DEAN A. HEIMERMAN

228 MAPLE RIDGE DRIVE

HENDERSON, MN  56044

Home-(507)-248-3634

Mobile-(507)-491-2268

Email: dtheim@mediacombb.net
Summary:   A proven professional that can offer versatility and creativity in help to manage a business with a wide scope of experience.

EMPLOYMENT HISTORY
PREMIER MARINE, INC., Wyoming, MN




2007 to Present

A builder to Luxury Pontoons

Materials Manager
Oversee Purchasing and Warehouse Departments and personnel at the Premier facility in Wyoming and the Palm Beach/Weeres facility in New Ulm, MN.  Install new processes and procedures to bring department into a more efficient and cost-conscience team.  Continuously search for vendors and products to improve the quality and shorten the build cycle of our boats.  Additional responsibilities are working with the ISO procedures and processes and ensure compliance to those regulations.
ALUMACRAFT BOAT CO., St. Peter, MN                                                       1996 to 2007
Major manufacturer of recreational aluminum fishing boats and canoes





Purchasing/Materials Manager          




2003 to 2007           
Oversee the acquisition and handling of all raw materials at Alumacraft’s Minnesota plant. Implement systems to facilitate efficiencies in cost and production including close monitoring of commodity markets where pricing can greatly impact the bottom line.  Work closely with the engineering department on product development teams. Other duties include those similar to current position at Premier.
Product Development Manager                                                                     2001 to 2003           
Led development of Alumacraft’s new boat models during the absence of a chief engineer.  Conducted research of competitive brands comparing prices, features, and markets.  Supervised the engineering staff through the prototype building and finalizing of new designs with established project timelines and goals through the phases of development.

Advertising/Marketing Manager                                                                   1996 to 2002           


Managed all company advertising with our ad agency.  Implemented strategic campaigns for each model year including media planning, placement and budgeting.  Oversaw production of the annual product catalog by working closely with our ad agency, photographers and in-house staff from layout to photo shoots through printing.  Created and implemented sales promotions.  Coordinated the planning and hosting of our annual Dealer Sales Meeting.  Wrote guidelines and established pricing of products for the Dealer Sales Programs.
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Sales Manager                                                                                               1996 to 2001          


Supervised outside sales representatives and the internal sales and support staff responsible for all sales in the upper half of the United States, Canada and Export.  Established sales programs and guidelines with annual updates for the Dealer’s Manual.
NELSON   MARINE, White Bear Lake, MN
                                    1988 to 1996           

One of the largest retail marine dealers in the Twin Cities Metropolitan area.

Business Manager

Started as Office Manager and later promoted to the position of Business Manager.  Managed all corporate bank accounts including multi-million dollar commercial lines of credit and the accounts payable department.  Purchased all operational supplies and maintained the computerized inventory and information system.  Managed all functions in the retail finance department.  Handled day-to-day business operations.

NOTABLE ACHIEVEMENTS
· Consistently reduced on-hand inventory and increased annual turns.

· Expanded inventory control by creating a system of reports, which accounted for greater accuracy in monitoring the extensive product lines, in stock and available for use/sale.

· Reduced build costs by finding quality suppliers for components and utilizing a combination of vendors for parts substitution insuring a part is always available. 
· Directed the engineering staff into accomplishing more new models and model revisions within a shorter period of time than was previously accomplished.

· Created new Sales reports for staff to keep informed of finished goods inventory

EDUCATION 
AUSTIN TECHNICAL COLLEGE, Austin, MN               AA Degree TV & Radio Broadcasting
