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SEASONED EXECUTIVE 
Career Summary

Seasoned  Executive for over 20 years  with mid-market portfolio companies as President - C-Level including M & A and IPO. Understand strategic and financial objectives. Skilled in change management – growth strategies, product development, team building, turnarounds, start-ups. Experienced in business development, manufacturing, operations sales, marketing, and design, manufacturing, and technical engineering management, domestically and in Europe and Mexico. 

Selected Accomplishments
· Increased Growth Rate - Five year 24% sales growth rate/19% growth rate in earnings. Rates above the industry average. Achieved Business Week list of top 100 growth companies.

· Expansion of Customer Base -  Broadened the customer and product base to accelerate growth. Changed customer mix, so that no customer comprised more than 15% of sales. 
· International Expansion - Established European sales, engineering, and warehousing functions for two companies. Entered into J.V. and acquisition talks with European customers. “Green field” Mexico plant. 
· Improvement  of  Company  Image –  Image  damaged  by  exit  from   core  customers. New web site, new literature in several languages, higher tech approach.  New company name.  
· Company Turnaround - Re-price and exit 65% of the business. In 45 days renegotiated   35 contracts with 25% price increases/15 day terms.  Reduced staff from 125 to 60 in 6 months, reduced overhead by $5,000,000.  Reduced debt over $22,000,000.  
· Go Forward Strategy - Developed dual path, Exit and Retention strategies to secure $28,000,000 base and minimize damage. Retained $4,000,000 of exiting business with 15% higher prices. 

· Division Turnaround - Losing $400,000 per month on $2,400,000 in sales.  Within six months, losses were reversed and replaced with a 10% operating margin. Reduced unprofitable part numbers, cus​tomers, and overall transactions by 70%.
· Settled $26 mil recall - Developed legal response, negotiated settlement of $600K over 5 years if customer maintained current level of business. This allowed owners to sell. 
Experience

DynAmerica Manufacturing LLC                           President & COO,  2007
A Privately held $20-25 mil manufacturer of precision safety related seat belt and air bag components for OE/Tier 1 automotive and industrial/commercial electronic customers. Complete P/L responsibility for US and Mexican operations including finance, sales, manufacturing, and engineering. 
· Successfully launched Mexico facility developing successful staff, capital, and financial capabilities

· Negotiated successful end to major quality and financial issues with largest customer

· Largest tool builds and new product launches in company history

· Successful  takeover and launch of over 70 transfer tools in hostile environments for three customers 
Independent Consultant





Owner,  2005 - 2006




Assignments include:

 VP – Sales - For Highland Capital Management and Barrier Advisors. C11: In/Out. Rebuilt sales team for $175 mil wheel and component manufacturer. Developed major transplant opportunities, re-negotiated customer contracts.  Worked down size/sales/liquidation processes n C-11
 Company Profitability Planning -. Developed re-pricing strategy for Midwest electronics manufacturer in mobile equipment industry. From pricing to possible business exit strategies.
Billboard Video Inc., Frisco, Texas  
Executive Vice President – COO, 2003 - 2005
Digital advertising and engineered LED displays. Led manufacturing, technical, purchasing, sales, marketing, human resources.  Led due diligence team. Took control of all operations once acquisition complete. Built a team and organization capable of supporting future growth.  

 Organizational Strategy and Development - Evaluated staff, facilities, and organization. Built organization to emphasize technology, responsiveness, and service.  Implemented project management and Supply Chain team. Moved to new facility. 
 Product Line Start Up -. Put in place national rep network as well as key national distributors, developed sales and market plans, developed a national warranty and service program,   set up national warehousing and logistics operations. 
 Precix Inc., New Bedford, MA


EVP– Business Development, 2001 - 2003
Maker of elastomeric seals for automotive, aerospace, and chemical applications. Turnaround situation. Leadership for all sales, marketing, manufacturing and technical engineering.  Six direct reports (Director of Sales, Technical Engineering Manager, Manufacturing Engineering Manager, Restructuring Sales Manager, and two Restructuring Manufacturing Managers), a staff of 51 engineers/ technical personnel, and sales staff of 10 rep groups – domestic and foreign 

 Company Turnaround - Company losing $500,000 per month on $7,000,000 in sales. Developed and executed strategy to re-price and exit 65% of the business. In 45 days, renegotiated contracts with 35 major customers with 25% price increases/15 day terms.  Reduced staff from 125 to 60 in 6 months, reducing overhead by $5,000,000.  Reduced sales cost over 30%. Negotiated 7% reduction in material cost.  Reduced debt over $22,000,000.  40% reduction in P/N’s/transactions
 Go Forward Strategy - Identified $28,000,000 in higher margin in existing business base.  Developed separate Exit and Retention strategies to secure base and minimize damage.  Retained $4,000,000 of exit business with over 15% higher prices. Put new sales, technical and distribution team in Europe. 

 Improvement of Company Image – Devel​oped new web site, high quality literature in several languages, conveying a customer - oriented, higher tech message.  Changed company name.  
HILITE INDUSTRIES, Carrolton, Texas                      VP-SALES AND MARKETING, 1985 - 2000

Maker of valves, clutches, actuation devices for automotive, mobile equipment applications. Led sales, marketing, and design engineering. Turnaround, restructuring, acquisition, IPO, product line rationalization, new product introduction.  Led company into Europe.
 Division Turnaround - One of the company’s divisions was losing $400,000 per month on $2,400,000 in sales. Re-priced the business. Losses were reversed and replaced with a 10% operating margin.  Reduced unprofitable part numbers, cus​tomers, and overall transactions by 70%.
 Facility Consolidation - Two divisions losing money during technology transition.  Combined facilities and staff, reducing breakeven 25%. Became known as engineered product source.
 Increased Growth Rate - Five year 24% sales growth rate and a 19% growth rate in earnings.  The company also received 95% of its revenue from engineered products with margins and growth rates above the industry average.

· Growth Potential:  Established European sales and engineering functions, entered into J.V. and acquisition talks with European customers.  50% of the engi​neered product sales were on new products within current customer base.  Achieved Business Week list of top 100 growth companies.
 Expansion of Customer Base:  Using references from customers, and similar strategies and product solution approaches, was able to change the engineered product customer mix, so that no customer comprised more than 15% of sales.
 New Product Introduction:  New engineered products accounted for over 50% of growth. Developed for customers and prior competitors. 
· Improvement of Company Image - Devel​oped high quality literature in several languages conveying a customer-oriented, high technology approach.    
Other Positions Held:

· VP-Operations/ Operations Manager/Plant Manager/H.R. Manager
Education

Xavier University, Cincinnati, Ohio, 
MBA
B.S. in Business Administration







