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KEY SKILLS
· Leadership
Mentoring and developing team skills to achieve focused results.

· Sales/Marketing
Developing marketing & action plans and strategies to increase market share. 

· Relationships
Strong interpersonal and relationship-building ability.

· Budget focused 
Setting / analyzing / forecasting / achieving.
· Sales Skills

Project & Key Account management / sales report analysis (KPI’s, IFOT).

· Market Intel
Monitoring trends, competitors
· Computer 

Microsoft Word / Excel / Sales Force / SAP.

· Promotion
 
Tradeshows / Presentations / Advertising / Developed & Maintained Website.

PERSONAL ATTRIBUTES

· Winner of the 2003 Sales and Marketing Award - Webforge Industrial Galvanizers Group for sales in excess of $3,500,000.00 on one project.
· Strong engineering and building industry knowledge – architect / engineer / T.A. / structural / civil / contractor / fabricator & end-user.
· High achiever, with a tenacious, decisive and driven desire to meet goals.

· Logical and analytical ideas oriented problem solver.

· Hands on approach and technically minded by nature.

EMPLOYMENT HISTORY

Mar 2019 – Oct 2020
Pentair Flow Technologies Ltd  


Sales Manager Service

· My role was to strengthen the Service Departments position within the Food & Beveridge manufacturing industries and grow the Industrial valve sector client base nationwide in a very competitive market. 
· Target industries included Dairy Company’s, Breweries/ Wineries/ Beverages, Fire & Safety Systems, Oil & Gas and Municipal Water Treatment plants. 
· A good understanding of manufacturing SOP’s, particularly around QA and site Logistics’ management was required.
· A thorough understanding of Industry Standards (ISO etc.) around materials and contractor Code of Compliance was also vital.
· Duties included prospecting, quoting, trade training and developing systems and procedures around   introduction of new industries to the client base.

· Due to Covid 19 cutbacks by the USA head office; I was amongst a number of staff in NZ & Australia who were made redundant.
Nov 2011 – Dec 2018
 
Pipes NZ Ltd




Sales Manager 

· My Sales Managers role changed into a Business Development, Key Accounts and Project Management role when the new business owner merged management with the new parent company. 
· A good knowledge of structural steel Standards & Specification was required when dealing with engineers and main contractors on large civil construction projects.
· This role required a good understanding of the major projects tender process and procedure to enable complete design to supply compliance.
· Building strong client relationships at Quantity Surveyor, Construction Management and Site Engineers level was a skill and strength of mine.

· I secured supply tenders to a number of major projects such as North Western Motorway upgrade ($1.8m - Fulton Hogan), and the Hamilton Bypass Expressway ($1.2m – BPC). 
· Restructuring by the new parent company meant a change to the sales division resulting in scaling down and job losses of which I was a casualty. 
Feb 2001 – Apr 2011
Webforge NZ Ltd, Palmerston North 


Sales Manager
· I managed a team of 7 sales staff and performed a New Business Development role by launching a number of new products within the Civil and Structural sectors of the Construction Industry. 
· I successfully set up an exclusive supply agreement with a major Drainage Merchant to resell a new range of Chamber Inspection Covers after winning approval from all NZ Councils for their infrastructure networks.

· I also won a major government tender project ($3.5m) to supply High Security Fencing for a number of Dept. of Corrections’ sites throughout NZ. This followed a lengthy and extensive specification approval process with the consulting engineers, and DOC approval.
· I launched a new commercial exterior façade/ cladding product to the NZ market via architectural practices resulting in winning a major supply contract ($750,000.00) for a new high rise building in the Wellington CBD.
· As a result of winning the DOC contract, the company head-office in Melbourne Australia invested heavily to become a manufacturer of Expanded Mesh.

· I resigned from my role to travel to Australia for family reasons, and to pursue a new career opportunity on my return.
May 1993 – Jan 2001
Dux Industries Ltd, Wellington

Regional Sales Manager
· Initially employed as an architectural rep focused on major infrastructure projects in Auckland, I was promoted to Sales Manager at the Wellington Branch.

· Managing a team of 3 sales staff within the lower North Island servicing a client base consisting of
Plumbing and Drainage merchants, Plumbers and Drainlayers, Civil Contractors, TA’s, Consulting

Engineers and Specifier’s.
· I resigned from this position to pursue a new career opportunity in Palmerston North.
. 

EDUCATION

· David Forman Courses – Negotiating / Advanced Sales / Time Management / Managing The

               Sales Team

· Priority Management Systems – Influencing Workshop.
· International Correspondence School – Accountancy.
· Company In-house Courses – Project Management / Key Account Management / Budgeting /
               Marketing & Action Planning / Report Analysis

· Lawrence & Sterritt Seminars – Microsoft Word / Excel Courses.
· University Entrance -- Geography, Accountancy, English, History. 

RECENT ACHIEVEMENTS
· Prison Security Fencing

DOC


Jan 2013

$3,500,000
· Lincoln Road Interchange
Fulton Hogan

Jan 2014

$1,800,000

· Wainui Road Interchange

“

Mar 2014

$      88,000

· Ferguson Wharf


HEB


May 2014

$    700,000

· Tauranga Council Proj

  “


Aug 2014

$       95,000
· Dominion Road Proj

Hornell Ind

Oct 2014

$       90,000

· GEA Pahiatua


WFM Ltd

Dec 2014

$       50,000

· RSIC Building


D & H Steel

Jan 2015

$    248,000

· Holcim Cement


Downers Const
Feb 2015

$    600,000

· Fonterra Dairy


Maintenance

Mar 2020

$    760,000

· DB Breweries



“

Mar 2020

$    480,000
3
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