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As an awarding winning Sales Manager, I have specialized in securing and growing key accounts in the electronics and materials manufacturing industries. I have been described as a go-getter, energetic, analytical hands-on sales person.  In creating win-win situations with customers, I provide exceptional service to achieve consistently strong revenue performance.  I am also a strong negotiator with excellent written and verbal communication skills who works well in stressful and competitive environments.
· Turning around underperforming sales territories
· Meeting aggressive sales goals 
· Provide post sales customer support 
· High Motivation Team Building, Extremely Effective Leadership

· Building new sales territories 
· Establishing, strong, long-lasting customer relationships

· Initiating sales training programs that boosted productivity

· Spearheading new marketing and sales initiatives

Selected Accomplishments

Turned around company Sales.  Sales and market share of Telsonic were steadily declining. I was hired to regain profitability and market share. I doubled the sales within the first year, while increasing the number of customer accounts by 35%. I re-established relationships with existing customers by providing new ideas to help increase their production. 
Opened new market.  When opening Viscom’s North American Sales Office, I developed a sales/marketing plan to become one of the top thee suppliers in North American for AOI. (Automatic Optical Equipment)  In addition I provided real time SPC (Statical Process Control) software solution along with system integration. 
Customer Retention, An existing customer of Viscom was threatening to purchase a competitors machine due to price.  I went in to the account to re-establish relations and to work with engineering to draft a technical summary supporting our capabilities. I also developed an alternative financing payment plan for the company and saved the account.

Career History

Telsonic Ultrasonic Inc.,    Shelby Township MI



(2006-Present)
North American subsidiary of a company based out of Switzerland providing Ultrasonic Manufacturing Solutions for industrial powders in Electronic, Medical, Manufacturing and Industrial markets. 

Sales Manager (Process Control Division)

· Achieved/exceeded  sales goals by 110% on average for  2007, 2008, 2010 and 2011 

· Won many new logo accounts through the years including (Cookson Electronics, AIM, Sweco round Separators Macon GA, Midwestern Ind. Macon GA etc.) 

· Hired and managed 5 direct Sales Reps located across the USA.  

· Managed all key accounts to maximize sales potential within North America.

· Managed all trade show, Product Management and Marketing divisions
· Established annual sales operating budget and managed the budget to profitability 

· Developed Service and spare parts contracts to provide ongoing manufacturing support
TSL AMERICA,    Atlanta, Georgia 





(2004 –2005) 
North American subsidiary of an English Company Providing Test Solutions and Services for the PCB/Electronic Manufacturing Industry

Sales Manager,
· Successfully integrated three new products lines, Automatic Optical Inspection (AOI), X-Ray and Material Handling Equipment.
· Managed 21 Sales Reps to maximize sales potential within North America.

· Responsible for all sales negotiations of capital equipment and software solutions for the AOI machines and in circuit testing.
VISCOM, Inc.,    Atlanta, Georgia   
(1997 – 2004)
Viscom AG is a leading provider of Automatic Optical Inspection equipment, X-ray equipment and Software Solution in the industrial/electronic circuit board industry.

National Sales Manager
· Managed the start up of Viscom, Inc. Atlanta Georgia headquarters
· Achieved a 53% increase in sales over a five year period while increasing market share by 200%.

· Hired and managed 2 Sales Managers and 40 direct Sale Reps to maximize sales potential within designated territories.

· Won many International “New Logos” accounts in North America, South America and in Mexico, (i.e. Daimler Chrysler, Guidant, Delphi, Honeywell Defense Systems, Raytheon Missile Systems, Robert Bosch ltda Brazil and Robert Bosch Mexico).

· Established an annual Sales budget and managed the Sales Teams to the budget while maintained profitability.
· Responsible for all trade marketing including show planning, staffing and booth layouts
· Managed all sales operations and negotiations of equipment sales
· Developed Service contracts to provide ongoing manufacturing support
PANASONIC – KME CREATE,    Franklin Park, Illinois 
(1997 – 1998)
A division of Panasonic Factory Automation an Asian company, specializing in Pick and Place assembly equipment.
Southeast Regional Sales Manager
Responsible for new account development and current account management including prospecting, lead generation, qualifying business opportunities and closing sales for High Speed Placement Machines and Advanced Packaging Technology Equipment for Manufacturing.

AUTOMATION TECHNOLOGIES,    Birmingham, Alabama
(1995-1997)
Mid-size Industrial Automation Equipment supplier specializing in material handling equipment using Allen Bradley PLC technology to control the production process.
Midwest Regional Sales Manager

Responsible for new account development and current account management including prospecting, lead generation, qualifying business opportunities and closing sales in a ten state area for electronic conveyors, and material handling equipment.  Key accounts included all Midwest Motorola facilities, as well as Motorola China, Allen-Bradley, Milwaukee (WI) and TRW, Marshall (IL).
WENESCO, INC.,    Chicago, Illinois
      (1988-1995)
Mid-size capital equipment manufacturer for Wave Solder and Surface Mount Technologies
Regional Sales Manager

Reported directly to the owner and responsible for technical and sales support for domestic and international markets for printed circuit board assembly.  Planned and managed the exhibition for National Electronics Production Convention (NEPCON), conducted training and seminars for potential and existing clients.  I prepared new application development, as well as new site installation and manufacturer support.

EDUCATION

DEVRY INSTITUE OF TECHNOLOGY, Chicago, Illinois

MILITARY SERVICE

UNITED STATES NAVY, Charleston, South Carolina

USS Mount Baker (AE-34), Honorable Discharge
References available upon request

