VICKI L. VEHMEIER

1149 E. Addison Avenue     •     Lombard, Illinois 60148     •     630-932-7962

Cell: 630-222-1149     •     E-mail: vickilv.1@netzero.net
PROFESSIONAL SUMMARY

In-depth and extensive experience as a Marketing / Product Manager, Customer Service / Inside Sales Manager with a leading Chicagoland office equipment supply distributor.  Consistently achieve or exceed management goals and objectives; excellent interpersonal and communication skills with associates and clients; a team leader and builder with a motivational management style.  Maintain and grow existing accounts by providing outstanding service and conscientious follow-up; aggressively acquire new business resulting in increased revenues, profitability and market share; develop and implement highly successful website, catalogs, advertising, promotional campaigns; train and mentor staff; and computer proficient.

Creative and Innovative  •  Problem Solver  •  Achievement and Accomplishment Oriented

Consistently Exceed Marketing and Sales Goals  • New Business Development • Self-Starter 

 Develop Catalogs, Website, Brochures and Promotions  • Readily Handle Multi-Tasks 

  Regarded by Management as the “Go-To-Person” 

CAREER EXPERIENCE

AMES SUPPLY COMPANY; Lisle, Illinois
1981-2006

Marketing / Product Manager (1995 – 2006)

Manage the development and implementation of company marketing plans and objectives including strategic plans, budgets, promotions and advertising campaigns; distribution channels and pricing guidelines.   

· Analyze market trends and potential product lines; implement appropriate product changes, improvements and deletions; evaluate competitive product lines and pricing; and successfully implement strategic plans.

· Prepare customer quotes; maintain on-going relations with key clients; evaluate promotions and special events; aggressively identify new business opportunities resulting in significantly increased sales; liaise with clients to determine promotional program effectiveness; resolve any outstanding client problems or issues.

· Launched highly successful private label products for customers resulting in significantly increased annual sales. 

· Created/implemented product catalogs that increased annual sales meaningfully; implemented a successful company website; developed promotions and successfully implemented advertising programs in trade publications and journals; represented firm in major trade shows.

· Responsible for purchasing of raw materials and finished goods to satisfy customer demands and lead-time requirements; negotiated pricing and vendor terms to maximize profitability; maintain supplier relations to ensure best pricing and delivery.

Customer Service / Inside Sales Manager (1981-1995)

Managed customer service activities of seven staff responsible for 15,000 customers located in the U.S. and international markets for this $15M annual sales operation.

· Satisfactorily resolved customer problems or outstanding issues; monitored returns and credits; prepared appropriate management reports.

· Created/implemented a highly successful up-selling and cross-selling program that significantly increased sales.

· Based on successful performance, assumed additional duties as Inside Sales Manager.

EDUCATION

Kishwaukee College; Malta, Illinois                              Northern Illinois University; DeKalb, Illinois

                Associates Degree: Marketing                                                      Concentration: Marketing 
