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SALES & MANAGEMENT CAREER PROFILE
Seeking to Transfer Broad-Based Skill Set, 15+ Years of Experience in Domestic/Global Markets, and Year-Over-Year Portfolio of Business Development Success into Sales/Management Position
Results-focused, quality-driven professional with extensive experience in business and operational development positions, demonstrating consistent achievement of objectives, strong sales and service skills, and dedication to organizational goals. Advanced presentation and relationship development abilities, with track record of generating multimillion-dollar business growth and engineering red-to-black profit turnarounds. 

Core Knowledge & Skill Areas:

	· Customer Relationships
	· Solutions Selling Strategies
	· Import & Export Operations

	· Contract Negotiations
	· Domestic/Global Sales Growth
	· Service Strategies/Solutions

	· Global Business Practices
	· Niche Market Development
	· Process Redesign/Streamlining

	· Sales Pipeline Expansion
	· Team Training & Mentoring
	· Regulatory Compliance Issues


	Relevant Experience
	CARGO INTERNATIONAL,  Long Beach, NY
1994 – Present  

INTERNATIONAL OPERATIONS MANAGER (1996 – 2000)

IMPORT MANAGER (1994 – 1996)

Held full responsibility for import and export forwarding operations. Supervised performance of team members, interceded as necessary to resolve problems, and delivered training on improving efficiencies and customer service. Maintained personal rapport and win-win relationships with vendor and clients. Selected Accomplishments:
· Reversed prior history of under-performing U.S. cargo handling operation by reorganizing processes and implementing new system, turning annual cost of ~$100,000 into profit of ~$75,000.
· Authorized by U.S. Customs  to deliver in-bond import leather cargoes to customer designated delivery points, eliminating 1 day on all shipments and allowing customers to improve inventory and production control, with $1,000+ in per shipment savings.
· Provided specialized delivery service for key customer that affected 6-10 Far East shipments per week and produced $1,200-1,400 per shipment, with deliveries and subsequent profits continuing for 2 consecutive years.


	
	WIDGET, INC., Houston, TX
1990 – 1994  

INTERNATIONAL OPERATIONS MANAGER / TRADER

Oversaw all aspects of contract administration, banking relationships, shipping, tendering and acceptance of marine details, appointment of independent quality surveyors and notification of same to other parties to the contracts, invoicing and approval of vendor invoices and profit /loss reviews. Selected Accomplishments:
· Leveraged prior experience in establishing niche for trading industrial chemicals and plastics, with largest volume product acetone averaging 2,000-3,000 metric tons and $10,000-20,000 per week. 
· Established contacts with all U.S. producers of acetone; strengthened ability to assess supply factors and make decisions about domestic/global aspects of acetone business.
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	                                    …Professional Experience, Continued…
SEAMAN MARKETING SERVICES, Houston, TX
1987 – 1989  

TRADER, INDUSTRIAL CHEMICALS & PLASTICS (1988 – 1989)

SCHEDULER / OPERATIONS SUPERVISOR (1987 – 1988)

Utilized previously established supplier (producer/trader) contacts to support efforts in selling industrial chemicals and plastics into Far East markets for newly-opened Hong Kong office, addressing Pacific Rim demand prior to the construction of regional plants. 

Initially recruited to administer all facets of contract supplying Toluene to Coastal States Refining(U.S. Gulf) that brought idled benzene plant on-stream to take advantage of dramatic increase in benzene demand. Selected Accomplishments:
· Built ongoing business in acetone and industrial alcohols, with preferred freight rates through combination shipping and repeat business ($40,000 monthly average).
· Constructed deal that involved acquisition of raw materials, shipment from Europe to Northeast U.S. through the Lakes to Mid-America (Chicago area), and transfer of resulting P.A. to Taiwan at $15,000 to $18,000 profit per 1000 metric tons, delivering 6,000 metric tons in 1st year and repeating process in subsequent years.
· Met all contract objectives for delivery of 12-20 10,000 bbl. bargeloads of Toluene per week, securing $12,000 average per bargeload and placing company in preferred position to trade Toluene and Benzene, bringing in additional $100,000.


	
	MINEMET, INC., Stamford, CT
1986 – 1987  

TRADER, POLYMERS & INDUSTRIAL CHEMICALS

· Purchased plastic resin in bulk in railcars from manufacturers and shipped to packager for repackaging in bags bearing company logo, leading to immediate industry name recognition, volume increases from 30,000 to 60,000 metric tons per year, and average profit gains per 1,000 metric tons from $8,500 to $11,000.

· Captured preferred rates from container ocean lines for movements from U.S. to Far East, enabling competition with cargoes of plastics originating in South America.


	professional development
	PACE UNIVERSITY, New York, NY

120 Credit Hours, BBA in Accounting/Finance/Management Degree Program

Professional Development: 

Polymers, Level I – Society of Plastics Industries  (  Member, International Association of Transportation Agents  (  Member, North East Chemical Association  (  Member, South West Chemical Association 
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