THOMAS BATTELLINO
4169 State Road, Cochranton, PA 16314
Telephone:  814-807-2253	   Email:  battellino21@yahoo.com

AGRICULTURAL RETAIL OPERATIONS EXECUTIVE


OBJECTIVE / EXECUTIVE SUMMARY

Operations Executive role with an agricultural equipment retailer.  Top performing operations leader who creates strategic alliances with organization leaders to participate and influence company procedure development, implementation and execution.  Demonstrated success training, developing, and promoting leadership talent.  Able to recruit high performance management teams if and when corporate cultural changes are required.

Over twenty years experience managing agricultural market retail operations gives me a deep base of knowledge and experience well-suited for this challenge.  My past and current experience combined with our family business of landscaping, excavating and land clearing complements my business experience perfectly (Battellino Land Service).

ACCOMPLISHMENTS

· [bookmark: _GoBack]Family Farm and Home; doubled overall sales from $150M to $330M in 5 years. 
· Tractor Supply Awards
· District Manager of the Year:  2007, 2008, 2011 (only 3X recipient in company history)
· Store Manager of the Year:  2002, 2004
· Best Operating Store:  2002, 2003, 2004, 2005
· Training Manager of the Year:  2003, 2005
· Best New Store:  2001 
· Executive Appointments
· Family Farm and Home:  Manager Advisory Board (2017-2019) 
· Tractor Supply:  Manager Advisory Boards (2003-2005, 2007-2011)
· Tractor Supply:  CEO’s representative to Retail Industry Leaders Assoc.) in Washington, DC
· Central Tractor “President's Award - Manager of the Year" - 1993, 1999

EMPLOYMENT

REGIONAL DIRECTOR OF OPERATIONS 
     Family Farm and Home; Muskegon, MI	2017 to Present
Grew annual sales from $90M to $166M; opened 14 new stores, developed and promoted 4 District Managers; drove sales and built teams; installed professional corporate processes into a relaxed operating culture; initiated daily plans and assignments, selling processes, seasonal sales training, improved store efficiency through metrics management, continuous improvement, and inventory management; developed and ran “Product Testing Lab and Training” program on personal farm

CONSULTANT / OWNER
Battellino Consulting; Cochranton, PA	2015 to 2017
Consulted for farming cooperatives; various assignments included: upgrading and modernizing co-op retail network with store assessment tools, customer service tracking, sales and customer service seminars, personnel work scheduling and assignment systems; feed mill best practices and operational standards initiatives; profit / loss analysis with margin improvement plans and new market recommendations; merger and acquisition analysis and advising
 
DISTRICT MANAGER, TRAINING STORE MANAGER
Tractor Supply Company; Nashville, TN 	2000 to 2015
Responsible for all operations of 14-store district with annual sales of $68M; identified key markets and opened over 20 new stores in western Pennsylvania and northeast Ohio leading expansion into the Northeast; consistently beat sales and profit plans while maintaining the lowest shrink and highest audit scores in region; recruited, developed and promoted 6 District Managers and over 30 Store Managers, often assisting other regions with talent management; developed "Ag Training Day" attended by Managers, District Managers and RVPs to gain hands-on experience with machinery, fencing and livestock at personal farm
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STORE MANAGER, TRAINING STORE MANAGER
Central Tractor Corporation; Des Moines, IA 	1989 to 2000
Grew sales from $4M to $ 6M in first 2 years as Manager of Meadville, PA location; advanced from Manager Trainee to Store Manager in record time; trained team members to deliver outstanding customer service; worked directly with Director of Store Operations to develop Ag Product Knowledge training workshop for company.

STRENGTHS AND COMPETENCIES

Change Management / Integration / Standardization
Change Management:  Encouraging approach to explaining need for and benefits of change; liberal use of recognition and rewards for those who demonstrate desired skills and attitude
Integration:  Team building and cooperative approach to introducing new teams to each other, defining roles and responsibilities, and resolving conflicts quickly
Standardization:  Committed to adoption of standard corporate systems, policies, procedures, and techniques; finding resources for assessment and training; measuring adoption and success rates 

Operational Excellence
Metrics Driven Management:  Metrics management approach deployed to all stores, with tracking and reporting on daily, weekly, and monthly sales, mix breakdown, specials status, staff productivity, exceptions reporting (laggards and superstars), “progress vs. goal” measures, and gross margin by $ and %
Advisory Board Membership:  Drove store sales and profits through monthly board meetings focused on efficiency improvements and overhead / administrative task reduction to foster improved customer service (loss prevention, scanner investments, paperwork reductions, etc.)
Staff Training / Retention / Development Programs:  Provided and trained sales staff on sales techniques, scripts, and “package” selling (equipment, spares, warranty, extras); developed and trained store staff and managers using hands-on farm-based techniques and video programs for classroom training
Incentive Systems:  Developed and trained store staff on incentive systems focusing on mix, volume, and profit goals 

Sales Growth
Volume and Mix Management:  Able to identify high margin product lines and then direct selling and stocking efforts appropriately; develop sales scripts and models to extend beyond just equipment to warranties, spares, service, and add-ons
New Stores:  Investigate new sites and existing retail space; initiate negotiations; started-up up more than 20 new stores with new personnel, inventory, renovations, displays, marketing, etc.

Leadership and Workforce Development
Leadership Development:  Direct mentorship of dozens of upcoming store managers; proficient with rating and ranking systems used to identify and classify high potential talent; extensive network provides leadership talent when and where needed; 11 mentees promoted to District Manager roles outside of my district
Workforce Development:  Passion for development, training, and motivational programs that drive aggressive sales growth; “people-focus” breeds strong loyalty, leading to reduced turnover and high retention rates.  High-energy “Lead by Example” approach and positive attitude leads to positive culture, high levels of accomplishment

EDUCATION

Bachelor of Science coursework in Agricultural Mechanization, Pennsylvania State University
	Minor in Business Management
	Social Chairman, Ag Mechanization Club
	Social Chairman, Block and Bridle International Fraternity
	Completed and passed all coursework except for one calculus course

Associate in Applied Science Degree, Pennsylvania State University
