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 Executive
Transforming business results through leadership, targeted sales, Operations, and service excellence using integrity and determination.
Innovative and articulate Senior Sales and Operations Executive with 20+ year career reflecting continual advancement, in-depth value and diversified leadership experience with consistent achievements driving cost savings, marketing strategies, and programs to produce dynamic business results. Proven strengths in directing all aspects of the sales process, establishing multiple global distribution channels, and landing your products into end users globally. Efficiently meet unique organizational, market, and customer challenges to repeatedly exceed sales objectives and deliver dramatic market share. Experienced P&L management for up to $250 Million. Solid background in Building great Teams within the steel industry and equipment Manufacturing.
Areas of Expertise
	Sales & Marketing Management
Revenue & Profit Enhancement
Electrical equipment proficiency
Administration Management
	P&L & Operational Management
Budgeting & Forecasting
Building Global sales & service teams 
	New Business Development
Complex Contract Negotiations
Sales Team Training & Leadership
Project Management


Accomplishments
· Navigated numerous mergers and acquisitions while rebuilding employee cohesion and culture.

· Launched a new industrial equipment and services division, which hit record growth and now a core revenue generator for the company both domestically and international. 

· Led global sales teams across nine countries tasked with distribution of steel products, equipment, building products and services.  
Coastal Wire, Georgetown, SC	01/2018 – Present
Senior Vice President of Sales and Operations
Champion short- and long-term sales strategies with focus on market penetration, expanding existing accounts, and boosting revenue as well as launching a new equipment and service division. Coordinate activities with cross-functional executives to identify new sales opportunities, orchestrate extension of existing sales, and exceed revenue goals. Establish standards to cultivate high-performing teams and deliver quality sales training with overall P&L responsibility of more than $50M. 
· Significantly increased sales growth by 23% while minimizing workforce and empowering sales executives with stronger skills. 
· Launched new industrial equipment, new warehouse facilities, built entire service and parts team and expanded domestically and internationally.
· Cut operational costs by 12% and secured purchasing lines to ensure inventory consistency. 
· Built an entire new culture that fostered employee retention in the manufacturing plant and geographically across the US with remote employees. 
· Exhibited revenue growth and profit for the first time in six years of company history. 
· Strong knowledge and contacts in the vineyard. Agriculture, recycling, and construction markets



Stella & Remi, Pawleys Island,SC                                                                                                                          05/01/2022-Present President
Spearheading a rebranding opportunity for wholesale, Retail, and e-commerce business in the Retail Industry. Launched new marketing plan and opened a brick-and-mortar location with future expansion for more stores to be launched. Responsible for P&L, Inventory, wholesale, shipping, sales, and staffing. Growing Grocery and club expansion.
· Successfully increased market capacity to six new wholesale platforms that have increased sales by 22% in just four months.
· Designed, Built, and customized a new corporate location to house the commercial kitchen and retail store all under one roof. 
· Successfully rebranded and relaunched a bakery food product that is hitting new store shelves nationwide. 

Energy Source, Providence, RI	03/2017 – 01/2018
Senior Vice President 
Drove national sales and service teams with portfolio expansions, program additions, and sales strategies with oversight of pipeline development, forecasting, and client interactions. Designed and launched the first sales training program for the company, realizing a direct increase in revenue within 60 days. Oversaw company acquisition and merger processes while maintaining competitive markets. Expanded service team and offerings for Facility services and commercial electrical services to include pumps, lighting, boilers, HVAC systems. Designed and manufactured new lighting concepts with Cree and Philips.
· Increased new revenues by $8M with new sales strategies to expand portfolios and add new small business programs. 
· Boosted revenue by 5% within 120 days with an intensive executive training program. 
· Stepped up closing ratios by 12%. 
· Negotiated distribution contracts for industrial equipment and machinery.

Namaste Technologies, Jupiter, FL	03/2016 – 03/2017
Senior Vice President of Global Sales and Operations
Pioneered first dedicated Sales Division encompassing compensation plans, incentive programs, lead generation programs, marketing strategies, and driving high-performing sales teams to global levels. Constructed a distribution website for the entire wholesale division to increase revenue. Led and supported nearly 30 global sales executives, opened eight warehouse facilities, and sustained accountable, high-performing staff with effective onboarding, training, and incentive programs. Coordinated major account presentations, facilitated contract negotiations, and advised on critical decision-making. 
· Increased wholesale revenues by $15M with the launch of eight new facilities worldwide. 
Singer Asset/DRB Capital, Boca Raton, FL	04/2013 – 03/2016
Vice President of Sales
Commanded sales division generating $300M in annual sales revenue with oversight of 53 inside sales representatives. Orchestrated new sales training programs for new AE’s and advancing senior AE’s. Fostered healthy and high-performing work environments with employee engagement and empowerment. Directed mergers and corporate relocations with minimal downtime and impact on sales operations. 
· Boosted revenues by $50M in the second year. 
· Revamped sales division by listening to the customers, improving service, and providing quality product. 


KWALU LLC, Atlanta, GA	03/2011 – 03/2013
Director of Sales
Built a brand that is well known within the Healthcare and Hospitality industries with the launch of a new division for interior finished building and construction products. Drove global sales with oversight of 24 outside independent sales representatives and cultivated strong professional ties with builders, architects, facility managers, and designers for Hospitality and healthcare.
· Recognized as the second leading revenue generator for the company, increasing sales and expanding sales team from eight to 22. 

Global Prevention Services, Buford, GA	11/2005 – 02/2011
President/Owner 
Spearheaded operations and sales for Facility services into commercial facilities and buildings. Sustained P&L management, staff and training opportunities, project management, sales, and marketing, and delivering high quality customer service. Executed contractor services for residential and commercial buildings to include flooring, cabinetry, disaster loss and janitorial services. Designed and manufactured chemical products for surface cleaning and mold prevention. Sold chemical products in wholesale and distribution.
· Successfully grew the company by 100% within the first five years, which led to acquisition.
· Launched chemical division which contributed several million in increased revenue.

BUY Owner, Roswell, GA	11/2000 – 02/2005
Vice President of Sales
  
 Lead up to 53 Realtors in the Georgia market selling residential homes with low MLS costs and marketing packages.      Expanded into several new markets throughout Georgia. Trained new realtors and motivated the team to accomplish their maximum earnings. Managed budgets and created new financing packages for marketing homes for quicker sales for our customers. 
· Expanded into three new markets in Georgia. 
· Launched numerous campaigns that generated 22% growth year over year.
· Built an amazing team culture that created top realtor opportunities which created a rolodex of future realtors.
Education
Bachelor of Arts in Business Administration, Eastern Connecticut State University, Willimantic, CT

Construction Management, Turner School of Construction Management – 2010

Certifications
IAQA CMRS, Indoor Air Quality Association (IAQA)
IICRC WTR-FRT, IICRCA – International Inspection, Cleaning, and Restoration Council of Associations
EPA Certified –HVAC Evacuation. 

Volunteer Experience
Traffic Team, Christ Fellowship Church 
American Red Cross -Disaster Action Team
Member, Board of Directors PAC Summit, National Waste and Recycling Association – 08/2018 – Present
Volunteer at Pawley’s Island Community Church
Fairways for Veterans
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