer personal computer business at Acer.
Marlene holds an MBA in marketing from DePaul
University.

Mark Wilson

Mark Wilson has 15 years of
experience in marketing and
business development. As vice
president of Corporate Marketing,
Mark oversees Sybase’s branding
and advertising, public relations,
analyst relations, corporate
events, online marketing, as well
as strategic marketing endeavors.
Mark previously held corporate
development product management and general
management roles at Sybase.

Prior to joining Sybase, Mark was senior manager at
KPMG Consulting in the Information, Communications,
and Entertainment practice. He also served as marketing
manager at AT&T.

Mark Wilson holds an MBA and an MA in public policy
from University of Chicago. He received his BA from
University of California at Santa Barbara.

Marketing Transformation Services

Lanya Zambrano

For nearly 15 years, Lanya has worked in the retail
environment to address critical operational and
marketing challenges. With a practical, client-side
approach to her work, she analyzes the challenges and
opportunities that retailers face every day. She then
introduces strategic multichannel marketing programs
designed to drive results and exceed expectations.

Over the course of her career, Lanya has spearheaded
efforts to build brands, create websites, roll out email
campaigns, develop loyalty programs, produce in-store
marketing systems, and implement successful DM and
catalog programs. Currently, Lanya manages the eBay
account, and overseas other entrepreneurial clients. Her
prior experience includes key marketing and operational
roles at UPS, Gymboree, and llluminations.
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Mine

Your

Own
Business.

Drill down into your business and you’ll likely discover new ways
to streamline your performance and optimize your technology as you

generate new business opportunities. At M'TS, we help you dig into
those common issues that can bog down efficiency, create redundancy,

even dwindle profits over time.

Our goal and role? Identify the opportunities that are already in your
organization — perhaps buried by growth or hidden inside old systems.
We can show you how MRM addresses those problems and helps you
fine-tune marketing to increase efficiency and productivity.

Ready to mine your own business? We have the tools and the
techniques to help you transform today — and outperform tomorrow.

To find out how to begin your

organization’s transformation E:.
Call 415.775.6270 or email us at EE:'

info@marketingtransformation.net

www.markefingfransformation.net ORI



