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Alfonso Colón Martínez

	Objective
	To pursue a new opportunity in the sales area with a company that can help me in my professional growth and development, at the same time I can contribute to its growth with my experience and expertise.

	

	Education
	Oct, 2002
Phoenix University
Guaynabo, PR

Master  Business  Administration,  Mayor in Global Management

May 1994                       Polytechnic University of PR
San Juan, PR

Bachelor Science in Industrial Engineering, May-94

	Professional experience
	April 2014 -            Roger Electric

Sales Manager & Territory Manager
·  In charge of the development of sales and marketing for the sales force and its goals. 

· Develop large-scale projects to increase sales. 

· Responsible for help monitor and keep a monthly log to the sales team and help to reach the goals.
· Engaging in new talent to keep optimum customer service.
· Presentation of the capabilities of the company in all areas for new and existing customers.
· Provide support in all areas of the sales team to reach our goals including renewable energy and LG air conditioning.
· Responsible for all marketing trade shows and leads.
· Responsible for the north territory.
September 2011 – March 2013     SKF                                Puerto Rico
Territory Manager
· Responsible for marketing, sales, and forecasting for all SKF Industrial platforms. Bearings, Seals, Mechatronic (linear products and spindle repair), and Reliability products and service. All platforms products will be sold through our distributor partners with exception the reliability products and service. 
· Including all Puerto Rico some accounts in the Virgin Island and some account in Dominical Republics.
· Responsible for training to distributor’s partners and end users (PP, Videos, on site, on line).
· Working closely with the distributors to increase and deep existing account and develop new accounts to meet the goals.
· Work direct in a trade shows, distributor open house and in plant open house.
· Focus in our strategies capabilities and commitments to meet all the accomplishment. Find innovative solutions for end users.
· Work in a long and short terms projects as an energy saving, ROI demonstration. Find to help reducing downtime and longer product life. Work with engineering and customer service to

Provide solutions for customers' parts and service requirements. Assist customers in improving operational efficiency and cost reduction.
  January, 2009 – 2011 RR Technology Group Inc.                Caguas, P.R.

Sales Engineering

· Responsible for marketing, sales and forecasting activities of consumer products for developers and contractors in a territory.
· Develop, negotiate and implement strategies for increase sales in existing and new accounts.
· Work directly with key decision makers and make sales presentations to all levels.
· Responsible for bids and price quotes.
· Directive work with Key Accounts and prospecting new accounts.

· Present new and cost effective products to accounts including design consult and recommendation strategy.
January, 1998 – 2009              Grainger Caribe, Inc.
Cataño, P.R.

Account Manager

· Responsible for marketing, sales and forecasting activities of 1.7 million dollars in Grainger’s custom solution services in a diverse market of 40 industrial manufactures consumer products for pharmaceutical, hospital, hotels, contractors and high technology manufacturing .
· Develop, negotiate and implement commodity program contracts with Purchasing/ Planning and engineering departments in key accounts, increasing sales and repetitive buying volume.

· Work directly with distributors to develop sales plan and increments results.
· Increase sales, average 13% during the past four-year in different territories. 
· Conducts trade shows presentations for industrial, pharmaceutical, commercial and contractor’s organizations at various open houses and fairs.
January, 1995 – 1998              Grainger Caribe, Inc.
Cataño, P.R.

Customer Service Specialist (Inter Sales)
· Responsible for development of an integration program with Caribe GE Pilot, and Caribe GE Controls.

· Duplicate sales in 1996 vs. 1995 (350,000 vs. 175,000).

· In 1996 transfer the program to Caribe GE Power Breaker at Vega Baja Caribe Products at Arecibo increase sales by 60% ($750,000 to $1,200,000).

January, 1994 – 1995              Caribe GE 
Vega Alta, P.R.

Manufacturing Engineering
· Re-lay out manufacturing area to improve capacity for new equipment and better work environmental.

· Time Study and Cycle count reduction to improve manufacturing flow system. 

· Design and develop a tool Crib area to improve space, services and cost reduction of the inventory suing just in time strategy.



	Languages
	Bilingual- English / Spanish

	Skills
	Well rounded Management, Organized and self-motivated, creative, able to work under pressure and minimum supervision 

Willing to travel

	
	


