Thomas J. McKinley
 8658 Zachman Circle Eden Prairie, MN 55344 ● ajmamtm@msn.com  ● 952-996-0587 ● 952-452-2797
Senior Sales, Market, and Business Development Manager

Strategic/Tactical Planning ♦ Organizational Design/Development ♦ Financial Management ♦ Strategic Planning ♦ Mentor  Coach ♦ Continuous Improvement Practices ♦ Transformational Leadership ♦ Vision Casting ♦ Client Services 

Operations/General Management ♦ Human Resource Management 
Senior level industrial business development leader with extensive leadership experience in both fast growing and mature businesses in the domestic and international markets.  Reputation for building strategic partnerships and realizing multimillion-dollar revenue increases resulting in enhanced profitability, reduced costs, and optimized shareholder value.  Recognized for ability to turn around under-performing businesses through strong leadership, creation and implementation of innovative strategies, and balanced operating expense control.  Demonstrated ability to originate high-impact operational, sales and marketing plans, create business development strategies to meet and exceed the company's and the customer’s requirements and expectations, resulting in peak sales and financial performance.  Experienced and respected leader, building highly motivated teams as coach, trainer, and mentor.       

PROFESSIONAL EXPERIENCE

Service Corporation International, St Paul, MN

2004–2009
SALES MANAGER







                 
Charged with increasing regional wide sales while expanding local customer base. Focused on selling solutions to fit customers unique needs; flexibly adapt marketing tactics and presentations to match individual sales cycles. Targeted broad market, meeting customer demand with specific relationship sales and marketing solutions. Key accomplishments included:

· Led staff on the development and implementation of internal controls, project management and client service structures that drove revenue growth by 12% in 2008. Team recognized twice for top sales performance in region. 

· Implemented customer/prospect training program to gain loyalty in a price driven market.  Improved sales team closing percentage by 40% and increased gross margins 5%.

· Enhanced public image and recognition of the firm's name within the business community through new business development, community outreach, and aggressive networking.
Uncommon Conglomerates, Inc. St Paul, MN

1996-2003

Privately held international precision component manufacturer and distributor of industrial coatings and chemicals to the Industrial manufacturing, packaging, OEM, MRO, and automotive industries.

GENERAL MANAGER/NATIONAL SALES MANAGER  





 

Promoted to direct this entrepreneurial international chemical packaging and industrial based manufacturing company. Directed strategic and financial planning, operations efficiencies, management reporting systems, quality control, product development, distributor sales and marketing efforts. Full Profit and Loss accountability. Key accomplishments included:   
· 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. Extensive recruitment, team building and training raised sales closings 120% in one year. 
· Built cohesive, productive sales team of manufacturer representatives, and distributor sales networks to effectively promote product groups in targeted domestic and international markets. Successfully transformed marketing strategy into tactical market plans to secure lucrative Fortune 500 contracts.  
· Researched and introduced bundled service package targeted at small manufacturers resulting in 35% increase in annual revenues. 
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ZK Industries - Meridian Group Milwaukee, WI

1993-1996
Privately owned international manufacturer of precision manufactured quality fixtures for the architectural, plumbing, hardware, OEM, packaging and automotive industries.

DIRECTOR OF SALES AND MARKETING                                    






Business growth and profit/loss responsibility for domestic and international business segments. Established and directed domestic and international distribution vertical channels. Coordinated marketing, sales and promotion, strategic planning, technical research, development and introduction of existing products and new technologies. Key accomplishments included:   
· Developed and directed technical sales force and marketing team which expanded customer base by 40% and increased business segment profitability by an average of 7.8%.
· Re-engineered core assets and applications to create new market opportunities and boost sales production creating greater value to shareholders. 
Previous Experience at Dexter Corporation Waukegan, IL 








A $130 million technically oriented worldwide producer of coatings, compounds, adhesives, and sealants and related products to the packaging materials, OEM, construction, medical and aerospace industries. 

MARKET MANAGER 









Fast track promotion through increasingly responsible positions ultimately reporting to the President. Charged with developing and directing marketing strategies to grow newly acquired product group. Spearheaded account development programs: customer needs assessment to improve customer satisfaction and retention.  Key accomplishments included: 

· Negotiated successful long-term contracts for commercialization of leading-edge technologies with Fortune 500 Corporations and corporate accounts in Mexico, Latin America, Africa, Europe, and the Pacific Rim. Expanded customer base by 35% and increased business segment profitability by 10%.

· Managed team of domestic sale and technical service representatives and directed international business development programs through team of international sales engineers and operations management, which met sales quotas and profitability objectives over five consecutive years.  

EDUCATION

Bachelor of Arts Degree: Political Science


St. Cloud State University, St. Cloud, MN

Opus College of Business: Mini MBA                                           University of St Thomas, St. Paul, MN
Continuing Education: Business Ethics, Lean Six Sigma Quality Management, Human Resources Management, Marketing Management, Finance and Accounting Management, International Business, Strategic Planning, Leadership Practices, Operations Management, Organizational Analysis and Change, Economics: Markets, Organizations and Management Strategies, Microsoft Office. 
 PROFESSIONAL & VOLUNTEER AFFILIATIONS

Boy Scouts of America

The Sales Association, Twin Cities Chapter

Sales Management AssociationThe Sales Association - Twin Cities Chapter

 HYPERLINK "http://www.linkedin.com/groups?home=&gid=2801325&trk=anet_ug_hm&goback=%2Efps_Thomas+McKinley_*1_*1_*1_*1_*1_*1_*1_Y_*1_*1_*1_false_1_R_true_G%2CN%2CCC%2CI%2CPC%2CED%2CFG%2CL%2CDR%2CSE%2CFA%2CCS%2CF%2CP_*2_*2_*2_*2_*2_*2_*2_*2_*2_*2_*2_*2_*2_*2_*2_*2_*2_*2_*2" The Sales Association - Twin Cities Chapter
Sales Management Executives
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