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 Clive Mishon

Personal Details

Address:

1a Lonsdale Square London N1 1EN
Mobile:


078 11129898

Email:


clivem@360mmi.com
Nationality:

British

Marital Status:

Married with 3 children
Career Summary
1) Enterprise, Mentoring & Entrepreneurial roles
Mentor Marcoms & Investments Limited (360MMI)
2002 to present

· Invests (own money) in businesses to align interests with businesses to help them grow

· Mentors businesses ostensibly in the marketing and media industry.

· Develop 3 year business plans for new and established businesses
· Recruitment of talent

· Effective management of client / customer relationships

· Ensure strategic goals are being addressed and financial goals met

· Provide experience when management faces crisis!
Range of businesses in which involved include:
1) The Big Kick Group: Chairman

2014 – Present

(www.thebigkickgroup.com ) 

· Leading retail and promotional marketing agency

· Created joint venture with my own experiential agency The Lounge Group to create Wolf Brand Experience (www.wolfexperience.com) that operates as an independent agency within the Big Kick group.
2) NDL Group: Non Executive Chairman

2011 – Present

(www.ndlgroup.com)
· Leading service provider of incentives and technology solutions to the Promotional Marketing industry

3) Think Jam – Senior Advisor to the Board 
2015 – Present

(www.thinkjam.com) 

· Leading digital marketing services agency to the entertainment industry

· Mentor to Founder & CEO to manage growth initiatives

· Advisor on M& A opportunities

· Champion of nurturing senior talent in the business

    4) Pulse Group – Non Executive Chairman & Board Mentor 
    2005 to Present
    (www.pulsegroup.com) 

· 25 year old marketing services (£10 million turnover) in need of rejuvenation

· Developed 3 year business plan (Double the income of the business)

· Re-structured business to give focus in areas of excellence and make departments accountable

· Recruited new management to build on the business success.
4) Kitcatt Nohr Alexander Shaw (KNAS): Founder investor & Director 

2002 – 2011

· Managed the acquisition of Lion (major charity direct marketing Agency – part of Burnett Associates) from administration to establish KNAS

· Invested in the start up of the new business 

· Business was sold to Publicis Groupe agency Digitas to become Kitcatt Nohr Digitas

      5)  MarketingMentor.Net – Founder investor and mentor 
  2006 – 2014
  (www.marketingmentor.net) 

· On line tutoring and information site

· Provided initial working capital

· Site’s income from annual subscriptions (paid in advance) 

· Gave site industry profile and business connections

· Business now focussed on educational establishments (Universities, CIM,)

6) Mtivity – Director 
2003 – 2009

(www.mtivity.com) 

· Software developer of work flow system in the print management industry (SAAS)

· Largest personal investor alongside Venture Capital ‘partners’ (4 rounds of funding)

· Technology business seeking to develop enterprise sales without focus on profitability

· Business was bought out by the Management in 2010
Group CEO

Marketing Drive Group

1988 to 2001
· Acquired Marketing Drive from DMB&B Group in December 1987
· As owner (1 partner) and CEO responsible for all aspects of building a successful business from no where to industry leadership

· Development of management infrastructure, procedures and policies to facilitate growth

· Business grew to be a Top 20 Promotional & Direct Marketing Agency by 1998
· Clients included, McVities, KP Foods, Asda, TOTAL, Guinness Worldwide, United Distillers/Diageo, Hasbro
· Group sold to True North Inc ( Top 5 advertising group worldwide merged into IPG) in 1998

· At time of sale turnover £11 million, Income £5.5 million, profit margin 30%, Staff 65
President (Rest of World)

Marketing Drive Worldwide

1999 - 2001
· Post acquisition True North created Marketing Drive Worldwide (that required merging a number of offices from within their group into one)
· Took charge of all offices outside of USA – (Australia, Hong Kong, France, Germany, UK)
· Income responsible and ensuring each office effectively merged into Marketing Drive culture and franchise 
2) Trade Association and Governance Roles

Chairman
Institute of Promotional Marketing (IPM)
2006 2010
(www.theipm.org.uk) 
· Since 1933 the IPM (originally The Institute of Sales Promotion ISP) has been the national representative trade association for all companies involved in sales promotion – (promoting brands, agencies and service providers) involved in sales promotion
· The IPM is leading education establishment for sales promotion and motivation in the UK offering Diploma and Certificates in candidates chosen discipline.

· The IPM is the largest legal advisory service for sales promotion 

· The Chairman leads in the strategic vision for the trade association and is the industries representative on the Advertising Association Council and is the public face for the industry
Chairman

Sales Promotion Publishing (SPP)
2007 – 2010
(www.salespromo.co.uk) 

· In addition the ISP acquired the publishing company of the title Sales Promotion Magazine in 2007 and now publishes the only printed magazine devoted to this discipline – which is also available on line 

· Since being acquired SPP has taken on contracts to publish other titles in the marketing area to increase its credentials and financial viability.

· Business acquired making a loss and in 2008/9 will make a profit 

Chairman

Code of Advertising Practice (CAP) 

Panel Sales Promotion and Direct Response

&

Member of CAP Committee

2001 to 2005
(www.cap.org.uk) 
·  The CAP Panel for Sales Promotion and Direct Response is responsible for advising the Council for the Advertising Standards Authority as to which consumer complaints about promotions should be referred to the Council and provide a recommendation as to whether the complaint is upheld or not.

· The Panel was also responsible for re-drafting the CAP Code for the areas of Sales Promotion and Direct Response in the Code Review for 2003

· The CAP Committee is made up of representatives of organisations in the media industry (non broadcast) and is charged with writing and managing the self regulatory code that governs the marketing industry in the UK. The ASA is the organisation that adjudicates the Code for the public. Both are run under the auspices of OFCOM.
Chairman

SPCA (Now MAA – Marketing Agencies Association)

1998 – 2000

(www.marketingagencies.org.uk) 

· SPCA was the trade body responsible for ensuring that agencies across the marketing industry operate to best practices

·  Major initiatives in the area of Training and Awards
· Created in collaboration with other trade associations model Agency/Client contract

· Created model contracts of Employment used across the industry

· Developed financial benchmarking report for members

· Membership of organisation grew by 20% over the 2 years 

· Profile of organisation increased and was accepted by other long established organisations (DMA, ISBA and IPA) as a trade partner

· Signed collaborative agreement with Marketing Agency Association in USA to enable exchange of best practices between the 2 continents – including entry of best campaigns into their respective Awards programme.
Marylebone Cricket Club (MCC)

Marketing Committee

2002 -2008

(www.lords.org)

· The Marketing Committee of the MCC advised the Executive as to the commercial issues involving the Club 
· Areas covered supporting the Executive in securing Lords Partners, Advertising Agreements, development of the Clubs on-line presence

· Took particular involvement in the development of the Lords brand as the Home of Cricket and the merchandising of the brand around the ground and extended into further merchandise opportunities.

· The Marketing Committee ceased to be in existence in October 2008 as a part of a management restructure.

3) Previous Employment

Clarke Hooper plc
Account Manager to Director
1984 to 1987
International Marketing & Promotions
Account Manager
1982 - 1984
4) Education:

BA Hons Business Studies

City of London Polytechnic

St Paul’s School London

1972-77

