
KATHLEEN LOWE

Accomplished, passionate and goal-oriented senior

level executive with a 20-year track record of

strategic and tactical leadership within the nonprofit

industry. Visionary and creative with a positive, can-

do attitude and steadfast commitment to excellence

and innovation. Expertise in managing and leading

an organization through times of change and growth.

 Entrepreneurial leadership style with highly effective

planning, organization, and communication skills as

well as a solutions-oriented approach to problem-

solving. Demonstrated ability to build a shared vision

and develop a dynamic team based on trust and

mutual respect.

summary

core competencies

program development and community engagement

media and public relations

website development and marketing strategies

financial management and preparing annual budgets

grant writing and regulation compliance

event planning and donor recognition

enthusiasm and affinity for fundraising

identifying and securing corporate sponsors 

education

Brown University| | B.A. History of Art & Architecture,
1991, Concentration in 17th Century Dutch Art
 
 

Created, managed and expanded all aspects of AIM's marketing and
development program in order to effectively support its mission and
strategic initiatives. 
Directed all efforts for branding and market positioning, including social
media and email marketing campaigns.
Raised over $30K in one year through launching and promoting the
Facebook Birthday Giving app.
Initiated and championed the drive for online marketing activities that
resulted in increased awareness and donations, and generated over
20,000 new website visitors this year over last.

700% growth in Youtube views over 6 months. 
3,300% growth in Facebook Likes, 1,400% growth in Twitter Followers.

 
 
 
 

AIM at Melanoma Foundation, Richmond, CA

Marketing Director (remote)

career history

Developed a robust roster of clients across the country, ranging from

entrepreneurial companies, nonprofit, service and professional groups, and

associations.

Created and directed marketing and business development programs,

services, and tools for the agency and its practice groups.

Recruited, trained, supervised and led department staff of 10, and served a

an internal consultant to agency leadership and partners.

Conducted over 200 training workshops focused on client relationship

management, increasing revenues and improving client/customer

satisfaction levels.

Advised clients on strategic alliances and partnerships that improved their

profitability and visibility.

Conducted marketing process assessments for clients and assisted them in

restructuring their marketing function.

Assisted national associations and non-profit organizations in developing

comprehensive membership development plans.

on implementation.

Assisted CEOs of growing technology, marketing research, and

health/wellness companies in their strategic planning.

Designed, developed and managed websites for clients in the healthcare,

non-profit, and entertainment industries.  Created website architecture,

content, and graphics.

Created fundraising strategies and methodologies for significant national

nonprofit associations and foundations, and trained staff and volunteers 

MKTSHR Digital Marketing Agency, Boca Raton, FL 
VP of Business Development & Marketing Strategy

2010-2016

2017- present



Led the development and execution of RWU ’s three year and annual rolling marketing and go to market plans aimed at
supporting the University’s ability to achieve its strategic goals. 
Differentiated the University’s brand through digital marketing, deployed analytics to measure the performance of email
marketing conversion rate, and introduced social engagement. 
Owned positioning, branding, segmentation and marketing strategy, and oversaw marketing initiatives to assure full
alignment.
Prepared and implemented four comprehensive marketing plans that met the strategic enrollment goals of growth in key
areas: undergraduate, graduate, international, and distance learning.
Oversaw search engine marketing efforts, including pay-per-click advertising, lead generation, and search engine
optimization.
Managed the evolution of the University's marketing technology and digital marketing capabilities that included:
  -The creation and maintenance of all social media platforms such as Facebook, Twitter, blogging, and video.   
  -Grew the RWU Facebook fan page in one year to over 25,000 fans, placing RWU 3rd among peer and aspirant schools.
  -Integrated all social media tools throughout all advertising (print & electronic).
 -Created individual twitter accounts for all “on the road” admission counselors.
 -Created four uniquely branded blogs and integrated the blogs into all advertising materials/view books.
Developed RWU’s first interactive online news media room (mediaroom.rwu.edu)
Served as chief editor and led the development of a long-range strategic vision for the University's Website and related
microsites that included the undergraduate, graduate, and law school.
Guided, curated, wrote and produced high-quality, consistent, on- message, compelling collateral, and content to spark
target audiences to take action.

Roger Williams University, Bristol, RI

 
Director of Media & Marketing Services

2008-2010
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Director of Marketing & Business Development
Worldways Social Marketing Agency, Providence, RI 2006-2008

Launched a firmwide branding program. 

Created, planned and executed business development strategies and programs including targeting, seminars, sponsorships,

advertising, and alliance marketing.

Re-engineered the proposal process and incorporated a strategic business development approach. Created a Proposal

Toolkit and trained company on its use.

Created architecture, protocols and communications for a new website. Orchestrated launch and managed all creative.

Developed new marketing collateral including proposals, brochures, announcements, advertising and recruiting materials.

Guided agency's public relations activities. Negotiated sponsorships and placements with various trade media. Directed and

supervised public relations agency activities.

Developed database marketing systems and programs to support information and knowledge management requirements.
 
Director of Marketing & Donor Relations
The Art & Culture Center of Hollywood, Hollywood, FL

Played a crucial role in creating and implementing a multi-year marketing & donor retention plan designed to achieve the
Center’s goals and move the institution into its next exciting iteration. Increased number of new donors 30 percent year over
year.
Created and implemented a comprehensive marketing and donor engagement strategy to enable meaningful recognition and
engagement of high-level individual and corporate donors including stewardship of donors through creation and delivery of
specialized donor recognition correspondence, newsletters, an honor roll of donors and other fundraising collateral; cultivation
events; branding of gift clubs and initiatives.
Managed the direct mail and e-mail membership renewal process for the Center’s 5,000 members as well as planned and
implemented campaigns to reach new members.
Responsible for building relationships and submitting at least one million dollars in grant proposals and met the minimum annual
fundraising goal of $750,000.
Produced proposals ($5,000 – $100,000) for sponsorships, in-kind gifts, financial donations, and volunteers. 
Created, produced, and pitched high-impact multimedia presentations to communicate the value and benefit of corporate
sponsorship.
Led six fundraising programs in 12 months, raising $50,000 for performing arts programming.
Raised over $150K in corporate sponsorship, state grants, and in-kind donations for Ocean Dance, an annual event that
showcased internationally renowned dance companies presented on the beach free of charge for the South Florida community.

2001-2006



Oversaw B2B client relationships, internal-team relationships, and account operations during the planning, development, and
execution of advertising campaigns. Responsible for client communications with regard to advertising needs and requests,
budgets, workflow, and billing. Participated in new business development efforts.
Managed relationships with primary and secondary consumer data sources.
Incorporated relevant insights to build and tell a holistic strategic story based on solving the business problem at hand.
Lead and orchestrated inspired briefings and presents briefs for agency/client approval.
Authored singular, incisive, and inspired creative briefs based on crystal clear insights.
Partnered with account management to shepherd briefs throughout the process.
Inspired and guided creative concepts to meet strategic goals.
Partnered with account management to develop annual marketing strategies and plans.
Championed open dialogue with all agency colleagues on behalf of the client’s business.
Established trust and confidence as the client-facing strategic development leader.
Worked as a fully integrated member of the client’s designated team with close cooperation with account management, media,
and creative stakeholders.
Developed data analyses and insights presentations; confidently and clearly presented findings and sold conclusions and
recommendations to clients.
Served as the go-to strategist on pitches, with responsibility for “start to finish” leadership.

Ogilvy & Mather, Amsterdam, Netherlands

 
Account Services Manager|Marketing Strategist

1996-2001
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Curatorial Administrator & Assistant
The Rijksmuseum, Amsterdam, Netherlands 1991-1996

Reported to and worked closely with the Director/Chief Curator to oversee all curatorial matters defining the direction for the

exhibition calendar and collections growth (permanent collections galleries and temporary exhibition spaces; policies and

procedures; surveys and conservation priorities; acquisitions including gifts and purchases).

Assisted with educational and public programs, curatorial budgets and planning; coordinated closely with other museum

departments, including collections care and management.

Provided condition reports and initiated treatment proposals for works in the permanent collection, in collaboration and

coordination with curators and staff conservators. 

Responsible for review of works considered for purchase, advising for or against acquisition based on condition. Such reviews

included the preparation of written condition reports and scientific imaging. 

Provided photo-documentation of all treatments performed, carried out beta-radiography and photomicrography as necessary.

Examined artworks requested for loan and provided written assessments and documentation of the physical condition of the

artwork. Provided recommendations for or against the loan and maintained communication with Curators, Registrars and

Collection Managers to coordinate activities related to loans. Traveled as a courier for outgoing loans and, when necessary,

oversaw installations at borrowing institutions.

Cultivated strong, vibrant external relationships with museums, curators and historic sites, scholars, artists, collectors, and

individual and grant-funding organizations.


