David B Smith 
443-253-4287 	DaveB.Smith13@outlook.com
Forest Hill, MD 	www.linkedin.com/in/dave-b-smith


VICE PRESIDENT SALES - EXECUTIVE LEADER – Commercial and Strategic Focus        

Extensive and proven background of success as a strategic, results-driven professional and leader, skilled at developing Teams and Individuals. Adept at expanding target markets, managing accounts, and resolving complex issues to drive revenue and meet business objectives. Outgoing and collaborative communicator focused on building strong relationships through effective negotiation and presentation skills. Experienced, resourceful strategist with a talent for exceeding sales goals while aggressively working towards taking on and accomplishing the next challenge. 


AREAS OF EXPERTISE

Sales and Marketing | Leadership | Strategic Planning and Execution | Financial and Operational Accountability Business Transformation | Profit and Loss (P&L) Ownership | Operational Efficiencies | Channel Development Relationship Management | Cross Functional Collaboration | Training, Coaching, Mentorship | Talent Development  


EXPERIENCE

dormakaba, Indianapolis, IN	February 2017 - November 2022

Vice President Sales 	January 2020 - November 2022 
Aligned to serve the global market in access control and security solutions, supporting sales across Commercial Door Hardware, Electronic Access, and Data.

· Directed a field sales team of more than 200 individuals and led P&L for a $400M+ budget, resulting in +8% growth annually. 
· Established strategic plans externally and internally and executed on new and existing programs which provided a path for growth and alliance. 
· Developed and maintained cross-functional relationships, collaborating with internal teams such as operations, supply chain, channel marketing, product marketing, finance, and sales operations generating increased mutual alignment for overall business objectives.
· Supported the transition of multiple legacy ERP systems to the SAP system (S11).
· Created processes ensuring that all sales numbers and data were correct.

Associate Vice President – Strategic Partner Development 	February 2017 - December 2019
Architected a Strategic Account sales Team focusing on the top 30 accounts of dormakaba. Created unique playbooks for each business partner, including overall sales programs, contracts, terms and conditions, channel marketing, operational support and product offering, to serve as the foundation to build strategic plans for growth, trust and obtaining goals. 

· Propelled success, growing $38M to $60M in sales and delivered on improved business results.
· Integrated five business units within dormakaba for one strategic plan.
· Led the team and gained larger buy-in, getting the entire sales team (200+) to support top accounts.
· Formalized key forecasting tools to better support operations and finance.
· Worked with key internal business units to develop sales numbers reporting and accuracy.
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Stanley Black & Decker	March 2010 - February 2017

Director of Sales – Channel Development 	January 2015 - July 2017
Expanded distribution base and led existing account growth within the MRO, Wholesale, Commercial hardware, and OEM channels. 

· Cultivated and executed on growth strategies, focusing on market growth, competitive differentiation, and reduction of complexity allowing the business to become more operationally efficient while providing future direction for added growth and success.
· Surpassed $38M in sales, up from $28M. 
· Fostered relationships and commercialization plans to grow sales and increase market share.
· Drove organic and new product growth focusing on gross and operating margin.

Director of Sales – Industrial Channel 	                                                                        March 2010 - December 2014
Managed sales strategy for the Industrial Field sales and National Accounts Teams, which included Regional Managers, National Account Managers and Territory Managers (60 individuals).


ADDITIONAL RELEVANT EXPERIENCE

Black & Decker, Towson, MD 
Director of Sales, Field Sales | Director of Sales, National Accounts | Area Sales Manager, Field Sales  
National Account Manager | Channel and Product Manager | Sales Territory Manager | Marketing 
· Received the Eagle Award twice, the company’s premier award given to individuals who demonstrate the highest level of performance while exemplifying company core values.
· Named Top Performer, an award presented to the Top 1% of sales representatives based on results. 
· Recognized with the Annual Sales Performance Award seven times. 


EDUCATION
	
Bachelor of Science (BS), Business and Marketing
Towson State University, Towson, MD


AFFILATIONS

· Volunteer | Facilitator, Church 
· Member, Catholic Business Network
· Former Committee Member, SHDA
· Leader, Boys Scouts of America 
· Athletics Coach, Parks and Rec Sports
