John C. Gibbs

Lakeville, MN 55044                                jcgibbs03@gmail.com                                         Cell:  612-741-7894

Senior Manager with proven leadership success in Operations, Marketing and Engineering. Broad business perspective, combined with strong communication skills, resulting in a unique ability to convey technical and business information to audiences at all levels of an organization. Known for developing top line growth, achieving bottom line results and meeting operational objectives.

KeY competencies
	    Leadership & Management

· P&L management

· Employee development

· Conflict resolution 
· Budget planning/adherence
	    Operations & Technology

· Lean & Six Sigma green belt

· Continuous improvement

· Capacity planning
· ISO/TS quality systems
	      Sales & Marketing

· Strategic planning

· Voice of the customer

· Forecasting

· Product development



Professional experience
Freudenberg-NOK General Partnership (FNGP)                                                          1999 – 2009
(A $1 billion business unit of an $8 billion global company manufacturing rubber sealing products for automotive and industrial markets. Dichtomatik Americas is a division of FNGP providing global sourcing and distribution services.)
Director, Dichtomatik Americas, Shakopee, MN    (2007 – 2009)
Directed Marketing, Product Management and Engineering team of 7 direct reports for a $45 million division with 6 product lines servicing all of the Americas. Led strategic planning, contract negotiations, brand management, market analysis, technical product support, and managed a $1 million operating budget.
· Converted division to market-based pricing system from cost-plus mechanism, generating multi-point margin increases at key accounts.
· Developed and implemented product specific pricing models across 4 product lines supported by price books, discount structures, and a web-based catalog; repositioning the organization in the marketplace.
· Justified $225,000 inventory investment and $95,000 tooling expenditure on fledgling $1.5 million product line by presenting cost justification built upon detailed marketing plan.
· Orchestrated marketing and engineering aspects of ERP implementation, consolidating four office locations and three distribution centers previously running on separate systems.
Division Product Manager, FNGP, Radial Shaft Seal Division, Cleveland, GA    (2003 – 2007)
Drove business development and global projects for 3 product lines in $250 million division, coordinating business partners in Europe, Japan, SE Asia, Mexico, Brazil and Canada.

· Senior Management Team member responsible for establishing Radial Shaft Seal Division as best in FNGP in consistently achieving financial targets and meeting organizational objectives.
· Developed and presented strategic plans, generated annual production forecasts, created basis for annual operating plan, and served as primary contact with international suppliers.

· Closed $5 million Long Term Agreement with major Detroit automaker by developing and presenting value package defending our product versus competitor’s lower priced alternative.
· Identified and selected to lead Quote Department and Product Launch Process for 7 years. Managed Customer Service and Warehouse functions for 2 years, and served as an Internal ISO/TS Quality Auditor all in addition to primary role.
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Project Manager, FNGP, Radial Shaft Seal Division, Cleveland, GA    (1999 – 2003)
Led manufacturing projects and continuously expanded role to include operations support, mentoring, process development, product management, and continuous improvement for $80 million facility. 
· Successfully developed strategic plans, created forecasts, performed market analysis and drove improvements to the bottom line, which resulted in the organization re-establishing the Product Manager position company-wide and a promotion to Division Product Manager.
· Developed APQP process that resulted in over 50 successful product launches per year for customers such as GM, Ford, Toyota, Honda, Cummins, Briggs & Stratton and Eaton. 
· Applied Lean and Six Sigma methodologies to 18 shop floor and business process kaizens which resulted in immediate process improvements and cost savings.
Roller Bearing Company of America (RBC)                                                                   1994 – 1999
(Growing from $80 million to over $100 million at the time, RBC manufactured precision roller bearings and related anti-friction products for industrial distribution, heavy equipment and aerospace markets.)
Product Manager, Walterboro, SC    (1999)
· Turned around declining $6 million sales line by generating new accounts worth $3 million. Identified new applications, created new sales channels, and re-established market presence.

Plant Manager, Walterboro, SC    (1998)

· Stabilized newly acquired and struggling $6 million, 65 person, manufacturing plant through rigorous P&L management, budgetary controls, commitment to quality, and personnel development.
Product Manager, Hartsville, SC    (1996 – 1997)
· Created marketing collateral, coordinated trade shows, generated quote proposals and grew market share for a $17 million product line.

Manufacturing Manager, Hartsville, SC    (1994 – 1996)
· Increased productivity 22% by applying SPC tools to identify, target and address downtime.

The Torrington Company                                                                                                 1978 – 1994
(A $1.2 Billion precision bearing manufacturer in 1990’s when owned by Ingersoll Rand. Primary markets served were automotive and industrial OEMs. Production capacity now part of Koyo Bearings USA.)
Product Manager, Torrington, CT    (1993 – 1994)
· Managed $35 million product line covering the Americas. Headed cross-functional international team in developing $23 million business plan for new product design requiring $4 million capital investment.

Project Manager, Dahlonega, GA    (1992)
· Launched Activity Based Costing accounting model for $200 million division. Created and executed plan, selected and purchased software, trained on-site teams, and led two site implementations.

Plant Superintendent, Dahlonega, GA    (1987 – 1991)
· Led 180 hourly and 12 salaried personnel in a $22 million plant. Generated plant-wide quality and productivity improvements in excess of 15% for 3 successive years.

Product Line Supt, Engineering Group Ldr, Manufacturing Engineer, Clinton, SC    (1978 – 1987)

Education & TRAINING
· MBA, Clemson University, Clemson, SC
· B.S. Mechanical Engineering, University of Wisconsin, Madison, WI
· Attended numerous company-based and professional training programs, such as:  Value Pricing, Lean Manufacturing, Channel Sales, Productivity through Quality, and Team Facilitation.

· Skilled in Microsoft Office (Word, Excel and PowerPoint) and Microsoft Project.
http://www.linkedin.com/in/johncgibbs









