GERARD THOMAS MYDLOWSKI

7885 Windwood Way • Parker, Colorado 80134-6345

303-840-9728 • gtmyd@comcast.net
Strategist, team-builder, and problem-solver with 20+ years’ experience guiding manufacturing operations to heightened efficiency, continuously improving staff performance, and reduced operational cost.

· Skilled planner with proven talent for guiding development of  new business, new products, new facilities, and ongoing corporate visioning.

· Organizational restructuring standout whose leadership generates dramatic revenue growth and cost reduction, and who maintains excellence through changes such as acquisitions and expansions.

· Relationship-builder who maximizes team performance, partner collaboration, and mutually beneficial vendor relationships.

Management: Multi-site Operations, Project Management, Quality Assurance, Budgeting, International Management, Warehousing, Inventory Control, Supply Chain Management, Start-up Management, Employee Recruitment & Mentoring

Strategic Planning: New Business Development,  Organizational Restructuring, Due Diligence, IT Analysis & Implementation, Negotiations, Network Strategic Design, Strategic Buyouts

Revenue Growth: New Business Development, Account Retention, Market Penetration, New Product Development, Sales & Marketing Management, Relationship-building

PROFESSIONAL EXPERIENCE

FACTORY MOTOR PARTS, Colorado Springs/Denver, Colorado • 2010-2012
Provider of auto parts and services: annual sales of $450+ million

General Manager: Manage facility and a staff of up to 40+ professionals providing three fundamental areas, transportation, replenishment, fleet management and distribution of automotive replacement parts to OE and aftermarket wholesale customers.

· Streamlined inventory management system and cost controls resulting in more effective operational excellence.
· Initiated employee accountability programs which provided job enhancement.
· Cultivated strategic direction and vision for the team.   
DPL CORPORATION, Clarksville, Tennessee • 2005-2009

Provider of warehousing, e commerce fulfillment, and consumer packaging services; annual sales of $6+ million.

President & Chief Executive Officer: Ensured effective operational/financial review, new client development, and sales/marketing for a staff of up to 210 working in a 24-hour facility. Implemented Six Sigma practices by recruiting a strong 5-person management team. Expanded business by building relationships with local/national financial institutions, business counterparts, and local/county/state government officials.

· Increased revenue 35% while retaining all clients.

· Spearheaded the strategic buyout of StarTek’s supply chain management division.

· Led the implementation of a new information technology system.

· Contributed significantly to the company’s status as a premier vendor with its largest client.

MERILAB, Englewood, Colorado • 2001-2005

Global supplier of automated assembly line testing equipment, with annual sales of $20 million.

Chief Operating Officer: Oversaw project management, business development, pipeline management, and domestic/international operations for a 150-employee staff throughout 3 countries. Monitored financial performance, supervised new product development, and fostered positive client interaction.

· Cut operating costs 40% by improving project management and accountability.

· Generated 2 new original equipment manufacturing (OEM) clients through previous networking and relationship-building.

GERARD THOMAS MYDLOWSKI • Page 2 • gtmyd@comcast.net
MEADOW CREEK TRUCK SUPPLY, Denver, Colorado • 1999-2001

Auto aftermarket parts distributor, with annual sales of $4+ million.

General Manager: Coordinated warehouse operations, sales, customer service, inventory, distribution, and supply for 2 locations in Colorado and Utah.

· Reduced employee turnover 50% by increasing employment incentives/benefits.

· Increased hours of operation 18% without increasing costs by streamlining operations.

· Led start-up of Salt Lake City operation and generated sales of $1.54 million in 1 year.

· Improved customer service with a user-friendly warehouse/inventory control system.

ASC, INC., Southgate, Michigan • 1997-1999

World’s largest manufacturer of automotive sunroofs/convertible systems; annual sales of $700 million.

Director of Aftermarket Operations / Interim Chief Executive Officer: Guided all operations, strategic objectives, sales/marketing, and new product development for a $250 million division.

· Led an initiative to restructure ASC West Coast, an affiliated company, by upgrading its sales/operations.

· Cut vehicle returns 40% by establishing/implementing a detailed quality control action plan.

· Increased sales penetration 15% by implementing a new sales/marketing strategic plan.

PENDA CORPORATION, Portage, Wisconsin • 1995-1997

Leading manufacturer of truck bedliners and other truck products. $100+ million in sales

Vice President of Sales (1995-1997)

Supervised an international sales force in a program that included Penda’s 1st-ever  OEM telemarketing program. 

· Grew sales $30 million and increased profit margin 28% over 2 years by developing/enacting a strategic sales plan that included an essential acquisition.

· Generated $3 million in annual sales for the 1st-ever OEM truck tonneau cover, which became the company’s most successful aftermarket product introduction.

Director of Special Projects (1995)

Sought out potential targets for acquisition that enhanced the strategic business plan.

· Orchestrated the acquisition of a major truck accessory manufacturer with annual sales of $15 million.

Career Note: Work history includes President / Chief Executive Officer and Vice President / General Manager, Moon Roof Corporation of America; Senior Buyer, Merchandising Analyst, and Material Control Supervisor, Ford Motor Co.; and Input Supervisor, United Parcel Service.

EDUCATION

Master of Business Administration in Finance and Accounting

Regis University, Denver, Colorado

Bachelor of Science in Industrial Education

Wayne State University, Detroit, Michigan

PROFESSIONAL DEVELOPMENT
Specialized training (via Deming) in Quality Control (Six Sigma, Black Belt/Green Belt, Kaizen, TQM), 

Manufacturing & Operations, Procurement & Human Resources
