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Background Summary 
* Results driven Sales Executive combining expertise in Building Sales networks and strategic business development in the Electronic Component, Connector, and Electronic Manufacturing Equipment industries * Extensive Field Sales experience with a track record of hiring, training and managing sales representatives and implementing distribution channels * Very well versed in selling into a wide variety of markets including Automotive, Consumer, Medical, Industrial, and Consumer Electronics sectors *  Applies sound business tactics for sales planning and strategies that focus on new markets to fuel long term growth * Adept at identifying, defining and developing high profile accounts in targeted markets and consistently obtains sales increases with a focus on high margins 

                                                           Professional Experience
Multi-Contact, Santa Rosa, CA

                                                                02/2010 to 2011

Manufacturer of connector systems, components, and assemblies utilizing a patented multiple point electrical connection design
Vice President Sales & Marketing/ National Sales Manager
Managed and directed the North American Sales & Marketing efforts for a leading manufacturer of Electrical Connectors utilized in Industrial, Military, Consumer, Medical, Nuclear, and Solar/ Renewable Energy Accounts.  

- Maintained a 70% Global market share in “MC type” Solar Connectors  

- Oversaw the promotion of multiple Sales Executives and hired and trained new Executives
- Developed and modified the MC corporate image
- Captured new accounts resulting in an annual 20% increase in sales

- Developed new revenue analysis reporting system for presentation to Board of Directors

- Through Market Analysis, created targeted strategies to increase growth

Horizon Sales, San Diego, CA and Michigan                                                                   02/2008 to 2010
Exclusive sales representative network selling products and manufacturing equipment into the electronics manufacturing industry
Director of Sales & Marketing
Promote and sell electronics manufacturing capital equipment including surface mount technology pick and place equipment, automated optical inspection systems, conveyors, and consumables.  

- Built sales from a zero dollar revenue position to a self sustaining operation in less than six months  

- Formulated strategies for growth and suggested and implemented new product sales initiatives
- Utilize a consultative selling approach helping the customer decide which of our solutions are best suited to his/ her needs
Autosplice, San Diego, CA                                                                                               2002 to 02/2008
Manufacturer of custom connector solutions and Successful Competitor to Molex, Samtec, AMP, JST, Hirose, Delphi, etc.
Business Unit Manager/ Global Sales Manager
Managed Sales and Operation for a multi-million dollar business unit within a $100 million company Complete P&L responsibility reporting directly to the Chairman and Board of Directors  

(Continued)
- Established relationships with key specifiers, design engineers, production and manufacturing engineers, buyers, and management teams at key accounts on a global scale
- Created an additional $10 million dollars worth of recurring sales through new product development
- Provided input and direction resulting in new US Patents
- Created and implemented marketing strategies for print media, online advertisement, trade shows, brochures, and direct marketing.

Western Regional Sales Manager

Managed the Western US, Mexico, and Central America

- Took region from last in sales ranking and exhibiting negative growth to first in year over year percentage increase
- Increased sales by 65% and maintained a 47% profit margin
- Implemented a team of independent sales representatives covering the full territory
- Developed and implemented a business plan that focused upon increasing revenue at existing accounts as well as securing new accounts previously unattainable to the organization
- Resolved several long-standing customer problems at top accounts, which positioned the company for additional orders and improved relationships
AEM, Inc., San Diego, CA                                                                                                      2000 to  2002

Manufacturer of Chip Scale Inductors sold to the Telecommunications, Consumer, and Automotive markets.

Key Account Manager

Responsible for growing sales on a global level with the company’s key accounts
- Implemented team of independent sales representatives on a global scale
- Developed a marketing strategy that included trade shows, product seminars, and print and internet advertising
- Grew sales by 54% through securing new customers and gaining new business through design wins at targeted customers
Horizon Sales, Cincinnati, OH                                                                                             1994 to 2000 

Independent sales representative network selling surface mount technology equipment to the electronics manufacturing industry.  

Sales Representative

Responsible for management of the sales activities in Ohio, Indiana, Kentucky, and West Virginia

- Won Top Global Salesman of the Year Award after only one year in the industry
- Secured a $7 million purchase order from Delphi for vertical curing ovens through extensive coordination between multiple Delphi locations as well as management of the sales process (This is the largest order Horizon Sales has ever and since received.)
- Achieved year over year growth never below 20%
            Education 

San Diego State University, San Diego, CA                                                                                   

Business Management  
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