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Rebecca Casey
	
	Dynamic, results-oriented leader with a strong track record of performance in turnaround and high-paced organizations. Over 15+ years’ experience utilizing keen analysis, insights and team approach to drive organizational improvements, implementation of best practices and strategic growth. Superior interpersonal skills, capable of resolving multiple and complex issues and motivating staff to peak performance. 
Demonstrated success record in:

· Branding, managing and positioning company brand and strategic manufacturing partner’s product lines.
· Distilling value, overcoming objections and securing hard to close deals with manufacturers.

· Experienced in direct sales strategies and tactics for increased bottom line profit.

· Designing creative marketing campaigns for certain products that are essential to company growth.
· Motivating sales force to peak performance levels and company goal objectives.
· Proven record of initiative and success in launching company brand products from 1st stage product life cycle to launch.
Additional areas of expertise include:
· Strategy, Vision & Mission Planning                 ●  Finance, Budgeting & Cost Management

· Sales & Marketing Leadership                         ●  Public Relations & Media Affairs

· Profitability & Cost Analysis                             ●  Policy & Procedure Development

· Programs, Services & Products                       ●  Market Research
· Contract Negotiations & Strategic Alliances     ● Team Building & Performance Improvement
Highlighted Career Achievements:
· Effective Marketing – Created value and branding within a commodity product line.
· Revenue Generation – Fastest growing product in company history within 2 years and within 3-year timespan, generated $1.3 million in revenue in our private brand product line.

· Market Penetration – Increased specific manufacture’s market share within a specific species group over 22% in growth.
· Account Development – Strengthened relationships with Tier I & II manufactures increasing their market share at an average of 20% and helping them grow their business as well as our company margins.



	Experience
	September 2014 – Present    Kemin, Industries                                                                      Des Moines, IA

Product Manager – Monogastric & Equine 

· Launched new feed additive into the organic market that will be the fastest growing product in the last 7 years in the 2nd year.

· Investigated, managed and lead team intercompany that lead to shorter back order dates by 3 months which accounted for almost a quarter million dollars.  Working closely with production and operations management we were able to get out of our back order situation, increase efficiencies within the manufacturing process, and eventually be able to build stocking levels within 8 months of the project.

· Within less than 1.5 years with the company, product management went from 2 products to 10 products.
· Project management has been a key function due to the amount of budgeting, forecasting, launch and product growth within my product lines.  

· Identify marketing communications strategies to promote product lines and increase sales. 
· Heavily interact with research and development to prepare plans for additional science to support product line growth and sustainability.

· Participate and submitted projects into the Product Innovation Process (PIP) through the new product concept submissions as well as championing products through the process to launch.
June 2007 – Aug 2014    Animal Health International (Walco International, Inc.)                       Greeley, CO
Marketing Manager – Production Animal 
· Responsible for marketing over 60,000 products represented by 1,000 different manufacturers in which sales totaled over $1.7 billion dollars.
· Oversee the production side of our business which includes the beef, dairy, poultry, and swine animal segments, totaling over 70% of our business.
· Develop and execute strategic marketing plans, product positioning, packaging, pricing strategy, develop and communicate to target markets, customer positioning, and product promotional plans for private label products and key manufacturing products to ensure profitability and increased market share.

· Research, evaluate and plan products to fit into the company brand lines with quality products that yield high margins and the ability to capture new market share.
· Maximize market share and gross margin growth for product lines and meet or exceed revenue and gross margin targets on an annual basis.
· Conduct market analysis, monitoring market share, competitive products, and matching features and benefits to ensure competitive sales approach.

· Work with sales managers and group presidents to strategize, plan, create and implement multiple incentives to help drive sales for products or key product lines that are financially rewarding to the company.
· Provide marketing expertise and support to field sales staff leading them to successful sales opportunities.

· Conduct and manager marketing analysis and profitability within multiple product categories.
· Envision and create sales and marketing tools that support and promote high strategic products.
· Decreased promotional expenditures by 60% working with off shore suppliers and networking through contacts.

Nov 2006 – June 2007    Liquidity, International                                                                              Dallas, TX
Independent Contractor
Main responsibility was to develop and train other independent sales reps to achieve promotions and volume sales within the health and wellness industry.
· Recruit, trained and managed individuals on health and wellness products.  
· Responsible for 25 sales reps to increase their sales organization and product sales.
· Participated in continuous education and seminars on a monthly basis to learn management and skill building training, personal success and key management principles.
June 2004 – Nov 2006    Tru-Test, Inc                                                                                 Mineral Wells, TX
Marketing Manager 

Main responsibility was to develop and implement promotional campaigns and product launches.  Responsible for the advertising budget and development of all marketing materials for the US division of a global company with product lines in agricultural equipment, livestock weight scales and dairy milk meters.  Headquarters reside in New Zealand and was undergoing an aggressive period of growth, intensely focusing on expanding US market share.

· Managed a $150,000 budget.  This included marketing materials such as promotional flyers, point of sale material, printed brochures, sale program specifications, trade advertisements, and corporate promotional items.

· Lead corporate initiatives that generated substantial cost benefits, lowering spending by 48%, through implementing sourcing alternatives, effective supplier management and outsource manufacturing efficiencies with marketing and promotional materials.

· Interacted with sales team to help increase product knowledge with customers, aided in creating marketing advertising and helped strengthen customer relationships to better promote and increase sales and market share.

· Instrumental in planning new product launches nationwide for released in a timely fashion to our key distributors.

· Directed relationships with media based on annual strategies to help position products and increase brand awareness within 3 different lines.
· Provided technical support services and facilitate all functions related to the company’s software; including learning, utilizing and providing support to employees, distribution customers and account dealers.
2001 - 2004    Alpharma                                                                                                                  Fort Lee, NJ

Marketing Coordinator 

Main responsibility was to market products by developing and implementing marketing and advertising campaigns, maintaining promotional materials inventory, planning meetings and trade shows, maintaining databases, and learn basic marketing skills through mentorship.
· Implemented marketing and advertising campaigns by assembling and analyzing sales forecasts; preparing marketing and advertising strategies, plans, and objectives; planning and organizing promotional presentations; updating calendars. 

· Keeps promotional materials ready by coordinating requirements with graphics department; inventorying stock; placing orders; verifying receipt. 

· Plans meetings and trade shows by identifying, assembling, and coordinating requirements; establishing contacts; developing schedules and assignments; coordinating mailing lists. 

· Updated job knowledge by participating in educational opportunities and reading trade publications. 


	
	

	Education
	1997 - 2001
Iowa State University
        Ames, IA

2001
B.S., Animal Science, Minored in Entrepreneurial Studies, Iowa State University 

1997
Carver Academy Freshman Scholarship

1997
Dean’s List, Summer

1997
Minority Academics Honors Award

	Academics & Research
Skills
Continuous Education

Volunteer
	2001
V.P., Mass (Multicultural Awareness and Support System)

2001
Secretary, MANRRS (Minorities in Agriculture, Natural Resources and Related Science)
2001
Featured in Top 10 Reasons to Study Pre-Vet at Iowa State brochure

2001
Quoted in Iowa State University’s “Visions” Magazine
Adobe Illustrator
5 years’ experience
Adobe Photoshop
5 years’ experience


JD Edwards/Proclarity                         4 years’ experience
SAP/BW Reporting                              2 years’ experience

2007-2009 Marc Accetta Personal Growth & Development Skill Seminars
Summer 2015 Everybody Wins! Iowa Reading Mentor

	
	

	
	


