                                      IT Marketing Executive Resume

Resume
Using the instructions from The Ultimate Career Guide, create your own Resume example(s) as needed (chronological, functional, and “blend.”)  Use the template(s) of your choice from below (which we have created based upon the examples from the Resumes section) as your guide.

In many cases, we have left the information from our examples in the templates, to provide a guide for the most powerful content as you develop your own resume(s).  Be sure to adapt the information to meet your own professional background and career goals.

Chronological Resumes
FRANK J. LAMBRUSCO
818 Moorestown Road
Cell: 222-555-8888

Moorestown, NJ 09521                                        bestsalesguru@msn.com
Home: 555-777-3333
SUMMARY

Senior Sales and Marketing Executive, with more than 20 years of driving profitable revenue growth. Effective leader with demonstrated ability to manage organizational and cultural change to create productive teams.  Revenue responsibility as high as $4 billion annually.  Expertise includes:

	· General Management
	· Indirect Channel Expansion

	· Customer Relationship Management
	· Field Sales Leadership

	· Strategic Alliances
	· Total Quality Management


PROFESSIONAL EXPERIENCE
Kravitz Automation, Armonk, PA
2001-Present
A $5.3 billion company that is one of the world’s leading providers of document management products and services.  

President – Philadelphia Marketplace
Directed profit and loss, strategic implementation, employee relations and customer relations for $105 million business in greater Philadelphia tri-state area.  Developed an annual business plan that met strategic, financial, customer and employee objectives.

· Achieved 105% of Operating Income Plan with 12% year-over-year total revenue growth for 2001.

· Generated #1 performing Legal Document Services Marketplace at 130% of revenue plan and 43% year-over-year growth.

· Created #1 marketplace in the Mid-Atlantic District in customer satisfaction, employee retention, revenue per employee and high volume installations.

· Integrated management services, legal document services and business document services into the core of Kravitz business services.
Bubble Healthcare, Lancaster, PA  
1997-2000
$21 billion company that provides a full spectrum of managed care, indemnity, and group life and disability insurance products to 21 million members nationally.
General Manager, Medicare Sales and Marketing
Developed and deployed sales and marketing strategies to attain common goals, including profitable revenue growth, net membership growth, customer and employee satisfaction.  Built revenue to over $4.1 billion and memberships to 703,000.

· Achieved annual revenue growth of 35.8% or $1.093 billion in 1999, and 37.8% or $.836 billion in 1998.

· Generated annual membership growth of 22.7% with 109,392 net add members in 1999, and 33.4% with 134,300 net add members in 1998.

· Increased market share position from #4 in 1997 at 370,196 total members to #2 in 1999 at 702,263 total members.

· Reduced Medical Loss Ratio three consecutive years from 93.4% in 1997, to 93.0% in 1998, to 92.3% in 1999.

· Played key role in Corporate Strategic Planning Initiative commissioned by the President of Bubble Healthcare to identify future strategic direction and vital priorities.
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Konix Corporation, Palo Alto, CA 
1985-1997
$18 billion global company specializing in document management solutions, including hardware, software, supplies and customer services.

Sales Operations Manager, Supplies Business North America, 1995-1997
Planned and implemented all Documents Solutions Supplies Products for Konix Supplies Business in the U.S. Built revenue to $1.4 billion and operating profit to over $550 million.

· Generated annual revenue and profit growth of 6.5%.

· Established new benchmark for customer satisfaction results at 96.8%.

· Achieved benchmark employee motivation and satisfaction results at 91%.

· Redesigned sales coverage and product portfolio.

· Selected to participate on a senior-level task force reporting directly to the President of United States in Customer Operations.  Restructured centralized and decentralized field support processes, and made improvements to customer satisfaction and field ownership of the total customer relationship.

Manager, Supplies Channel Operations, 1993-1995
Developed and implemented strategic plan for indirect channels expansion, including Superstores, Metro and Rural Agents, Nopa and Nomda Dealers and the Konix Supplies Catalog.

· Achieved average annual revenue growth rate of 32%; with $288 million in 1993 and $353 million in 1994.

· Grew business in four major indirect channels:  Superstores 22%, Dealers 20%, Metro Agents 36% and Rural Agents 9%.

· Reached benchmark customer satisfaction results at 97.2% and billing quality at 98.8%.

· Significantly reduced selling, administrative and general costs (SAG) by $1.5 million and achieved better-than-expense plan performance at 90%.

Manager, Supplies Marketing Center Operations, 1991-1993
Managed all aspects of Supplies Marketing Center Operations. Generated revenue of $1.1 billion and operating profit of over $450 million.  Supervised 377 employees and five Regional Manager direct reports.

· Achieved annual growth rate of 10% in revenue and 14% in profit year-over-year.

· Exceeded Direct Marketing Organization’s plan and grew revenue 18%.

· Reached benchmark levels in customer satisfaction at 97% satisfied and billing quality at 98.8%.

· Generated 21% improvement employee retention at 93.4% compared to 75% traditional run rate.

· Achieved better-than-plan performance in expense management with all organizations.

	District Sales Manager, U.S. Customer Operations
	New Paltz, CT
	1986-1991

	District Sales Manager
	Gooberville, VT
	1985-1986


EDUCATION

J.D. – Law, Stanford University, Palo Alto, CA 
1985

B.A. – Economics, New York University, New York, NY 
1974

PROFESSIONAL DEVELOPMENT

Leadership Through Quality Training Continuum, Konix Corporation:  
1997
Problem Solving Process, Quality Improvement Process, Measures of Quality, Inspecting 

For Quality, Manager as Facilitator, Empowerment
Senior Management Training, Konix Corporation: 
1994
District Manager Workshop, SMD/BSG Integration and Systems School, Document

Solutions Seminar, Advanced Management School, Middle Management School,
Management Studies

ALAN S. ROTTWEILER
710 Rodney Circle
Telephone: (222) 888-4444

Glen Mills, PA  19407
E-mail: arott@charter.net
SUMMARY
Senior Marketing Executive with extensive experience in Advertising and Marketing Communications, in both corporate and agency environments.  Proven leader possessing outstanding management and conceptualization skills for creating the proper image to promote growth in sales and profit.  Specific areas of expertise include strategic planning, creative development, public relations, media, promotion, and market research. 

PROFESSIONAL EXPERIENCE
BIG BOB’S FAMILY MARKETS, Tulpehocken, PA
2006-2009 
Vice President, Marketing 
Directed all marketing aspects of 20-store supermarket chain.  Supervised professional support staff of 12 people, including Manager of Customer Choice Card loyalty marketing program, Manager of Advertising Services, Coordinator of Public Relations, Coordinator of Consumer Affairs, and Manager of Shop@Home customer shopping and delivery services.

· Repositioned company identity, image, and advertising theme to reflect entitlement as largest family-owned and operated supermarket chain in the central PA area resulting in increased share of market in 2002 supermarket report.  

· Recognized annual savings of more than $350,000 through contract negotiations during first year.

· Doubled in-home print advertising impressions through weekly circular activity during key promotional periods creating a measurable increase in consumer top-of-mind awareness of Bob’s.

· Directed strategic action steps on customer loyalty card program resulting in 10% increase in customer participation.  

· Re-aligned customer shopping and delivery service program approach to generate greater sales and profit. 

· Restructured media program to create 30% greater reach and frequency of target customers.

· Enhanced the look, appeal, and impact of the advertising circular increasing sales per customer.

· Focused public relations activities that increased awareness of Bobs’ community service and involvement and acted as company spokesperson for all media and external communications.  

· Instituted market research that identified opportunities and strategic program enhancements.

· Emphasized Bobs’ “edge” as focal point of overall communications programs.
FUIMANO’S SUPERMARKETS, Watkins Glen, PA
1997-2006 
Director of Marketing Services 
Planned, developed and directed execution of all communications.  Managed Director of Advertising Services in development of weekly circulars, newspaper and print advertising with staff of graphic designers.  Supervised Director of Media & Promotional Services in planning and executing advertising budgets, broadcast and print media, and sponsorship promotions.  
· Appointed “Keeper of the Fuimano’s Image” by the CEO for a period of 15 years setting the stage for continued growth in sales and profit and eventual sale of the company to Unilever in 4th quarter 2000.

· Directed IT in revamping all reporting and request procedures of Fuimano’s Community Cash Back and Corporate Giving Programs, saving company $500,000 annually.  

· Served as spokesperson for all media, community relations, and public affairs activities creating an image as the #1 supermarket in the region.

· Led development of most comprehensive advertising campaign in company’s history, resulting in record sales growth.  

· Created Fuimano’s Children’s Charities and Sponsorship Tie-in programs with Rockies and Cowboys as major community service and public relations opportunities reinforcing Fuimano’s superior service image. 
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ROTTWEILER ADVERTISING & MARKETING, Blue Bell, PA
1985-1997 
Owner/Brand Positioning Consultant
Founded and managed full-service advertising and marketing agency serving such clients as Fuimano’s Supermarkets, Campbell Soup Company, Mrs. Smith’s Foods, Richardson Brands, Whitman’s Chocolates, and other consumer goods manufacturers and retailers. 

· Formulated “Family Pride” theme with subsequent 15 years of campaigns, as well as a host of consumer and employee programs for Fuimano’s.

· Created award-winning package design for Richardson Brands’ Kid’s novelty product line, as recognized by Candy Wholesaler and Confectionery magazines. 

· Designed award winning and innovative foodservice sales presentation materials for Mrs. Smith’s Foods, as recognized by Philadelphia Advertising Club Addy Awards.
MANLY MAN STORES, Moorestown, NJ
1982-1985
Vice President of Marketing  

Directed advertising agency and separate public relations firm in development and creative execution of all advertising and public relations activities for this men’s clothing retail chain, including both consumer and corporate marketing campaigns. 

· Created major image turnaround, from local neighborhood retailer to recognized brand of business apparel.  

· Developed marketing strategy for regional growth and multi-market expansion.
EDUCATION
GOOBER UNIVERSITY, Allentown, PA
Bachelor of Business Administration
AFFILIATION
· Member, South Jersey Advertising Club, Board of Governors

· Member, American Marketing Committee

· Member, Food Marketing Group

ANDREW F. CLAY

777 Bloomfield Ave.








           (222) 777-2222

Bracken, PA  18901







              aclay23@zipcord.com
_________________________________________________________________________________________________

CAREER SUMMARY
Senior Finance/Operations Executive with more than 20 years of experience in insurance industry, including outstanding actuarial and underwriting skills. Key areas of expertise include profitability analysis, general accounting reviews, and contract negotiations that support organizational objectives. Creative problem-solver with strong collaborative and communication skills. Adept at motivating and leading teams to achieve excellence.  

PROFESSIONAL EXPERIENCE
ARGENT HEALTHCARE, Bracken, PA






  1994-2009
Team Leader – Federal Employees Health Benefit Plants (2005-2009)
Assembled and led replacement team that performed financial analysis for this politically charged $1 billion annual account. Utilized combination of leadership and technical skills to turn around deteriorating relationship.

· Saved $1 million in missed performance guarantee penalties versus prior year by meeting all financial standards as set by customer.

· Maximized profitability of account by creating gain/loss analysis by market, leading to strategic decision to redesign products sold and exit several unprofitable markets.

· Commended by customer for improved accuracy and timeliness of all financial analysis.

Director of Finance & Operations – Worker’s Comp Advantage (1998-2005)
Reported to President of this wholly owned subsidiary charged with overhauling and turning around Finance Department.  Recruited to bring order to chaos and implement fiscal responsibility as precursor to strategic direction.  Exceeded all targets, time lines and expectations earning outstanding recognition and reward.

· Implemented accounting, customer relations and collection procedures, reducing aged receivable from over $2 million to under $150,000 in less than 6 months.

· Created and negotiated unique and profitable contract with largest customer despite expectation by executive management that customer would cancel.

· Oversaw process leading to clean audit of Worker’s Comp Advantage (WCA). Cut supplies expense in half.  Worked to reduce phone expenses by one third. Initiated process that resulted in forgiveness of $8 million inter-company loan. Priced product and projected Operations growth needed for expansion into New York State. Performed projections of various strategies and processes that yielded business plan.

· Guided WCA through processes of strategic overhaul and descriptive memorandum with intention of selling WCA. Shut down operation in professional and customer service oriented manner, maximizing financial results.

Assistant Vice President – Mid-Atlantic Region (1996-1998)
Led sixty-member financial risk evaluation team for highest rate of return block of business.  Provided leadership and technological skill to assure success within my scope of responsibility of merger of Argent and Humana Healthcare.

· Conceived, designed and saw to completion multi-functional project, saving conservatively $500,000 per year by eliminating 30% of Humana Healthcare’s based product’s renewals.

· Increased Operations efficiency over 100% per employee by cross training and cutting unnecessary processes.

Andrew F. Clay 
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· Co-developed customer retention strategies with Marketing to retain vulnerable accounts.  Preserved and grew major pharmaceutical company’s multi-million dollar account.

· Conceived and implemented innovative marketing strategies, resulting in increased retention and penetration of very profitable blocks of business.

Director – Humana Healthcare Underwriting (1994-1996)
Established underwriting team and process to support Humana’s first Indemnity and Point of Service products. Managed one third of Humana’s HMO underwriting business.

· Worked with Marketing to achieve record membership growth by understanding and implementing Executive Management’s direction to use solid financial base to aggressively pursue new business.

· Eclipsed previous year-end completion standards by over two months, resulting in increased customer satisfaction, increased marketing opportunities, and increased profits.

CORNERSTONE LIFE INSURANCE COMPANY, Armonk, NY



  1989-1994
Consultant – General Dynamics Account  (1992-1994) 

Served as member of account senior management team as financial consultant for $750 million GD account.  Responded to and met extraordinarily demanding performance, savings, and time standards as set by customer with recognized reputation of exacting most from their vendors.

· Saved customer $10 million by performing strategic analysis that stopped cost-ineffective operations relocation.

· Implemented unique accounting format towards accurate expense analysis.

· Performed all routine financial analysis.

· Aided in restructuring of GD operations team to self-directed work teams using cutting-edge technology.  

Senior Consultant – Group Insurance Managed Care  (1989-1992)
Performed actuarial analysis of provider contracts and network development. Designed and created processes and spreadsheet software for tracking and evaluating provider contracts as part of start-up organization.

MUTUAL OF PEORIA LIFE INSURANCE COMPANY, Peoria, IL



  1985-1989
Manager – New Business Underwriting
Completed pricing of new business for Group Life, Health and Disability.  Installed and serviced sold customers.

EDUCATION
MBA, Stanford University, Palo Alto, CA
BA, State University of Montana, Big Elk, MT

· Dean’s List

· Student Government Senator

MARGO MAPLES

6666 Saint David’s Drive   
666-333-2222

Boorland, PA 13010  
margomaples@ttt-online.com

SENIOR MANAGEMENT EXECUTIVE 
Dynamic Management Professional with an accomplished career demonstrating expertise in team building and leadership. Expert in business reengineering and quality management. Top-notch general management qualifications and strong strategic planning, problem-solving and decision-making abilities. Outstanding track-record of driving top-line and bottom-line outcomes, and improving corporate performance and value.
PROFESSIONAL EXPERIENCE
MMM CONSULTING, Oaks, PA






     2001 to Present
Strategic planning and quality consulting firm focused on driving bottom line improvement

President
Manage consulting engagements in insurance, healthcare and telecommunication industries. Develop joint venture opportunities, delivering quality training, and designing and implementing quality control programs for clients.

· Created $4 million improvement (20% of budget) to bottom-line by outsourcing administrative functions using quality methodology.

· Serve as Business Leader, coordinating sales, marketing and product development lifecycles, including an immediate rollout of new disability rider product that generated $1.5 million in new revenue.
BIG MONEY CAPITAL CORPORATION, Stamford, CT
1996 to 2001
$130 billion global corporation providing a host of consumer and business products and services
Chief Operating Officer (1998 to 2001)
Teamed with President in leading strategic business unit comprised of three separate insurance companies generating $60 million in combined annual sales. Served as member of corporate M&A team, identifying and evaluating potential acquisition candidates. Administered $12 million operating budget, managed team of six Vice Presidents and provided indirect oversight to 250+ Associates.
· Executed business plan for integration and transition of Professional Insurance Company (PIC) into GEFA organization. First year quality improvements and cost reductions delivered $1 million in new profits.

· Increased productivity of claims processing cycle by 60%, and improved timeliness of cash posting by 300%.

· Reduced management team by 50% and reduced headcount among first-line associates by 10%, delivering $1.8 million in combined cost savings.

Margo Maples
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Senior Vice President of Quality (1996 to 1998) 
Served as key member of senior management team challenged with designing, executing and overseeing quality improvement and quality assurance initiatives. Critically evaluated key areas of operations (e.g., sales, ordering, delivery, billing, IT/IS, customer service, internal and external customer relations). Mapped processes, and developed and implemented quality-driven corrective actions and solutions. Managed core team of quality experts and 30 multidisciplinary consultants with quality training.
· Spearheaded Six Sigma quality initiative, and improved standing from 2 Sigma to nearly 4 Sigma in two years. Created and implemented training programs for sharing these “best practice” concepts with internal and external customers. 

· Reviewed performance of all branch operations within the organization, and applied quality methodologies to effect improvements measured at 10% to 20% among those with lowest ratings. Established this review/rating initiative as formal process, to be performed on continual basis.

XEVIOUZ, Ringe, NJ
1991 to 1996
Wholly-owned subsidiary of world leader in telecommunications technology and service.  
Senior Business Consultant
Managed high-level consulting engagements specializing in strategic planning, business process design and reengineering. Coordinated and managed all aspects of consulting engagements with focus on leveraging Xeviouz technology resources, and achieving timeline, quality and budget objectives. Led team of 10 consultants providing multi-functional advisory services on behalf of internal and external clients.

· Served as key member of consulting team receiving Malcolm Baldrige Quality Award, 1995.

· Boosted consulting revenues $2 million in three years, and opened opportunities for marketing consulting services commercially.

· Restructured organization and reengineered business processes for five Xeviouz Call Centers with total of 5,000+ employees. Improved customer satisfaction by 8% and reduced employee turnover 12%.
EDUCATION
· MBA – Marketing, 1992

UNIVERSITY OF MASSACHUSETTS, Beantown, MA 
· BS – Business Administration, 1990

UNIVERSITY OF VIRGINIA, Hopperville, VA
HONORS AND AWARDS
· Featured Speaker, Annual Meeting, BBBA Financial Assurance, 2009

· Team Award – For Outstanding Team Performance, 2006

· Pace Winner – Personal Performance in the Top 1% of the Company, 2003

· Stock Option Grants – For Outstanding Performance, 1997, 1998, 2000
· BBBA Management Award, 1996
· Xevious Performance Awards, 1993, 1994, 1995, 1996

Carl J. Newman
800 Washington Road, Apt. 2F







(222) 555-1111 home

Mohnacs, DE 18007








   cnewman@fast.org

BACKGROUND
Facilities Management Professional with more than 15 years experience in healthcare, 
SUMMARY
serving in various professional capacities; nine of those years in management positions. Specific areas of knowledge and expertise include:

- Financial Management



- Accreditation and Regulation                                       - Human Resources



- Construction Management

- Facility Master Planning



- Organizational Development

- Budget Administration
 


- Facility Operations

- Negotiation and Consensus-Building

- Contract Management

PROFESSIONAL EXPERIENCE
BPR HEALTHCARE SYSTEM, Allentown, PA





           1997 - Present
Director of Ancillary Support Services/Program Manager,  2008 - Present

Direct materials management, purchasing, central supply, food services, construction, environmental services, facilities, biomedical engineering, patient transportation, security, safety, laundry/linen, parking, and grounds services for 250-bed urban hospital and 10 off-site facilities. Serve on team of senior executives, board members, and physicians, working on $10 million improvement plan. Provide program management support for improvement initiative to remain on pace and achieve ambitious performance targets. Manage $10 million budget and 150 employees through 7 supervisors. Report directly to Executive Vice President. 
· Saved more than $2.5 million in supply expenses by creating a value analysis program, renegotiating major service contracts, and establishing a primary vendor agreement.     

· Organized and directed task force that realigned supply distribution and surgical case picking systems, projected to save $700,000 in inventory costs.  

Director of Facilities Management, 2005 - 2008

Supervised facilities, environmental services, construction, biomedical engineering, laundry/linen, patient transportation, security, safety, parking, and grounds services. Managed $6 million budget and 100 employees through 5 supervisors. 

· Led construction of new $12.5 million Primary Care Center. Completed project one-month ahead of schedule and $500,000 under budget. Worked closely with hospital legal counsel and government officials, successfully moving construction plans through government agencies. Coordinated total move of five departments and more than 100 employees. Assisted with grant writing and administration, securing $3.5 million for project. 

· Served on administrative team that prepared healthcare system for 2000 JCAHO survey.

· Developed facility master plan, working closely with senior management. Organized and directed more than $7 million in renovation and new construction projects. Coordinated and authored correspondence to State health agencies, and organized agency inspections.    

· Saved $215,000 annually in energy costs by negotiating energy savings performance contract. 

Director of Facilities Engineering Services, 2001 - 2005

Supervised facilities, construction, biomedical engineering, security, safety, laundry/linen, parking and grounds services. 

Managed $4 million budget and 60 employees. 

· Saved more than $280,000 annually in biomedical engineering costs by negotiating new contract, streamlining department, and establishing bottom-line accountability. 

· Reduced security management expenses $25,000 annually while dramatically improving services.  Significantly shifted culture toward improved services, customer focus, and accountability.

Carl J. Newman
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Director of Facilities Engineering Services,  1997 - 2001

Supervised facilities, construction, biomedical engineering, security, safety, laundry/linen, parking and grounds services.

Managed $4 million budget and 60 employees.

· Saved more than $280,000 annually in biomedical engineering costs by negotiating new contract, streamlining department, and establishing bottom-line accountability. 

· Reduced security management expenses $25,000 annually while dramatically improving services.   

· Significantly shifted culture toward improved services, customer focus, and accountability.
SUMMERFIELD USA HEALTHCARE DIVISION EAST, Waltham, MA



 1992 - 1997
Assistant Director of Facilities Management, 1994 - 1997

Managed engineering functions for facilities management department with 23 employees. Served as Chairman, Health & Safety Committee, and directed safety management programs. Reported to VP of Facilities Management.

· Spearheaded effort that prepared medical center for 1996 JCAHO and HCFA survey in Environment of Care standards. Medical center scored 97 and earned Commendation status, the highest award attainable.

· Improved departmental customer service by creating training programs and working closely with human resources.
Management Consultant, 1992 - 1994

Assisted hospitals in meeting JCAHO standards. Studied management structure, policies, and procedures. Developed and presented reports to client’s senior management.

· Client awarded Commendation status in 1996 survey.
LUKENS MEDICAL CENTER, Bupkes, PA






1986 - 1992
Director of Safety and Security/Chairman of Safety Committee, 1988 - 1992

Directed departmental and committee activities for 250-bed hospital. Managed 15 employees and administered $340,000 budget. Reported to Vice President and Chief Operating Officer.  

· Managed $500,000 in capital engineering projects. Completed projects on time and within budget.

· Worked with administrative team that prepared hospital for 1994 JCAHO survey. Hospital scored 93.

· Organized and led task force that improved security management program. Established permanent emergency room security post, instituted security van service, and revised security policies and procedures.

Security Officer, 1986 - 1988

Performed all duties of security officer. Reported to Director of Safety and Security.
EDUCATION
University of Vermont, Scraugee, VT







1985

Greenfield Center for Government Studies
Master of Governmental Administration
New York University, New York, NY







1983
Bachelor of Science in Engineering
AWARDS AND RECOGNITION
· Certificate of Appreciation, St. Giovanni Medical Center, 1996

· Contributing editor to JCAHO article, “Developing Hospital Performance Measures,” 1995

· Guest Panelist, “Workers’ Compensation Seminar,” Delaware Chamber of Commerce, 1994

· Outstanding Service Award, Delaware Chamber of Commerce, 1994
Mandy Morris
52266-B Rodeo Drive, Los Angeles, CA 93821
Home: (333) 444-6666   Cell: (333) 666-5555   E-Mail: Mandy_Morris@hollywood3.net
CAREER SUMMARY

	Accomplished Project Manager with extensive experience leading large strategic projects of multi-site scope and responsibility. Proven track-record of developing professional relationships with key executives, leading to sustained, profitable partnerships. Able to craft efficient solutions that help achieve business goals. Specific areas of expertise include:



	· Strategic Management of Large Organizations

· Solid Leadership Experience with Effective Planning and Execution

· Service Oriented Producer Skilled at Consultative Business Development

· Collaborative Change Motivator with Highly Developed Interpersonal Skills

· Team Builder and Team Player; Dynamic Leader who Delivers Results

	PROFESSIONAL EXPERIENCE

	Moribund Business Associates                                                                                                   2007 to Present
Principal
Founded and managed consulting services company, providing strategic planning, business process design, enterprise performance management implementation, and execution support.
· Established initial client base. Built relationships with 3 major clients billing over $10,000 per month, and a pipeline of more than $1 million.
· Developed and executed sales and marketing programs for delivery of strategic execution and change management programs in small to mid-sized organizations.
· Designed recruiting process for resources needed to deliver services.
Vision Partners Squared, Inc.                                                                                                       2000 to 2007
Principal Solutions Consultant
Developed consulting services programs for pre-IPO software company, providing executive management decision support system. Supported consultative selling approach to business acquisition. Directed consulting services delivery at mid-size to large companies.
· Generated $1.4 million in growth, representing total of 2,500 users and potential for $3 million in revenue.

· Developed and implemented consulting services management practices for on-time delivery of strategic systems implementations.

· Defined sales engagement approach for delivery and implementation of business performance tracking, in conjunction with strategic planning and execution.

· Negotiated contracts with C-level positions. Designed contracting process as part of sales methodology.

· Provided strategic management consulting to executive teams for operational success.

· Developed marketing programs, including seminar sales and consultative sales approaches in support of product sales.

· Created consulting approach to fulfillment of services and product delivery.
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RND2 Corporation                                                                                                                        1998 to 2000
Regional Manager  
Provided general management and direction of professional services in Western United States for process manufacturing software company. Led teams of up to 15 people. Managed sales of services to C-level positions.
· Managed ten accounts representing combined sales revenue totaling $29.5 million dollars.

· Personally generated revenue of $2.5 million.

· Resolved problem accounts with history of nonpayment and potential litigation into accepted solutions.
· Developed benchmarking and Business Process Reengineering (BPR) practice in conjunction with enterprise business systems implementation.
BBB Software Associates, Inc.                                                                                                       1994 to 1998
Senior Consulting Manager
Sold and delivered consulting services. Supported product sales activity. Managed programs for implementation of SA software in large manufacturing organizations. Recruited and led consulting teams for long term multi-plant, multi-national projects.
· Increased services sales by $6 million, with sales relationships at C-level.

· Served as Program Manager for $1.2 billion organization with 14 plants and 68 sales offices in 8 countries.

· Managed $3 billion project with over 12,000 personnel at 5 plants in 4 countries worldwide.
· Led end-to-end supply chain integration, significantly reducing inventory while improving accountability.
SSAX, Inc.                                                                                                                                      1990 to 1994
Senior Applications Consultant
Sold, supported and delivered consulting services. Managed projects for implementation of BPCS software and MRP II processes in larger manufacturing organizations. 
· Increased sales by $8 million in best year.

· Directed teams of up to 150 people.
· Led business process reengineering effort of 5-plant, high volume paperboard container manufacturer.


	Schmendrick Consulting                                                                                                             1984 to 1990
Manager, Business Systems Consulting
Developed practice to provide strategic planning, process re-engineering, enterprise systems analysis and design, and implementation consulting services to manufacturing companies.
· Corrected inventory control problem at $300 million distribution center operation, resulting in significant savings.

· Designed open systems solution to $700 million agricultural products manufacturer and distributor.


	EDUCATION
	MBA, University of Central Ipswich, MIS and Finance
BSBA, State University of Western Nevada, MIS



	PROFESSIONAL CERTIFICATIONS
	CPIM – Certified in Production and Inventory Management, APICS

Certified: Top, Middle and Line Management MRP II training courses




Functional Resume
William Kimmelblatt
392 Mobius Street
Delran, NJ  08319
williamkb@yahoo.net
888-666-4444 (C)
888-222-3333 (H)

PROFILE:  Senior Operations Manager with more than 15 years experience supervising product development, regulatory affairs, and distribution, with extensive background in quality control. Primary qualifications in the processed food industry.

· Recognized as a strategic thinker and problem-solver among peers, employers and industry associations.

· Demonstrated expertise in all aspects of nutrition, food regulations and food safety.

· Unique combination of scientific, operations and management skills.

· Outstanding track-record in consensus management and team building.
PROFESSIONAL EXPERIENCE:
	Consumer

Affairs:
	· Guided the restructuring of Company’s consumer affairs department into a proactive brand management resource within 6 months.

· Established Company’s “sensitive complaint” system, decreasing corporate response time by 50%, and assuring rapid response to all consumer complaints with real or perceived health or safety implications.


	Regulatory

Affairs and

Product Safety:


	· Conceived, established and directed corporate and local crisis management teams worldwide, in response to increased product tampering and other forms of terrorism.

· Avoided negative publicity and prevented loss of inventory and interruptions to operations by effectively resolving over 26 complex regulatory and government compliance issues.


	Legislative

Affairs:
	· Helped develop responsive legislative positions for the food industry as Chairman of the Food Manufacturers of America (GMA) Diet and Health Task Force.

· Guided lobbying efforts through Philadelphia office involving Food Safety Legislation and FTC’s proposed Nutrition Advertising Guidelines.


	Scientific and Technical

Affairs:
	· Directed efforts of four different corporate divisions in scientific and technical matters, concerning product safety, nutrition and health.

· Managed worldwide quality assurance for all company subsidiaries.




William Kimmelblatt
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EMPLOYMENT
MURTON INDUSTRIES, Berlin, NJ 


      2004-Present
HISTORY:

Corporate Director, Quality Assurance (2007-Present)


Decentralized quality control and established a worldwide Corporate Quality Assurance function reporting directly to the President.


Vice President, Morgan Institute of Research and Technology (2004-2007)

Oversaw Quality Assurance, Regulatory Affairs and Product Standards, spanning all subsidiaries, worldwide.

YUM FOOD CORP, Manfred, MA 




1995-2004

Director, Regulatory and Technical Public Affairs (1998-2004)

Director, Regulatory Affairs and Product Safety (1995-1998)


Managed regulatory and technical matters, including product labeling, product safety, public and scientific affairs in nutrition, health and food safety for all products.


NORSON FOODS, Miami, FL 




1990-1995

Manager, Regulatory Coordinator (1994-1995)

Together with the Vice President for the Corporate R&D, authored a benchmark study on the impact of government regulation on P&G’s innovative capacity.


Manager, Regulatory Relations, Folger Coffee (1992-1994)


Managed regulatory affairs, health, safety and toxicology for the Folger Division.


Various R&D and Manufacturing Staff Assignments (1990-1992)
EDUCATION:
       B.S., New York Center of Technology, New Fane, NY

1991
TRADE
American Frozen Food Institute
ASSOCIATIONS:
National Food Processors Association

Grocery Manufacturers of America, Inc.


Chairman, Diet and Health Task Force
PROFESSIONAL
Food Industry Panel, American Grocer’s Association
MEMBERSHIP:
American Chemical Institute, Associate Member


Association of Food and Drug Officials, Associate Member


Food and Drug Law Committee, Member


Institute of Chemical Technologists, Member


New York Academy of Food Science, Member
Chronological/Functional Combination
CAROL D. BARNES
4162 Parma Road, Unit J






Home (444) 555-7777

Aspinwall, PA 18608 







Mobile (444) 222-3333
E-mail: cdb222@fast.net
________________________________________________________________________________________
CAREER SUMMARY
Accomplished Management and Operations Professional experienced in a broad range of facilities and property management functions and business services. More than 20 years experience demonstrating a pattern of continued growth. Extensive background managing complex projects requiring strong leadership, problem-solving and organization skills. Proficient in the use of all major computer systems and various business and CIDT software applications.

SIGNIFICANT ACCOMPLISHMENTS
· Planned, coordinated and implemented major re-allocations of office space.  Projects included identification of feasible space (owned and leased), lease negotiations, programming, interior specifications and retrofit, construction and relocation.  Scope of projects ranged up to $2 million budgets, 700 employees and 250,000 square feet.  Projects were consistently completed on time and under budget.

· Served on $66 million office building construction project team providing expertise in practical design, space planning, finishes and specifications, building operations, general services, furniture and space standards.  Coordinated complex installation and interface of new and existing furnishings, as well as phased relocation of 650 employees over three-month period.  Primary decision maker and key negotiator in furniture bid process for $4 million contract.  Recently served in similar capacity on $76million expansion of a research and development facility.

· Consistently met short- and long-term departmental and company strategic goals relating to development of cost-effective facility standards and services through demonstrated excellence in leadership, team-building and supervisory skills.

· Researched, developed and implemented CIDT systems of integrated software packages for use in facilities management, space planning, and design processes.  Developed and implemented effective furniture tracking systems, integrating CIKT database with Bar Coding for inventory volume of $10 million.

PROFESSIONAL EXPERIENCE
1990 to Present



DOREY PHARMACEUTICALS, INC., Pittsburgh, PA




Associate Director Facilities Administration, 2006 to Present






(Expanded scope of Manager position)

Manage broad range of facilities, property management, and Real Estate functions including general maintenance, cleaning, waste management, food service and coordination of security.  Supervise staff of 44 people, numerous contractors, over 1.2 million square feet of office, manufacturing, and research space, and annual budget in excess of $14 million.





Manager Facilities Administration, 1998 to 2006

Directed organizational and functional development of effective facilities department, including  real estate, space planning, space inventory, interior design, space standards, and continued responsibilities for office service function.

Carol D. Barnes
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________________________________________________________________________________________________
DOREY PHARMACEUTICALS, INC., continued




Manager Office Services, 1993 to 1998

Expanded scope of Supervisor position, adding responsibility as landlord/tenant liaison for 300,000 square feet of leased space.  Selected, negotiated and provided and final approval for contract services.




Supervisor Office Services, 1990 to 1993

Supervised all building and general services, including building maintenance, housekeeping, and waste removal for over half million square feet, in-house printing, mail and courier operations, business relocation services, office equipment, furniture, and records (archives) center.

1983 to 1989


ICOGRAPH CORPORATION, Harrisburg, PA



Manager Office and Fleet Services
Managed mailroom operations, coordination of building services with landlord, office furniture, equipment supplies, minor office space planning, telecommunications, and corporate fleet of approximately 500 vehicles.  Developed vehicle standards and training programs for division fleet procedures and driver safety.

EDUCATION


- Continuing to pursue Bachelor’s Degree in Management, Penn State Univ.



- Concurrently pursuing DISF and ESB Certifications.


- Associates Degree in Business, Received 1982, Pitt Community College

AFFILIATION



ETRL – Professional Member since 1988

CFLG – One of 20 founding members who formed association, and later voted to become Pittsburgh Chapter President

PROFESSIONAL
Internal
- Essentials of Management Series
DEVELOPMENT

- Communications



- Selective Interviewing



- Decision Making/Problem Solving



- Management Methods



- Performance Appraisals



- Management Processes



- EEO Methods/Legality


External
- Tradeline Facilities Programs



- ATA Space Planning Concepts



- AFR Electronic Records Management



- AQXA Laser Technology in Records Management
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