DMITRY REYFMAN
1057 Cove Dr. Prospect Heights, IL 60070 ▪  224.420.7770 reyfman@gmail.com



OBJECTIVE
To obtain a position as a tactical procurement specialist utilizing my purchasing experience in OEM/Manufacturing environment

PROFILE HIGHLIGHTS

· Five years+ experience in tactical sourcing  and replenishing
· Highly competitive negotiator w/ proven history of attaining OEM+ pricing
· Searched out continuous improvement process (CIP) initiatives
· Bi-lingual

EXPERIENCE
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Buyer
· Responsible for the purchase of replacements parts for a fleet of 59 planes, spending over $3 million/year.  
Procured parts includes: valves, actuators, booms, rotary parts, drogues, light assemblies, pumps, ducts, regulators and etc.
· Handle funding for BER Aerospace units, finding replacements on the open market based on best price and delivery.
· Worked closely with two Air Force bases and two maintenance depots insuring delivery of all required open orders
· Interacted with internal departments like Accounting, Quality Assurance, Engineering, Shipping and Receiving
· 
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· Procured   parts for OEM BOM, MRO and after-market across the globe to serve US and customers abroad
· Managed vendor community, parts and factory tooling;  generating $2,000,000 in annual sales
· Facilitated communication between suppliers and various engineering project leaders
· Achieved annual cost savings of 7.4%  via negotiating and cross referencing directly interchangeable parts
· Established and qualified new vendors to current vendor community of 125-150  sources
· Managed and replenished expandable  and spare parts inventory at 2 facilities using JIT strategy
· Created a notification  system in ERP for employees to access cross reference parts  when alt. vendor available
· Managed reverse engineering projects in US and China for parts to be manufactured at fraction cost
· Consistently lowered discounts past OEM tier with existing and new vendors  via  RFQ
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Sales & Marketing
· Lead marketing campaign including creating e-blasts for  B2B and B2C customers in US
· Placed purchase orders to European vendor and distributed orders to respective dealers in US
· Converted incoming sales orders into purchase orders w/ shipment coordination to dealers
· Lowered discounts with existing and new vendors by maintaining win-win relations


EDUCATION 
BBA, Business Marketing, University of Wisconsin, Whitewater, WI


SOFTWARE
· Oracle IMOPS, Fishbowl Inventory ERP, APEX, Web Now, Microsoft Outlook, Excel & Word
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