CYNTHIA WALSH OAKENFULL
845 Resor Avenue
Cincinnati, OH 45220
(6513) 254-9025

walshcm4@miamioh.edu

EDUCATION
Master’s of Business Administration
Concentration in Marketing June 2007
Strayer University, Washington, D.C.

Bachelor’s of Science — Business Administration June 1997
Strayer University, Washington, D.C.

ACADEMIC EXPERIENCE
Miami University
Instructor, Management Department of Management — Farmer School of Business August 2013 to Present
Part-time Instructor, Department of Marketing — Farmer School of Business August 2007 to 2012

PROFESSIONAL EXPERIENCE

General Electric — GE Capital May 2005 to August 2013
Field Marketing Manager, Cincinnati, OH
e  Manage major retailers’ Private Label Credit Card program for their Midwest markets (i.e. Sam’s Club 2005-2011,

Meijer 2011 — present).
e Responsible for new account growth, credit sales and credit penetration within the region.
e Lead the client’s regional leadership team in initiatives that drive program growth within their Midwest markets.
e Partner with GE analytics’ team in developing solutions to our client’s long-term and short-term strategic goals.
e  Responsible for day-to-day promotional and tactical execution of approved projects.

e  Partner with fraud and risk teams to ensure all programs meet the financial regulatory requirements and develop
in-store procedures to confirm compliance.

e Act as a liaison between the field and home office, soliciting critical input in areas important to the business.

e Lead monthly business review meetings with the client’s regional leadership team as well as internal GE teams.
e  Support new store openings and remodels on marketing strategies executing strategies in-store trainings.

e  Chair the Quick Market Intelligence Committee that reports on trends and opportunities within the industry.

Fifth Third Bank — Processing Solution Division March 2002 to May 2005

Sales & Retention Manager AVP, Cincinnati, OH

e Managed Business-to-Business Sales team consisting of 2 Team Managers, 20 Sales Representatives, 2 Technical
Installers, and 1 Sales Support Assistant. Generating over $63 million in processing revenue annually.

e Created, developed, and managed a Retention team consisting of 1 Team Manager and 6 Retention Representatives;
resulted in a 25% decrease in attrition from 2003 to 2005.

e Direct oversight over all incentive programs for Sales and Retention teams.

e Developed a referral business process by partnering with key process owners in our Retail Division.

e  Worked with Marketing and Operations Team in developing and implementing strategies for new Direct/Database
marketing campaigns.

e Partnered with the National Accounts division to successfully convert nearly 4,000 Wendy’s locations nationwide.

e Worked directly with the Marketing Team on numerous initiatives that grew the Associations business by 225%.

e Launched Cross-Selling campaigns that resulted in $10.6 million in new deposits for the bank.

Paramount Parks, Inc. — Games & Paid Attractions 1997 to February 2002

Operations Manager - Paramount’s Kings Island, Kings Island, OH

e Managed 2 Seasonal Operations Managers, 7 Area Managers, 47 Supervisors, and over 450 Line Associates.

e Maximized departmental revenues in excess of $15 million and 38 consecutive record-breaking years with double-
digit growth.

e Sought, negotiated and managed all outside concession business brought into the park (i.e. “paid for” attractions



and concessions).

e Purchased product for the 42 Games locations within the park — requiring price negotiations as well as inventory
management for the season.

e Created specific business plans to increase departmental profit margins.

e  Compiled and presented Annual Revenue/Per Cap and Expense budgets to Division VPs.

e  Responsible for department’s P&L.

e  Created and oversaw all aspects of departmental training.

e Established, reviewed, and amended departmental structure as well as policies and procedures.

SCHOLARLY ACTIVITY
Conference Proceedings and Presentation

e Oakenfull, Gillian W. and Cynthia W. Oakenfull (2017), “Structure meets Walkaround: The BQ Whole-brain
Decision-making Approach,” Proceedings of the 2017 Academy of Business Research Annual Conference,
March 22-24, 2017, New Orleans, LA.

TEACHING EXPERIENCE

e 2017-2018 | MGT 291: Organizational Behavior

e 2016—2017 | BUS 101: Introduction to the BQ Model of Decision-making and Execution
e 2012-2016 | BUS 111: Introduction to Business

e 2007—-2012 | MGT 291: Principles of Marketing

SERVICE ACTIVITIES

e  Member of faculty course team that developed new BUS 101 course for Farmer School of Business’s
Innovative First-Year Integrated Course

PROFESSIONAL ACTIVITIES
Professional Development

e  Certified Practitioner, Kepner-Tregoe Approach to Problem-solving and Decision-making, March 2017
e  Certified Practitioner, Herrmann Brain Dominance Index, January 2017

Community Service
e Trustee, Clifton Town Meeting Neighborhood Council , 2016 - 2018

PROFESSIONAL SERVICE
General Electric

e  Committee Member of GE’s Professional Women’s Network
e Member of GE’s GLTBA’s Affinity Network

Paramount Parks, Inc
e  Mentored numerous managers that went on to (promoted) full-time positions within the organization.

HONORS AND AWARDS
General Electric

e  Recipient of GE’s “Pace Setter” Award, 2006, 2008, 2011

Fifth Third Bank
e Named Officer of the Bank, June 2004
e  President’s Club Recipient (Top 5% Performer), 2002, 2003, 2004
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