Eric M. Quinn
904-472-3545               equinn1985@yahoo.com

SENIOR MANAGEMENT EXECUTIVE/PRESIDENT

Strategic, ethical leader with proven track record of turnaround success growing revenue and profits, reducing expenses, strengthening balance sheets, creating and sustaining cultures and building world-class teams. Industry experience in Consumer Products, Building Materials, and Supply Chain
· Lead turnaround of company in 5 years from a position of declining revenue and losing money to over 33% revenue growth and steady, significant profit growth while reducing expenses 3% with no outside funding. Sales and profits grew every year during term as President.

· Turnaround of foreign stone factory in Portugal from 4 consecutive years of losses to four years of profitable sales growth saving this entity from government closure

· Senior executive responsible for relationships with VP-level at Lowe’s Home Improvement, the Company’s largest customer. Sales to Lowe’s grew 54% during this time. 

· Oversaw startup of a commercial sales channel which is now supplying Turner Construction, Marriott and Hilton. This sales channel averaged 50% growth and achieved profitability in three years.
· At ES3, lead acquisition of over 20 customers including Del Monte and Unilever. Annual revenue increased from under $20 Million to over $200 Million.
· At P&G, 1 of only 2 Market Field Representatives promoted during national re-structure

· Ranked among top 1% overall of all U.S. Navy Lieutenants
PROFESSIONAL EXPERIENCE
GBI TILE & STONE, INC, Huntington Beach, CA



        

2007-2017
GBI Tile & Stone is a leading international provider of hard surface (tile and natural stone) business solutions to commercial, retail, and luxury markets. A mid-size company, with over 200 employees in 4 countries, GBI helps companies by diagnosing their business needs and providing the proper tile and stone products to create customer value. Company has 3 U.S. distribution locations, and 3 manufacturing locations in the U.S., Mexico and Portugal, with sales in the North America and Europe, and sources from China, Europe, and Mexico.
President, Huntington Beach, CA







2010-2017
Responsible for all sales, marketing, operations, manufacturing, international and domestic sourcing, finance, legal, and human resources. Reported directly to owner.
· After 4 years leading regional operations and then national sales, was asked to become President to rescue a business that was losing money, out of cash, was significantly past due on payments with its largest supplier, had bank covenant issues, and had no Controller or CFO. Company was not closing monthly accounts and was taking over 8 months to close end of year financials. Company experienced 33% sales growth and sustained profitability.
· Improved balance sheet and strengthened bank covenants; Expanded bank line while reducing cost of borrowing. 

· Closed 3 unprofitable businesses while maintaining overall company sales and profit growth. 
· Lead first-ever strategic brand assessment and channel strategy focusing the business into three sales channels under one company brand and organization. Transformed Company from a me-too supplier of tile to an industry-unique business solution provider. 

· Implemented first-ever inventory control system, service level measurements, and vendor management metrics. These process improvements lead to improved inventory turns by 20%, increased service levels 23%, and significantly reduced start-up costs with new suppliers. 
General Manager, Jacksonville, FL







2007-2010
· Started East Coast sales and distribution operation expanding Company’s footprint from a Western regional distribution business, into a national luxury tile distributor. Personally responsible for opening new customers from Texas to Chicago to the East Coast, doubling distribution sales. 

ES3, LLC, Keene, NH







        

2002-2007

ES3 provides technology, transportation, warehousing, and supply chain optimization solutions to over 30 manufacturer customers including six of the Top 20 largest food companies in the U.S. 

Vice President, Business Development

Member of executive leadership team of industry-changing third party logistics provider. 

· Lead acquisition of over 20 customers including Del Monte and Unilever. Annual revenue increased from under $20 Million to over $200 Million.
· Lead  new solution design, contract development and negotiation, revenue and budgeting
· Represented company at major industry conferences including CSCMP (formerly CLM), FMI and GMA

ENABLE TECHNOLOGIES, INC., Jacksonville, FL



        

2000-2002

First of its kind logistics and technology company, providing consolidated shipping and out-sourced supply chain solutions for mid-size Food and Consumer Packaged Goods (FCPG) companies and their retailer customers. Spin off of Acosta Sales.
Vice President, Sales
Co-founder and head of sales and marketing. Critical member of management team reporting directly to company’s President and Board of Directors. 

· Founding member of strategy team that partnered with Accenture to create this new business. 
· Lead acquisition of 33 client contracts resulting in sales growth from $0 to $15 Million in annualized revenue during first 18 months of operation including sales to Tyson Foods, Alcoa Consumer Products, Kikkoman, Hain-Celestial, American Italian Pasta Company, and Bruce Foods.

· Developed and presented sales and primary value proposition presentation to strategic investors during initial and secondary capital raises.

· Created and implemented the plan for leveraging strategic investor’s client relationships and retailer partner referral program to build sales prospecting program, resulting in sales pipeline of over $130 Million and over 400 prospects and active accounts. 

· Personally closed company’s first, second, and largest customer contracts

· Created sales staffing plan for company and hired, trained, and managed sales staff based on business plan revenue objectives, off-payroll resources, and corporate management team expertise.

ACOSTA SALES AND MARKETING





     
1994-2000

Founded in 1927, Acosta is the leading outsourced sales and marketing agency in the world, serving consumer packaged goods companies and retailers across the United States and Canada with revenues over $1 Billion.

Vice President E-Commerce, Jacksonville, FL
Appointed to lead E-commerce initiatives for company to develop new business ventures. Reported to CEO and Chief Strategy Officer. Worked with strategic consulting, technology and venture capital partners in developing business plan for new business entities.

· Wrote requirements for new business service that lead to the launch of Enable Technologies, Inc.

Vice President, Corporate Business Teams, Tampa, FL
· Director of Non-Food Sales for region totaling over $600 million in client sales, servicing over 70 

clients (e.g. Clorox, L’Oreal, Colgate-Palmolive, Mattel, Coca Cola Foods, Duracell, Smith Kline-Beecham, Heinz, Novartis) to major retailers

· Increased total client sales +11% in first 12 months

· Develop marketing plans for Sprint with the NFL and NASCAR sponsorship for increased distribution and sales.  Awarded Sprint national sales award and Clorox national sales award

Vice President, Director of Sales, Charlotte, NC
· Team leader for largest revenue customer team for company. Managed $500+ million total client sales to Food Lion, Inc. servicing over 100 clients (e.g. Tropicana, Kodak, Kraft, Campbell’s, Colgate-Palmolive, Revlon, Clorox, Georgia-Pacific, Nestle’, Ralston, Nabisco, Kellogg’s)

· Increased total client sales +12% in first 12 months

THE PROCTER & GAMBLE DISTRIBUTING COMPANY, New Orleans, LA
      
1991-1994

The Procter & Gamble Company is the leading global provider of branded consumer packaged goods to consumers in North America, Europe, the Asia Pacific, India, the Middle East, Africa, and Latin America. 
Account Executive, Soap Sector







· Managed Soap brands (e.g. Tide, Ivory, Dawn, Downy, Oil of Olay) at national and regional retailers
· 1 of only 2 Market Field Representatives promoted during national re-structure
UNITED STATES NAVY 








1985-1990

Ranked among top 1% overall of all Navy Lieutenants
      

Executive Assistant, Vice Chief of Naval Education and Training

                      
            
· EA to navy admiral commanding staff of 40 thousand; annual budget $1 billion. 

Program Manager, Chief of Naval Education and Training


                          

· Managed navy engineering training. Managed $10 million annual budget; budget management reduced expenses by $1 million annually.

Main Propulsion Assistant/ASW Officer

· Managed 72 technicians responsible for maintenance, repair, and operation of ship’s equipment. 

EDUCATION

UNIVERSITY OF FLORIDA; GAINESVILLE, FL




     
1990-1992
Master of Business Administration (Marketing), May 1992; Matherly Scholar
UNITED STATES NAVAL ACADEMY; ANNAPOLIS, MD 


     

1981-1985

Bachelor of Science in Mathematics (Operations Analysis), May 1985


Member, Sailing Team, ICSA Fowle Trophy Winner (all around national champion) 1983
Professional Affiliations and Community Leadership
· Member Council of Supply Chain Management Professionals (CSCMP)-formerly CLM

· Queens University of Charlotte Parent Advisory Council

· Foundation for Mitochondrial Medicine, Regional Chair, Jacksonville, Florida
· Christ Episcopal Church, Chair Stewardship Committee (Annual Giving)
