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325 Rivers Edge Dr.
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(401)219-9580

oldgoat1969@gmail.com
What I bring to the table:
· History of building award winning sales teams.
· Top sales performer.
· Experience with P&L and balance sheet responsibility.
· 30 plus years experience in the industry. Acquainted with major vendor principals.
· Long history of bringing business units to the next level.
· Hands on manager at various levels, not afraid to get my hands dirty.
· Experienced in retail as well as wholesale distribution.
· Trained and competent in the use of most fabrication and machine shop equipment.
· Technical expertise in most performance automotive systems with skills to troubleshoot both old school and contemporary technology.
· Computer literate with many software packages. Experience beta testing.
· A real car guy with practical real world experience building and racing.
· Ability and drive to succeed.
· Past member of the SEMA Board of Directors.
· Successful creation of national marketing program.
· Ability to train and motivate sales and installation staff to succeed.
· Unique insight based upon the point of view of WD, Retailer and end user.
Career  Experience
AUGUST 2012 – PRESENT
                     Trail Blazers / Truck Addons.com, Lexington KY, General Manager retail operations
                                 My task was to overhaul the retail operation. 

                                Build new infrastructure, balance inventories, hire and train sales and service staff.

                                Since my arrival we have rebuilt the staff, and produced monthly increases of over 25%.
JULY 2010 – AUGUST 2012
                     Yankee Custom Truck, Brockton, MA,  Store Manager

                                I accepted the new challenge of taking over management of one store in a chain of five. The        

                                Ultimate goal is to assume the position of Director of Sales for the entire organization. 
 My current task is to hire and train an entirely new sales and installation staff. As well as building      sales volume in the location. 

DECEMBER 2008 – JUNE 2010 (Temporary consultant)
                    Racers Equipment Warehouse, Warwick RI, Sales and Training Manager 
                               Since accepting a temporary position as Sales Manager, we have achieved a total overhaul of the 

                               Sales Department. In the last 12 months we have been able to consistently increase sales at least

                               20% over previous years, while improving profitability. I have successfully initiated new sales and

                               Account management programs. Due to these efforts we were nominated as a finalist for the

                               2009 and 2010 SEMA WD of the Year Award. 

JANUARY 2008 – NOVEMBER 2008
                     Sleepys. Various locations in the Rhode Island market. Sales Professional.

                              As the largest bedding company in the world, with nearly 700 locations, Sleepys sets the bar for training, product selection and marketing in the industry. I have been able to experience all facets of this industry from a unique perspective. I will take away several new sales skills.

FEBRUARY 2006 – DECEMBER 2007 
                Racers Equipment Warehouse, East Providence RI.  Director of Sales. 
                              My primary position within the company was building a new infrastructure to capitalize on sales opportunities in an evolving market.
· Adoption of a new state of the art computer system.
· Writing a comprehensive new business plan for sustainable growth.
· Creation of a commission based compensation program for the entire sales force, both wholesale and retail...
· Implementation of a comprehensive inventory/sales tracking process.
· Realignment of the purchasing and scheduling program.
· Development of a velocity based pricing program for both the wholesale and retail sides of the business.

· Creation of a new staffing process as well as realignment of existing staff.
· Developing sales tracking reports for use by the sales staff to help them gauge success.
· Complete overhaul of the entire retail sales operation from personnel to store layout and merchandising.

· Creation and adoption of new cash flow and operation projections and reports.
· Establish a business partner/consultant mentality and culture in the sales force.

· Creation of various sales reports to measure the performance of both retail and wholesale sales force by management.

JULY 2004 – OCTOBER 2005
Jeg’s High Performance, Delaware OH. Retail Store Manager

I was recruited to assist in revitalization of their 3 retail stores in the Columbus Ohio area.

During my term I was responsible for restoring the performance of the West Broadway operation, as well as beginning the process of staff realignment, inventory reselection, warehouse layout and adoption of a mentoring program. I had direct responsibility for a staff of up to 25 and indirect responsibility for an additional 20.
MARCH 1994 – APRIL 2004

Honest Performance, Renton WA. President/CEO

In the first 3 years we were able to nearly triple our sales volume and increase profitability to the point where we were able to diversify into new market areas. By late 1997 we had grown into the largest retailer of performance parts and accessories in the greater Seattle area with ultimately 3 locations and a staff of 20. In early 1998 we acquired a controlling interest in Street Works Hot Rod Fabrication. In late 1998 we acquired the assets of Fife National Auto Parts which gave us an in house full service machine shop as well as an established dealer base.
APRIL 1982 – FEBRUARY 1994

Performance Warehouse, Portland OR. Branch GM, Sales Manager

I joined the outside sales force in April of 1982. In 1984 I was appointed sales manager. In 1989 I was tasked with opening the Seattle branch and earned the title of branch General Manager.
My responsibilities included:
· Management of a staff of up to 40.
· Inventory control.

· Logistics.

· Complete P&L accountability.

· Overall sales management.

· Customer dispute resolution.

· Advertising and promotion.
· Primary to our success was establishing a philosophy of creating business partners rather than simply a customer. 
JUNE 1976 – MARCH 1982

      Thrifty Auto Supply, Portland OR, Store Manager

I began my career as an entry level counterperson. Within one year I was promoted to the position of Store Manager. During the course of my employment I had the opportunity to rotate stores and explore other positions within the company.

Additional Credentials
SEMA BOARD OF DIRECTORS: I served two consecutive terms beginning in 1996.
SEMA NEW PRODUCTS SELECTION COMMITTEE: I served on a voluntary basis from 1996-2001.

VICE PRESIDENT, STREET WORKS: We purchased the assets of Street Works in fall of 1998.

In early 2001 we were commissioned to produce a car that was ultimately selected the 2001 Goodguys Street Machine of The Year. In 2002 another car we constructed was honored as the Super Chevy Car of the Year. In addition we produced several cars featured in major magazines.
AAM Parts-Pro: As one of the founding member WD’s, it became my responsibility to establish and produce the   original sales and marketing tools still in use today.

SEMA WD OF THE YEAR: During my association with Performance Warehouse we were twice selected WD of the year, 1989 and 1994.

References
 Available upon request.
