Jack Farrell 
PO Box 1241
Princeton, NJ 08542-1241
609-945-2330; jack@jackfarrell.com
Highly motivated publishing professional with a proven track record of success managing departments in sales, marketing, editorial, and digital publishing now taps an unparalleled network of contacts in the recruitment and placement of the best possible talent for his clients
PROFESSIONAL EXPERIENCE

Jack Farrell & Associates, Princeton, NJ  


May 2006- present
Managing Director 

Established a recruiting firm focused on publishing, education technology, publishing technology, medical education/communication, digital health, associations and societies, and academic libraries; provide winning talent for clients in US, UK, Europe, and Asia.
· Manage a 5-person recruiting team (4 in US; 1 in UK).

· 592 hires made as of September 2020.
· 95% retention rate for new hires (since inception) thriving through the probationary review period; 97% retention rate for new hires 2013-2019.

· Proficient in both and contingency and retained searches.
· Experts in finding talent from mid-level management up to the C-Suite.

· Global reach with successful hires in 9 countries: United States, Canada, Mexico, United Kingdom, Germany, Netherlands, France, India, and Singapore
The McGraw-Hill Companies, New York, NY 

Oct 1990 – May 2006
Vice President, Medical Online Content Development (Feb 2005- May 2006)
Led the product development effort for all medical digital products. Managed two sponsoring editors, and was the primary contact person with the Harrison’s Online editorial team. 
· Enhanced the Accessmedicine.com digital aggregation with new features and value-added content resulting in a 163% sales increase in 2005 and 45% increase through MAY 2006. 
· Launched ground-breaking point-of-care product: www.harrisonspractice.com  (JUNE 2006).
· Built new digital verticals – AccessSurgery (JULY 2006) and AccessEmergencyMedicine (OCTOBER 2006) – by combining print derivative content and new multi-media assets.
· Created value-added features to the online testing platform for medical students (USMLEasy.com) resulting in YTY sales growth of 55% in 2005.
· Spearheaded the re-design and launch of the online genetics resource OMMBID which enjoyed YTY sales increase of 60% in 2005.

· Shortened throughput time from product concept to market delivery to ten month.
· Produced digital product that fueled YTY sales growth of 43% in 2005.
· Collaborated closely with the digital production team and the technology group to deliver projects on time and on budget.

Vice President, Publisher Medical Online and Digital Products (Oct 2003-Feb 2005)
Turned around a department that was understaffed, demoralized and in sales stasis. Managed an eight-member team encompassing all aspects of digital publishing: sales, marketing, editorial, technology, production, and licensing. 
· Selected a new platform for our digital products that provided a vastly improved customer experience and afforded a strong competitive advantage.

· Launched an online testing service for medical students – USMLEasy.com – and embedded a subset of that self-assessment within the AccessMedicine platform to meet a pressing customer request. 
· Expanded the sales team and established new, clearly defined territories and goals and monitored progress toward goals in a highly proactive way. 

· Transformed a moribund unit into a quicker moving group that began seizing market opportunities instead of focusing on missed opportunities of the past

· Digital product sales grew 22% in 2004 and 43% in 2005. 

· Grew AccessMedicine sales 163% in 2005. 

· Grew licensing revenue 165% of goal in 2004; 150% of goal in 2005
Vice President (7/01) & Publisher, Medical Educational Products (Sept 2000-Oct 2003)
Led a nine-member team and reinvigorated the editorial program in medical education.
· Achieved the front list sales goal in 2003 and increased 2003 signings 53% over prior year. 

· Increased the dollar value of signings by 87% from 2000 to 2003.

· Increased the number of signings by 98% from 2000 to 2003.

· Initiated handheld publishing initiative.
· Led the in-house effort to develop a “point-of-care” solution for McGraw-Hill

Director of Sales & Marketing, Medical Publishing Division (Oct 1990 – Aug 2000)
Directed all sales and marketing activity of print and electronic medical product in the channels of direct mail, commissioned and educational sales, bookstore sales, online, and special sales. Responsible for $36 million of domestic revenue and $5 million expense budget.

· Established an educational sales force of eleven reps.
· Achieved revenue and profit goals in seven of nine years with CAGR of 12% during the period.
· Managed a twenty-member marketing and sales department.
· Participated in the acquisition of Appleton & Lange medical titles in 1999 and supervised integration of sales and marketing operations.
· Headed up international sales and marketing from 1993 – 1996 and increased sales 20% annually.
· Wrote and implemented the business plan for Harrison’s Online.

B. C. Decker, Inc.  Philadelphia, PA 



Feb 1989 – Sept 1990 

Director of Sales and Marketing
Responsible for all domestic and international sales and marketing activity for Decker medical titles.
W. B. Saunders Company, Philadelphia, PA 

Jan 1984 – Feb 1989

Marketing Manager (Feb 1986 – Feb 1989)
Responsible $22 million in product line including medical, dental, and veterinary textbooks.
Educational Sales Representative (Jan 1984 – Feb 1986)
Responsible for calling on medical and nursing school faculty decision-makers and medical bookstores in the New York City/Northern New Jersey sales territory
EDUCATION
1995: Masters in Business Administration, Finance major, Fordham University, New York, NY

1982: Bachelor of Arts, College of the Holy Cross, Worcester, MA, Economics Major/Pre-Med

AWARDS/INDUSTRY ACTIVITIES
2006: McGraw-Hill Corporate Achievement Award for AccessMedicine.com

2004: McGraw-Hill Corporate Achievement Award for Harrison’s Principles, 16e digital supplement
2000: McGraw-Hill Corporate Achievement Award for Kandel’s Principles of Neural Science, 4e marketing launch
2000 - 2015: Chair of The Publishers’ Advisory Panel to the National Library of Medicine

1999: McGraw-Hill Corporate Achievement Award for Harrison’s Online 
1998-1999: President, The American Medical Publishers’ Association
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