
Jon-Paul Snee

Si meliora dies, ut vina, poemata reddit, scire velim, chartis pretium
quotus arroget annus. scriptor abhinc annos centum qui decidit, inter
perfectos veteresque referri debet an inter vilis atque novos. Excludat
iurgia finis, Est vetus atque probus, centum qui perficit annos. 

Quid, qui deperiit minor uno mense vel anno, inter quos referendus
erit? Veteresne poetas, tor permisso, caudaan quos et praesens et
postera respuat aetas. Iste quidem veteres inter ponetur honeste, qui
vel mense brevi vel toto est iunior anno. Utor permisso, caudaeque
pilos ut equinae paulatim vello unum, demo etiam unum, dum cadat
elusus ratione ruentis acervi, qui redit in fastos et virtutem aestimat
annis miraturque nihil nisi quod Libitina quide sacravit. Need words?
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CV

Personal Strengths 
Creative, passionate, strategic and conceptual. Long and short copy

Sep 02 – Mar 07: Creative Director, ICLP 
Managing a team of twelve and freelancers as required. 
Clients: 3COM, 6C, Columbus Direct, Croner, IAPA, Iomega, Kempinsky, Learning Skills
Council, Manchester United*, Mandarin Oriental*, Midland Mainline*, Priority Collection,
Priority Pass, Rezidor SAS*, Star Alliance*, Symantec, Trend Micro*, TTA*, VERITAS*,
Virgin Atlantic Airways*, Virgin Trains.
*New business wins

Oct 99 – May 02: Creative Group Head (Copy), JOSHUA
Managing two full-time creative teams and freelance workers as required.
Clients: Barclays Bank, Barclays Stockbrokers, British American Tobacco, Britannia
Building Society, British Airways, British Airways Holidays, British Airways World Cargo,
Cable & Wireless / ntl, Cannon, Clearlybusiness.com, GROHE, Handbag.com, Henri
Wintermans, P&G, Pedigree Masterfoods, QinetiQ, Royal Mail.  

Jan 95 – Oct 99: Creative Director, AIR MILES TRAVEL PROMOTIONS 
Responsible for a team of twelve creatives / production. 
Campaign development for Air Miles, selected Air Miles clients and a number of non-Air
Miles clients – including British Airways Holidays (pitch win), British Airways, Homebase,
NatWest, Riverside and Espree Clubs (pitch win), SDL Lighting, Shell, Sainsburys. 

Dec 93 – Jan 95: Marketing Manager, Business Development
AIR MILES TRAVEL PROMOTIONS 
Managing a team of ten. Working with Relationship Management teams and with clients
to develop successful Air Miles programmes that delivered business objectives and
maximised collector opportunities. This included reviewing programmes, implementing
initiatives and formalising development plans.

May 91 – Nov 93: Account Director, WWAV

Sep 89 – May 91: Senior Account Manager, WWAV 
Clients: American Express, British Airways, Consumers Association, Hutchison
Communications, IBM, Porsche Cars (GB) Ltd, Reed Exhibitions, SmithKlineBeecham. 

1987 – 1989: Marketing Manager/Executive, EMAP MACLAREN 
Full marketing role within the business to business publishing division of EMAP. 

1986 – 1987: Marketing Executive, METAL BULLETIN
Subscription sales across a number of business to business titles and conferences.
Copywriting, briefing designers and buying print and production. 

1985 – 1986: Researcher, CAMERON PLANNING 

Nationality
British

Education & Qualifications 
University of Newcastle Upon Tyne:
BA (Hons) Philosophy 2:1
BSc (General Hons) Genetics & Psychology
Acklam College, Middlesborough:
4 ‘A’ Levels. 1 ‘O/A’ Level. 8 ‘O’ Levels



WORK



Rezidor

Time
Rezidor needed to launch a loyalty programme that stood out from the crowd. We took the high ground and claimed the ultimate

reward as our own – time.

Time is the most precious commodity you possess. We understand that. And that is why
everything we do is designed to help you make the most of every moment you spend
with us – whether it is for business or pleasure. Goldpoints is our way of thanking you
for trusting us with your time. It’s a new kind of loyalty programme, one centred on
you and what you want it to be. It takes just 45 seconds to join, but will be there to
reward you – in the ways you want – 24/7.
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Iomega

Revolutionary
With sales of ZIP drives falling, Iomega needed to

successfully launch a totally new type of storage device to

keep it in business. We used a combination of interactive

competitions, banners and direct mail to make sure it held

its No. 1 slot.

If you’re still thinking tape 
– think again.
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Croner

Boring
Health & Safety manuals, Taxation guides, Human

Resources information…all essential, but lets face it, all

pretty boring too. But that doesn’t mean that you have

to be boring when you sell them. From polar bears to

eye test charts and exciting prize draws and

competitions we achieved the best results Croner had

ever seen – time and time again.

To us you are one of our VIP’s and
we want to make sure that we
continue our long term relationship
with you.
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Priority Pass

VIP
Airport VIP lounge access used to be the preserve of the rich and famous. Priority Pass changed that by offering

affordable VIP indulgence to the man in the street. We helped them sell it off the page to consumers and through

direct mail to banks and card issuing companies. 

Sssssssh! Get year round access to over 450 airport VIP lounges worldwide.
See over for details or visit www.prioritypass.com. But keep it quiet!



Priority Pass



QinetiQ

Impossible
Formerly the Government’s Defence ‘think tank’, Quinetic is now a PPP, it

needs to sell the skills of the 8,000 scientists and engineers it employs in to

markets such as aviation, IT and communications. To help we engineered a

vertical trade press campaign, direct mail and events.

Impossible? Who says? Liquid crystal, carbon fibre,
radar, flat panel speakers. All impossible until we set
our minds to it. Why? Because we believe barriers
are there to be broken.



QinetiQ



Royal Mail

Think
Royal Mail wanted to show the UK’s top marketers and ATL

creative directors the power of ‘junk mail’. How, from a

simple letter to a big idea, it could be used to build brands,

forge relationships, break down barriers and win sales. So

we asked them to ‘think’.

Have you ever driven to work 
by another route 
– just to see things differently?



Royal Mail

Open
Royal Mail had produced a complete practical guide to finding and

keeping customers aimed at SME’s. We had to sell it. So we took

them through the key benefits in three easy steps and delivered the

‘big’ picture and a ‘money back’ guarantee.

If you had a box that contained everything
you need to find and keep customers would
you open it?



Britannia

Home
As a mutual building society Britannia is effectively owned by its

members. Which is why we developed fun and easily

understandable instore materials, from posters to brochures

and leaflets, centred on the proposition “in a word your home

for life”.

Get your own pad with no worries. 



Cesar

Loyal
Cesar is the UK’s premium small dog food. We served

direct mail, off the page advertising and a twice-yearly

loyalty magazine to keep it there. And we sold 30,000

dog blankets along the way.

Suzi usually gets paid three chews a
day for her a Pets As Therapy work.
That day she got four.



Fresco

Cool
Before ‘Dark Market’, the end of all tobacco

advertising, Café Crème Fresco wanted to

mail their database of frequent and occasional

smokers to lock them into the brand. We

offered them money off, free cigars and

several Capital’s cool capitals – to reinforce

the brand attributes. It wasn’t a big pack –

but it was clever – it pulled its socks off.

Mellow. Smooth. 
Satisfying. Original.



Pitches

Don’t you
love ‘em?
I do. Perhaps that’s why I’ve had such a winning track

record. Here’s just a couple samples.
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