JEFF L. WEDGE
Sacramento, CA   ■  (916) 812.5500  ■   jeff@jeffwedge.com


VICE-PRESIDENT, SALES AND MARKETING
														

CORE COMPETENCIES AND SUMMARY


Sales Force Management / Recruiting and Team Building / New Market Development / Turnaround Management / Performance & Operational Improvement / Training and Skill Development / Powerful Presentation and Communication Skills 


Combined Capabilities: Jeff offers a blend of the selling disciplines and expertise developed over nearly a decade at Andersen Windows; leadership and team-building experience with P&L oversight as general manager for HDC, a $90M+ building materials company; and 3+ years in the renewable energy industry leading sales and marketing for FAFCO, the largest and oldest solar thermal manufacturer in the U.S.  

Effective Sales, Marketing, and Channel Management: Achieved consistent results in business development—helping pioneer opportunity-based selling programs; developing new markets; improving sales force effectiveness; and producing solid revenue increases.  Directed and revitalized distribution channels which lead to higher sales and improved customer satisfaction. 

Restructuring / Turnaround / Continuous Improvement: Re-designed internal and field sales organizations, developed compensation programs, re-aligned product portfolios and sold off unprofitable business unit, implemented Lean Manufacturing with record success, and lead the design of company-wide vision, mission, and values. 

[bookmark: OLE_LINK2][bookmark: OLE_LINK1]PROFESSIONAL EXPERIENCE

FAFCO, INCORPORATED—Chico, CA  (www.fafco.com)		                 		         May 2008 to Present
FAFCO is the largest and oldest solar thermal manufacturer in the United States.

Vice-President, Sales and Marketing
Recruited by the Chairman and the COO to help develop and execute a large-scale sales, marketing, and supply-chain strategy in preparation for launch of a significant entry into the solar thermal industry. 
1. Delivered 250% growth in consecutive years of new product line and achieved top market share position.
1. Created and implemented new sales promotion processes and programs throughout the business.
1. Executed a brand-strengthening initiative to revitalize corporate message, communicate purpose, and create impact.

INDEPENDENT CONSULTANT—Sacramento, CA  						  June 2007 to May 2008
Independent businesses consultant leading to recruitment by FAFCO, Inc.

FAFCO, Inc.
Retained by client to head up sales and marketing initiative for new division and product launch with nation-wide sales and distribution.
SHOCKWAVE MEDIA, Inc. (www.swmediainc.com)
[bookmark: _GoBack]Co-founder of firm aimed at developing advertising and marketing campaigns across social media platforms.

HAMPTON DISTRIBUTION COMPANIES —Sacramento, CA  (www.hamptonaffiliates.com)        May 2001 to May 2007
Hampton was a wholesale distributor of Andersen Windows and other building products in Northern California. Operations were discontinued in May 2007 due to supplier consolidation.

General Manager, 2003-2007                                                                                 
Held Profit & Loss role for a $92M company employing 135 employees operating from 130,000 square foot warehousing, manufacturing, and shipping facility. Accomplishments include:
1. Established strong culture and aggressive growth plan by leading development of new vision, purpose, and values for the company.
1. 15%+ ROI achieved through price strategies, added value, and continuous improvement.
1. 472-day record without a lost-time accident by driving a “safe each day” campaign.
1. 12-20% improvement in customer satisfaction through aggressive employee training and development.
1. Doubled capacity in door plant production with zero increase in capital or employees.
			

General Sales Manager, 2002-2003
Leader of all company sales and customer support members in addition to Bay Area Sales Manager and field team.
1. 14% sales increase and improved gross margin through increasing added-value sales by 16%
1. $310K rebate earned from key supplier through execution of aggressive marketing campaign. 
1. $1M annual contract awarded from large pro-dealer evaluating multiple providers.
1. Presented with “Execution Award” by Hampton President and CEO at annual management meeting for rapid organization and launch of sales promotion.
			
Sales Manager, 2001-2002
Responsible for leading all field sales, inside sales, customer service, and purchasing personnel.
1. Eliminated a “generalist” sales force deployment by reorganizing entire sales organization into “specialist” positions to improve customer segment focus.
1. 18.5% sales increase through creating new KPI measurements tying performance to compensation.
1. Won exclusive distributor agreement from Andersen Windows by developing value proposition that earned sole distribution in Northern California and Western Nevada.
1. Recruited by Hampton Affiliates in early 2001.

ANDERSEN WINDOWS, INC. —Bayport, MN  (www.andersenwindows.com)          	               April 1992 to May 2001 
Andersen is the country’s leading manufacturer of window and patio door products.																	
Division Marketing Manager – Orlando, FL, 2000-2001	
Worked with 45 representatives throughout a 13-state Southeast Division to identify market and customer needs, evaluate business performance by market segment, and develop marketing programs and strategies to drive segment growth. Developed overall division marketing plan, drove launch of new products and sales initiatives, served as resource on special projects, took lead role in developing agendas and programs for sales meetings, served as troubleshooter, and provided ongoing support to sales force, trade, and retailers.
1. 107% of sales plan attained through coordinating the successful introduction in division of major new product, developing sales promotions, conducting presentations to increase product knowledge, and devising marketing programs that facilitated the product launch.
1. Recipient of second career PRESIDENT’S CLUB AWARD for Division Sales Growth (107%).
			
Channel Representative – Seattle, WA, 1997-2000 	
Managed action and execution plans of independent distributors covering the 5-state area of Washington, Oregon, Utah, Idaho, and Alaska. 
1. 37% increase in sales over 2-year period.
1. Reversed sales decline at regional distributor by effectively influencing management to commit resources.
1. Drove realignment of channel manpower that resulted in dedicated market focus.
1. Developed and introduced innovative new training methods for channel partners to increase business.
1. Authored manual to help train others with presentation skills.
			
Sales Representative – Northern California, 1992-1997
Positioned as Andersen Window’s first sales representative dedicated exclusively to builder and contractor sales development efforts.  Member of team responsible for $60,000,000 budget.
1. 38% sales increase, from $16.4 million to $22.7 million, through improving teamwork and the utilization of effective sales strategies with channel partners.
1. $1M in sales achieved through creating the first “project-specific” marketing program.
1. Elevated skills and results of distributor sales force by implementing a “solution selling” approach. 
1. 500% increase in sales to production homebuilding segment over 3 years through capturing option upgrade programs with areas largest and most premiere builders.
1. 105% of sales plan achieved resulting in earning PRESIDENT’S CLUB AWARD
1. Recruited to join company and began in Field Service.

Education / Professional Development

UNIVERSITY OF PHOENIX - Business Administration                                                            		1996-2002
THE UNIVERSITY OF TEXAS AT AUSTIN – Leading High Performance Teams             		2003
MEMBER BOARD OF DIRECTORS – Association of Millwork Distributors                     		2003-2007
CERTIFIED TRAINER – Franklin Covey:  The 4 Disciplines of Execution                             		2006
MANAGEMENT AND HUMAN RELATIONS TRAINING– Dan Miller & Associates                     	2005-2006
DALE CARNEGIE COURSE - Effective Speaking & Human Relations Course                                  		1989

