Good Business Development Resume Stuff
Teledyne Technologies Inc.

· Initiated efforts to develop the International Business for TML.  Began from ground zero and now actively manage the majority of the international markets working through >20 in-country distributors (+100 individuals).  Have the management responsibility for all of S.E. Asia, South Africa, Eastern Europe, and portions of South America, Canada, and Mexico. Active in China, Taiwan, Australia, Singapore, Malaysia, Thailand, Korea, Hong Kong, Bulgaria, Czech Republic, Romania, S. Africa, Israel, Saudi Arabia and all of South America.  Conducted situational analyses and focused a market penetration strategy towards specific markets. Met and interviewed various organizations within specific countries and hired groups deemed best for performing their obligations.  Developed performance matrices such as quotas, proposal development, bids, win-lose strategies, financial projections and competitive analysis.  Developed forecasting reports for each distributor and communicated the expectations. Sought to develop win-win relationships with the distributors.  Ensured distributors were trained, competitively briefed, were financial viable, participated in trade shows, contacted key accounts, actively promoted our products and understood our T&C’s, warranty, and payment terms. Responsible for the dissemination and clarification of our standard distributor contracts and ensuring that all provision are followed, complied with and adhered to.  Cooperate with Teledyne Corporate to ensure any contracted group does not trigger a terrorist affiliation through Homeland Security.

· Support all USA and Canadian Regional Managers.  Primary responsibility is interfacing and training all domestic manufacturing reps with our product portfolio, pricing strategies and game-plan.  Developed “tools” such as PowerPoint presentations, competitive analyses, database records, and website dynamic content to aid their efforts.  Suggest additions/deletions of personnel as performance and market conditions dictate. Participate in “key” presentations with corporate senior staff when necessary (with a closing success rate near 90%). Train hundreds of USA rep individuals on products, pricing, competitive advantages, core competencies and strategies to win

· Developed vital relationships with hundreds of customers and actively maintain relations with these companies (primarily coal-fired utilities) in twenty-five different industries.  Assist in database development and the use of Goldmine and subsequent Customer Relations Management (CRM) software to more effectively target and support of large customer base.  Participate in marketing/PR programs, Point-of-Contact meetings, dispute resolutions, problem solving and support services.  Continually provide key support to the largest utilities and industrial accounts in the USA. Its imperative to maintain a win-win relationship with the customer.

· Involved in the marketing and sales of a hardware\software product entitled RegPerfect (“RP”). RP is a state-of-the-art Data Acquisition Handling and Reporting system which has been a staple product for TML for over 25 years.  RP is a suite of Microsoft applications including Windows Server 2003, Office 2007 Professional and SQL Server 2005. Reports are also generated through Sequel Server.  RP is utilized to acquiring data from analyzers and control systems (PLC’s or dataloggers), archiving data into Sequel, calculating permitted parameters, verifying measurement system integrity and certifying data is reported. Customizable graphical user interfaces, reason code entries, customizable reports and mandatory data reporting is supported.

· Head up key proposals when justified. Develop schedules, time-lines, strategies, and manage the internal quotation engineers to ensure we are compliant with T&C’s and meet all proposal time-lines and subsequent delivery schedules.  Work with project managers to ensure both their systems and project engineers concur and “buy-in” on the bid and delivery schedules.  Liquidated damages are reviewed and our risk tolerance must be discussed with the GM.  Payment terms, including draw-down schedules, must be discussed and agreed upon with the company controller. D&B’s are run when necessary.  For international, irrevocable letters of credit are usually required.  Commercial invoices are also supplied. 

· Have help manage TML to the leading position in the world in air emission monitoring equipment with over a (~65% Market Share); 5400 installations and $100,000,000 in sales

· Participated in the Sharepoint Team in the development of the sales/marketing areas of our MS Sharepoint platform.  Developed content for use across our business development/sales departments including database content, master PPT presentations, pricing/costing models, competitive analyses with hyperlinks to websites, brochure development, distributor lists with hyperlinks, reference materials and overall sales support documents.

· Represented the business development team at United Sciences as ISO 9001 certification was achieved.  Participated with senior staff to support the business and marketing plan of the organization and to ensure that the team adhered to the quality commitments of the organization. Also worked with production as we developed new products to ensure production would be able to continue to meet our quality objectives. Currently at TML, though we are ISO 9001:2008 Certified, our department is under strict policy initiatives of Teledyne “Corporate” more than ISO audits.  Therefore, we must ensure all our standard business processes meet the directives of our overall policies.

· Traveled extensively overseas and am familiar with visas, passports, and carnets. Must adhere to the Foreign Corruption Practices Act and screen all of our international business associates through Homeland Security Terrorist Database for clearance.  All International travel must be approved by senior Teledyne management.

· At TML, attend 6-7 major trade shows annually in the US and worldwide complete with booth decorations, literature, pronouncements, and give-aways. At times white-papers are given.

· Have given thousands of sales presentations over the years in conference rooms complete with overheads, projectors, teleconferencing equipment, etc.  Am comfortable in these settings and understand the necessity of functional equipment.

· Engage in the strategic planning for the organization. Conduct situation analyses of world markets and provide feedback via product proposals to strategically position ourselves in a dynamic market. Advise the Product Council of potential new products to discuss and review.

United Sciences, Inc.

· As the Business Development Manager of United Sciences, managed a staff of 10-12 people in the proposal development, quotations, contract management and sales/marketing functions. Identified opportunities and subsequent human capital needs and filled positions to form a successful team.  Conducted market assessment, developed product introduction schedules, market pricing and developed the installed base. The team grew the company from $1.0M/annual sales to $17.0M in annual sales in 5years

Westinghouse Electric, Corporation

· As a Senior Technical Contract Negotiator, was engaged in the negotiations of the technical, financial and legal provisions of very large, complex and costly ($100-$500M) construction and operation and maintenance contracts of waste-to-energy and biomass facilities.  Led teams of different disciplines (engineering, permitting, finance, project management) to negotiate the contracts with the procuring party. A line-by-line, page-by-page review of every provision with these large legal agreements was undertaken and agreed upon.  Since the contracts were all encompassing, all technical, financial and legal matters were reviewed. The technical design, throughput capabilities, turbine-generator performance, air/water emissions, performance guarantees, put-or-pay provisions, heat rate guarantees, leverage lease provisions, equity investments, tax considerations, force majeure, indemnifications, damage provisions, etc. were all matters of discussion and negotiation. Mutual agreement was the overall objective of the negotiations.  Am very familiar with complex legal language.

· As a Financial Analyst, became skilled at running in-depth pro-forma financial evaluation models for $100-$500M facilities. “What-if” scenarios were designed and run altering the input/outputs of revenue streams, expenditures, and equity infusions to model the financial impact on the P&L statement for the facility.  Financial measures including Internal Rate of Return, Present Value, Return on Equity or Return on Investment were continuous analyzed to ensure corporate financial objectives were being met. Tax implications were modeled based on leverage lease arrangements to analyze balance sheet impact.  Project financing was the funding vehicle so the long term viable operation of the facility was required to ensure bondholders received their ROI and principal.  This meant the financial models had to accurately reflect “true” revenues, expenditures, depreciation schedules and IRS requirements. 

Mountainmen Enterprises, Inc.

· As an entrepreneur, participated in all facets of the business and managed the organization from start-up to totals sales exceeding $20M. Part-time managed two other officers, one full-time office manager, 6-10 full-time assemblers and at times up to 15 additional subcontractors from the Vocational Rehabilitation Center (now Lifeswork of SW PA). Intimately involved in product design, from conceptual-to-beta-to-full production, of over two dozen products.  Oversaw the production manager working with a couple dozen sub-suppliers and consolidated all assembly operations at the Mon-Valley Industrial Development Center. Estimated sales; developed product specifications; issued PO’s and verified compliance and delivery of all sub-components. Developed detailed business plans to guide marketing functions but also to support financing needs. Ran all the financial pro-forma statements which reflected our annual cash-needs to finance operations, purchase inventory, make payroll, and ensure viability. Managed the company auditor/accountant/controller to ensure balance sheet ratios remained acceptable to lending institutions and financing sources.  Hired the required personnel to run the day-to-day operations of the facility as well as hired temporary assembly help during major seasonal business operations. Delegated payroll, benefits, ESSOP, insurance and 401k programs to company controller and external benefit suppliers. Entered into licensing agreements with various designers and headed up legal defense when required to defend intellectual property rights or patent infringements.  Delegated the local area network (Novell) to the office manager.  All coding, database development, financial management (order entry, accts. receivable/payables, ageing reports) were delegated but used by management for the operations of the facility.  Managed a couple dozen novelty/gift manufacturing reps covering the US and Canada.  Entered into agreements, ensured bilateral provisions were being met and hired and fired as necessary when performance dwindled. Attended trade shows throughout the US complete with booth decorations, PR novelties and developed relationships.

