PAUL R. PIERAGOSTINI
1420 Charleston Street
Tustin, California 92782					 
920.460.1219
pier308@yahoo.com
March 11, 2014


Dear Human Resources Professional,

My experience in Program Management, Business Development, Manufacturing and Leadership in the Commercial and Defense Vehicles market extends over 15. 

Sustained growth and leading teams across multiple departments and functions has been the basis and outcome for many of my business decisions. I have negotiated and managed multiyear contracts and secured cost avoidances and reductions within my Operating Budget that have added to exceeding core objectives.

My primary responsibilities have been, but not limited to Business Development and Program Management of contracts accounting for up to $250 Million in total revenue and P&L responsibility.

I have attached my resume and look forward to talking with you.

Best regards

Paul R. Pieragostini
























PAUL R. PIERAGOSTINI
1420 Charleston Street ● Tustin, California 92782 ● 920-460-1219 ● pier308@yahoo.com


Program Management / Manufacturing Operations / Business Development / Process Engineering / Contract Administration / Business Integration / Supply Chain Management / Turn-Around Expert
Accomplished Strategic Leader and operations professional with solid performance in managing comprehensive multi functional business units, driving business development and program management generating multi-million dollar revenue growth. Proven ability to quickly analyze key business drivers and develop effective strategies and processes to drive growth and financial performance. An accomplished leader who partners effectively throughout the organization to implement and build solutions that creates profitable results. Experienced across multiple industries and business functions.
	· Strategic Planning
· Infrastructure Development
· Relationship Management
· Capture Management
	· Financial Modeling & Analysis
· Profit Maximization
· Internal Controls
· Feasibility Analysis



KEY CAREER ACHIEVEMENTS
· Competitively bid and awarded largest contract valued at $13M over two years increasing our global footprint in China (MillenWorks) 
· Prepared proposals and negotiated Companies largest multi year, firm fixed price contracts valued at over $286M of the contracts life. (Pierce Manufacturing)
· Exceeded budgetary requirements by $40M with the highest Operating Income product line without increasing staffing. (Pierce Manufacturing)
· Increased annually market share 25% annually and increased department growth by over 100% in capital and revenue. (Pierce Manufacturing)
· Increased product quality and reduced over all production defects per unit by 25%. (Pierce Manufacturing)
· Executed Government and prime Government contractors RFQs in under 4 months from standing up the Government Business Unit and awarded 3 multi-million dollar, multi-year contracts. (Northwire)
· Exceeded corporate P&L goals within the first year of executing Government operations. (Northwire)
· Implement cost saving and avoidance efforts realizing 26% annual savings. (Oshkosh Corporation)
· Exceeded annual cost savings goals by over $40 million. (Oshkosh Corporation)

EXPERIENCE
Mack Defense LLC. (A Volvo Company), Allentown, PA                                                  2013 - Present
Mack Defense, LLC is the North American defense division of the Volvo Defense Group. Together Mack Defense, Renault Trucks Defense, Acmat Defense, and Volvo Defense form the Volvo Group Governmental Sales entity.

Executive Consultant- Program Management, Business Development, Capture and Supply Chain Management 
· Lead Program Management, Capture Management and Processes Development for new government business.  
· Direct Business Development and Capture Management efforts for existing business and growing new business opportunities throughout the United States and the Federal Market. 
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· Lead the sales team to exceed revenue target/business goals that are aligned with the business strategy offering enterprise technology and services.

MILLENWORKS, (A Textron Systems Company), Tustin, CA	    	                   2012 – 2013
MillenWorks, a wholly owned subsidiary of Textron, is a high tech, defense, aerospace, automotive and theme park company.   
General Manager
Full P&L responsibility to include Purchasing, Legal, Finance, Business Development, Marketing, Sales Capture Management and Oversight. Directed the Operations and management of the organizations Logistics, Human Resources and provided support to Research and Development. Developed and implemented the overall business strategy for growth
· Realigned MillenWorks to a Matrix organization which increased horizontal flow of skills and information while significantly reducing OH cost and Direct charging Indirect.
· Prepared and executed Program, Quality and Change Management Process Flow extensively reducing scope creep, cost overruns, increased delivery performance, quality and NOP.
· Developed the Annual Budget and Business Development plans that identify marketing, new product and IRAD development opportunities such as entry into China, India, the Aerospace market and IWAs.
· Developed and lead an effective marketing program in support of Government and Commercial sales to include advertising, promotions, collateral material, sales presentations, tradeshows, website and marketing communications.
· Lead strategies, proposal development and key relationship management in pursuit of government funding for engineering development and testing of specialty components and systems.

COMMAND STRATEGIES LLC., Washington D.C.					      2011 – 2012 
Command Strategies provides full-spectrum of business development services through exceptionally deep expertise in the defense, aerospace, homeland security, and intelligence sectors.
Senior Associate
· Prepared Federal Market Analysis relative to clients Product Mix aganist Government business development and marketing opportunities.
· Prepared strategic planning model and provided business opportunities to meet Government specification needs and contract requirements. 
· Assisted clients in Bid and Proposal efforts.

NORTHWIRE, INC., Osceola WI, 							      2009 – 2011 
Northwire is an industry leader in the marketing, design and manufacturing of technical and retractile cables and assemblies for diverse applications in, government, energy, life sciences, and industrial applications. 
Senior Director, Government and Energy Business Unit
Stood up the Government and Energy Business Units with full responsibilities in P&L, growth goals, business development, program management, strategic planning, proposal’s and contract management. Developed and implemented program requirements within multi-state production operations. Redefined organizational structure and directed major bids and proposals efforts. 
· Established corporate compliance and policy plan to meet Government regulations under the FAR, DFAR, DoD:5000, and ITARS.
· Prepared and executed Business Development plans that identify marketing and new product development opportunities.
· 
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· Developed and executed strategic and tactical plans and achieved growth and profitability objectives for the Government and Energy Business Unit ahead of schedule and under budget.
· Developed Business Units annual budget for the CEO and President based on a sound business plan and forecasting methodology.

SPARTAN MOTORS INC., Charlotte, MI 							     2009
A market leader in design, engineering and manufacturing of specialty chassis, specialty vehicles and truck bodies and aftermarket parts for the outdoor recreation/RV, emergency-response, defense, delivery and service markets. 
Senior Manager, Business Development
· Prepared department strategic business development plan.
· Lead projects relative to Government business development and marketing opportunities.
· Prepared strategic planning model and provided business opportunities to meet Government specification needs and contract requirements. 

OSHKOSH CORPORATION, Oshkosh, WI                                                                            1998 - 2008
A leading manufacturer of specialty trucks for defense, fire and emergency, concrete placement and refuse hauling markets. Oshkosh Corporation is a Fortune 1000 company Headquartered in Oshkosh, Wisconsin with annual sales of $7.1 billion in fiscal 2008.
Director, Defense Programs and Government Sales                                                                 2006 – 2008
Pierce Manufacturing Inc., (A subsidiary of Oshkosh Corporation)
Full P&L responsibility for department’s bottom-line factors including growth, long range strategic planning and product management. 
· Opened new contracts and marketing channels for product line to global markets including Iraq and Afghanistan. 
· Exceeded annual budgetary goals by 190%.
· Successfully fulfilled contract deliverables ahead of schedule, under budget and with zero defects.
· Prepared and managed department budget and kept spending under authorized levels.
· Implemented strategic planning objectives resolved business issues and provided business solutions towards specification needs and contract requirements. 
· Reported directly to the Chief Operating Officer and Executive Vice President-Pierce.

Senior Manager, New Business Development                                                                           2005 – 2006
Pierce Manufacturing Inc., (A Subsidiary of Oshkosh Corporation)
Led program management, new product development, technical support and direct sales teams to generate new revenue and manage contracts from Federal Government agencies and sub-contracts. 
· Positioned Pierce Manufacturing and Oshkosh Corporation subsidiaries in Fire and Emergency as the leading manufacturer on Federal Government buying schedules. 
· Prepared, executed and managed department strategic market plan.
· Worked with external direct sales force and dealer network to generate sales and initiate pre-bid negotiations.

Senior Manager, New Business Development-Washington D.C.  Operations                        2004 – 2005
Oshkosh Corporation
Appraised all corporate new business development and product opportunities within the scope of government initiatives to provide innovative market penetraton utilizing all of Oshkosh Corporations subsidiaries.
· Positioned Oshkosh Corporation and its Subsidiaries as first to market with new product offerings and product innovations on Government specifications and contract requirements.  
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· Created and received government approval on small business plans for newly aquired business units. 
· Lead product development projects relative to Defense, Homeland Security, Rescue and Industrial products
· Created systematic contacts with mid to upper Government Management.

Marketing Manager                                                                                                                    2001 – 2004
Oshkosh Corporation
Marketed Oshkosh Corporation to the US Government and develop new product offerings to meet the Department of Defense needs and schedules. Determined which government programs fit within the corporate goals and developed marketing programs to enhance a competitive position.
· Increased program requirements through specification development, modular configuration and prototype build. 
· Assisted Marketing Director with cost control measures, department budget development and utilization of contracted consultants.
· Coordinated and represented the Oshkosh Defense division as the leading contractor in heavy truck manufacturing at DoD trade conferences. 
· Developed quotations, advertising, and sales forecasts with Corporate Controller.

ADDITIONAL EXPERIENCE
OSHKOSH CORPORATION, Senior Buyer and Cost Pricing Analyst - Purchasing
MEDICAL COLLEGE of WISCONSIN, Benefits Representative
UNITED PARCEL SERVICE, Human Resources Representative

UNITED STATES ARMY AND ARMY RESERVE Captain, Infantry (Retired)
Headquarters Commander for a 147-soldier multi-component Battalion. Responsible for Headquarters staff and logistical support to ensure mission success. Served as a special officer to the Commander with responsibilities for planning, preparation, coordinating and implementation of training and deployment. 

EDUCATION 
University of Wisconsin Milwaukee - Bachelor of Business Administration 

CLEARANCE
Secret - Active

PROFESSIONAL ASSOCIATIONS
Vice President, National Contract Management Association-Wisconsin (October 2007- October 2008)
Committee Secretary, Industrial Committee of Tank and Automotive Producers (January 2001 - April 2004)
[bookmark: _GoBack]Committee Secretary, National Defense Industrial Association - Tactical Wheeled Vehicle Steering Committee (January 2001 - April 2004)
