KEVIN J. CHAFFEE
17160 405th Avenue
Delavan, MN 56023
507-380-3028
tk.01@live.com

Professional Objective:
 
· Provide professional customer service for an organization. 
· Meeting or exceeding customer expectations during each interaction.
· [bookmark: _GoBack]Develop lasting relationships to better meet or exceed the needs of customers and keep customers loyal. 

Work History

Roerig Hardware and Appliance/Blue Earth Stockyard/U.S. Postal Service
April 2014 to present:
Since leaving Edwards Mfg. in April I am working three part-time jobs to make ends meet. I work part-time at Roerig hardware in sales/customer service. My duties also include delivery of appliances, stocking, cleaning and any other task that needs to be performed throughout the course of a day. I work Friday’s at Blue Earth Stockyard documenting livestock that is delivered for the Friday auction. I make sure that what the customer brings in is verified on paper, and that paper is the final document that follows that livestock through the sale process. I also help move livestock through the sale barn when the auction begins, and finally at the end of the auction I wash and clean the sale ring in preparation for next week’s auction. I recently started subbing on Saturdays for the U.S. Postal service. I sort mail in the morning in preparation for a rural delivery route. Once the mail is sorted, it is loaded into my vehicle and delivered to customer mail boxes in the city of Winnebago and the surrounding countryside. At the end of the route I return to the post office to drop off any letters or packages that customers had in their mailboxes, and I perform my final paperwork.


Edwards Manufacturing
November, 2011, - April, 2014
Inside Sales Representative
My primary duties at Edwards were to be the point of contact for all dealer orders received.  
 I worked closely with dealers verifying price, discount, and part number. I confirmed orders to dealers and worked closely with them to track the order through the manufacturing process. I provided product lead times for product delivery to dealers to can convey to their customer. I was responsible for entering orders for Ironworkers, and turned those orders into production orders to be delivered to the production manager. I maintained all of the production jobs on the floor, and closed the orders when finished. I made any changes to sales orders or production orders that arose. I worked with the production manager to prioritize the build schedule to meet or exceed our given lead time. I worked with production personnel regarding questions about products in process. I maintained communication with production to determine future shipments. I helped coordinate daily shipments and determine shipment priorities. I helped package parts in the afternoon due to the nature of the work hours of the packaging and shipping personnel. I was the back up for the computer shipping system, both for UPS and for truck shipments in the absence of the person in charge of those responsibilities. I also worked with potential new dealers inquiring on selling our product and worked with the Sales Executive to make a determination, or in his absence, I make those decisions myself.  I serve as a representative at trade shows, either one or two a year.  At trade shows, I demonstrated the benefits of our products and showed new features that were being highlighted for the upcoming sales season. I encouraged current dealers to stock more of our product, and I worked with potential new dealers and customers to demonstrate what Edwards products have to offer. The main focus of my job is to maintain the highest level of customer service possible. 

Catholic United Financial, St. Paul, MN
Life Insurance Agent
June 2009 to November 2011    
I started working for Catholic United Financial, (CUF), as a Life Insurance Agent. I attended class and passed the MN State Insurance Exam on first attempt. As an insurance agent I worked with people in my surrounding area to offer them the benefits of purchasing products offered by CUF. The two main products offered were Life Insurance and Annuities. I networked with churches, priests and CUF councils to encourage people to purchase our products and made cold calls to develop relationships and schedule appointments. As a member of a CUF Team, I conducted seminars in life insurance and estate planning. I worked hard at building my portfolio of potential clients and landed some larger accounts. I found it very difficult to compete against the Knights of Columbus, who have a very strong name and following in my territory. I ended my tenure with CUF on very good terms and keep in contact with a fellow employee as well as my former manager.

Roerig Hardware and Appliance, Winnebago, MN
Customer Service
September 2008 to May 2009
I took a job at a local Hardware Store to help supplement my income. As an employee of the store I had a variety of duties: customer service, cashier, truck driver/appliance delivery, and stock room/inventory. I enjoyed the job very much and the owner and I tried to work out an arrangement of pay and benefits to establish long term employment. Unfortunately, with a small store in Winnebago, MN the health insurance was not affordable to provide or to carry on my own.

TK Marketing
Sales Representative/Company Partner
October 2008 to May 2009
I left fulltime employment to start a business with a lifelong friend.  As a full time sales representative my business partner and I built relationships with companies to represent and promote their products. Our main company, Arctic Armor manufactured a cold weather suit, which could keep a person afloat in water. We called on sporting goods stores and dealers to demonstrate the product and encourage orders. We attended trade shows, used phone soliciting and made appointments to visit with buyers. We had success with many small vendors but could not convince larger retail outdoor product stores to stock our product because it was not Coast Guard Approved. We tried to encourage the company to certify their product, but they did not feel it was worth the expense. I eventually left the company because there was not enough income to support both of us. I left the company on good terms and am still friends with my former business partner.




Kerry Ingredients,
November 2006 to October 2008
Senior Customer Service Representative
	As a Senior Customer Service Representative I had direct contact with a variety of people. I worked directly with two major co-manufacturing companies inputting their new orders, keeping track of orders placed, shipped, inventory, and any discrepancies that arose. I worked with Sales to input possible new leads and deal with customer requests for samples or for documents related to the food industry. I made use of email, fax, as well as telephone to maintain communication with our valued partners. I enjoyed working directly with people and established good working relationships with all of my contacts. 
Buyer of Packaging. In January of 2007, I was given the added responsibility of ordering all of the packaging that Kerry Blue Earth required. I ordered a variety of packaging to meet our customer demand. I used shortage reports as well as MRP reports to monitor usage of packaging material, and I made weekly trips to our warehouse to do physical counts to verify accuracy of inventory. I had direct and personal contact with many suppliers and made good working relationships with all of them. Again, I enjoyed the direct contact of working with people and the challenge of keeping packaging lines supplied with material to meet an ever growing demand.  

Telex Communications, Blue Earth, MN and Lincoln, NE
Production Scheduler/Buyer
Buyer
Shipping/Receiving Clerk
Production Assembler 
February 1992 to October 2006
Production Scheduler/Buyer (Telex Communications, Lincoln, NE)
In the spring of 2005 Telex Corporate announced that they would be closing the Blue Earth facility and moving it to our sister plant in Lincoln, NE. Each employee was given an end date based upon the timeline of product transfer. I was given a date of March 2006. A few weeks prior to my departure, my manager, the Human Resources and plant manager offered me and a fellow employee an opportunity for a three month extension in Lincoln, NE. We were offered a Monday through Thursday all expenses paid position for three months. We took Telex up on the offer and I had a very good experience in Lincoln. Lincoln offered to hire me if I would relocate my family there, but my wife and I declined. Upon returning to the Blue Earth facility, I was again to be terminated, but the plant manager approached me and asked if I could stay on a week to week basis until there wasn’t any work left for me. I accepted and worked until November of 2006. I was only unemployed for two days between Telex and Kerry and banked my entire severance pay.

	Buyer
I worked as a Buyer since April of 2005, at which time Telex Communications decided to combine the purchasing and scheduling positions into one position called a Production Material Analyst. I gained extensive knowledge of how purchasing operates in a Kanban environment and MRP system. I am very comfortable working with both. I made judgments on price and quantity to keep unnecessary inventory in check. As a buyer, I purchased various components that include, but not limited to resistors, diodes, switches, hardware (screws, nuts, washers), plastic parts, cases, connectors, handles, metal parts, chassis, plates, cords and power supplies for various units, and packaging material.(boxes, bags, foam). I coordinated with production and suppliers to keep inventory down without running production out of parts. I monitored late deliveries and made adjustments to purchase orders for price and date changes. I ran an open order reports off MRP to coordinate parts that the system was driving to order. 

	Production Scheduler
I started my position as a Production Scheduler in February, 2004. As a Production Scheduler, I made decisions for production to meet customer demand. I ran an open order report to view customer orders and dates that needed to be met by production. I released circuit board jobs to the surface mount area and monitored the flow of circuit boards to have an adequate supply for production to meet its daily schedule. I had access to the production floor and all available parts to visually monitor items that may be missed or overlooked and not purchased on time, or may look like excess inventory. I coordinated with our corporate office to ensure that customer satisfaction remained high by delivering high quality product in a timely manner. I participated in many new initiatives such as Lean Manufacturing, Just-In-Time Purchasing, Kanban, Five S, and APICS classes. I was the co-chair of the dislocated workers committee. My final responsibility was helping manage approximately thirty-five production associates. I kept track of their time off, and helped ensure that they met production goals. I worked closely with production staff and developed a rapport with the people so they could approach me with any problems that arose with purchased items or the daily production schedule.

	Shipping/Receiving Clerk
As a Shipping/Receiving clerk my duties were varied. I received, opened, and processed material flowing into the plant. I drove forklift, ran pallet jacks, and delivered parts as needed to meet production demand. I worked with the UPS shipping system to process outgoing packages. I participated in two lean initiatives, which were both called Kaizan Blitzes. Each one was designed to eliminate unnecessary processes and make our work environment more efficient.  

	Production Assembler
As a Production Assembler I learned how to work in a team environment to meet a production schedule each day.  
	Education
High School
Delavan High School: Received diploma 1984

	College:     
Concordia University  Major: Organizational Management and Communication
 GPA: 3.73 Transferred 37.4 credits. I need 40 additional elective credits to finish my degree and graduate.










