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Senior Sales and Market Development Manager

General Business and Operations Management / Account Acquisition and Retention / Profit and Loss Management / Strategic Planning / Coach Agent / CRM / Product Development / Global Business / Multimillion Dollar Negotiations / Adhesives and Sealants
Dynamic, results driven sales and market strategist with a 25 + year record of achievement and demonstrated success driving multimillion-dollar revenue growth while providing visionary leadership in highly competitive markets. Solid track record securing key clients and increasing product distribution to grow market share. Tenacious in building new business, securing customer loyalty and forging strong relationships with external business partners. Exceptional mentor and coach; combine business acumen with innate leadership abilities to recruit, build and retain top-performing teams.

· Increased revenue growth by 12% improved closing percentage by 40%, increased gross margin 5% for SCI.  

· Developed bundled service packages targeting OEM’s resulting in 35% increase in annual revenues at UCI. 

· Increased customer base by 40% and improved business segment profitability 7.8% for Meridian Group.

· Expanded domestic and international customer base by 35%, increased segment profitability by 10% for UCI.

BA Political Science, St Cloud State University; MBA – Mini, University of St Thomas
Selected Accomplishments
Increased revenue growth by 12% improved closing percentage by 40%, and increased gross margin 5% for SCI.  Led staff in the development and implementation of internal controls, project management and client service structures driving revenue growth by 12% in one year. Implemented customer/prospect training programs to gain loyalty in a price driven market. In 2008 team recognized twice within six-month period for top sales performance in region.

Developed bundled service packages targeting OEM’s resulting in 35% increase in annual revenues at UCI. Championed product innovation, case creation, and competitive assessment; optimized existing technologies creating innovative business models with highly leveraged residual revenue strategies. Created account management and processing systems to facilitate business development and ease customer acquisition and processing.
Increased customer base by 40% and improved business segment profitability 7.8% for Meridian Group.  Re-engineered core assets and applications to create new market opportunities and boost sales production.  Built cohesive, productive teams of manufacturer representatives and distributor sales networks to effectively promote product groups in target domestic and international markets.

Expanded domestic and international customer base by 35%, increased segment profitability by 10% for UCI. 
Directed business development programs through team of international sales engineers and operations management, which met sales quotas and profitability objectives for five consecutive years.  

Career Summary 

Area Sales Manager, SCI Corporation, St Paul, MN 2004-2009. Charged with increasing regional wide sales while expanding local customer base. Focus on selling solutions to fit customers unique needs; flexibly adapt field sales tactics and presentations to match individual sales cycles. Target broad market, meeting customer demand with specific relationship sales and marketing solutions.

General Manager/National Sales Manager, UCI, St Paul, MN 1996-2003.   Privately held international precision component manufacturer and distributor of industrial adhesives, coatings and chemicals. Directed strategic and financial planning, operations efficiencies, management reporting systems, quality control, product development, and distributor sales and marketing efforts. Full Profit and Loss accountability.
Director of Sales and Marketing, ZK Industries – Meridian Group, Milwaukee, WI, 1993-1996. Business growth and profit/loss responsibility for domestic and international business segments. Coordinated marketing, sales and promotion, strategic planning, technical research, development and introduction of existing products and new technologies.
Market Manager / Product Manager, Dexter Corporation, Waukegan, IL, 1982-1993. A $130 million technically oriented worldwide producer of coatings, compounds, adhesives, and sealants. Reporting to the President. Charged with developing and directing domestic and international sales and marketing strategies to grow newly acquired product group. Spearheaded account development programs: customer needs assessment to improve customer satisfaction and retention.  

Earlier – Senior Sales Engineer, Sales Engineer, WR Grace and Company; Financial Analyst, Chrysler Financial Corporation

                 
