Robert Riemer

129 Wilshire Ct.

Danville, CA. 94526
(925) 548-9633 Cell
(925) 820-6545 Home

(925) 820-6546 Fax

briemer@pacbell.net 

OBJECTIVE

Seeking a challenging sales position with a dynamic company pursuing rapid, consistent growth in technology design, equipment or related industry. 
SUMMARY

· Seasoned professional with a broad-based sales background including regional management, direct territory sales, distribution sales and manufacturer’s representative management. 

· Disciplined in solution set application and market knowledge of manufacturing industries.
· Exceptional communicator who utilizes strong interpersonal skills to establish quick rapport and sound credibility with customers.

· Consistent team-player who actively supports company objectives while contributing insights and original ideas promoting organizational improvement.

PROFESSIONAL EXPERIENCE
2009 – 2010   JH Technologies, Inc., San Jose, Ca. 

JH Technologies is the Exclusive Distributor for Leica Microscopes and other Optical Inspection Systems in the Northern California and the Pacific Northwest Area.   

Sales Engineer

Responsibilities: Sales in the 510, 925, & 408 Area Codes for All Industrial Accounts.

Significant Achievements

· Consistently made my Numbers (Quota) in a slow economy.
· Brought in many New Accounts from my Extensive Personal Database of Accounts in the Area. 

· Successfully Attended “Leica Spin Sales” Training course. 
2006 – 2009   Vision Engineering., New Milford, Ct. 

Vision Engineering manufactures Stereo Microscopes, and Optical Inspection and Non-contact measurement systems using patented expanded pupil technology.

District Sales Manager

Responsibilities: Support and growth of sales in the Northwestern region of the United States and Western Canada;  support and growth of the distribution network and key account development and direct account sales; set sales performance goals and managing progress of manufacturers’ representatives and Distributors.
Significant Achievements

· Named Vision’s District Sales Manager of The Year 2008.
· Achieved positive growth and met goals for over two years. 

· Achieved 45% growth in 2008.
· Sold several Systems to 1st time user “Apple”.
2004 – 2006   Mueller Electric Co., Cleveland, Oh.                   
Mueller Electric Co. manufactures electronic and electrical connectors. Mueller is a key supplier to the automotive, electronic, electrical, telecom and specialty markets.
Western Regional Sales Manager

Responsibilities: Responsibilities:  in the western third of the United States and Western Canada;  support and growth of the distribution network and key account development and direct account sales; set sales performance goals and managing progress of manufacturers’ representatives; developing applications and creating “design-ins’’ with end-user accounts.
Significant Achievements

· Achieved positive growth and met sales goals, 16% increase over prior year.  

· Helped develop and promote and placed new Software program “DLogic” to distribution network in order to provide new method of configuring connector part numbers.

· Re-aligned and trained Rep distribution network to provide more sales territory efficiency.

1989-2004  Autosplice Inc., San Diego, CA.                   

Autosplice Inc. designs and manufactures and markets interconnects and interconnect applicator systems to electronics manufacturers.

Northwest Regional Sales Manager

Responsibilities: Support and growth of $6M in sales within three sales territories; key account development and direct account sales, set sales performance goals and managing progress of manufacturers representatives; developing applications and design-ins with end-user accounts.
Significant Achievements

· Promoted to Area Sales Manager, 1992

· Promoted to Northwest Regional Sales Manager, 1995

· Achieved positive growth and met goals eleven straight years 

· Achieved  35% growth in 2000, ($6,000,000).
· Broke into “Apple Computer” for the 1st time and developed it to be one of company’s largest accounts.
· Made Autosplice corporate history by bringing in the single largest customer contract to date.
1985-1989     Gravely & Associates, Costa Mesa, CA. 
Manufactures’ representative company that markets and sells electro-mechanical and passive components to the electronics industry.
Sales Engineer

Responsibilities: Territory sales in Los Angeles and Orange Counties including lines such as  LittleFuse, Carol Cable and Clarostat Mfg. 
Significant Achievements:  Achieved 20% compound annual growth over four years
1983-1985      Kel-Am, Eldon, MO. 
A manufacturer and marketer of card-edge, DIN and rotary DIP connectors.
Regional Sales Manager

Responsibilities:  Sales in all states west of Mississippi.  
Significant Achievements: 
· Achieved a 40% increase in sales.

· Succeeded in setting up manufactures representative and distributor networks in the western United States.
1981-1983
BIW Cable Corp., Boston, MA.  
A manufacturer of specialty wire and cable, connectors and cable assemblies for high power and signal applications. 
Regional Sales Manager

Responsibilities: Sales in So. California, New Mexico, Arizona, So. Nevada.
Significant Achievements:  Exceeded sales quotas each year and opened new niche markets in transportation and construction.
1977-1981
AMP, Inc., Harrisburg, PA.  
The leading and largest manufacturer of connectors and interconnect devices.
Sales Engineer

Responsibilities:  Sales in So Calif. territory with primary focus on new account acquisition and development. 
Significant Achievements:  Received over a dozen sales awards for growth and achievement of sales objectives.
EDUCATION

1973-1977   California State University, Dominguez Hills;  Bachelor of Arts, Psychology
Minor: Marketing             
Pepperdine University:
Post Graduate courses in Educational Media

Jack Berman Professional Selling Course

AMA Professional Selling Courses

AMP Professional Development Course
Leica – SPIN Selling Course
