PAUL J. LICATA
Orefield, PA 18069 | Cell: 610-703-0945 | pauljosephlicata@gmail.com | www.linkedin.com/in/pauljlicata
GLOBAL MARKETING AND COMMUNICATIONS LEADER
Strategic Planning | Global Integrated Marketing Campaigns | Innovative Branding | Demand Generation

· Dynamic marketer with 20+ years of experience in both corporate and agency sectors crossing consumer and commercial products in the automotive, industrial, and manufacturing industries within B2B and B2C markets.
· Strategic approach to global integrated marketing campaigns that focus on branding, lead generation, product commercialization, business development, client acquisition and retention, and channel marketing.
· Hands-on creative marketer with a demonstrated achievement record of conceptualizing innovative branding awareness and product introductions within traditional print collateral, digital marketing and social media channels.
· Demonstrated passion for delivering consistent results through use of marketing automation processes.
· Proven ability to mentor and develop teams and marketing functions within an organization.
CORE COMPETENCIES
Strategic Marketing & Branding | New Product & Brand Development | Distribution Channel Management & Marketing | Advertising, Public Relations, Social Media & Promotions | Brand Marketing & Customer Communication | E-Commerce, SEO & Website Evolution | Cross-Functional Leadership | Thought Leadership Initiatives | Strategic Alliance Management | Trade Show Management | Market Research and Analysis | Competitive Assessments | Salesforce.com & CRM
WORK EXPERIENCE
INTERNATIONAL MOTOR PRESS ASSOCIATION (IMPA), Chatham, MA



  2004–Present
A press organization of automotive journalists, public relations professionals, and global automotive manufacturers.

Integrated Marketing Consultant and Test Days Coordinator (Consultant)
· Serve as marketing strategist for 500 member association for annual event that hosts more than 40 global automotive manufacturers for new product testing by 175+ members of print, digital and social media.
· Develop strategy and deliver integrated marketing efforts including creative direction, copywriting, website development, personal outreach, communications pieces, press releases, social media, and displays. 
· On-site project management for the testing of 175 vehicles, motorcycles & ATVs, driven on-road, off-road and on the race circuit at Monticello Motor Club, Monticello, NY and annual banquet at local resort.
· Solicit and manage automotive OEM sponsorships securing $125K in funding for annual event expenses. 
· Annual increase in quality of media attendees makes this the premier motor press event in the country.
DORMAKABA AMERICAS, Reamstown, PA







       2014–2017
A leading global manufacturer of products, solutions and services for security and commercial building access.  
Director of Brand Marketing
· Performed as General Manager in North and South America for all brands, with accountability for marketing strategy, integrated marketing campaigns and demand generation resulting in 8% growth in $600M segment.  

· Managed a $5 Million marketing budget, comprised of 8 employees, three agencies, specialized contract staffing, and reported directly to the Vice President of Marketing and Product Management.

· Spearheaded management of post-merger branding and corporate re-branding, that incorporating corporate branding migration, corporate design guidelines creation and marketing collateral including six prior acquisitions.
· Led the strategic planning and brand strategy with improved buyer insights, customer segmentation, channel management, market and competitive analysis, businesses needs for improvement of company EBITDA.

· Contributed to Executive Committee with data-driven ROI tools to measure and present marketing effectiveness, performance, and supply market intelligence, while serving as chief content officer and senior marketing counsel.
· Managed advertising, tradeshows, communications, media relations, digital services, videos, and social media functions, gained Architectural Record’s Advertising Excellence Awards in 2016, Honorable Mention for online ad.
· Assessed and replaced all marketing services vendors and agencies, which resulted in a net savings of $175K in annual budget savings.

CNH INDUSTRIAL CAPITAL, New Holland, PA



       2011–2014
Captive financial services for CNH brands, a global leader in the agricultural and construction equipment businesses.
Business and Marketing Manager
· Managed strategy, marketing, sales, and customer service for products, software and services through an assigned dealer network in DE, MD, NJ, PA, VA, and WV.

· Generated and created integrated marketing and public relations programs to influence equipment sales growth, customer retention, portfolio growth, new sales channels, and retail finance market share greater than 42%.

· Personally sold $135M in retail finance portfolio of originations, an increase with CNH Brand partners of $35M and equaling 35% year over year growth.
· Launched 12 new CNH products with customized financial solutions, marketing plans, websites, trade shows, direct mail, email marketing campaigns, media relations, advertising, and lead generation.
· Developed and nurtured dealer principal partnership and responsible for the growth of each dealership. 
LUTRON ELECTRONICS CO., INC., Coopersburg, PA






       2006–2011
A leading global manufacturer of energy-saving light and shade controls for new and existing homes and offices. 
Marketing and Communications Leader – Commercial Solutions
· Globally launched 14 new products in North and South America, Asia, Europe and the Middle East through strategically integrated marketing campaigns that generated more than $42M in incremental revenue.
· Developed and implemented global marketing strategies and tactical initiatives, product launches, promotions, trade shows and events to attain division revenue objectives and customer retention with a $3 Million budget.
· Conceptualized and executed upstream and downstream marketing automation strategy resulting in new innovative demand generation that resulted in $12 Million in first-year new revenue.
· Delivered energy-savings integrated marketing campaigns to support new market and channel development in areas of energy-efficiency and demand response that resulted in partnering with utilities and governments.
· Led and conducted market research and competitive analysis for strategic integrated marketing programs.
PJL MARKETING AND CONSULTING SERVICES, Allentown, PA




       2003–2006
Provide marketing and public relations services from development to execution for automotive OEMs. 
National Project Manager – Marketing and Public Relations Services 

· Partnered with marketing services companies, agencies and automotive OEMs to strategize, plan, develop and project manage marketing and public relations events, including the procurement of specialized vendor services.

· Directed team of 30 on cross-country Chrysler Mini-Van Stow & Go national program launch and marketing program in 21 cities that gained local market, national print and broadcast media coverage.

· Orchestrated media placements and perform product presentations to The New York Times, The New York Post, The LA Times, Popular Mechanics, Road &Track, Business Week, Newsday, local and national media outlets.

MERCEDES-BENZ USA, LLC, Montvale, NJ







       2001–2003
Sales and marketing of Mercedes-Benz automobiles, products, parts and services in the United States.

Retail Distribution Liaison – Distribution and Logistics Department (2002–2003)          
· Researched markets, planned, and managed production, line sets, inventories, sales trends, allocations and deficiencies for Northeast region’s 61 dealerships accounting for 17% of company’s sales volume.
· Served as project lead for Accenture software build of web-based distribution system which increased customer build compliance and customer satisfaction levels, resulting in 6% sales and market share increase.
Regional Operations Analyst – New York Regional Office, Parsippany, NJ (2001–2002)
· Researched, analyzed and created marketing presentations on brand position, competitive positioning, registrations, and sales data within the competitive environment with a focus on new customer acquisition.
· Analyzed and reported on financial and operational data analysis for senior executive management, that drove the strategy for a five location expansion, which resulted in 8% increase in sales, and restored to top 5 in CSI. 
EVENT SOLUTIONS INTERNATIONAL, INC. (ESI), Carteret, NJ


   

       1998–2001

Provider of event marketing, marketing, press fleet management and hospitality services to the automotive industry.

Regional Manager (2000–2001)
· Directed strategic business plan, staff of 15 FT and 40 PT employees that focused on profitability and client retention using ISO 9001 procedures, and secured National Mercedes-Benz account which increased sales 10%. 

Account Manager and Project Manager (1998–2000)
· Developed and managed marketing strategies, marketing campaigns, public relations and media events for national programs, new client acquisition of $5 Million in inventory and $1.3 Million in sales revenue.
· Client spokesman and product demonstrations on The Today Show and Good Morning America.

A&M SPECIALISTS AND LOGISTICS, INC., Elizabeth, NJ





       1994–1998

Provider of services to marketing and corporate communications departments of automotive companies.

Account Executive and Program Manager – Event Marketing
· Developed and managed marketing, public relations and media relations including the New York International Auto Show, new product launches, VIP and Lifestyles presence marketing for Mercedes-Benz, BMW and GM.
EDUCATION
LASALLE UNIVERSITY, B.S., Major: Marketing, Philadelphia, PA
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