JON PHILLIP SOLIMANDO

Charlotte, North Carolina | 804-306-9007 | JonPsolimando@gmail.com | linkedin.com/in/jonsolimando

INTERNATIONALLY EXPERIENCED CPG MARKETING LEADER
Leverage Voice of Consumer; Accelerate Growth & Drive Long-Term Brand Value

Growth-minded creative marketing executive with 10 years’ experience driving brand affinity across retail and digital
marketplaces. Experienced operating from startup to multinational organizations in US and global markets. Connects to
the hearts and minds of consumers across languages and cultures. Inspires teams and drives results through the
contribution of innovative solutions, purpose-driven ideas and clear communication.

Professional Experience

FONTEM VENTURES, an Imperial Brands Company, Charlotte, NC 2015 - 2020
Growth engine for next-generation products. Subsidiary of Imperial Brands, a global consumer products company with
annual revenue of $8 billon, operating in 25 countries.

Director, Brand & Portfolio (Americas Region) 2018 - 2020
Led brand and portfolio strategy for Canadian and US markets including topline P&L growth, consumer insights, campaign
development and execution. Managed team of four direct reports, $3.6M budget and network of agency partners.

e Grew brand share 14% through promotions, product launches, above and below-the-line consumer activation,
resulting in annual delivery of $190M across retail and eCommerce channels.

o Developed, tested and deployed product launch campaign backed with $24M in media investment, accelerating
unaided awareness 21%, growing organic search 4 times base and increasing online revenue 13%.

¢ Revamped creative messaging for omni-channel loyalty program resulting in 22% new enrollments, 10% engagement
lift, increased points redemption 11%.

e Created 4 quadrant flavor segmentation model establishing common language internally; leveraged by business
intelligence and sales operations teams, delivering more effective merchandising and state-based investment plans.

o |dentified key flavor trend accounting for 60% of total category sales; enacted new product launch plans; product
accepted in 46K points of distribution (100% of target) in first 3 months.

o Implemented brand health KPI objectives and authored consumer insights learning agenda, deriving critical data
inputs utilized in annual brand and commercial planning processes.

Global Brand Director 2015 - 2018
Spearheaded brand strategy, development and execution for international expansion from US into European and
Japanese markets. Managed across local business units and international agencies, aligned brand marketing standards
and product launch activities to drive profitable brand equity globally. Reported directly to Global CMO.

e Leveraged market research, pricing strategy, marketing communications, and product development driving consumer
demand and market share, generated $350M in annual sales globally.

e Repositioned flagship brand, visual identity and ATL campaign to build long-term brand equity, driving 12% increase
in brand trust and category-leading awareness.

e Retained external agency partners to fuel creative development and production of global advertising assets for out-of-
home, radio, television, digital display, social, and advertorial marketing strategies.

e Built core proposition and go-to-market strategies for 3 global product platforms (digital + physical) including product
and feature naming, trademarking, and consumer advertising assets delivering on business growth objectives.

o Instituted 3 tier global flavor strategy and operating framework including differentiated offerings and limited editions,
maximizing consumer acquisition and aiding retention.

e Created and launched brand-themed platforms including brand subscription model, product warranty program, flavor
pairing activation concepts and strategy for limited-edition colored devices.

e Resolved inconsistencies from acquired products across regions by implementing global packaging design system;
scoring above all competitors in quantitative research study on shelf stand out, brand recall and purchase intent.

o Empowered local market brand teams by translating brand architecture, visual DNA, messaging pillars, and activation
platforms into succinct toolkits and playbooks enabling regions to operate more autonomously and efficiently.
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LORILLARD TECHNOLOGIES (Acquired by Imperial Brands), Charlotte, NC 2012 - 2015
Director, Consumer Activation & Brand Partnerships

Cultivated unique and ownable activation programs for first to market CPG brand operating in an uncharted category. Led
team of two, external agency partners, and third-party staff of 350 associates. Managed $15M resource budget allocation.

e Reached over 10 million consumers through title sponsorships, music tours, live events, PR, media, and brand-
themed platforms achieving 72% unaided awareness among target audience.

e Solidified category leadership position through investment of $4M in high visibility partnership programs with key
influential partners to building brand credibility. (Live Nation, IndyCar, Wynn Las Vegas, Viacom)

o Established activation best practices, training protocols, geographical recommendations; conducted over 300K one-
to-one sampling engagements, aiding first time trial and driving in-store purchases.

e Procured customized front-end data capture solution to collect consumer records and back-end dashboard with
reporting infrastructure, enabling database-driven marketing efforts post engagement.

e Designed events classification model to refine program investments resulting in decreased spend $1.5M while
increasing effectiveness and lowering cost per engagement.

INTERMARK BRANDS (Acquired by Lorillard Technologies), Charlotte, NC 2011 - 2012

Business Development Manager
Formulated new business relationships uncovering sales and marketing opportunities across portfolio of startup brands
and products (blu eCigs, Snoozn, Vaportrim). Reported to VP of Marketing.

e Produced annual plan for non-traditional sales channels increasing growth from B2B parties and direct buying
customers.

e Conducted prospective pitching through, direct mail programs and tradeshow activations; managed 40K budget for
industry specific verticals.

e Engaged cross-functionally with sales teams to motivate and communicate strategic intent of programs, unifying
strategic approach and messaging in sales presentations and customer-facing marketing materials.

e Led development of consumer marketing and B2B materials including product presentations, demonstration scripts,
sales brochures and visual aids needed to operationalize initiatives.
Education

Master of Business Administration (MBA), Wake Forest University, Charlotte, NC - Anticipated completion 2023
Bachelor of Science (BS), Economics, East Carolina University, Greenville, NC

Working knowledge and proficient with computers and MS Office, such as Outlook, Excel, and PowerPoint

Professional Development & Associations
e Brand Strategy Certification, Section 4, February 2021
e Product Strategy Certification, Section 4, January 2021
e Panel Participant, Brand Innovators, November 2020
e Global Product Development Certification, Imperial Brands, November 2019

e Attendee, Event Marketer Conference | Charlotte Digital Summit | Content+ Conference

Awards & Recoghnition
e Adweek Shortlist Award, Social Media Creative

o Telly Awards, Advertising Campaign Creative and Production Value



