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Marketing and Sales professional with 30 years of diversified experience in the wastewater treatment and specialty chemical industries.  Experience includes building and expanding wastewater treatment departments and product lines, as well as training sales personnel, formulating marketing strategies and management of sales support groups. BS & MS degrees in Chemistry.

Key Accomplishments:

· Convinced reluctant sales force to sell wastewater treatment; sales increased from $4 -16M (‘03 $)

· Increased margins 10% by altering product formulations 

· Increased municipal business 17% first year by targeting more profitable markets. 

· Established industrial wastewater treatment product line worth $2 MM

· Expanded product lines, trained sales personnel,  increased ability to compete

PROFESSIONAL EXPERIENCE

CETCO – Arlington Heights IL





                     2001-2003
$200M specialty chemical marketer of clay-based products to the drilling and environmental markets.

Product Development and Marketing Manager

The company was non-competitive in higher flow wastewater treatment applications with its current clay- based products.  My role was to develop a non clay-based product line and train the sales force in its sale and use.  CETCO is now competitive in applications of any flow rate.

BECKART ENVIRONMENTAL – Kenosha, WI



                     1999-2001

$10M wastewater equipment manufacturer.

Sales & Marketing Manager, Chemicals

Beckart’s main focus is equipment, but they recognized the chemical portion of the business as having the greatest growth potential.  Under my guidance, the product line expanded and sales people were trained in various applications.  Product line revenue grew 33% in two years.
ECOLAB - Minneapolis, MN





                                 1997 - 1999

$750M manufacturer of specialty chemical cleaning and water treatment products.

Product Manager

Acquisitions of wastewater treatment companies produced a disorganized product line. I led restructuring and streamlining of the product line, training of sales personnel, and creation of a technical service group to support the sales effort.  Sales increased 17 % first year.
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ENVIRONMENTAL CONTROL CONSULTANTS – Wheaton, IL
                                1993 – 1997

Started consulting firm that assisted clients in establishing new wastewater treatment departments or expanded existing ones.  Clients included NCH Corp., Dallas TX; American Air Filter, Louisville, KY; and Dober Group, Midlothian, IL

DIATEC ENVIRONMENTAL - Batavia, IL




                   1990 – 1993

$10M polymer manufacturer that sold primarily to municipalities

Marketing Manager

P/L responsibility for line of polymers sold to municipalities. Increased margins by 10% and sales by 20% through refocusing a portion of the business to smaller, higher profit municipalities. These customers were not involved with bids, needed service, and were less sensitive regarding pricing.  

DOBER GROUP – Midlothian , IL





                   1988 – 1990
Business Development Manager

Developed waste oil recovery product line and the technology to remove dyes from textile wastewater.  Technology was shelved to pursue laundry market that Dober was in a better position to exploit.

DEARBORN DIVISION OF W.R. GRACE – Lake Zurich IL

                   1983 – 1988

$130M division of Fortune 500 company, producing water and wastewater treatment products and services for industrial markets.

Senior Product Manager and Manager, Wastewater Treatment Specialists

P/L responsibility for wastewater treatment product line.  Convinced sales force to begin selling wastewater treatment products by focusing on making two districts successful and training others.  The demonstrated success of the districts selling wastewater treatment products helped to convince the rest to participate.  Sales increased from $3.9 MM to $15.5 MM (‘03 $) in four years.

NALCO CHEMICAL – Naperville, IL




                   1970 - 1983

$2B global industrial water treatment company

Promoted into a succession of positions ranging from Research Chemist to Product Manager 

($20MM ’03 $)  Awarded 4 patents.

EDUCATION

MS Chemistry

Oklahoma State University
Stillwater, OK

BS Chemistry

Brooklyn College

Brooklyn, NY

