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HELLO, 
 
My passion for lifelong learning has 
influenced both my career and my 
personal philosophy. I strive to always be 
learning and challenging myself, and 
most importantly, sharing my experiences 
with others. 
 
I bring all of myself and my experience to 
my work—a creative background, 
entrepreneurial mindset, with sales, 
marketing, and product development 
expertise. Accompanied by the 
enthusiasm and drive that has taken me 
up mountain peaks and around the world 
with a passion to learn as much as I can 
about communities and cultures through 
travel. Thank you for your consideration. 

d 

-Rachel Z 
  

 
CAREER HIGHLIGHTS 
 

• 12+ years higher education industry 
experience including sales, 
marketing, and product development 
and management. 

• 12+ years analyzing data to drive 
sales initiatives, product 
development and marketing. 

• 12+ years’ experience working with 
thousands of higher education 
faculty members (and hundreds of 
thousands of students) through 1:1 
training, group workshops, sales 
presentations, product development, 
and software implementations. 

• 7+ years professional speaking 
experience including my time with 
Toastmasters International. 

• 7+ years’ experience exceeding team 
and individual goals, all while 
working in a remote environment. 

• Passionate about personal branding 
and professional development. 

• Devoted to giving back to the 
community through mentorship, 
volunteering, and pro bono work. 
 

   

 

563-580-2207 

 

rachelzaccaro@me.com   

 

Seattle, WA 

 

Rachel Zaccaro 
  

  

AAREA9 LYCEUM                                                            January 2021 – Currentt    

 
Vice President Product Management                                     
 
In addition to my role as VP, Product Marketing, given my extensive background in 
higher education, I took on an additional role with Area9 Lyceum in June 2021. In 
this second role I am tasked with developing, communicating, and executing our 
strategy in higher education, in addition to: 
• Working with learning engineers, technical specialists, and our executive team 

to plan and manage the development of new products; including market 
research, product road mapping, budgeting including grant research and writing 
for additional revenue, go-to-market strategy, and sales enablement.  

• Maintaining our evergreen products, including content revisions based on user 
experience and “heat-mapped” learner data that show where learners struggled 
and where additional resources are required. 

• Designing, implementing, and tracking marketing materials, including our 
websites, to communicate our value proposition for higher education. 

• Acting as a proactive and knowledgeable consultant and supportive ally to our 
higher education business partners, resellers, and users; this includes 
strategizing how to strengthen our partnerships, drive revenue and support the 
go-to-market plans for new products, initiatives, and industry trends. 

• Supporting the sales team in identifying and nurturing new opportunities for 
business partners in the higher education market; acting as a mentor, sales 
leader, and industry expert. 

Vice President Product Marketing                                     
 
In my second role at Area9 Lyceum, I oversee a team of employees, consultants, 
and freelancers to enhance brand position through social media, events, websites, 
and thought leadership on adaptive learning and related topics, focusing on our 
three market segments of K-12, higher education, and workforce learning and 
development. 
• Day-to-day website management including a comprehensive website redesign 

that simplified our message and showcased our value proposition to better 
reach customers across our three segments. 

• HubSpot administrator including workflow set-up for consistent lead 
management, GDPR compliance across all marketing and sales tools, website 
and app integrations, day-to-day management including online website chat, 
tracking ROI to drive key performance metrics and conversion by leveraging 
campaign data and web analytics. 

• Compiling detailed weekly marketing reports that include campaign progress, 
goals, and revenue targets, HubSpot and website updates, lead analytics, ROI 
reports, and website traffic, additionally hosting biweekly strategy meetings. 

• Develop, execute, and oversee all aspects of our content partners' go-to-market 
strategies including sales enablement, web pages, marketing campaigns, and 
positioning each partner into our marketing and sales ecosystem. 

 
 
LLUMEN LEARNING                                             February 2019 - January 20211 
 
Executive Director of Partnerships, West Region         
 
During my time as the Executive Director, I was honored to be able to cultivate 
relationships with faculty members and administrators across a 13-state region to 
increase educational technology adoptions to improve access and success for 
higher education students. Additionally, I was tasked with: 
• Developing relationships with senior administrators to drive campus-wide 

awareness and adoption of Lumen courseware and services. 

 

linkedin.com/in/rachelzaccaro/ 
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EDUCATION 
Master of Business Administration 
University of Dubuque, 2016 
 
Bachelor of Arts  
Wartburg College, 2006  
 
  

SKILLS 
• Adobe Creative Suite 
• Branding/Identity 
• Consultative and Social Selling 
• CRM Management 
• Data Analysis 
• Data Driven Strategy 
• Digital Marketing 
• Learning and Development  
• Microsoft Office 
• Product Marketing, Development & 

Management   
• Public Speaking/Communication 
• Sales and Marketing Leadership 

 
  

PERSONAL INTERESTS 
• Travel & Blogging 
• Mountain Climbing, Tough Mudders 
• American Marketing Association Puget 

Sound (2019+) 
• Toastmasters (2011+) 
• Young Professionals (2007 - 2015): 

Symposium Speaker (2019) 
• Volunteering:  

• Jubilee Women's Center 
• Visiting Nurses Association  
• AYSO, Soccer Coach 
• Turnabout, Social Reintegration  
• Pro bono: Video Editing, Filming, 

Graphic Design, and Marketing 
 

  

ADDITIONAL ROLES 
 

Julien's Journal 
Creative Director, 2007 - 2010  
 
Blue Room Productions 
Owner & Lead Videographer/Editor  
 
Hickory Grove Press 
Marketing Coordinator, 2006 - 2010  
 
Copyworks 
Graphic Designer, 2006 - 2007  
 
Food Service Industry 
Server, 10 years  
 
Crystal Lake Cave 
Tour Guide, 2000 - 2002   
  

• Monitoring state-wide policy related to company objectives and drive sales of 
new innovative digital courseware as a senior sales leader. 

• Creating new sales strategies to adapt to a remote selling environment during 
the COVID-19 pandemic. 

• Results: Adoption increase of 3,153 enrollments, 52 institutions, and $75,548 in 
new revenue with six new and renewed institution wide contracts. Q3/Q4 2020 
was the top performing executive director in the company. 

Director of Product Marketing                                 
  
Being the first marketing hire for Lumen Learning, I was tasked with designing, 
planning, and executing marketing campaigns and customer communication 
activities to achieve company objectives, regional adoption targets, and key 
account growth; helping to build a data driven marketing foundation for this fast-
paced start-up company with ambitious revenue targets.  
• Results: Sales Qualified Leads increased from 981 to 4,573 with adoptions 

increasing to 66,177 enrollments, 1,851 new classes, and 168 new institutions. 

  MCGRAW-HILL EDUCATION                                    April 2010 - February 20199   
 
Sales Director, West Region 
 
In this role my focus was to aggressively drive revenue and increase market share 
in identified courses in partnership with a team of nine learning technology 
representatives across five states. In this role I additionally: 

• Coached and professionally developed the team on implementing a consultative 
sales process and other personal and companywide sales initiatives. 

• Developed key accounts, strategies, and partnered with district leadership and 
product teams to develop and execute strategies to increase sales, digital 
activations, inclusive access enrollments, and customer retention. 

• Personally participated in and/or led key customer meetings to help close sales 
and maintain an average base of $7.3 million. 

• Hosted personal branding and professional development workshops for the 
sales program leadership team. 

• Results: 2017 Sales Goal Achievement with 111.42% to Goal ($801,604 over 
goal) in addition to our entire sales team hitting their individual goals. 2018 
Inclusive Access Goal Achievement, increasing enrollments by 117.7%  

 
Senior Learning Technology Representative               
 
As an outside sales representative, I grew the business and maximized the sales 
of higher education learning solutions as a senior member of the sales team where 
I exceeded my annual sales goals every year (2014, 2015, 2016) and hosted 
companywide personal branding and professional development workshops. 
 

• Digital Promotions Manager                                          
•  

During my time as the Digital Promotions Manager, I was tasked with creating 
internal and external marketing and sales campaigns and processes, including 
marketing materials. Additionally developing systems and processes for 
streamlining and tracking and analyzing marketing and sales activities and 
assisting with go-to-market strategy for product launches.  

•  
Editorial Coordinator                                                     
 
The Editorial Coordinator role gave me a solid foundation for developing my career 
and experiences over the next decade at McGraw-Hill Education. In this role, I 
managed editorial projects and monitored budgets in collaboration with editors, 
subject matter experts, and teams across the company.  
 
Additionally, I managed, analyzed, and presented market development research 
and reviews and coordinated and oversaw review panels, events, and 
internal/external companywide meetings. 


