Joshua Moritz
jm161@nyu.edu
Summary
· Entrepreneur– Founded, sold, and affiliated with marketing services, e-commerce, divisional startups. Two successful exits, many great learning experiences
· Educator – 20+ years university level teaching experience
· Curriculum/course developer- Work with colleges/universities, companies, and non-profits in designing courses, training programs, seminars

· Recruit adjuncts for a variety of university level programs. Observe and provide peer to peer reviews of colleagues
· Expansive network - Connected to entrepreneurs, industry representatives, guest speakers, start-up programs
· Trained in Entrepreneurship – Terminal degree in entrepreneurship: MBA, Babson College, 2010, named the top school for entrepreneurship for over 25 years by the Princeton Review and US News and World Report

· Marketing practitioner -lead, develop and execute programs that have exceeded a $100 million in revenues

· Rainmaker – generated millions of dollars in new business for marketing communications companies
Educator Experience
Adjunct assistant professor/lecturer (detailed information found on page 5) 
Current: New York University School of Professional Studies, New York University Tandon School of Engineering, City College of New York, Yeshiva University, Baruch College, Babson/Goldman Sachs 10,000 Business program. Past: Worcester PolyTech, UCONN, Southern CT State University, University of Haven, Sacred Heart University, Fairfield University, Ben-Gurion University of the Negev, American Management Association, Creative Partners, 
20+ years teaching on the undergraduate and graduate level













· Teach marketing analytics, entrepreneurship, marketing principles, marketing strategy, marketing information for decision making,  integrated marketing, digital marketing, social media, content marketing, advertising, database modeling, leadership, research, consumer behavior, CRM, capstone, introduction to business
· Advise students and supervise independent studies and experiential learning projects
· Create and lead seminars in simulations, the “R” programming language, social media, direct and interactive marketing
· Academic communities of practice leader for NYU (2018 to 2020) – responsible for evaluating potential candidates for adjunct positions, establishing learning outcomes, revising course descriptions, observing instructors, providing peer-to-peer reviews
· Faculty Council, New York University of School of Professional Studies, secretary and chair of the adjunct committee
· Course practice leader for NYU SPS: Database Management and Modeling
Startup Experience
J. Moritz and Co., Inc./ dba Medozza
Business Intelligence and Data Driven Marketing Solutions





 Since 2001 
Owner, Founder and Managing Partner








· Lead the development of analytics and data driven strategies that empower company sales and ROI. Develop mobile, web and offline marketing solutions for B2B, B2C and B2B2C products and services as well as creating geo-fenced marketing programs that support sales efforts
· Maximize search capabilities by building in data driven analytics upfront into mobile and desktop websites
· Create data warehouses, provide data analytics services, and create automated data visualization tools
· Clients serve include ImBEV, Effective School Solutions, CornerStone Day School, Ringel Publications, Lancer Insurance, ClearChoice Shopping Network, Expect With Me and Westport Baking
WWW.Challahconnection.com
E-commerce food gift-basket company.                                                               

       


2007 to 2020
Co-founder/owner/COO/Marketing Director







Sold 2020
· Executed a Kosher brand positioning for an online, e-commerce mail order gift basket company targeting the secular American population seeking kosher gifts. Responsible for generating several million dollars a year e-commerce sales using print, social media, PPC/SEO, links, e-mail/direct mail, web, CRM, blogs, affiliate marketing, videos, catalogs, public relations and events
· Using secondary, primary and segmentation research, created and launched new, branded line extensions that serve the very religious Jewish community through www.koshergiftbox.com and the Muslim community during Ramadan at www.halalconnection.com, a site that at one time generated gross margins of 60% and accounted for 20% of sales (no longer active)
· Utilizing a profitability analysis, created new price points, tested pricing and offers on individual products resulting gross price increases of 10% and 20% growth year over year
· Sold 2020
Customer Growth 










2001 – 2011
Interactive advertising and communications
Founder/Owner/CEO/Founder 
· Using secondary and primary research, designed, positioned and launched new collection products on behalf of major financial services companies targeting delinquent credit card holders that lifted response rates over 1000% and ROI by over 250%. Programs generated in excess of $100 million for companies like Citibank, Chase, Providian and CapOne
· Analyzed audience needs and wants to create new certificate degrees for New York University School of Continuing and Professional Studies resulting in a significant, profitable lift in new enrollments 
· Led site research to determine placement of new NYU SCPS “branch” campus in Westchester County NY
· Repositioned and rebranded Commuterlink, a NY State funded non-profit targeting people who drive alone to join carpools.  In addition to outdoor, print and radio, extended branding to direct response programs and website resulting in 100% increase in website visits and signups, while generating a 70% increase in brand awareness

· Developed branded, offer oriented positioning targeting new or lapsed users that increased response to inbound telemarketing in excess of 25% for companies like Intuit, Sage Software, Knight Ridder Digital, The Hartford, Vantis Life Insurance and Investools
· Persuaded alumni and computer owners through strategic use of pricing and offers to sign-up for new classes and buy computer accessories that increased response rates for New York University and Dell by an average of over 17%
· Over 7-year period generated over $100 million in billings 
WORKTOPIA











2007 to 2008

VC funded B2B hospitality company targeting corporate meeting planners

Chief Marketing Officer

· Hit the ground running for a newly funded startup e-commerce company called Worktopia. Responsible for generating leads, setting brand image, acquisition and retention strategies, loyalty, CRM and partner programs (GetThere, Sabre, American Express) using online and offline media with full P&L responsibilities, eventually managing a $2 million budget. 
Earle Palmer Brown Direct (intrapreneurship)







1999 – 2001 
Direct and interactive advertising/General Manager of Direct and Interactive Marketing


Acquired my company, DMTG, in 1999
· Took a troubled division and doubled fee income and increased net margin to 35%, exceeded profit and revenue projections by 50% by eliminating redundant resources. Utilized flexible hiring practices and implemented business development efforts that included identifying growing markets, trade shows, speeches at industry events, social media, mailings and outbound telemarketing
· To stem year over year attrition, led a repositioning of Novartis Animal Health campaign that generated one million new names for Novartis Animal Health database and cut customer attrition by over 50% in the first year
· Using qualitative and quantitative research, repositioned DLJdirect that resulted in a 20% lift in online brokerage accounts within a 1-year period
DMTG, Inc.










1992 – 1998

Direct marketing agency









Sold January 1999
Owner /CEO
· Developed image oriented, branded CRM programs for Remy Martin that generated 100% increase in number of customers on database and accounted for an increase of several thousand case sales
·  Increased US Mint catalog acquisitions by upwards of 235% while cutting costs by 50% through catalog and print ad repositioning, data analysis, segmentation, and merchandising; created a new format that emphasized product sales and cut production and postage costs
· Developed research that led to new products and programs that improved sales for American Express Business Travel Services in critical business segments
· Generated 40% appointment rate for commercial lending division of KeyBank/75% contact rate for Windstar Communications
· Targeted adult learners on behalf of Brooklyn College using segmentation analysis, direct mail and radio resulting in a 400% increase in open house attendance
EMANON PUBLISHING

Owner and Founder

Playbill publisher for rock and roll and off-off Broadway venues 



January 1978 to January 1979
____________________________________________________________________________________________________________

CORPORATE EXPERIENCE
Creative partners








               March 2011 to June 2015
Integrated advertising agency





Senior Vice President, Interactive, E-Commerce, CRM, Social Media

Group Director, First County Bank, University of Bridgeport, SUNY Old Westbury, Baruch College
· Responsible for leading the development of ROI brand-based strategies, integrated (direct, general advertising, online) and social media advertising programs, sales lead generation and social media training for relationship managers and sales 
· Created mobile web based interactive program that generated a 100% lift in response, 10% lift in enrollment and early $5 million in found revenue 

· Conceived, executed and presented the Hands-on Social Media Workshops for higher education and financial institutions

Young and Rubicam AdvertisinG Companies






 
     1981 to 1991
Worked in three divisions: Muldoon Direct, Wunderman, Y&R/NY 
MULDOON DIRECT





    

               

       1988 to 1991
General Manager







· Doubled revenues through business development efforts targeting new market segments
· Led the team that positioned and launched Perkin Elmer Direct, in addition to setting up catalog, fulfillment and telemarketing, generating $125M in revenue in the first year
· Developed the first branded Colgate retention program using direct and interactive marketing techniques
· Created price/offer testing protocol utilized across consumer and B2B clients yielding faster roll-outs and greater profitability

WUNDERMAN WORLDWIDE
Account Supervisor




  
  
 

         
       1986 to 1988
· Led and managed a team of 12 for launch of IBM supplies catalogs
· Supervised a team of 8 direct marketing specialists for a variety of U.S. Army product
YOUNG AND RUBICAM/NY
Account Executive


                                                

                         
       1981 to 1986
· Led a 15-person branding, integrated offline and web-based advertising team for US Postal Service products; researched, positioned/re-positioned and launched several products including: Express Mail, The Commemorative Stamp Club, E-Com, Intelpost, Zip+4, Priority Mail, Money Orders
· Supervised a team that was responsible for $25M launch of Sugar Free and Caffeine Free Dr Pepper, and the $10 million research, positioning and launch of the Welch’s brand of flavored soft drinks (owned by Dr Pepper)
· Led a team that rebranded J&J Baby Oil
Kenyon and Eckhardt Advertising

Account Executive










1979 to 1981

· Responsible for research, launch and positioning for new products for Colgate Palmolive, Bristol Myers and Coca-Cola
Education
· Babson College, F.W. Olin Graduate School of Business, Wellesley, MA

MBA, Dec. 2010, Summa Cum Laude, Beta, Gamma Sigma business honor society
Concentration in finance and entrepreneurship

· ACUE/CITY COLLEGE OF NEW YORK, NEW YORK, NY
Effective Teaching Practices, certificate, May 2020
· HARVARD BUSINESS SCHOOL PUBLISHING, Cambridge, MA
Teaching with Simulations, certificate, October 2019

· MARKETPLACE SIMULATIONS, Knoxville, TN

Simulations: Train the Trainer, certificate, May 2019

· GENERAL ASSEMBLY, NEW YORK, NY

Certificate in Data Analytics, Dec. 2018
· NEW YORK UNIVERSITY, SCHOOL OF PROFESSIONAL STUDIES, New York, NY

Coursework in Teaching Excellence and Online Course Design, 2018
· SACRED HEART UNIVERSITY, Fairfield, CT

Certificate in Blended Course Design (online/offline), May 2016
· ST. PETERSBURG STATE UNIVERSITY, St. Petersburg, Russia
Graduate Certificate in Russian Business Practices and Entrepreneurship, March 2010
· New York University, School of Continuing and Professional Studies, New York, NY
        Graduate Diploma in Direct Marketing, 1992
· RUTGERS COLLEGE, New Brunswick, NJ

        Bachelor of Arts in Economics and Urban Planning, 1977
· American Management Association, New York
· Completed five-day training course for presidents focused growth strategies and organizational change, 2003
· Completed one-week training program on how to teach adults, 2004
Publications
· “Creating Engaging Classroom through Simulations,” Interview: The Modern Classroom: “https://tinyurl.com/5xawbf86
· “Social Responsibility in Card Marketing and Operations,” VRL Publishing, report on marketing credit cards in a socially responsible manner
· “Trends in Credit, Debit and Prepaid Direct Marketing,” VRL Publishing, report on marketing trends in the credit card industry
· “For J&J, Tiered Strategy, Personal Touch Work Best,” Cowles report on Database Marketing; authored article about how J&J Brazil builds customer loyalty
· “Building Relationships,” Cowles Report on Database Marketing; authored article about how companies build relationships with their customers to sell more goods and services
· “Cash Flow Analysis Can Be as Much Fun as a Maserati,” Financial Times, story about the MBA blended learning program at Babson College
HONORS AND AWARDS
· City College of New York – Awarded Rebus Grant to develop an Open Education Resource Textbook entitled: “A Marketing Handbook”
· New York University School of Professional Studies Deans Innovation Scholar Grant Awards (2019) – Awarded two grants: One to develop a pedagogy in more effectively teaching a statistical based programming language. The second to determine the impact that simulations have on student grades 
· Direct Marketing Association Silver Echo – Citibank Collections
· Direct Marketing Association Silver Echo – Citibank Pre-Delinquency Campaign
· Direct Marketing Association Echo Honorable Mention – KeyCorp Bank
· Beta Gamma Sigma – Business honor society
ADJUNCT POSITIONS AND SPECIFIC COURSE EXPERIENCE

· New York University SPS- Adjunct Assistant Professor (promoted December 2020)- Database Management and Modeling (graduate, online synchronous, online asynchronous, in-person, hybrid), Fundamentals of Direct and Interactive Marketing (graduate), Capstone (graduate) Strategic Marketing (graduate), Customer Relationship Management (graduate), Digital Marketing (graduate), Database Marketing (certificate program 2002), Introduction to Interactive Marketing (master’s program in 2002), Academic Community of Practice Leader (2017 to 2019); Deans Innovation Scholar Grant Recipient (2019-2020); Simulation Workshop (2020), R-Workshop (2020)

· New York University Tandon School of Engineering – Marketing Strategy (graduate), Spring/Fall 2020

· Yeshiva University – Marketing Principles (Graduate, hybrid online/in-person), Research (graduate, online asynchronous); Consumer Behavior and Customer Relationship Management (graduate in person and online hybrid), 2018 to present

· Ben Gurion University –MBA Program, Digital Marketing, online synchronous, August 2020

· City College of NY- Database Management and Modeling (undergraduate, online asynchronous), Leadership (undergraduate, in-person, online synchronous), Principles of Marketing (undergraduate, online asynchronous and in-person), Textbook Grant to develop an OER Textbook: A Marketing Handbook, 2019 to 2021
· Fordham University Graduate School of Business- MBA Program, Digital Marketing (Spring 2020, online synchronous)
· Baruch College School of Business – MBA and undergraduate - Marketing Analytics (Spring 2021)

· Babson/Goldman Sachs – Marketing and Sales for Entrepreneurs (2019 -2020, in-person and online synchronous)

· UCONN (fall 2018) – Capstone/Experiential Learning- Supervised MBA students in the development of business/marketing plans for medical device company

· Luma Learning (2018-2019)- Subject Matter Expert- Content Marketing

· Sacred Heart University (2015 to 2018) - “Digital Marketing” (undergraduate and graduate), “Principles of Marketing” (undergraduate), “Introduction to Business and Entrepreneurship” (undergraduate)

· University of New Haven (2011-2014) - “Digital and Social Media Marketing” (graduate and undergraduate); “Principles of Marketing” (undergraduate)

· Worcester Polytechnic Institute (2016 to 2017) - “Marketing Management” (MBA, online, hybrid), “Integrated Marketing Communications” (Master’s in Integrated Marketing, online, hybrid)

· Southern Connecticut State University (2011-2014) - “E-Commerce” (graduate)

· Fairfield University (2015 to 2018)- “Advertising” (undergraduate)

· American Management Association (2001 to 2004)– “AMA’s Course on Direct Marketing” (certificate program)

· Creative Partners (2011 to 2015) – “Social Media Workshop” (full day events)

CURRICULUM AND PROFESSIONAL DEVELOPMENT EXPERIENCE
· New York University School of Professional Studies Deans Innovation Scholar Grant Awards (2019/2020) – Awarded two grants: One to develop a pedagogy in more effectively teaching a statistical based programming language. The second to determine the impact that simulations have on student grades
· NYU SPS Academic Community of Practice Leader (Fall 2017 through Spring 2019). Working within a team to revise learning outcomes, course descriptions, mapping the integrated marketing program, long-term recommendations for revising the overall program, conduct peer to peer reviews, interview potential adjuncts, review student internship proposals
· Part of a collaboration that revamped “Advertising” course for Fairfield University, which included revising the syllabus to reflect contemporary marketing practices and evaluated newer textbooks for the overall course
· Implemented up-to-date curriculum and textbook for “Integrated Marketing Communications” course for WPI
· Evaluating content with colleagues for the NYU SPS “Database Management and Modeling” course
· Working with team, created the “Social Media Workshop”, a day long introduction to social media for Creative Partners (advertising agency)
· Created a three-day certificate program on direct and interactive marketing for the American Management Association that covered brand building and awareness, implementation of direct and interactive programs, mathematics and statistics, advertising mediums and program finance
