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Curriculum Vitae

Phil Darby

www.thefullblog.com  phil@thefulleffect.com  Mobile: +44 7747 068 369


Board level marketer with experience leading major teams and driving growth in agencies and advising client organisations across the widest range of sectors in markets throughout Europe, The Middle East, Australia, the US and Scandinavia.

Intimate with most marketing and communications disciplines with hands-on capability in many and a very early adopter of on-line marketing and the application of digital technologies.

Created the Full Effect Marketing approach to integration and a radical brand development programme Brand Discovery that has been used by organisations around the world. (see www.thefullblog.com )
Now looking to invest these skills and experience in a business with complimentary resources and equal commitment and enthusiasm and together achieving maximum return on the emerging opportunities of the new world economy.

Fundamental beliefs

· Ideas are the currency of business – you are only as good as your NEXT big idea.

· Marketing is about going places and doing things that nobody has gone to or done before.

· Everyone at every level of an organisation has a marketing role to play.

· The development of a powerful brand community is the key to the success of any business.

· The relationships we have with brands are the same as those we have with our friends (That’s why I promote the term “brandships”)

· Making promises will, at best, only generate short-term success.  Long term, it’s essential to deliver consistently at every level of the organisation.

Career History

	Immedia Broadcast (UK)
	Jun 2010 to present

	Head of Marketing
	

	Immedia is a consultancy that designs and delivers bespoke TV and radio stations for commercial organisations, especially retailers.  In the UK they are responsible for most current, live in-store radio stations and have a client list that includes HSBC, Game, IKEA, Spar Grocers, LloydsTSB, Lloyds Pharmacy, Halifax, Barclays, TopMan, Continental and BUPA.

Arrived to lead a project to launch a new division that would apply the skills and experience of the group to a new, more volume-orientated market.
Rationalised the existing product offer to make it deliverable, devised a proposition instigated significant research project and created a strategy for launch and ongoing development.  Defined market segments, managed the design and development of a web site, forged partnerships, introduced social media strategy, created blog, introduced podcasting and designed and produced content.



	
	

	The Full Effect Company (UK and Czech Republic)
	1989 to present

	Founder


	Initially founded in Australia but having since worked with clients all around the world, the Full Effect Company was based on an integrated marketing model that continues to exceed the standards of other agencies and approaches by tackling all the issues that influence the success of a business in a single end-to-end strategy and introducing an on-going working model to ensure continued success.  Subsequently created Brand Discovery, a brand development programme that uses workshops, research, strategy development models, training and internal marketing to ensure the integrity of the brand and ensure maximum leverage of powerful brand communities.  A small sample of indicative projects are listed below.
In 1995 created a clicks-and-mortar business blue-print for the financial services group AXA, which was a radical innovation and a first in the Internet space and led to the birth of a number of financial products. 

In 2001 founded unique BtoB portal allabusinessneeds.com that broke new ground on on-line servicers and e-commerce. (US funding lost post 9/11)



	· Worked with group and independent agencies around the world, introducing them to real integration and brand development, helping them develop their own models and take them to market – JWT, LOWE, Lintas, DMB&B, Bates, Saatchi & Saatchi.
· Ran seminars on integration and brand development for key managers from global and local organisations in cities throughout Europe.

· Designed and ran workshops on marketing awareness and individual skills for agency and client employees.

· Ran mentoring programme for Philip Morris in the Czech Republic that resulted in improved brand portfolio management, greater responsiveness and improved efficiency.

· Set up and ran new business programmes for marketing services firms, contributing $millions in billings around the world.  (See details below)

· Managed and mentored the launch of many products for all divisions of Unilever in Central Europe including Rama margarine which became a sector leader and Lynx personal grooming.  Re-launched Rama some years later with a radical promotion that affected a seven-point swing from a share decline into a share gain.  The promotion was run for three years and was taken to the UK where it was adapted for the Flora brand.
· Launched numerous coffee and confectionery products and brands for Nestle including Nescafe, BonPari, Maggi, KitKat, Orion, JoJo and Deli in Central Europe and mentored the deal between Nestle and Oskar Mobile that resulted in the Oskafe venues that I also originated and designed.

· Retained by Oskar Mobile the World’s fastest-growing mobile operator for six years from pre-licence phase until acquisition by Vodafone, contributing to initial strategy, leading initiatives at every level of the organisation and developing initiatives that individually directly contributed as much as 20% to acquisitions.

· Created radical experiential initiative for Oskar Mobile that involved introducing candid camera-type scenarios to stores.  Made national TV.
· Devised a BtoB campaign for Oskar Mobile that spawned a TV series and book.

· Advised O2 on a number of marketing issues.

· Marketing consultant to Philips electronics in Czech and Slovak Republic, Hungary and Poland playing key role in developing sales and marketing structure and campaigns.

· Devised unique integrated marketing approach for Philips lighting division involving an award-winning magazine for specifiers and architects that linked to an e-commerce and networking web site.

· Managed advertising for The Coco-Cola Company in Czech and Slovak markets and devised a through-the-line campaign for Fanta that was exported to a number of other countries.

· Re-launched Jonnie Walker whisky in Czech market following disastrous early campaign.  Used roaching and web to launch promotion that revived the brand to its former position in three months.

· Played key role in the development of the sales and marketing team for Romania Telecom post privatisation

· Advised Sky TV on brand development and in partnership with Experian devised a number of acquisition and retention initiatives that contributed significantly to the 10-million subscriber drive in 2007.
· Advised CAS management information software on the development of their global marketing strategy

· Created re-launch strategy for an ISP acquired by Austria Telecom.

· Launched Mountain Dew for PepsiCo in Czech market

· Rescue/re-launch strategy for Delhaize Group (World’s fifth-largest food-specialist supermarket group)  in Central Europe that involved six key projects in its first year and turned a four-point YonY share loss into a 1-point gain within twelve months despite increased competition from Ahold, Carrefour and Tesco who outspent Delhaize by a ratio of 21-1 in the same period.  Initial projects included:

1. Brand development - adopting my Brand Discovery programme and an internal campaign that included a revolutionary store-wide travelling workshop programme, A radical inter-store competition element, re-training of employees at every level including buyers.
2. “The Store as a Medium” a revenue-generating module involving in-store radio, two publications (one with pioneering MOSAIC door-to-door distribution), in-store promotions and demonstrations, Pop advertising and staff sponsorship.

3. In-store design and development featuring micro-store formats in larger stores and a new express store format.

4. External marketing communications involving the appointment of new advertising and promotions partners to develop TV, press, radio, on-line, DM, outdoor and door-to-door.
5. A unique loyalty/insights programme that involved local customer panels and regular product trials and questionnaires and collection programmes.

6. The development of two own label ranges including product selection, packaging and launch advertising.

· Development of an advertising programme for Bukshan, the biggest fragrance and cosmetics retailer in Saudi Arabia.

· Rescue strategy for George’s of Melbourne, (equivalent to Harvey Nichols) Australia’s oldest fashion department store, which formed part of a submission of options for investors.

· Created re-launch strategy for Norman’s supermarkets in the UK.
· Development of all communications for Phil Harris’’ CarpetRight including logo development, TV, Press, Radio, DM and on-line.

· Creation of a revolutionary clicks-and-mortar retail format HomeZone for the financial services group AXA involving the integration of 200 retail units with all national estate agents, furniture and décor retailers and others.

· Advised on retail strategy for Warner Home Video and BlockBuster.
· Created entire communications strategy for Harvey’s furniture.

· Designed store layout and display format, advertising and promotions for Furniture City
· Devised and launched package holiday offer for Tourism Tasmania’s retail travel chain, managing the design of all collateral and mentoring the recruitment of local partners.
· Advised on strategy for DFS furniture retailer with a unique business model.


	Saatchi & Saatchi Advertising 
	1988-1989

	Group Account Director (board)



	Joined main Saatchi board when Ted Bates was absorbed by Saatchi & Saatchi. Highlights include:

	· Primarily responsible for Dixons client

· Managed team of 45 with £25million advertising budget for Dixons stores alone, the UK’s biggest retail advertiser at the time.
· Appointed to Dixons’ in-house management committee

· Championed replacement of purely tactical to strategic marketing approach, introducing Press Relations as a key tool and pioneered joint ventures with Sunday Times magazine to create photographic part-work.

· Introduced analytical approach to advertising using ACORN and MOSAIC

· Introduced brand analysis, commissioned U&A research and econometric modelling as well as first strategic campaigns using specialist and Sunday magazines.

· Introduced mail-order test project to overcome sales-per-sq.ft restrictions

· Advised on hi-tech pilot that gave rise to PC World.

· Advised on strategy for Currys
· Member of the agency’s new business team, pitching and winning egg marketing board and Ratners jewellery client with strategy based on national and local press and TV and managed the client ongoing.

· Developed international business and marketing strategy for TruPrint using Scandinavian retail channels.

· Advised on initial strategy for Silo electrical superstores in the USA.
· Involved in initial concept development for Zenith Media and Saatchi in-house studio.

· Moved to Australia at the acquisition of the DFS group.


	Ted Bates Advertising 
	1987-1988

	Board Director



	Joined Ted Bates and was promoted to the board within six months.  Highlights include:



	· Primarily engaged to oversee the transition of the Dixons Stores Group account from Dorland Advertising and into an agency with no retail experience and an inherently fmcg and brand focussed culture.

· Responsible for clients services, media planning and buying and creative teams



	McCann Erickson 
	(six months) 1987-1987

	Client Services Director



	When Charles Barker’s senior creative team left to join McCann Erickson’s newly acquired agency in Wales I was invited to join them to help drive new clients to the agency and ensure that the client services measured up to the new creative standards.  Doubled the agency’s billings in six months.  Highlights include:



	· Built and trained client services team

· Pitched and won British Gas Wales’ retail showroom marketing introducing a new strategy that included showroom design, Press, TV, Radio and targeted door-to-door, a promotion programme and associated publication that generated record hardware sales.

· Pitched and won Peacocks Stores store design and display development, press, TV, Radio and catalogue advertising with targeted door-to-door.

· Pitched and won BT Wales DM, press and TV based acquisition campaign
· Advised on strategy for Swiss Autophon group


	Charles Barker Black and Gross 
	1985-1987

	Group Account Director



	This regional agency already boasted a healthy client base, but wished to expend into retail and I joined with the brief to set up and build a retail division as well as contribute strategic development to other clients.  Agency revenue increased significantly with broader offer and improved profit.  Highlights include:

	· Pitched and won ELS furniture marketing and communications

· Designed managed the design of the ELS corporate dentity
· Personally designed and developed modular display system and store display format.

· Managed the design and development of the ELS press, TV and radio marketing communications

· Pitched and won Texas Homecare’s new Bulk project.

· Created Bulk Roadshow, a massive mobile promotion package housed in a customised articulated trailer with DJ, presenters, demonstrations, spot competitions and challenges, celebrity appearances and interviews, roaming presenters (in-store and out) coordinated with PR package, syndicated interviews with celebs for local radio.  Used at store openings, we usually brought shopping parks to a halt despite coordination with local police forces.

· Managed design and development of Bulk logo and corporate identity

· Managed development of Bulk TV, Radio and Press advertising

· Advised on retail strategy for Horizon Holidays and Thomas Cook
· Pitched and won the esoteric Hi-Fi manufacturer Logic and ran their entire marketing effort.


	McCormick Intermarco-Farner (Now Publicis)
	1983-1985

	Group Account Director



	Joined McCormick advertising shortly after their acquisition by Intermarco-Farner (now Publicis) primarily to help set up local offices and manage the Renault Dealer advertising programme.  Established solid regional client base in less that a year.  Highlights include:



	· Played key role in setting up the Renault UK dealer advertising programme and managing it thereafter.

· Handled Press, TV and Radio advertising for individual Renault dealers in Central and Northern UK.

· Prepared communications strategy for Motorist Discount Centres (MDC)

· Developed rescue strategy for Sangers Photographic including complete re-working of their Image Photographic franchise model and all marketing communications as well as the development of a new non-stock ordering process that facilitated new levels of price competitiveness.
· Pitched and won Harrison Drape client.

· Advised on strategy for Bauknecht white goods


	Hilton Advertising (London and Birmingham)
	1981-1983

	Account Manager

Account Director

Client Services Director 



	Hilton Advertising was the first and only exclusively retail advertising agency in the UK.  Highlights include:



	· Managed all the Press, TV, Radio and DM advertising for Texas Homecare and Williams Furniture
· Originated and negotiated a sponsorship programme with Circus Hassani (Creators of Ronald McDonald) and created the Texas Homecare Circus, which became the touring store opening promotion for Texas Homecare stores in the UK and the first circus to tour Northern Ireland since the start of the troubles.

· Introduced the UK’s first video library of DIY instruction videos, writing, designing and directing early examples.

· Led the agency’s new business programme.

· Pitched, produced strategy for and won Allied Carpets, Williams Furniture and Baxters the Butchers’ press, Radio and TV advertising
· Created strategies for Allied Carpets, Kentucky Fried Chicken, DFS and Spar Grocers press, radio, DM and TV advertising

· Ran the account handling department of the Birmingham Office.

· Managed the press, radio and DM advertising of Heron Motors Group
· Managed local dealer advertising for SAAB motors

· Managed DM loyalty campaigns for Rolls-Royce Motors
· Advised on strategy for Allied Carpets.
· Managed advertising for Lee Longlands interiors.

· Managed advertising for CITER electrical store symbol group.




Full Effect Marketing - Insight
My work covers two broad areas:

Working with organisations in many commercial sectors and markets to
· Develop powerful brand communities that drive business growth                         

· Achieve more with their investment through the use of integrated business and marketing strategy 
· Assemble strong and motivated teams of marketers and marketing service partners, rain and manage them to achieve maximum ROI. 
Advising marketing services firms of all flavours on their own business development.  

· I have worked with independent and network agencies throughout Europe (including CEE), The US, The Middle East and Australia introducing them to a new perspective on marketing and brand development, helping them build tools and take them to market.  

· I have set up and run new business programmes with great success contributing millions in billings to agencies around the world and transforming many in the process. 
1. Taking a Grey-owned London agency from nowhere to the Campaign Top 30 in less than two years. 
2. Helping Talal el Makdessi build his TEAM network that is now Y&R in the Middle East 
3. Doubling the size of a UK provincial McCann agency in less than a year 
4. Played a key role in building the German-owned InterCom group of ten European agencies that was acquired by WPP. 
5. Advised on the set up of Central Europe’s mot prestigious digital consultancy that raised $2.4million in private equity.
· Introducing key systems and practices that will add to their success, heighten efficiency and maximise profit. 

· Providing strategic lead for them and their clients on an ongoing basis. 
I address three broad business areas.

· I help businesses achieve greater efficiency and ROI – My Full Effect Marketing approach takes integrated marketing to a new level, addressing all the issues that influence the success of a business in a single end-to-end strategy that reflects the approach now being taken by the world’s most successful organisations as they attempt to squeeze even greater efficiency and better ROI.  I develop all levels of strategy, devise integrated campaigns and manage their execution. 
· I build powerful brand communities. – My Brand Discovery programme is a total solution to brand development.  It starts by helping the organisation pin-point the critical elements of their brand and develop a Brand Model and a relevant and accessible Brand Promise that is the basis for everything they do from that point on.  Then it rolls out into an ongoing corporate process designed to ensure that the promise is represented consistently at every level of the organisation and shared with distributors and across all channels. 
· I assemble world-class teams. – Combining my clients’ own personnel with specialist partner organisations and independent experts to deliver the strategies I create and using my own tried-and-tested project management approach to ensure we hit all the buttons.  I have devised many internal marketing and training programmes and deliver workshops to key managers and mentor processes and people up to board level. 
Key skills

· The tools that I devise have been critical in my clients’ success and I am constantly developing new tools and techniques that facilitate new aspects of marketing. 
· I am intimate with every marketing discipline with hands-on capability in many so I can lead from the front. 

· I have been operating at the forefront of on-line marketing since I put together a ground-breaking clicks-and-mortar blue print for AXA way back in 1995 and I have been responsible for breakthroughs since. 
· I am a strong advocate of guerrilla marketing and have created a number of powerful campaigns including The Thirteenth Chair that spawned a book and a TV series in Central Europe. 
· I am an innovator with absolute commitment to the principle of the “ideas organisation” and the proven ability to liberate the ideas that are in every workplace. 
· I have valuable international experience and have developed the knack of tuning in quickly to local cultures, markets and opportunities, wherever I may be, so I hit the ground running every time. 
· I am familiar with many sectors.  I am considered by many to be a retail marketing expert, but my experience is equally strong in a number of other sectors including financial services, technology, telco, automotive and fmcg and I have worked in many more. 
· I am up-to-date with the latest business practices and philosophies.  My marketing strategies influence personnel in all areas of business so my strategies are always accessible and highly commercial. 
· I place great emphasis on personnel development and have been responsible for many programmes for clients, including independent and network agencies that add to the value of local and regional teams. 
· I liaise mainly at board level where I am in my element delivering compelling argument to the most sceptical audiences, but I am flexible and able to forge strong relationships at any level of an organisation. 
Hobbies and interests

· Competitive league squash player in UK and Czech Republic

· Mountain bike marathon racing

· Regular blogger

· Developing web-based business models

· Political debate
· Musical arranging and writing
