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Current 

· Marketing Director at Credence Systems 

Past 

· Strategic Marketing Manager at Altera 

· WW Channel Programs Manager at Altera 

· Product Marketing Manager at Xilinx 

· Sr Strategic Marketing Engineeer at Lattice Semiconductor 

· Research Associate at Haas School of Business, UC Berkeley 

· Research Associate at National Research Council, National Academy of Sciences 
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Education 

· University of California, Berkeley - Walter A. Haas School of Business 

· Amerika-Kanada Daigaku Rengou Nihon Kenkyu Senta (Japanese Language School) 

· Cornell University 
Eric Thacker’s Summary

Marketing professional with extensive experience in strategic, channel, & product marketing. Especially interested in corporate strategy, product positioning, launch, & promotion, campaign development, competitive analysis, partnership development, & sales mobilization & training. 

Eric Thacker’s Specialties:

Strategic planning & competitive positioning, uncovering & analyzing market trends, product launch management, campaign development & rollout, sales mobilization, partnerships & alliances. Outstanding creativity & verbal & written communication. 



Eric Thacker’s Experience

· 
Marketing Director

Credence Systems

(Public Company; 1001-5000 employees; CMOS; Electrical/Electronic Manufacturing industry)

October 2006 — Present (8 months) 

• Lead marketing effort for company's largest product line, over $300M in revenue. 
• Identify target customer segments; develop & implement strategic plans to penetrate them. 
• Develop & drive customer identification & retention strategies. 
• Facilitate close communication among engineering, operations, sales, & corporate marketing. 
• Manage team of 7 senior managers in two countries to produce strategic plans; manage products & their roadmaps; create & execute technical & outbound marketing campaigns (including budget & ROI); develop positioning, messaging, collateral, & training; and provide business & customer marketing for division. 
• Drive marketing requirements in corporate strategic planning, company positioning, & PR initiatives. 
• Work with sales on key account penetration and support strategies, competitor counter-selling, & pricing agreement negotiation. 
• Communicate clearly marketing strategy to executive team & internal stakeholders.

· 
Strategic Marketing Manager

Altera

(Public Company; 1001-5000 employees; ALTR; Semiconductors industry)

November 2005 — October 2006 (1 year) 

• Recognized as Key Employee every year at company. 
• Uncovered & analyzed trends in consumer (display, portable, home appliance), broadcast (studio, network), & surveillance markets. Conducted extensive research & customer visits, developed proposal, won approval from executives to pursue new market & to adopt my project priorities. 
• Developed strategic plans to penetrate & win in target market segments, identified key opportunities, customer requirements, competition, investment needed to succeed, & ROI. Identified key trends affecting broadcast & consumer markets with proposals for technical development priorities. 
• Identified key competitors in market segments, evaluate their value proposition, & determined how to leverage them through partnership or financial investment.

· 
WW Channel Programs Manager

Altera

(Public Company; 1001-5000 employees; ALTR; Semiconductors industry)

May 2003 — November 2005 (2 years 7 months) 

• Granted Big Picture Award for creative & strategic contributions to product launches & campaigns. 
• Managed worldwide marketing programs through sales channel (sales representatives, distributors, & partners). 
• Planned & managed company-to-customer annual event. Developed project proposals, including goals & objectives, budget, scope, target audience, positioning, partner participation, & theme. Managed worldwide team of over 25 people & over 10 partners to develop & present technical content in over 10 countries. 
• Managed campaign teams for over 6 anchor products & design software. Developed & implemented budgets, positioning, metrics, target audiences, promotion, & sales training & mobilization plans. 
• Oversaw distribution marketing programs, including budget, pricing, technical marketing, account penetration, & sales mobilization. Developed new campaign model that led to double-digit sales growth for development kits & record leads for new products.

· 
Product Marketing Manager

Xilinx

(Public Company; 1001-5000 employees; XLNX; Semiconductors industry)

July 1999 — April 2003 (3 years 10 months) 

• Recognized by management as “high-potential employee” for skill in campaign development & management, & in promotional strategies. Given progressively greater responsibility for product launches across the company. 
• Developed strategies for product development, positioning, pricing, promotion, & obsolescence. Achieved year-on-year increases in customer responses to promotions; creation of new web tactics including FLASH videos, product comparison tables, & starter CD requests. 
• Managed product launch teams to develop & implement plans for PR, advertising, pricing, promotion, sales mobilization, & positioning. 
• Hired & managed tactical marketing staff. 
• Managed product training of support engineers, customers, & sales force. 
• Managed product development, including marketing, software engineering, hardware engineering, & applications. 
• Managed tactical marketing, including demand forecasts, pricing strategies, & inventory management.

· 
Sr Strategic Marketing Engineeer

Lattice Semiconductor

(Public Company; 501-1000 employees; LSCC; Semiconductors industry)

October 1997 — July 1999 (1 year 10 months) 

• Analyzed competitors & market trends. 
• Developed product development plans & roadmaps. 
• Managed early stage product development, coordinating efforts of marketing, software engineering, hardware engineering, & applications. 
• Investigated new market opportunities, analyzed potential, decided response to the opportunities, & if warranted, drove early action on response. Led efforts to engage with two companies to purchase their integrated circuit business. 
• Analyzed & forecast company & product performance. 
• Co-managed production of quarterly competitive update & presented to executives.

· 
Research Associate

Haas School of Business, UC Berkeley

(Educational Institution; 201-500 employees; Higher Education industry)

August 1990 — January 1997 (6 years 6 months) 

• Represented Haas School of Business on Sloan Foundation cross-functional study of worldwide semiconductor manufacturing at UC Berkeley 
• Analyzed worldwide semiconductor manufacturing industry to determine key success strategies using primary & secondary research sources 
• Conducted fab visits in the US, Japan, Korea, & Taiwan, interviewed fab management, integrated findings, & extrapolated best practices for incorporation into study findings

· 
Research Associate

National Research Council, National Academy of Sciences

(Non-Profit; 51-200 employees; Think Tanks industry)

June 1988 — August 1990 (2 years 3 months) 

• Provided analytical & technical publication support for major research efforts in manufacturing competitiveness in a global marketplace 
• Analyzed & compared strategies of worldwide cutting-edge manufacturing firms to distill key elements of competitive advantage 
• Researched best practices to support research teams of experts from industry, government, & academe



Eric Thacker’s Education

· University of California, Berkeley - Walter A. Haas School of Business 

MA, MBA, Business, Economics, 1990 — 1997 

Obtained master's degrees in both business and in economics, with emphases in strategy & management of technology

· Amerika-Kanada Daigaku Rengou Nihon Kenkyu Senta (Japanese Language School) 

N/A, Japanese, 1994 — 1995 

Advanced Japanese language immersion program in Yokohama, Japan, for graduate students from select American & Canadian Universities.

· Cornell University 

BA, Physics, 1984 — 1988 

Junior Year Abroad at University of Bristol, England

· see less...
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