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MCCOLLISTER'S TRANSPORTATION GROUP, INC., BURLINGTON, NJ {MARCH 2012 TO FEBRUARY 2015) 
CORPORATE VICE PRESIDENT-MCCOLLISTER'S LOGISTICS GROUP (FEBRUARY 2014 TO FEBRUARY 2015) 
MLG provides global transportation management, project management, warehouse, and installation services to the 
hospitality, food & beverage, retail and healthcare markets. 
♦ Currently charged with the reorganization ofMcCollister's enterprise-wide Project Management capability.

♦ Established comprehensive supply chain strategy from point-of-purchase to final installation & turnover,
driving client value through an average 15% cost reduction, improved speed to market, 75% loss reduction and
enhanced client quality outcomes.

♦ Extensive contracting and service delivery leadership with owners, developers, and general contractors.
♦ Lead strategy, development and implementation of a new Enterprise Resource Platform supporting the end-to

end integration of all business functions including sales and service, project management, financial analysis
and reporting.

CORPORATE VICE PRESIDENT-SALES AND MARKETING (AUGUST 2012 TO FEBRUARY 2015) 
Co-led the sales organization of one of America's leading providers of high-value product transportation and 
logistics services. Developed a strategy for increased market penetration, growth, and improved bottom-line 
performance while delivering service excellence. Provided sales leadership/direction for a premier sales team. 
♦ Created new commercial services division to complement the corporate capabilities of the organization.

Divisional focus with central service management call center to provide facility and ISO services to national
account clients supporting furniture standards, inventory control, space planning, project management and
MAC management. Product line annual growth rate averaging over 34% per year since 2011.

♦ Led 2014 overhaul of corporate re-branding. Successful launch of new website, brand library and marketing
collateral representing all product lines for the corporation.

♦ Reengineered customer resource management platform to emerge as the essential resource for the national
sales team while serving as the key activity and benchmarking database for the organization.

REGIONAL VICE PRESIDENT (MARCH 2011 TO AUGUST 2012) 
Consolidated real estate, finance and operations of three business units in the South Florida market. Oversaw the 
market development activities of 4 southeastern US branches which generated $21 million in gross revenue. 

SUDDATH COMPANIES, MIAMI, FL/ DEERFIELD BEACH, FL (2003 TO 2011) 
MARKET PRESIDENT 
Overall P&L responsibility for a highly diversified division of one of America's leading providers of relocation, 
real estate, freight management and logistics services. 
♦ Achieved revenue increase of over 100% from 2004 to 2008; Recognized as 2008 and 2009 national profit

leader.
♦ Successfully integrated Miami and Deerfield Beach business units achieving a 21 % overhead reduction.
♦ Personally developed major clients driving significant revenue to the global network of service providers:

o Nordstrom -Global employee relocation services. ($1.5M+ average annual revenue)
o JCPenney-Global employee relocation and supply chain services. ($2M+ average annual revenue)
o KOR Realty Company -Manage/control supply chain logistics from worldwide suppliers. Consolidate,

ocean-freight, and distribute construction materials, FF&E and OS&E ($20+ million in annual revenue)
o Ryder System, Inc. -Facility and employee relocation services. ($IM+ average annual revenue)
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INC. (2000 TO 2003) 
REGIONAL DIRECTOR, COMMERCIAL SERVICES DMSION, DEERFIELD BEACH, FL 

Led diversification of business mix by leading sales and marketing team throughout Florida. Implemented and 
directed B-to-B sales/marketing strategy focused on Florida's largest organizations. 

DIRECTOR, COMMERCIAL SERVICES DIVISION, CHICAGO, IL 

Responsible for restructuring and setting growth targets for multiple service lines. Implemented a comprehensive 
real estate management strategy aimed at the commercial property requirements of corporate clients. Created B2B 
operating plan focused on Chicago's Top 100 companies. 

♦ Implemented a new operational plan lowering equipment and consumable costs by 46% and loss by over 90%.
♦ Increased revenue by 26% in 2001.
♦ Increased gross operating margins 54% in 2001 while improving quality and marketplace value.
♦ Personally developed, implemented and led a broad range of$ million+ corporate accounts.

THE FEDERAL COMPANIES (1997 TO 2000) 
GENERAL MANAGER, CHICAGO, IL 

Promoted with full P&L responsibility for the service organization in the Chicago market. Engineered a 
foundation for growth and profitability by reorganizing talent and coaching an aggressive sales team to properly 
prospect. 

PRIOR PROFESSIONAL POSITIONS 

SIMMONS MOVING AND STORAGE, TALLAHASSEE, FL 

GENERAL MANAGER 

TREVCON, INC., ATLANTA, GA 

PRESIDENT 

EDUCATION 

University of North Carolina at Chapel Hill, Chapel Hill, NC 
♦ Bachelor of Arts Degree, Major: Economics

University of London, London, England 
♦ Coursework in Contemporary British History

PROFESSIONAL/ COMMUNITY SERVICE 

♦ Florida Chamber Leadership Cabinet on Safety, Health & Sustainability, Board chair
♦ Florida Chamber of Commerce, Board member
♦ Women's Health Innovation Network, Board member
♦ Big Brother Big Sisters of NE Florida, Board chair
♦ Big Brothers Big Sisters of Greater Miami, Board member
♦ Arc of Jacksonville, American Heart Assoc, Feeding NE Florida,
♦ IFMA, BOMA, NAIOP, ERC, AMSA  
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(1992 TO 1997) 

(1989 TO 1992) 
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