Melissa A. Richards 

3705 Cypress Springs Pl
Telephone:  (502) 243-4264

Louisville, KY  40245
e-mail: melrich44@yahoo.com

Summary

A creative, strategic ideator and dynamic presenter drawing on sixteen years of experience in the total marketing picture; brand management, advertising, promotions, partnerships, sponsorship, public relations, and relationship marketing on both the client and agency side.  Especially successful in using strategic insights coupled with hard data to innovate and create business-driving programs. Self-directed, versatile, adaptable and resourceful in learning new markets, industries and channels and creating a "brand immersion experience". Additional strengths: 

· Project management and budget planning 

· Effective team building and group training

· Creating marketing plans for start-up ventures

· Orchestrating the work of both people and agencies

Professional Experience

KFC/YUM Brands, Louisville, KY
June 2002 - Present



Director, Marketing – Core Products
November 2004- Present

Received 2-level promotion to lead team responsible for product line producing over 60% of KFC annual sales. Developed and executed new strategy for capturing larger share of Dinner occasion and generating consistent 2% same-store-sales growth through positioning and bundling current product offerings, guiding pipeline development and launching new products, and creating more relevant consumer-insight driven advertising and promotions.

· Strategic Leader for largest single product platform generating 40.3MM annual same store sales across 5200 restaurants; grew category 5% in ’05, 3% YTD ’06.
· Hire, supervise and coach 5-person team – Brand Manager, two Associate Brand Managers, two Marketing Analysts.

· Develop and adjust strategy for growing KFC share in the Home Meal Replacement market through 5 strategic “pillars” and 4 product pillars.

· Lead creative strategy and positioning development for all consumer communications including advertising, POP, radio & internet

· Work directly with Senior leadership including KFC President and CCO, Chief Marketing Officer and Chief Operating officer in executing the Core Products strategy

· Lead and share best practices with International counterparts in other mature High End/Core Products markets including Asia/Pacific, UK, South Africa and Canada

· Participate in YUM University Leadership Development programs led by YUM CEO David Novak
Brand Manager, On-The-Go & Better-For-You Products
October 2002-October 2004

Marketing Project Manager
June 2002 to September 2002

Lead brand strategy and direction, product development, market testing, and sell-in efforts for new products and key national launches for portable product platform (sandwiches, handheld and on-the-go products), then Better-For-You products (salads, bowls, plated meals, etc.)  Direct research, strategic exploration and P&L development into business opportunities within category,  Led  3 cross-functional teams. 

· Pioneered new product development process to increase consumer insight and incorporate feedback into process much earlier.

· Led cross-functional team through accelerated development timeline –bringing new product platform from concept to market test in 180 days.

· Create and deliver presentations to and foster relationships with diverse audiences including Executive Leadership Team, Franchisees, Senior Marketers, team members and store-level operators.

· Hire, supervise and coach two Associate Brand Managers.

Starbucks Coffee Company, Seattle, WA
August 2001 to June 2002

Marketing Manager, Washington Region

Lead all marketing efforts for Hometown region of Starbucks retail, almost 300 locations over two states, including the # 2 retail revenue market. Create, negotiate and execute tie-ins and cross promotions to localize national promotions and drive both in-store traffic and units sold.  Developed grand opening plans to accelerate new store sales ramp.  Manage team of 3 Specialists.
· Manage $1.9 million venue and event sponsorship budget and develop programs to activate arts, entertainment and sports sponsorships and drive traffic back to retail.  Re-negotiated pouring rights agreements to integrated marketing sponsorships across multiple product categories.
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Olive Garden/Darden Restaurants, Orlando, Florida
January 2000 to July 2001

Manager, Brand Marketing

Developed strategies to carry brand message to local markets in three divisions encompassing 74 major markets in 20 states.  Trained and consulted field operators (3 SVP’s, 50 Directors and more than 240 restaurant teams).
· Developed strategy, criteria and markets for six major radio flights totaling more than $9 million; generating up to $2.3 million in sales.

· Led marketing for rollout of nationwide remodel of all existing Olive Garden locations, reaching approximately 60% of the company in two years.  Program included both radio and direct mail. 

· Developed and presented brand/food and wine training for more than 100 radio endorsers to create more effective advertising.  Specifically managed DJ endorsement program in more than 50 markets.

· Managed “Dine With Wine” advertising program in conjunction with beverage department and 5 wine brands; drove wine sales in 6 markets.  Worked with Regions to create a turnkey in-store wine tasting shelf program.
· Involved in focus groups and development of strategies to address the Hispanic Market.

Jacor Broadcasting/Clear Channel, Toledo, Ohio
 March 1999 to January 2000

Director of Marketing/New Business
Initiated new department to bring in additional sources of non-traditional revenue for a group of 5 radio stations. Managed department budget of $500,000 and hired, trained and managed part-time event managers and staff.  
Fahlgren Advertising, Inc., Toledo, Ohio
March 1996 to March 1999

Senior Account Executive
December 1996 to March 1999

Account Executive

March 1996 to December 1996

Complete brand development, strategic planning, account supervision, relationship and project management responsibility for Fortune 100 Consumer and Business to Business accounts worth $ 1.1 - $2 Million. Led SWOT planning sessions with Division Managers and Executives and conducted comprehensive competitive analyses.
· Integrated brand “look and feel” across multiple markets and diverse message vehicles for consumer and trade brands with sales of $7 million to $150 million.  
· Negotiated promotional partnerships equal to 40% premium on client marketing budget.

· Created promotions and advertising strategies for client sponsorships of NASCAR Winston Cup and Craftsman Truck series. Program had 85% participation rate and resulted in a 3-year sponsorship renewal. 

· Developed loyalty marketing and referral pilot program for point of service network.

· Supervised Account Coordinator and Assistant Account Executive.  

Todd Persons Communications, Inc., Orlando, Florida
June 1994 to December 1995

Account Executive

Handled account management for retainer and project clients in public relations and marketing agency. Included affluent consumer audiences, baby boomer/retirement market, business, entertainment, sports and professional services. Duties included story query and placement, media outreach, press release and feature writing, charitable donation and sponsorship management, development & execution of consumer promotions.

· Planned and managed $100,000 sweepstakes promotion for homebuilder. Significantly increased sales leads.

· Researched and wrote marketing plans for start-up businesses, new products and divisions. Developed and grew this business niche within the agency. 

American Media/Chancellor Communications, WOCL-FM,COOL 105.9 Orlando, FL
Sept 1991 to June 1994

Promotions and Marketing Director

Total responsibility for integrated marketing campaigns involving sweepstakes and contests, launch events, organizational communication, database marketing, and sales promotion. Managed and placed television, direct mail and outdoor advertising.  Responsible for all on-air contests, sweepstakes and promotional programs 

· Developed vendor programs and partnerships for package goods marketers to support key accounts and drive case sales within mass merchandisers, grocery and convenience stores. 

· Rebuilt the Disney relationship through leveraging the station’s strengths against the client’s needs. 

· Designed targeted workplace marketing program.  Share of target market grew 21% and program became prototype for 7 company outlets.

Education

S.I. Newhouse School of Public Communications, Syracuse University; Syracuse, New York

Bachelor of Science degree in Communications Management, Magna Cum Laude, 1989
