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If you ask Charlie Lawrence to name his proudest achievement in a 25-year career as a marketer for Fortune 500 and private equity backed companies and global market share leaders he will say without hesitation, “My track record of taking brands that have been ignored and mistreated and revitalizing them.”  For 25 years he has gone where the challenge is and formed and motivated teams to do the hard work that begins with really understanding what their company’s brand stands for and then carving out a winning positioning in relation to its competitors.  
A marketer by training, Charlie has a passion and reputation for quickly spotting market gaps and identifying product, branding and distribution opportunities for leveraging corporate assets. To achieve this he has put together a “toolbox” of the skills needed to address issues of product development and positioning, distribution, merchandising, pricing for both prestige and profitability and communication strategies bridging old and new media models.  If pressed to rank one of these abilities as pivotal he would single out people centric leadership skills that have enabled him to lead internally focused organizations to embrace and believe in the power of a market and customer orientation to fuel unprecedented revenue and income improvement.  
For Charlie Lawrence, the brand is the key equity that can only be grown by investing it wisely and courageously.  In the blog he maintains at www.cflawrence.blogspot.com he recently posted a white paper on what causes premium brands to decline or stagnate.  The analysis pointed readers to solutions that balance short term benefit against long term viability.  This committed marketer’s perspective has been the guiding force in Charlie Lawrence’s own career.  
These are some of the highlights to date of that career. It includes marketing, product development and brand management functions including general management, consulting and leadership roles at fortune 500 and private equity backed companies including GE, Masco, Brunswick and Cerberus Capital Management. Charlie was most recently the General Manager of the Luxury Products Group for the North American division of Franke. Franke is the global market share leader of stainless steel residential kitchen sinks and commercial kitchens including beverage and coffee systems for quick service restaurants.

During his five years at Workrite Ergonomics the company has nearly doubled in size organically and added another 25% in sales through a strategic acquisition of a competitor. This bold move simultaneously an international base as well as a footprint to continue to grow in Eastern North America. During this same period EBITDA growth has outpaced revenue growth and far exceeds industry averages at over 20%. This was a complete team effort based on quickly seizing on market opportunities and trends with aggressive sales practices and innovative new products combined with superior supply chain and customer service.

Within his first year at Franke Charlie led the development of over two hundred new products that generated over eleven percent of total sales at a gross margin above company average and revitalized the Swiss manufacturer’s visibility and its image for design sophistication and innovation. He led a dramatic shift in distribution strategy away from a two step model to a direct model dramatically improving customer support, growth and profitability. A comprehensive new marketing strategy was initiated including a shift in marketing communication tactics, pricing strategy and merchandising that dramatically increased product specification, literature requests and web visits all resulting in a gain in market share in very challenging times in the building industry.

The foundation of his career was developed during his twelve years in the major appliance business with Maytag and GE where he worked with both former and current CEOs, Jack Welch and Jeff Immelt.  Charlie was the first “marketer” ever to run a product line at GE Appliances and was instrumental in returning a $500 million dollar business to profitability despite a tense union environment and while simultaneously growing revenue. In 1994 he left GE to revitalize two great sporting goods brands at Coleman and Brunswick (Igloo, Zebco.)   At the start of the new millennium in 2000, he was intrigued by the challenge of turning architectural locking hardware brand Baldwin Hardware into its industry’s only fully diversified home décor source.  One of the results of this aggressive marketing and product development initiative was Masco’s very profitable sale of its Baldwin Hardware division to Black & Decker in 2003.
Charlie is a 1993 graduate of Webster University in St Louis with a MA in Marketing and has a BA in Psychology/Marketing from Shippensburg University in Pennsylvania. He has been active in the Boy Scouts of America, Greater Philadelphia Senior Executive Group and is an Advisory Council Board Member of the CMO Council.
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