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CAREER SUMMARY

An entrepreneurial spirited manager with a strong background in new revenue and customer generation where the challenge is to grow the business to the next level of profitability.  Excellent communication and organizational skills to build a long lasting partnership through leadership with the company team and customer base.
BUSINESS EXPERIENCE
Nelson Numeric








2009 – 2010
Sales – Product Manager
                                                                                 Six Month Contract
Nelson Numeric is a specialty machining company previously focused on just the aerospace industry.  I was brought on board for one main purpose; to get the company into new growth markets while improving internal efficiency.

· Established a strong presence in the small weapons industry for military and sports firearms.
· Changed the image of a small job shop capability to one of being able to quarterback total results manufacturing utilizing other forms of creative production partnerships.  
· Started a program of Continuous Improvement within the facility that was sorely needed to move the company forward for the company’s sake as well as improving customer confidence.
WALTEK INC.







                   2006–2009
Director – Sales
Waltek Inc. is a domestic supplier for precision investment castings.  For over 35 years Waltek has been

providing quality castings to many industries.  With much of this type of product going to Asian suppliers, it was a priority for me to find new markets and improve internal production methods that would keep our customers from going to low labor cost countries.

· With a previous culture of “let them come to us,” I created a sales and marketing plan to target new aerospace, medical and military product manufacturers that would want suppliers in this country.
· Established a large presence for internet marketing to target engineering based manufacturers who were looking for partnership in design and manufacturability expertise. 

· Generated a departmentalized Continuous Improvement program that department team groups would be proud of for that “We can do it” attitude.
STEALTH MANUFACTURING, INC.




                     2002–2006
V.P. Sales and Product Development 
Stealth Mfg. is a major supplier of gas combustion products to the global appliance and medical industries.  The company is also built on the framework of “Lean Manufacturing.”  Besides building and carrying out a new sales and marketing plan for the company, my responsibilities included purchasing, cost estimating and many general operations functions.

· Created a professional image with website construction, company literature, and formal customer service structure and trade associations.

· Within one year was able to restore an industry wide respect that was lost due to poor customer service focus.

· We were able to make strong inroads into new potential markets by following an organized marketing plan.

Previous Experience
DIE PRODUCTS COMPANY






Division Manager

The company was completely void of any organized sales and marketing program in a very depressed economic marketplace.  My focus had to be targeted on quickly putting a very basic effort together just for survival.

· In less than one month designed and produced sales literature that could be used until a full company brochure could be introduced.

· With no existing sales organization in place, started to bring in independent sales representative groups I had worked with in the past and were knowledgeable in the industry.
· Brought in new business opportunities in markets that were not subject to slow performance in a depressed 

manufacturing economy.
NORTECH SYSTEMS CORPORATION 







                                   
Corporate Sales and Marketing

Responsible for coordinating the sales and marketing of a multiple division corporation specializing in electro-mechanical contract manufacturing

· Within less than two years, brought this stagnant contract manufacturer from last place to first in the medical industry generating an additional $9 million in sales.

· Established an international sales group of 12 new sales rep groups to sell all the divisions within the corporation.

EMCO ENTERPRISES






                     
General Sales and Marketing Manager

A leading manufacturer of products serving the home improvement, automotive, farm, and specialty markets with $120 million in annual sales.

Responsible for all sales and marketing functions in this $18 million division supplying special component parts to OEM and distribution customers throughout the U.S., Canada and Mexico.

· In 1994 increased sales 32% and improved profits 10% by introducing new product strategy while core business was in a depressed market.

· Saved more than $350,000 by implementing a standard parts program to reduce multiple setups and allow longer production runs.

· Developed Engineering Awareness Program to enable improved design of existing as well as new products by managing a cross functional team of Emco and customer personnel.

J.T. MARTIN COMPANY






                    
President

Established and built this independent sales representative company to more than $3 million in annual sales.

· Developed small market potential into profitable business for six major metal and rubber specialty manufacturers by introducing new product technologies to new customer base.

· Implemented the 'ABC' formula for rating customers to maximize business results before this became a part of normal sales strategy.

· Exceeded the sales quotas for each of the six manufacturers every year for ten years by maintaining existing customer base and developing new potential markets.

· Successfully managed all responsibilities of this growing company while maintaining a high level of profitability.

EDUCATION
University of Minnesota – Marketing Major
Gustavus Adolphus College – Business Major
Continuing education in Total Quality Management, Strategic Planning and ISO Auditing 
