ROBERT GLASS


30 Lyon Lane

Ruckersville, VA 22968

Email:ruckerdrbob@embarqmail.com
Mobile:  (434) 258-5639, Home:  (434) 985-6651
LinkedIn: http://www.linkedin.com/pub/bob-glass/4/b47/510
MARKETING / BUSINESS DEVELOPMENT / PRODUCT MANAGEMENT / SALES

Expertise in identifying and capitalizing on emerging opportuni​ties to drive revenue growth, expand market penetration and win dominant market share. Provided strategic, analytical and creative marketing approaches to support diverse corporations, business units and product lines. Solid business part​nering, negotia​tions, sales and client relationship management skills.  Strong cross-functional business acumen complemented by a decisive and interactive leadership style. MBA from Top 25 Busi​ness School.

PROFESSIONAL EXPERIENCE:

GE INTELLIGENT PLATFORMS, Charlottesville, VA
2004 to Present

(Division of GE that offers software, control systems, services, and expertise in automation and embedded computing)

Marketing Manager
Responsible for planning, implementing and evaluating marketing programs designed to generate demand for complex B-to-B products and solutions. Work with sales and product marketing team to create repeatable programs, messages, strategies, and tools to generate and nurture leads for designated business segments through the marketing and sales pipeline. Leveraged industry best practices around subject matter expert activities to drive maximum ROI, gather and influence customer interest, and stay abreast of leading edge techniques to achieve these ROI and customer interest goals.
· Analyze industry, technology and customer trends to develop deep market understanding that influence the execution strategy.
· Determine appropriate target jobs, markets, list sources, and any other demographic information for all direct marketing activities.
· Work with product managers and vertical market managers to target, refine, plan, implement, and evaluate Demand Generation programs.
· Perform outbound customer contact to generate qualified sales prospects for sales follow-up.

· Determine appropriate call-to-action, develop and manage customer cultivation/nurturing process and programs.
· Orchestrate all planning and execution across in-house marketing communications and field marketing.
· Work with web team, channel, copywriters, and product and marketing managers to develop web-based registration, landing pages, and e-invites.
· Develop and execute the organization’s digital marketing strategy to include properties that GEIP inhabits, co-habits with partners and customers, and hosts.
· Act as Subject Matter Expert for online portals and digital programs, and proactively advise Product Management and Vertical Market teams wishing to initiate, continue, or discontinue participation in this commercialization tactic.

· Research, design, coordinate, and manage digital programs with 3rd party industry sites and portals.
· Ensure effective management of leads through CRM, Salesforce.com.
· Develop and maintain customer enterprise data warehouse, and produce installed base listings of licensed and serialized products for data mining purposes.

· Monitor offerings in commercial spaces important to GEIP and maintain close ties with adjacent or related markets we may enter.
· Evaluate program effectiveness through the delivery of regular activity, ROI, and performance reports using web analytics tools, Omniture and Google Analytics. Leverage statistical and market data to measure effectiveness of Google AdWords SEM.
· Evaluate market and market offerings for best practices and trending.
GATES CORPORATION, Denver, CO
2000 to 2004

(Subsidiary of Tomkins PLC, a $6 billion diversified manufacturing company)

Director, Marketing – Gates Global Aftermarket Division (2001 to 2004)

Director, Market Development – NAPA (2000 to 2001)

Recruited to manage and direct North American marketing, product introductions, national sales force, and business devel​op​ment activities for a wide range of automotive aftermarket products manufactured in Altavista, VA. Conducted market research activities to analyze and develop innovative strategies to expand market penetration and to identify new channels of business. Devised comprehensive marketing and operation plans, aggressive sales campaigns to expand and build business, and implemented initiatives to prioritize targeted categories and customers. Continuously built and nurtured client relationships through successful networking and strong communication skills.

· Launched multiple private branded product lines along with all the supporting marketing collateral material.

· Initiated and implemented unprecedented prices increase, and modified the terms and conditions of the business, which resulted in a 50% gross margin increase.







· Developed, recruited and organized a nationwide authorized service center network to increase customer satisfaction and market penetration. Designed and launched a series of training seminars to educate service personnel.

· Designed and launched innovative turnkey “pull through” strategy marketing programs.
· Restructured external aftermarket communications programs to create a uniform and cohe​sive product line image. 

· Initiated a black belt study to restructure facility’s assembly and overhead rates, resulting in more than $1 million in business from new customers.
· Directed and structured cross-functional product development team to design and introduce new products, leading to new sales exceeding $2 million in the first year.  
· Nominated to participate in the Gates Group Career Development Process, restricted to the top 1% of the company’s management group.
BELVAC PRODUCTION MACHINERY, INC., Lynchburg, Virginia
1993 to 2000

(Subsidiary of Dover Corporation, a Fortune 100 diversified holding company)

Director of Sales and Marketing (1996 to 2000)

Manager of Key Accounts (1993 to 1996)

Promoted to become the most senior marketing profes​sional for this capital equipment manufacturer.  Assumed increased responsibility as company experienced rapid growth, global market expan​sion and diversification.  Held full autonomy to drive worldwide marketing, product introductions and business devel​op​ment activities in response to changing customer, industry and market demands. 

Scope of responsibility is broad-based and encompasses strategic planning, forecasting, new product devel​opment, market intelligence, competitive positioning, pricing and contracts, and a full range of product and corporate marketing activities.  Represented the corporation at industry trade shows, administered advertising and promotional budget, and directed global corporate commu​nications. Traveled worldwide managing strategic business partnerships and key client relationships.

· Member of a four-person sales team that contributed to the rapid growth of the company from 1993 sales of $40 million to 1997 revenues in excess of $110+ million and #1 market share. 

· Personally structured, consummated and managed $40+ million in annual contracts with customers in the US, Asia and Europe.

· Designed and launched innovative marketing programs which increased sales of value-added products and services, despite mature industry conditions. 
· Developed the content, and led the creative design of the company’s first Internet website, with a combi​nation of marketing, technical information and client communications.  Drove forward dramatic increase in market awareness and visibility.

· Restructured external corporate communications programs to create a uniform and cohe​sive corporate image. Launched a series of training tools, videos and newsletters for key customers worldwide.

· Appointed to lead a five-person cross-functional product development taskforce assessing potential opportunities in direct consumer marketing and other channels beyond niche OEM business segments.  

· Developed a strategic marketing plan for various new products projected to deliver $20-25 million in revenues within five years.

INTERMET CORPORATION, Lynchburg, Virginia
1989 to 1993

($700 million manufacturer with domestic and international operations)

Senior Market Research Analyst

Recruited to guide senior management in forecasting, strategic planning and long-range direction for the corporation and its 2000+ product lines.  Evaluated existing and emerging markets and the viability of new and existing product lines to determine risks and profitability. 

· Led a team of marketing professionals responsible for the research and analysis of industry, market, and competitive trends impacting supply/demand of products in the automotive and industrial industries.  

· Member of the corporate staff which successfully developed the company’s first five-year stra​tegic plan and annual budget.

· Participated in the structuring and negotiation of an acquisition of Japanese manufacturer to expand market presence and divestiture of under-performing business unit to improve cash flow.

· Designed competitive pricing model contributing to a 15-20% increase in profit margins for key products.

· Conducted complete analysis of production volumes.  Information was utilized by operations to optimize plant capacity and personnel utilization in 11 US and 3 overseas manufacturing facilities.

EDUCATION:
MBA – 1988


BABCOCK GRADUATE SCHOOL OF MANAGEMENT / WAKE FOREST UNIVERSITY


BA – 1980


LYNCHBURG COLLEGE
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