J. H. (Jim) Nelton

104 Main Street, Apt 201 

Winona, MN 55987

Phone 1-920-840-5610

Career Summary

I have over 20  years of professional experience in sales and marketing.  My success is a result of my dedication to customer service.  My disciplined and proactive sales and marketing development continues to be effective in exceeding goals both personal and corporate.  I adeptly use classical marketing functions equaling profitable business relationship and outcomes.  My relationship building skills are invaluable in expanding territories, increasing sales and market development.  I have the professional polished persona to communicate to people at all levels in negotiating and closing sales.  I bring mature skills and experience to my responsibility.  My professional concentration, development and implementation in telesales, new business, sales presentations, outside/inside sales and sales expansions illustrate just a few of my business skills.  I have a marketing degree.  I am well organized with additional skills in management, strategy development, problems solving and business consulting.

Professional Experience

Menards, 1075 Frontenec Road, Winona, MN. 2008-2009.  Sold floor coverings, blinds and drapery to residential and commercial customers including  measurements and blue print take-off.

Chartwells.  Contract food service at Winona State University. 2007-2008.  I did food preparation, cooking, line service and clean up.

WinCraft, Inc 1124 West 5th Street Winona, Mn.  August 22, 2005-February 28, 2006.  Corporation manufactures advertising specialties; promotional, fundraising and corporate identification products. WinCraft is an official licensee for many professional sports  organizations.  I worked in production and warehouse fulfillment and participated in inventory control.

Business Consulting,  May 2000 March of 20005.  Provided business-consulting services on a short-term basis for various clients.  Services included but not limited to market strategy, new business development, internal and external customer/client communications, advertising and database configurations.  Market strategy and implementation   Client services in product/service categories:  Advertising specialties and apparel.  Products and services for physically challenged persons including financing and client assessment.  Products and equipment, van conversions lifts, scooters motorized wheel chair, service and installations. Inside sales of screen printed products and components,  Inside sales of readers printers and digital equipment Sales and distribution of specialty meat products.  Commercial floor coverings. sales and installation.

The Marguee Advertiser.  St Cloud, MN  March of 1996-March of 2000as marketing manager.  New business start-up.  My responsibilities included but not limited to; finance, market plan and strategy, develop markets.  Company sold corporate apparel, advertising specialties, specialized printing in the greater St.Cloud area.

· Communicate and develop customer/client base.  

· Develop a multi-channel marketing strategy with various product mixes for specific channels and markets.  Develop marketing strategies

· New Market development

· Develop pricing and break even analysis

· Niche marketing selection and analysis

· Branding development

Push Peddle Pull,  9360 HWY 16, Onalaska, Wisconsin. March 1995-February 1996 Corporation specialized in retail sales of exercise equipment.  My responsibility was in sales and advertising.  I increased sales and develop advertising strategies, new products and merchandising.  Developed new markets and multi-channeled marketing strategies.
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Rongars' Interiors. 1704 7th Street NW, Rochester, MN.  Employed from February of 1993 December of 1995.  Business was a major floor-covering retailer.  I was a sales person promoted to sales manager.

· I changed the wholesale buying group we were associated with.

· Increased hard service department with new product lines.

· I did all commercial and residential bidding and measuring including blueprint takeoff.

· Developed working relationship with developers, contractors and property management persons.

· Designed all media advertising and promotions including tradeshows

· Interior design of some high end homes in the area.

· Developed close working relationships with installers and vendors.

· Increased sales in both residential and commercial markets.

SL Designs. Winona, MN 1990-1993  Embroidery and design of logoed corporate apparel and advertising specialties.  I was an outside sales representative.  

· Established new territories and developed new accounts

· Designed and sold corporate logos and promotional packages and advertising specialties

· Extensive cold calling B2B.
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Education.

Winona State University.  Winona, MN  Marketing Degree.  Academic concentration in business organizations

     SMI, Dallas, Texas

Hunter Holdings.  Rochester, MN.  Employed from 1996 through1998.  Company was financial holding company for a Ziebart franchise.  I developed and implemented a marketing program for this franchise.  As sales manager I worked inside and outside sales some 60% of my time was allocated to outside sales.  

· I worked to develop business relationship with external customers, used car lots and medium to large new car dealerships.  Other commercial markets.

· New product and service introductions

· I developed various quality standards

· Implemented multi-channel marketing strategy.

· Created advertising and media selection, promotions and advertising budgets.

· Increased sales.

Minowa Distributors.  Office of Training and Development.  Decorah, IA.  1995  My position was director of lead generation and telemarketing operations.  This business was one of the largest distributors for Filter Queen products in the United States.  I traveled extensively in three states to develop and implement lead generation activities for direct sales businesses selling Filter Queen products.  Most of the direct sale businesses were bleeding to death because of the enormous high cost of lead generation.

· I hired and trained lead generation persons (telemarketers)

· I reduced lead costs through training, motivation and innovative recruitment 

· I benchmarked several direct sales businesses.

· Developed organizational structure

· Implemented and adhered to proficiency ratings of TMs

· Researched call center and start-up costs and various break even options

· Developed dialog with corporate ad agency

· Reduce dependence on telemarketing

Scenic Auto Sales.  St Charles MN.  Employed as an account representative and manager trainee from 1992-1994.  I sold damaged vehicles to various investors, auto shops, dealerships and private citizens.  Approximately 80% of the contacts and sales were done by phone in US and Canada.  I learned auto construction and how to “cost out” a “fix”.  Repair techniques

· Developed account list

· Developed telephone presentations for various vehicles.

National Teleservice. . Employed from 1988-1991. Account representative. Winona, MN.  Company sold long distance telephone service, FX lines, 800 numbers and T1s

· Developed new territories in Minnesota and Wisconsin

· Extensive cold calling

· Analysis of corporate long distance bills.

· Consistently received recognition for attaining sales goals and contests

Skipper Buds Boat sales and Marina.  SeaRay dealership.  Employed 1987  Sold new and used boats, runabouts and large cruisers

· Key to success was effective prospecting

· Aggressive prospect/customer contact

· In water demonstrations

· Effective closing techniques and finance options

