CHUCK KITCHEN
17696 Hyde Park Avenue, Lakeville, MN 55044
C: (952) 412-9106   www.chuckkitchen.com   kitchenc@hotmail.com   http://www.linkedin.com/in/chuckkitchen
Executive Leader Delivering More Growth, Profitability, Loyalty
Executive Management
· Board of Directors for Source One Alliance, LLC and Bearing Specialists Association responsible for legal and corporate compliance and operational excellence.
· VP of INTERSTATE BearingSystems with complete P & L responsibility reporting to President and General Manager:
· Revamped ten-year-old division from negative to record profits while out-performing the industry best by aligning expenses with actual business and mentoring and hiring business professionals that understand sustainable, profitable growth.
· Improved company gross margin from 19% to 25% through formal training of division staff and vendor consolidation strategies.
· Active member of various manufacturer and industry Advisory Boards.
· As TORRINGTON Regional Manager reporting to Director, spearheaded necessary efforts in 2001 to be only region ahead of previous year.  Championed regional growth from $37MM to $42MM.
· As District Manager in Minneapolis reporting to Director, rejuvenated district office from a static position of $10MM to $17.5MM. 
Sales Management

· As District Sales Engineer in New England, transitioned share of regional paper industry from a distant #2 to joint #1 position through better understanding of client’s business and improved supply chain.
· As District Sales Engineer in Cleveland:
· Increased annual sales from $600K to $6MM to a key distributor by identifying unmet needs and changing internal culture on need to align with customer.
· Significantly reduced competition at major steel mill account by working much more closely with distributor channel partner resulting in market share growth from $300K to $2MM.
· As District Manager, doubled sales from $1.5MM to over $3MM with regional distributors to become their #1 supplier. 
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EXPERIENCE

Source One Alliance, LLC, Minneapolis, MN                                                         1/029/09

Alliance of industrial suppliers offering best in class direct (OEM) and indirect (MRO) material to manufacturers and business institutions via automated supplier pull system. 
 Board of Directors
· Provided vision and leadership to support growth from $13MM to $50MM through new processes and procedures.
· Established new customer analysis program to determine best fit.
· Managed company financial and human resources support resulting in profitable growth position.   
INTERSTATE BearingSystems, Minneapolis, MN                                         

1/02-9/09

Independent distributor of industrial bearings and power transmission products and maintenance and repair services throughout the Upper Midwest and Western (MT & WY) United States.
Division Vice President
· Recruited repeatedly by current CEO to turnaround poor performing division with extensive competition in recessed economy.  In first year re-engineered company to positive cash flow.  Delivered record profits each of last 4 years.  Key strategies: instituted formalized sales process including forecasting of sales, call frequency, objectives and gross margin by account.

· Introduced strategic method to sales process where there had been none. Changed culture at Interstate to engage more deeply with customers and be more accountable. Improved profitability for clients and Interstate using this process.

· Led division to produce $10M in profit over eight years (from -$24K loss) with individual performance exceeding industry best by as much as 53% through improved sales processes, accountability through reporting, and focused selling effort. 
· Delivered $250K-$350K/year profit through the development of a Key Supplier incentive program.

· Added full line of products to appeal to OEM and MRO customers of multiple industries resulting in increased sales of 56% and gross margin of six percentage points without erosion of core product line.

· Reduced inventory 46% without disruption of services by improving forecasting and purchasing strategies. This improvement resulted in an annual inventory turn of seven.
· Optimized logistics converting it from a cost to profit center well in excess of $150,000.

· Reported to President and General Manager with thirteen direct and five indirect reports.
The TORRINGTON COMPANY, Div. of Ingersoll Rand  Torrington, CT                    1984-2001

Major global manufacturer of ant-friction bearings and engineering services with annual sales of $1.4B with worldwide manufacturing facilities and sales offices covering virtually all industry segments.
Regional Manager    Reno, NV 9/99-12/01

· Increased sales 14% from $37MM to $42MM. This increase came from the design and use of customer profiles for District Sales Engineers and Customer Service Representatives creating a collaborative selling effort.  Only region ahead of previous year’s sales.  First in industry to initiate this sophisticated selling technique. 
· Facilitated rollout of sales initiative across all company departments to identify opportunities and develop, and execute a business plan. 
· Reported to Director with eight direct and eight indirect reports including Customer Service Center.
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District Manager    Minneapolis, MN 9/96-9/99
· One of youngest District Managers in the history of the company. Promoted to manage the previous manager, and successfully gained his respect and support.

· Re-aligned territories, adjusted goals, grew sales 15% year-over-year from $10MM to $17.5MM, and added 2 staff to support new growth.

· Initiated and completed market research of the Iron Range and recommended a specialty pricing only strategy.

· Reduced company expenditures associated with rebates by developing a report to track discounts by branch and established guidelines for future rebates.  Today this process is used industry-wide. 

· Reported to Director with five direct reports.
District Sales Engineer    Cleveland, OH 1/93-9/96
· Responsible for $4MM in annual sales and reported to District Manager.
· Converted an adversarial relationship with distributor who held contracts for a number of local steel mills and transformed the account from $600K/yr to $6M/yr:

· Repaired non-existent relationship with distributor that no one thought could be fixed by demonstrating mutual benefits of working together. This was a significant culture change.

· Developed relationships with all distributor and steel mill personnel from warehouse to management improving partnership with channel partner’s processes and focus.

· Working closely with distributor sales force, identified and facilitated end-user solutions with field service, engineering, product design, sales and production.

· Instrumental in securing the world’s largest single steel mill order for the year valued at $1.5M because of my relationship with steel mill executives. Knew of plans to build a new plant 6 months in advance of competition. 

· Secured majority share of a large gearbox manufacturer’s needs valued in excess of $.5M / yr by working in depth with their Purchasing and Engineering Departments.
District Sales Engineer  Merrimack, NH 4/87 – 12/92

District Sales Engineer  Philadelphia, PA 9/84 – 3/87

Professional Affiliations

· American Wind Energy Association, 2008-2009

· Bearing Specialists Association Board of Directors, 2003-2008
· Bearing Specialists Association Vice Chairman, 2004-2009
· Power Transmission Distributors Association Industrial Careers Pathway Chairman Twin Cities, 2006-2009

· SKF Premier Club, 2002-2005, 2007-2008
· SKF Distributor Advisory Council, 2002-2005 

· Timken Distributor Advisory Council, 2005-2006

Education

· Case Western Reserve University - Weatherhead School of Management.  Attended graduate school while working full time.1995-1996 

· Clarkson University, B.S. Industrial Distribution 1982-1984 

· State University of New York at Delhi, A.S. Engineering Technologies 1980-1982[image: image1.png]









