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	Sales Management … National Sales ( Regional Sales

Strong Customer Service Values … Able to Resolve Company and Client Challenges … Interpersonal Talents

	High-producing sales professional with excellent relationship building/maintenance skills refined throughout business development experience. Successful history managing projects from conception through implementation. Detail oriented and well organized able to maintain focus in high-pressure and demanding environments with exemplary ability to analyze situations and opportunities offering insight beneficial to all parties involved. Adept presenter, negotiator, and mediator with reputation for effecting win-win scenarios focused on building lasting partnerships and commonality of purpose. Proficient with Microsoft Windows and Office.

	Areas of Strength & Expertise

	· Strategic Business Planning

· Client Management

· Quality Control

· Relationship Management

· Project Management

· Employee Relations

· Project Development

· Customer Technical Support

· Creative/Strategic Selling
	· Cold Calling/Telemarketing

· Market Analysis/Research

· Client Maintenance/Retention

· Major Account/National Sales

· Merchandising/Promotion

· Staff Training & Development

· Strategic Planning & Initiatives

· Budgeting & Expense Reports

· New Market Identification
	· Productivity Improvement

· Client Needs Analysis
· Product Introduction 

· Public/Media Relations

· Solution Selling

· Sales Presentations

· Program Implementation
· Joint Venture Negotiation

· Margin Improvement

	Professional Experience


Mohawk Paper Company … Albany, New York
2001 to 2004
Manufacturer of specialty grades of fine text and cover papers with clients both domestic and international; annual revenues exceed $125 million with approximately 500employees in 2 manufacturing locations.
Executive Mill Representative

Orchestrated and implemented entire scope of fine paper, coated paper, inventory program and long-term contract sales and product launch lifecycles while simultaneously training new client sales staff; operated in 6-State region including Ohio, Kentucky, Indiana, Michigan, West Virginia, Western Pennsylvania, and Michigan.

Identified and penetrated new markets and accounts; delivered presentations and led/closed negotiations; maintained account relationships and managed key customers; orchestrated order logistics within client’s retail network, and contributed to strategic planning and inventory implementation; also represented company at industrial trade shows with attendance ranging from 200 to 20,000 potential clients.
Collaborated with client sales, sample and marketing departments to coordinate needs, pricing, and message, worked in concert with departments from both companies to manage product output, and contributed to organization of client product launches; with ultimate accountability for customer satisfaction, developed inside sales representative knowledge of account to ensure smooth account maintenance.

· Throughout tenure, increased territory sales 20% amidst average market increase of 10%; exceeded sales budget 95% in 2004.
· Played pivotal role in capture of preferred supplier status within major account due to solid relationships formed with key decision-makers.

· Successfully took market share from 2 major competitors, Neenah and Fox River, via excellent implementation of strategic marketing plans highlighting better product and logistics as well as strong relationships.

· Developed and delivered several presentations to groups of 100+ guests covering design, quality, product qualification, and market strategies; also authored several articles used in company newsletters.
Shasta Paper Company … Shasta, California
2000 to 2001
Provider of fine paper, coated paper and support material to paper merchants selling to businesses for use in food products, creative advertisements, annual reports, greeting cards and automotive industry publications.

Executive Mill Representative

Coordinated all facets of business development initiatives including new sales, account maintenance/relationship management, client product launches, logistics and inventory management, trade show participation, and coordination with various client departments to propel orders and product launches; products sold included fine paper, coated paper and support material throughout 6-State region. Delivered region presentation as National Sales Conference. Managed area sales budgets and expenditures.

· Increased territory sales 30% as average selling cost elevated 5%; sales increase facilitated throughout relationship building, execution of strategic marketing plans and implementation of solid logistics plans.
· Contributed to hiring and training of company associates.

· Supported the customer promotions in advertising by providing and creating a grid outlying the attributes of the products.
Pasadena Paper Company … Shasta, California
1999 to 2000
Producer of coated paper; annual sales approximate $50 million supported by 300 employees. Formerly known as Simpson Paper Company; Simpson owned previous company, Shasta Paper Company prior to sell off.
Executive Mill Representative

Carried out sales and marketing directives promoting fine paper C1S and support material throughout 12-State US market and all of Canada; engaged in high-volume negotiations for no less than 25 million pounds of product monthly. Heavily involved in client relationship management to ensure maximum and efficient account activity.
· Recognized for increasing product volume from 40 million pounds to 50 million pounds thus increasing sales $6 million.

· Contributed to capture and implementation of several new corporate accounts representing 45% of customer’s business.

· Spearheaded placement of new product formulation for specialty companies; also met challenge of new specification – adhering special coating to achieve special mailing requirement.
Simpson Paper Company … Seattle, Washington
1980 to 1999
Paper manufacturer with 10 operating locations employing approximately 8,000 associates; revenues averaged $1.5 billion annually.
Executive Mill Representative (1984 – 1999)
· Recognized with several awards including Highest Total MI in 1996 by Simpson Paper Company, Mill of the Year by Nationwide Paper (customer) 1999 and Statistical Process Control in 1998 by Simpson Paper Company.

Initially served as Sales Representative, 1982 – 1984 and Inside Sales Representative, 1980 – 1982.

	Education


Western Michigan … Kalamazoo, Michigan

Bachelor of Science: Marketing – Minor in General Business and Accounting Law, 1979
GPA 3.2

	Professional Organizations


NPTA – National Paper Trade Association
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