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Nicholas B. deKanter

19A Congress Street, Newburyport, MA 01950

978-270-6904 (Cell)

nick@vi210n.com
EDUCATION MARKETING MANAGEMENT
International marketing executive with ample experience in the education, high tech, publishing and consumer packaged goods markets. Skilled in conducting in-depth analysis, developing market strategies and implementing proactive outside the box approaches. Expert in producing fully-integrated campaigns including TV, Radio, Internet, Public relations, and Print. Focused on business growth with a reputation of creatively building brand equity. Practiced in personnel management and team building, agency supervision and budget/P&L functions. Extensive experience in community outreach and volunteer organizations.

Strategic Planning ♦ Integrated Marketing ♦ Brand Development ♦ Market Positioning

♦ Marketing Launch ♦ Team Leadership ♦ Community Outreach ♦
Volunteer Management ♦ Hispanic Marketing ♦ P&L Management ♦ CRM 
Fluent Spanish ♦ Business Development ♦ Client Acquisition ♦ Startup Management 
Training and Professional Development ♦ Lecturing & Public Speaking  

PROFESSIONAL EXPERIENCE
5/2008-Present (PT): Founder and President
Vision 21 Education Group, Newburyport, MA

Focused on helping school districts adopt and implement teaching of 21st Century skills (www.vi21on.com ). 
· Developed Start21, a clearly laid-out practical program for implementing 21st Century Skills in a district. This program assesses current status using a proprietary self-evaluation tool with directed surveys and interviews, identifies gaps, and establishes cost-effective measures towards implementation. Involves all stakeholders: teachers, students, parents, district administrators, and community leaders.
· Co-authored life-skills text book for Community Colleges, focusing on 21st Century Skills: College Success, published August 2010 by FlatWorld Knowledge. 

· Testified before State 21st Century Curriculum task force
· Advocated for 21st Century Skills at local and state levels.

12/2007-Present: Partner/ Marketing
The Benefactory, Inc. Pembroke MA

Guiding transition from unsuccessful retail sales model to profitable party-plan direct sales model through a total company re-launch for this children’s book publisher. (www.thebenefactory.com ). Tested and now implementing a program which will take the company to break-even by month four, and allow development investment to reach sustained profitability by year two. Estimated year 1 revenues $500,000; year 2 projected at $2million.
· Establish Direct Selling program 

· Personally drive the initial recruitment of storytellers (independent representatives) through to a critical mass of 70-100 reps that would sustain future growth.

· Recruit and manage field sales managers (company employees)
· Design and produce all marketing and sales communications materials.
· Develop and manage co-marketing efforts with partner organizations such as The American Humane Society, ASPCA, Holy Assumption Monastery, et. al.) 

2002- 2007: Vice President Marketing and Business Development
Muzzy Lane Software, Newburyport, MA 

Co-founder of computer game developer/publisher of games to teach History at the high school and college levels. 

· Created and established the Muzzy Lane brand, positioning the company as the market leader before sales and with limited marketing investment. Established credibility by contacting and engaging key thought leaders in the educational technology, gaming and history disciplines. 
· Capitalized on story as a key asset. Generated press coverage in the New York Times, USA Today, CBS Early Show, New York Magazine as well as in many education and gaming trade publications.

· Established thought leadership position for Muzzy Lane by presenting frequently on the subject of using games in education at national conferences 
· Developed and taught course on Using Games in Education. This allowed us to land our first state-wide adoption (Kansas) with over 200 students participating in this program in its first stage. 
· Directly responsible for client acquisition in the education market. Developed a client base of over 100 high schools and colleges, including five reference sites.

2000-2001 Principal, Managing Partner 
Allegia Consulting, Newburyport, MA
Founded Allegia Consulting to help sales and marketing organizations work effectively together. 
· Identified gaps and overlaps for a key High Tech manufacturer’s Central American business, that when corrected, resulted in a $3 million swing in sales over the first year of implementation.
· Consulted and taught seminars on customer focused marketing and CRM for high tech and financial services companies in US and Latin America. 
1996-2000 Senior Consultant
Heenehan & Associates, Newburyport, MA
Bridged cultural and business differences to deliver a unified approach to Customer Relationship Management for a major US advertising agency and its Latin American Subsidiaries 
Consulted on customer focused marketing and CRM for high tech and financial services companies in US and Latin America, using data to drive the relationship from acquisition to retention.
1992-1994 General Manager
Sunrider International de México, Mexico City, Mexico
Recruited as founding General Manger for Mexican subsidiary of international herbal food supplement company.  Handled all aspects of pre launch then generated consistent sales growth and implemented careful cost controls to make the operation cash flow positive 13 months after start.

1990-1992 Director of Marketing 
Pepsicola Mexicana, Mexico City, Mexico
Conceived and implemented advertising and promotional programs which led to Pepsi’s first share gain vs. Coke in the Mexican market in 21 years (each share point at that time was worth about $30 million US) 

1987-1990 VP Marketing / VP Hispanic Sales Division
Jafra Cosmetics USA (Gillette subsidiary), Westlake Village CA
Directed all marketing efforts for this Gillette subsidiary and took on additional role of leading the Hispanic Sales Division as part of a turn-around team put into place to revitalize a the sagging US division of this international cosmetics company. Led the Hispanic Sales Division to record growth of 20% per year in two consecutive years. 

Prior Employment
Director of Marketing, Jafra Cosmetics de Mexico, Founder and VP of Account Services Coe & Company Advertising (NY) Senior Product Manager – Disposable Razors Gillette (Boston) Group Marketing Manager, Blades and Razors Gillette de Mexico Product management Procter & Gamble de Mexico 

  

Educational Advocacy 
· Newburyport School Committee  4 year-term; elected November 2007

· Newburyport Education Business Coalition, Board of Directors, six years. This organization is a nationally recognized example of business-education collaboration.

· Newburyport Public Schools Community Representative to School Council

· Brown Elementary School (8 years.) 
· Steering Committee member of group which passed Debt Exclusion proposition to fund $35 Million renovation to the Newburyport High School (2002).
Education
Tufts University, Medford, MA: BA in Bilingual Education

  

Languages:
Fluent in English and Spanish, some basic Portuguese

