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Sales Management – New Business Development
Results-oriented, independently motivated and disciplined sales and marketing professional with a consistent record of new business development, revenue and profit growth. Innate ability for identifying new product and channel opportunities.  Recognized for consistently providing definitive, cost effective sales growth strategies and market/process solutions. Proven abilities include;
▪ New business & channel development

     ▪ Contract negotiations and RFQ preparation

▪ Distributor development and management
     ▪ Sales and service training
▪ Strategic planning and tactics development
     ▪ Competitive analysis and market trending
▪ Team leadership and project management
     ▪ Product development and introduction
▪ Forecast, pricing and margin delineation
     ▪ Value proposition design and delivery
PROFESSIONAL EXPERIENCE

LAD SALES and MARKETING Inc. – Minneapolis, MN


                    2000 – Current
Contract sales and marketing
· Independent Projects                                

  2000 – Current
- Sales/account management, business and product development, process improvement, sales and service training and project management in commercial/industrial markets. Working with a wide range of companies such as MicroTalk Technologies Inc., ComLink Enterprises LLC, National Interchem, incomm, AMP, Heartland Automotive Services, RockLedge Resources I bring value through my clear communication of strategies and tactics and well executed negotiations. 
· Dynamic Concepts International


  2007 – Current
- Sales of branding, blending, merchandising and packaging services. 

· Obtained $4.1M in sales of private label industrial lubricants business in 2010. 
· Designed/executed a pull through marketing program resulting in $6M of distributor sales. 
· Donaldson Co. Inc. – Gas Turbine Systems Group
       2003 – 2005
- New business development
· Secured a $2.3M project in new target market (GE Oil & Gas) in 2.5 months. 

· Attained two new product development projects into the Micro Turbine market.

· Alpha Protech LTD – Protective/Safety Clothing 
       2002 – 2003


     - Sales training – filtration and personal protection products for high contaminant environments. 

· Pentair Co. – Century Manufacturing Co.                         2001 – 2002 


     - Sales and customer retention during acquisition and transition.
· Increased portable power equipment sales 63% to Maintenance Warehouse in six months.

· Sold three new commercial welding products into Sears increasing sales 32%. 

· Negotiated a $40,000 [net] annual cost reduction program with Sears.

· Ware Manufacturing Co. – Metal Fabrication                 2000 – 2001 

- Directed transition of customer assignment, operations and sales. 
APACHE HOSE & BELTING COMPANY, Inc. – Minneapolis, MN

                    2005 – 2007

National Accounts Manager                    

Recruited to turn around top 30% of corporate commercial accounts. Product offering - hydraulics, pneumatics, transfer hoses, adapters, fittings, gauges and pressure washer accessories [PWA]. 

· Increased sales 30% and GPM 10% with Lowes, Apache’s largest customer, in 2007. 

· Increased hydraulics and pneumatics sales to Northern Tool by 20% in 2006.

· Increased PWA sales to Tractor Supply by 16% in 2006.

· Exceeded annual forecast for Menards by 26% after securing PWA category in 4 months.        
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WARE MANUFACTURING COMPANY – New Hope, MN
                                              1996 – 2000

VP Sales and Marketing
Developed new corporate marketing strategy, sales plans and marketing materials. Managed manufactures representatives and top-level accounts. Directed evolution of a customer service department and estimating department. Product offering - made to specification metal stampings and wire forms. 

· Secured a 9.3% price increase with largest customer (Toro Inc.) 

· Increased sales 35% first 18 months in position.

· Increased base sales of $11.5M 33% in 2000. 

· Increased quote attainment rate 4.9% by implementing an estimating process and developing a customer service department.
DRYWALL SUPPLY, INC. – Rogers, MN
                                                                        1995 – 1996

Sales and Operations Manager

Contracted to write a business plan and develop, through to execution, the sales and marketing tactics to exceed sales and GPM goals. Product offering - texture and airless paint pumps, drywall tools and construction and contractor equipment supplies. 

· Re-directed the efforts of a seven person sales force to successfully launch two new product lines, which resulted in exceeding sales budget and gross profit goals by 9%.

GRACO INC. – Minneapolis, MN
                                                                                     1986 – 1995

District Manager

Developed and expanded three consecutive commercial/industrial sales territories. Product offering - specialized pumps, regulators, valves and atomizing devices in the fluid handling industry focusing on contractor equipment and niche market development.
· President’s Club Award - seven of eight years for exceeding plan a minimum of 115%. 

· ‘Niche Market Sales’ award for obtaining 25% of all new product sales nationally three consecutive years in a 48 person sales force.

· ‘Top Texture Unit Sales’ award - sold 40% of texture units nationally three consecutive years. 

· ‘Top Roof Rigs Sales’ award - sold over 25% of roof units nationally three consecutive years. 

· ‘Top Gun’ award for creatively exceeding annual territory sales goal by 148%.

· Election to the President’s Sales Advisory Board for exceeding all goals and expectations.

ADDITIONAL EXPERIENCE

Membership Director MN MFG Network, past board member AWMI [Association of Women in the Metals Industry], past member of ASME, SME, PMA [Precision Metal Association], PDCA [Painting Decorator Contractor Association], MN Lath & Plaster Association, product line manager, service parts manager,  inventory manager, engineering change order [ECO] manager. Preview more at http://www.rockledgeresources.com/ldemarais.shtml and www.linkedin.com/in/lizdemarais.
COMPUTER SKILLS

Microsoft Office Professional 2007 certification. 
Microsoft 2003 certified in Word, Excel, PowerPoint and Access.
Highly skilled in Microsoft Outlook, Goldmine, AS400 and Lotus Notes. 
EDUCATION

North Hennepin Community College, Brooklyn Park, MN – Business Management

University of Minnesota, Minneapolis, MN - Marketing Communications

St. Thomas, St. Paul, MN - APICS certification (American Production Inventory Control Society)

Premier Computer Education – Microsoft Office Suites 2003 Certification 
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