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+  1 Letter of Introduction
Appleton, Wisconsin
USA
Home Tele:   (01)   (920) 734-8678        
E Mail: michaelmarshall@new.rr.com  

Personal Website: www.AskTheBusinessDoctor.com
Seeking Teaching Position for adults, college / university level but will consider high school level.

Subjects that I can teach include:  
Advance English  
Business and  International Business, 

Western Culture  
Sociology  and  Psychology  
Open to location

I have the extensive skills, knowledge, expertise and actual real world experience that 
is needed to help achieve higher learning and truly make a positive difference
STRUCTURED EDUCATION

American TESOL Institute
 
Advanced TESOL Certification



Tampa, Florida


+

TESOL for Business Certification
California University


PhD Degree in Business 

Santa Ana, California


Marketing, Sales & Business Development Concentration




Dissertation:  “Effects of Telemarketing and Personal Sales Visits on Sales”






+





MBA Degree   

Southern Illinois University

Bachelor Degree of Science; Psychology   

Carbondale, Illinois





Bachelor Degree of Science


Social Human Behavior and Administration of Justice   

Associates Degree in Social Human Behavior, Law Enforcement, 

and Corrections   






Advanced Engineering Program   

Oakton College



Two-year International Business Certificate

Des Plaines, Illinois


Federal and State Certified   

UCLA University of California

Advanced Post Grad Marketing Certification


Los Angeles, California


Graduate School
Morton West/East School

Two-year Engineering Program   

Berwyn/Cicero, Illinois
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SPECIALIZED EDUCATION and TRAINING

Advanced TESOL Certification
for Teaching
American TESOL Institute, Tampa, FL

‘Adult Learning and Train the Trainer’

Washington Pacific University, Seattle, WA. 

‘Public Speaking and Human Relations’

Dale Carnegie Institute, Chicago, Ill. 

Expanding International Business’
Oakton College, Chicago, Ill.  +   US Chamber of Commerce

‘Sales Force Productivity’


North Carolina University, Chapel Hill 

‘Psychology’
Graduate Level Studies 

University of Illinois, Chicago, Ill.

‘Behavioral Psychology’


Rush Medical Center, Chicago, Ill

‘Acquisitions and Mergers’ 


Association for Corporate Growth, Chicago, Ill. 

‘Finding/Buying and Selling Businesses; 
Direct Marketing Association, Chicago, Ill.  

Positioning & Preparing a Company for Sale’

Business Knowledge and Skills Include:

( these are Fundamentals )

1. 
Account Relationship Development

28.
Niche Marketing & Market Analysis

2.
Personal Selling & Account Penetration
29.
Strategic Alliances

3.
Marketing Communications


30.
Strategic Selling & Marketing Strategies

4.   
PR, Advertising, Literature, Promotions
31.
Gap Analysis & Bench Marking

5.
Database Marketing & Lead Generation
32.
Business Networking & Referral Sources

6.  
Sales Channels Expansion


33.
Contract Negotiation


7.
Competitive Analysis & Differentiation
34.
Training & coaching

8.
Value Analysis & Strategy


35. 
Consultative/Solutions Approach

9.
Branding, internal & external


36.
Needs Analysis

10.
Conjoint Analysis & Target Marketing
37. 
New Account Development/Expansion

11.
Segmentation Analysis and Time Cycles 
38.
New Product Introduction

12.
Profile Marketing & Strategic Selling
39.
Product Positioning & Pricing Analysis

13.
International Business & Marketing
40.
SWOT Analysis & Application

14. 
Relevance Marketing



41. 
Organizational Development
15.
Improving Sales Force Effectiveness

42.
Finding Profitable Market Segments

16.
Forward Thinking



43.
Developing Additional Revenue Sources

17.
Creativity & ‘Out of The Box Thinking’
44.
Psychology of Marketing, Selling & Buying

18.
Compensation & Incentives Programs
45.
Root Cause Analysis & Applying

19.
Leads/Prospects Generation

46.
Visionary, Innovative, Team Oriented
20.
Referral network expansion


47.
Sales channels management/expansion

21.
Market niches expansion


48.
Direct sales network management/expansion

22.
Market penetration



49.
Independent reps management/expansion

23.
Differentiation marketing


50.
Customer service management 

24.
Team development



51. 
Advance customer service to value add

25.
Strategic planning



52
Value added marketing & sales

26.
Communication strategies


53.
Market research

27. 
Marketing strategies



54.
Special events management








55. 
Knowledge management
Michael Marshall
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Teaching Experience:
Executive Advisor for Senior Executives 
15 + years experience

Personally trained over 800 sales and marketing company staff   15 +  years

Developed over 30 training programs in business, management, sales, marketing, 
and business development
Guest Teacher Assignments 

Cabarrus College 


Concord, North Carolina

Fox Valley Technical College
 Appleton, Wisconsin

*Click on my personal website to view:

-  Over 200 personal business writings with 20  published in professional journals and magazines internationally
-  Personal video of me discussing ‘Business Development and Marketing’

WORTHY TO MENTION
Before my business career of 25 years:
-
Early in my university education I studied engineering 
-
Right after my undergraduate college, I was a staff behavioral health counselor 
(certified & credentialed) for about 4 years learning and practicing the dynamics 
of people skills, why people do what they do, what influences and motivate people,

and how to motivate positive change  
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PROFESSIONAL BUSINESS BACKGROUND
25 + years of experience 
Many Contract positions with businesses under special short-term agreements for 
‘Turn Around Management Efforts’

And
Full time direct positions
Expertise is in business, management, business development, sales, account development, 
market expansion, product marketing, marketing communications and customer service
Positions held include:

Executive Advisor

VP Vice President

Director

Regional Manager
Industries and markets include:
Marketing Communications and promotions

High Tech Electronics

Electronic Components

Electrical

Power
IT and software technology

Computer Training

Capital Equipment

Healthcare

Medical

Retail displays
Scientific

Sports Merchandise
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Professional Business Memberships have included:

ACG

Association for Corporate Growth

ABMA

American Bank Marketing Association

AMA

American Management Association

AMA

American Marketing Association

DMA

Direct Marketing Association

FMA

Food Marketing Association

HCMA

Medical and Healthcare Communications & Marketing Association

LMA

Legal Marketing Association

MMA

Medical Marketing Association

RMA

Retail Marketing Association

SCIP

Society of Competitive Intelligence Professionals

SHSMD
Society for Healthcare Strategy & Market Development

SMEC

Sales and Marketing Executives International Association

TDA

Training and Development Association

TMA

Turnaround Management Association

WWIBP
Who’s Who of International Business Professionals
A visionary with ‘creativity’ and ‘out of the box thinking’
The academic world views the business world as lacking higher education in solid 

fundamentals and not applying them, contributing to struggles and failures

The business world views academics as not having real world experience

My extensive experience, education and trainings affectively bridge this gap

BUSINESS TRAVELS
· U.S.A. Coast to Coast

South America


Mexico

· Puerto Rico   

            Asia; China, and Taiwan

· Canada



Europe


Michael Marshall








Page 6 of 7
SPECIAL MENTIONS

· In the top 2% -  Successfully completed all 4 education degrees plus advanced certifications;
Associates, Bachelors, Masters and Post Grad / PhD 

Of those attending college: 2% achieve Post Grad / PhD, 13% Masters and 32% Bachelors 

and 3 % Associates Degree or advanced certifications  (drop out rate for college is 50%)
· Alumnus at 6 Universities and Colleges

· AMA American Management Association Divisional Certifications/Awards in Marketing, 

Sales Management and Sales Essentials (rare awards)

· Special guest teaching engagements with colleges on various business subjects

· Have developed and implemented many training programs plus personally trained

· Formally trained in public speaking, training and adult learning

· Formally trained in contract negotiations

· Formally trained in “Creativity” & “Out of the Box Thinking”

· Achievement award for engineering design from Illinois Institute of Technology (IIT)

· Prior to high school I worked as a caddie at a private golf club in the Chicago area where 

I learned how to golf as well as the importance of hard work, confidence, strategy and teamwork 

Earnings went into my college fund.

· While in high school I was on the varsity golf team

· Worked full time during high school and college to fund my own college education

· Achieved Eagle Scout Rank, Boy Scouts of America.   Only 4% of boy scouts reach the Eagle Scout rank

· Past marketing advisor and board member to Okalahoma Jazz Society 

· Marketing advisor to Wisconsin Gem & Mineralogy Museum and Weis Earth Science Museum

Contributor and donator of a $100,000. collection of gems, minerals, fossils, and Indian Artifacts

· Personal interests include; travel, cultural activities, golfing, hiking, fishing, reading, writing business 

articles for publications, Native American artifacts & cultures, mineralogy 

Michael Marshall
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Additional Structured Education and Training 

CEU (certified education units) earned and is equal to an additional three years of college

American Management Association

· Advertising:  Strategy and Design

· Competitive Strategy:  How to Develop Marketing Plans, Strategies, and Tactics

· Creative Problem Solving

· Creating a Winning Marketing Campaign

· Finance and Accounting for Non-financial Managers

· How to Analyze the Competition

· How to Deliver Exceptional Customer Service

· How to Develop Successful Trade Show Presentations

· How to Get Products to Market Faster

· How to Manage Successful Sales Promotions

· How to Market Your Product Through Distributor Sales Networks

· How to Plan and Manage a Telemarketing Operation

· Keeping Customers for Life

· Marketing Value-added Services and How to Compete Against Price

· Motivating Sales People Through Incentives and Compensation

· Niche Marketing

· Pricing Strategies

· Strategic Planning

· Successful Planning

· Successful Product Management:  How to Make Your Product a Winner

· Value Added Selling

Career Track Corporation

· How to Build and Manage Your Team

· In Search of Excellence II
· Management Effectiveness

· Practical Budgeting Skills for Managers

Cross Country Education Co.  -  Medical & Healthcare Marketing Certification  
Dale Carnegie Institute 

· Effective Speaking and Human Relations

Washington Pacific University 

· Adult Learning and Train the Trainer Certification

University of North Carolina 

· Increasing Sales Force Productivity

Conway/Deming 

· Quality Management System of Continual Improvement

Dun & Bradstreet 

· Managing Multiple Priorities

AIMS/Oxicon Group 

 - Recruiting, Selecting and Retaining Top Sales Talent

Xerox Corp./Learning International 

· Professional Selling skills

High Yield Management Inc. 
-  How to Make Your Prices Stick

Keye Productivity Center 
-  Coping With Difficult Customers
Franklin Covey 

-  Project Management

Rochester University 

-  Basics of Knock Your Sox Off Customer Service 

Performance Technologies 
-  Human Performance Technologies/Organization Development










Letter of Introduction

Dear Senior Executive,

I appreciate your professional courtesy to consider me for a teaching position and review the enclosed information.

I am seeking a teaching position for adults, college / university level but will consider high school level.

Subjects that I can teach include: 

Advance English 

Business 
International Business 

Western Culture

Sociology

Psychology

I have education and experience in all of these subjects.

I am open to location.

I am available for immediate start.

My deep passion for education and personally being a lifetime learner is clearly illustrated by 

my own personal efforts and achievements.

I am formally trained in training, adult education and have completed the 

Advanced TESOL certification.  TESOL for Business certification is in process.
I have developed and implemented many training programs, personally trained over 800 people 

and have taught on college level.

As a teacher and coach, I sincerely feel and believe that it is my responsibility to make sure;

1. Students open their minds to learning, apply the new knowledge, 
feel that the new knowledge is meaningful and they take the learned information 

forward for more useful purposes 
2. Students enjoy the learning experience and feel great value in it
3. I create an interactive learning environment that helps make learning easy, exciting enjoyable, and self-gratifying for all students 

4. Utilize extensive personal real world experience to help students to learn meaningful information
I have personally written over 200 business subjects with 20 articles that are published in numerous professional journals and magazines, internationally. 

These along with several personal interviews on numerous business subjects are published 

on my personal website of:  www.AskTheBusinessDoctor.com 

Also, there are three short videos on the website of me discussing Business Development and 
Marketing with senior executives and business owners.  

I have earned a professional level of respect for teaching, training and coaching.
Hopefully I will hear from you favorably to speak further.

Sincerely and Respectfully,

Michael P. Marshall, PhD

Home telephone # (01) (920) 734-8678

Home Address:  W 5464 Trailwood Lane, Appleton, Wisconsin   54915

Personal email:  michaelmarshall@new.rr.com   

Personal website:  www.AskTheBusinessDoctor.com 
