WILLIAM MCCORMACK JR.

223 5th Avenue ∙ Troy ∙ NY ∙ 12180

(518) 334-1840 ∙ willmccormack40@gmail.com

SUMMARY

•  Results-oriented Leader
•  Sales & Marketing

•  Business Development

•  Vendor Management

•  Strategic/Tactical Planning
•  Policy Development

•  Change Management

•  Negotiations


•  Training & Program Development

•  CRM Implementation

•  Customer/Client Relations
•  Team Building

•  Social Media Campaigns
•  Brand Awareness

•  IT Management


EDUCATION 

BA in Business Administration, SUNY, Albany, NY
SPECIALIZED TRAINING

· World Class Customer Experience -The DiJulius Group (2017) 

· Social Media Marketing - National Seminars Training (2017)

EXPERIENCE

The Precision Group, Schenectady, NY





           01/2017 – 02/2018

Director of Sales and Marketing

Managed all sales and business development strategies and operations for an environmental and industrial services company. Responsible for building and maintaining a team of high performing business developers and project managers, providing direction and guidance on ensuring successful implementation of sales and marketing strategies.  Accountable for meeting and managing sales expectations while improving the overall customer experience. Establish and maintain relationships and communications at all levels of the organization.  

· Implemented one CRM solution across Precision Group’s 3 companies, immediately creating seamless and transparent lines of communication.

· Created single brand identity across Precision Group’s 3 companies.

· Launched Social Media Campaign

Dowling’s Inc., Milton, VT







            12/2014 – 11/2016

NYS District Manager

Responsible for leading NYS sales operations for Northeast food and drug wholesaler.  Accountable for achieving revenue goals, identifying new business opportunities, and building and maintaining strong customer relations. Recruited and Developed high performing Account Management Team, which consistently exceeded profit goals.

· Grew top line sales 17% by acquiring 26 new accounts 

· Implemented Procurement Software Solution which enabled company to obtain real time visibility into performance metrics such as customer acquisition costs, revenue statistics, growth rate, and sales and marketing expenses. Recognized with Management Bonus.

Ithos Global, Inc., Troy, NY







             05/2014 -11/2014   

Director of Client Relations and Development (Contract Position)                                                                                                          

Served in a contract role for a compliance and regulatory software company. Responsibilities included acquiring new clients, communicating client requirements to IT Management Team, and managing new and existing client expectations.           

Food Marketing Group, Stamford, CT






           03/2007 – 07/2013

Procurement Solutions Consultant

Responsible for negotiating and purchasing through alternate channels for a regional grocery chain. Negotiated, on behalf of the customer, with different suppliers for price, quality, timeliness and other factors. Tracked and monitored inventory shortfalls.  Provided monthly budget, profit and forecasting reports to C – Level Executives. 

· Grew overall sales from 3.1 million to 13.2 million dollars during tenure. Far exceeding budgeted goals. 

· Employee of the year 2011.

Jack Byrne Ford & Mercury, Mechanicville, NY



                        05/2003 – 03/2007

Business Development Center Manager  

Responsible for building and managing a business development team/center. Identified and implemented digital solutions (i.e. Internet marketing and online customer service relationship management) to maximize sales team effectiveness. Implemented call center guidelines and measurements, developed lease renewal programs, and led all aspects of special events.

· Launched eBay Sales Program for specialty vehicles

Nemer Volkswagen, Latham, NY






          08/2000 – 04/2003      

Internet Sales Manager                                                                                                                                               

Responsible for developing and fully implementing Internet Sales Program for Upstate NY Auto dealer. Program included creating online ads, managing websites, setting appointments, communicating closely with other departments, and maintaining records of sales data.

· #1 Internet Sales person of the year for Northeast region (2001 and 2002)

Coca – Cola Enterprises, Albany, NY                                                                                            04/1997 – 07/2000

Business Manager 

Led a team of merchandisers and fleet drivers.  Responsibilities included acquiring new clients, growing brand recognition in Upstate NY district, and maintaining trade relations with existing clients.

· Increased product penetration in district by 20%, Recognized with Management Award

Morris Alper, Latham, NY







           06/1990 – 03/1997

Account Executive

Responsible for educating on local, regional, and national market share, negotiating pricing, presenting marketing and advertising programs, and generating sales, for up to 19 manufacturing clients at a time.

· National Broker of the Year for Energizer Battery Company in 1995.

· Regional Broker of the Year for Fuji Film Company in 1996.

OTHER INTERESTS
Collar City Athletics, Fitness Coach, 2012 - present

