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xxxxxxxxxxxxxxxxx, TX 77023 
 (332) xxx - xxxx│ xxxxxxxxxxxx@gmail.com
VP OF CORPORATE ENTREPRENEURSHIP
New Product Development | VP of Operations | Business Development Director
Insightful and highly organized Vice President with 17+ years' experience on implementing optimal services through managing and shaping business strategy. Worked closely with the senior leadership team to drive the company's vision and ensure alignment and integration across all projects and programs. Successfully manage widely dispersed facilities by developing uniform, scalable business models, leadership programs, and operational protocols-standardized. Track record of taking underperforming centers, regions, and teams and transforming them into top tier revenue generators
· Leader & Talent Development

· Strong Analytical Skills

· Strong Negotiation & Interpersonal

· Productivity Improvement

· Project Management Skills

· Communication Skills

· P&L Accountability

· Business Development

· Strategic Planning 

· Multi-site Operations 

· Standardization/Best Practices 

· Key Performance Indicators (KM) 

· Budget Administration 

· Operational Improvements 

· Revenue Projections 

· Performance Coaching 

· Labor Relations 

· Staffing & Scheduling 

· Issue & Complaint Resolution

· Logistics & Distribution Ops
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PROFESSIONAL EXPERIENCE


MAYCO WELLCHEM, INC. (Houston, TX)             
                                                                               Apr 2013 – Present
Vice President  

Worked with the lab and research group to help refine the product, and then launched it a year later. Manage and negotiate global distribution agreements with Fortune 100 customers as well as Mayco Wellchem affiliates. Increased sales 15-20% over year to about 3-4mm 
· Preside over day-to-day manufacturing operations and sales with direct reporting responsibility to the President and CEO.

· Manage and negotiate global distribution agreements with Fortune 100 customers as well as Mayco Wellchem affiliates. 

· Identify and implement ways to maximize overall company growth and profitability through direct P&L responsibility.

· Conceptualize and recommend strategic timing for introduction of new products launched into the marketplace.

· Develop company charters related to business development, marketing, manufacturing and brand image.

· Gather and report dynamic market changes that directly and indirectly influence corporate decisions.

· Nurture relationships with sales agents, vendors and customers to deliver corporate message.

· Utilize SaleForce.com to track and identify opportunities and customer trends and conditions related to sales forecasting.

· Travel, nationally & globally 5%.
· Streamlined efficiencies in core operating areas production, labor and cut merchandise cost by 2.5%.
· Host quarterly operation reviews with sales and service departments to proactively address performance gaps throughout the year.
Baker Hughes Incorporated (Houston, TX)             
                                                                           Mar 2008 – Apr 2013
Global Account Manager, Pressure Pumping & Fluid Systems (Houston, TX)  
                                   Jan 2011 – Apr 2013
At baker Hughes he lead 60 account managers, some projects were 150 mm dollar tenders. In 2006 he was in charge of introducing the completion fluids products into the Asia pacific area which increased sale from near 0 to5-7mm a year. 
· Develop and maintain an account strategy, documented within the Large Account Management Process (Miller Heiman Blue/Gold Sheet(s)).

· Lead non-direct report team of 60 account managers globally.

· Assist in tendering strategy with geo-markets on tenders valued at 150mm+.

· Collect and recompile financial information in the agreed format at the required frequency.

· Continuous monitoring of pressure pumping product line(s) activity, respectively 56mm in fluid systems and 156mm in pressure pumping for global customer.

· Understand customer’s procurement practices and strategies and communicate to geomarket sales structures and management.

· Serve as the voice of customer to Baker Hughes senior management on important/urgent issues related to account.

· Travel, globally 40%.
Asia Pacific Business Development Manager – Fluids Services (Kuala Lumpur, Malaysia)                    Apr 2009 – Jan 2011
· Entrepreneurial effort in product line launch initiative for new division in an established marketplace.

· Ensure the development, marketing and promotion of appropriate BJ Services Company completion chemical offerings in a highly competitive environment by maintaining a broad institutional perspective, while focusing on specific demographic market within primary geographic targets.

· Negotiate mid-term contracts (3yr +1+1) with values in the tens of millions.

· Assist country managers with capex budgeting for assets and personnel.

· Review monthly, quarterly and annual fiscal balance sheets to ensure division and regional expectations are forward moving.

· Create market share with a corporate entrepreneurial approach. 

· Present company growth and vision internally/externally while educating both engineers and customers along the way.

· Travel, internationally 90%.
Global Technical Representative (Houston, TX)                                                                                           Mar 2008 – Apr 2009
· Recruited to provide technical sales and marketing support.

· Project management of $40mm global launch of product line from inception to completion.

· Trained and implemented staff and field engineers on production, application and design use of downhole tools/chemicals and delivery equipment.

· Traveled globally to oversee installation of manufacturing facilities within current infrastructure as well as present information to existing and future customers.

· Travel, globally 70%.

Ambar Lone Star Fluid Services (Houston, TX)             
                                                                            Jan 2007 – Mar 2008
Executive Account Manager  
                                                                                                                     
Created and developed strategic marketing incentive to pinpoint new clientele implementing demographic profiling. Drove new sales opportunities from inception to closure with deals in the $500k - $1.2m range.
· Marketed and sold Ambar Lone Star displacement chemicals and completion fluids products and services to drilling and production engineers.

· Directly responsible for developing new completion products client base through networking and cold calling.

· Educated drilling and production engineers about specific services that Ambar Lone Star provides and field technical questions about chemicals and completion fluids that may arise.

· Created and developed strategic marketing incentive to pinpoint new clientele implementing demographic profiling.

· Ensured proper channels are met to transition from job inception to operational success.
Tekcor Technologies, Ltd. (Houston, TX)             
                                                                            
       Mar 2008 – Dec 2006
Account Manager  
                                                                                                                                    Jan 2003 –Dec 2006
Created and developed strategic sales strategy to approach existing customers with new product sales. Successfully managed a cross-functional team to create forecasts and insights to optimize long term opportunities
· Responsible for maintaining key relationships with customers.

· Served as the direct liaison between customer and in-house operations.

· Created and obtained new business through cold calling.

· Developed strategic sales strategy to approach existing customers with new product sales.
· Proactively pursued the development and execution of strategic account plans to ensure achievement of assigned business goals.

Operations Technician 
                                                                                                                                  Nov 2003 – Dec 2006
· Oversaw all aspects of the organization's production and inventory management policies, objectives, and initiatives.

· Responsible for production planning, master scheduling, and inventory management.

· Relied on extensive experience and judgment to plan and accomplish goals.

· Lead and directed the work of others.

· Maintained and directed contracted dock facilities in shipping/receiving and handling of Tekcor products.

· Devised and implemented logistical tracking sheets for capital equipment and products.

· Strategize product placement through project forecasting. 
· 
EDUCATION & TRAINING

SYRACUSE UNIVERSITY, Whitman School of Business (Syracuse, NY)             
                                   Graduation Fall 2020
Masters Business Administration – Corporate Entrepreneurship
SOLEXICO (Playa Del Carmen, México)             
                                                                                         Feb 2003 – Aug 2003
Studied Spanish as a Second Language – An Intensive Abroad Program While Immersed In Mexican Culture 
LOUISIANA STATE UNIVERSITY (Baton Rouge, LA)             
                                                             Aug 1996 – Dec 2000
Bachelor of Arts – Mass Communication/Marketing  


HONORS

· LSU Track & Field Alumni Committee Member (2002-2007)

· US Track & Field Championships (1997,1998, 2002)

· US/World Ranked High Jump Athlete (1996, 1997, 1999, 2001, 2002)

· LSU Track & Field Team Captain (1999-2000)

· SEC Student Athletic Advisory Board Member (1999, 2000)

· NCAA All-American High Jump (1997, 1998, 1999, 2000)

· LSU Student Athletic Advisory Board (1997, 1998, 1999, 2000)

· USA Today All-American (1997, 1998)

· USA National High Jump Champion (1996)
Sample cv is provided you need to make your own, ensure what you write, you have an evidence & holds the supporting documents.








