David Robinson
5 Cullen Court, Greer, South Carolina 29650-3788
Home: (864) 268-5951 / Cellular: (864) 420-6103 / E-Mail: robindt60@aol.com
Experienced, Performance-Driven Operations Management Professional
with professional experience and strong skills in the following areas:

◙ Operations Management   ◙ Financial Planning & Analysis   ◙ Sales Analysis
◙ Production Processes & Efficiencies   ◙ Team Building   ◙ Customer Service   ◙ Project Management
◙ Scheduling   ◙ Inventory Control   ◙ Cross-Functional Team Management   ◙ Process Improvement 
Profile:
· Background encompasses extensive professional business experience utilizing a strong work ethic, an attitude to “go the extra mile,” and a willingness to analyze and learn new information quickly to serve employers more effectively.


· Strengths: Detail-oriented; accurate; highly organized; positive attitude; excellent communication skills; self-motivated; works well independently or in a team environment; skilled at multi-tasking; highly responsible; dependable; proven leadership skills.
· Computer experience: Excel; Word; Access; PowerPoint; Project; Portico; Wisdom Accounting; Outlook; Act; SAP; Kronos.

Areas of Expertise:



●
 Operations Management


●
Managing Production, Sales, Quality & Accounting


●
 Problem Solving




●
Ensuring Government Compliance


●
 Human Resources



●
Internal Auditing


●
 Overseeing External Audits


●
Report Preparation


●
 Creating Business & Sales Plans 

●
Maintaining Cost Controls


●
 Reviewing Financial Data


●
Justifying Capital Expenditure Requests


●
 Increasing Production Levels

●
Ensuring Safe Working Conditions



●
 Maintaining Scrap Generation Levels
●
Employee Development



●
 Directing Sales Team



●
Ensuring On-Time Delivery of Products
Selected Accomplishments:

· Business & Financial Planning: Maintained SGA cost below corporate goal at 6% or less; maintained 85% of receivables at 60 days or less and 70% 30 days or less.
· Production Process: Increased production levels from 5,000 tons per year to a high of 21,000 tons per year; increased productivity by lowering man-hours from over five man-hours per ton to less than two.
· Sales Planning: Over a 10-year period, took sales from $9MM to $17MM; return on sales for past five years averaged 7% on average sales of $14MM.
Education:
· General Education in Business Management (1982-1986), Frank D. Owen Management Institute
· Construction Management (1970-1972), Greenville Technical College
· Business and Accounting (1969-1970), University of South Carolina
(Continued on next page)
Professional Experience:
►
Upstate Federal Credit Union





August 2012 to November 2013

Anderson, South Carolina

Operations Manager
· In charge of Government Compliance and human resources.

· Performed internal audits and oversaw external audits.
· Prepared various reports: monthly report to staff; facilities report; compliance officers report to the Board of Directors; ALCO report; quarterly ALM report.

· Maintained compliance at BSA, OFAC, and FinCEN sites.

►
CMC South Carolina Steel






1971 to 2011

Taylors, South Carolina

Operations Manager (1985-2011)
· Managed production, sales, quality, safety, quality and accounting.

Project Manager (1978-1985)
· Managed the erection of steel builders and customer service.

Detailer (1971-1978)
· Prepared placing plans for installation of Reinforcing Steel.

Summary of Responsibilities for CMC South Carolina Steel (Below):
· Business & Financial Plan: Created successful sales and business plans; executed them to operate profitability (net after tax) for 15 consecutive years; reviewed monthly financial data to ensure the planned objectives were met; justified Capital Expenditure Requests to corporate for new and replacement equipment.

· Production Processes: Over the four years had no lost-time accidents and only four OSHA reportable incidents; maintained inventory turns as low as two turns per month.
· Sales Planning: Ensured on-time delivery of products in construction projects in Upstate South Carolina and Western North Carolina including schools, offices, retail buildings, banks, hotels, condominiums, entertainment venues, sports facilities, infrastructure and other buildings and structures.

· Team Building: Successfully put together a cross-functional team of highly effective individuals that worked well together; developed many employees who were promoted to positions in management and supervisory roles at other corporate locations.
Affiliations:

· Education Committee, CRSI National (2007-2011)
· Regional Advisory Board (2002-2004), CRSI Southern States Region
· Conference Chairman (2002), CRSI Southern States Region
· President (1998-2001), CRSI Southern States Region
· Chairman (1993-1995), CRSI Piedmont Chapter
References:


Available upon request
