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Bob Hill

bobhill2@sympatico.ca                               http://ca.linkedin.com/pub/bob-hill/30/b72/39b/
Cell: 647-628-9284
PROFILE
· Results driven, self-motivated, organized, energetic leader, customer focused solid negotiating skills, communicating, multitasking, problem solving, solution focused, analytical, planning, implementing, and team player. Solid experience of the understanding of all different facets of  the lumber and building material industry with corporate, franchised or dealer owned businesses, hands on experience with a proven track record within operations, purchasing, merchandising, marketing, retail and contractor sales. 
· Computer expertise is Microsoft Office.
SALES MANAGEMENT & OPERATIONAL EXPERIENCE
TORBSA Limited Buying Group                                                                                                                                     2014 to 2016
Business Development Manager 
· Accountable for the new membership growth for the buying group. 
·  Focused to convert members of others buying groups, such as Castle, RONA, Home Hardware, TimBrmart, Sexton and Independents, to join the TORBSA buying group organization. 

· Creating buying programs within lumber and building materials with strong focus on the forestry side.

· Developing marketing, advertising, participation in trade shows, all geared to industry awareness and giving new possible shareholders the complete understanding and benefits of being a member to look to join the group.
· Reporting to the Directors and current shareholder committees, ensuring communication, special buying opportunities, new member possibilities and updates of changing market conditions.  
RONA
2005 – 2013

Business Development Contractor Manager, RONA Ontario
2011 – 2013
· Accountable for the development and profitability of contractor sales in 65 corporate stores across Ontario.
· Achieved a $20M sales increase, maintained planned GM at 22.5%, added $2M in profit dollars over Y2012.   

· Spearheaded the launch of the Centralized Pricing Commitment Program within corporate stores including all systems transitions, store processes, communications and training. This ensured consistency of contractor pricing with all stores within their zones. 
· Maintained contractor price structures, cost / sell for all commodity lines including lumber, panels and building materials by conducting and utilizing competitive analysis from the market.
· Administered and coordinated the bidding process with builders and outside/ inside contractor sales teams, while anticipating cost changes of commodity lumber. This enabled the best buy-to-sell scenario which solidified the opportunity to capture the order, while maximizing profitability.
· Monitored / projected lumber inventory requirements for the main delivery center based on actual committed sales, cost, space allocation, while coordinating the purchasing process with the buying team.
· Established and strengthened relationships with vendors, sales teams and their contractors, along with all logistical team members within the organization, to ensure all requests for flow of goods, product availability, shipments, technical information, cost and selling price were immediately communicated to all end users, to substantiate our reputation of managing our customers’ expectations at all times.  
Sales Manager Building Construction Residential & Commercial, RONA GTA
2005 – 2011
· Outside Sales Manager for all residential, commercial, industrial sales for GTA stores.
· Expanded sales from $36M to $56M end of Y2009, and maintained budgeted sales and profitability during recessionary period.
· Directed a team of 15 fully commissioned outside Sales Reps, eight direct-order call center staff, inside sales teams at 12 store contractor desks, four estimators, and truss plant operation employees.  Ensured communication across all channels which fostered a high-producing team that consistently met company goals. 
· Negotiated contract commitments with all types of contractors in GTA markets while increasing current sales accounts and establishing new business growth opportunities.
· Recruited to manage special project; the overhaul of RONA Truss Port Hope; stream-lined plant production, delivery, inventory control and marketing. Sales increased from $3.8M to $5.2M in third year while increasing GM from 21.7% to 30.2%. 
· Answerable for all budgeting, profit and loss, and financial reporting, achieving a reputation for meeting sales forecasts, expense control and planned profitability, as acknowledged by the senior management group.
· Established and maintained commodity contractor pricing for all Ontario corporate stores.
DUBOIS ONTARIO CEMENT PACKAGING
2003 – 2005
General Manager
· Completed and implemented the start-up plan of the company’s new location in Toronto.
· Aggressive sales plan generated $2.2M in first year of operation, with $4.2M results in the second year.
· Managed the sales force in both contractor and retail environments including sales planning budgets, expense control, target markets, travel and sales presentations with all major accounts.
· Performed plant production management, including forecasting, planning, purchasing of raw materials, transportation, trucking, delivery scheduling, safety programs and supervision of plant employees
· Negotiations with major buying groups head office including Home Hardware, RONA, Castle, and Timbrmart.
Buying Experience
RONA
2000 – 2003
Buyer / Category Manager Building Materials and Commodity Lumber Buyer
· Accountable for three buying categories, including millwork, building materials and lumber, for the Toronto distribution center with purchasing values of $56M annually.    

· Developed, maintained and increased the budgeted GMROI, turns, gross margin %, and gross margin dollars.

· Negotiated with vendors, including rebate, and co-op advertising, ensuring maximum terms, discounts and merchandising assistance at store level.

· Prepared and coordinated the process for new lumber sales quotes for residential home building customers within the GTA including negotiations, on request, of contract commitments with the outside sales and their contractor customers, with total sales averaging $38M yearly. Originated and supported the GTA lumber and building material pricing for all contractor / retail related businesses. 
BEAVER LUMBER INC.
1996 – 2000

Buyer Category Manager Complete Hardware Department

· Maintained $42M complete hardware department of 25,000 plus SKUs, increasing overall sales dollars by 5%, with a 3.5% increase on overall margins in first year, with similar sales contributions within the additional three year period, by executing best practice through product assortment reviews, reacting quickly to changes in market trends, plan-o-gram design, bulk buys and special order product availability to all 152 franchised and corporate stores across Canada.    

· Participated with many marketing initiatives including national catalogue, advertising flyers, for retail and contractor segments. 

· Recruited for many internal projects including corporate pricing strategy, merchandising and designing of two new prototype store facilities in Ontario.
· Team leader for the Beaver Lumber / Home Hardware transition. Managed the process and procedures to ensure the quality of the SKU matching process, developed inventory action plans, liaison with vendors and both buying teams, to coordinate the orderly withdrawal from the ACE Hardware supply chain. 
Retail Store Ownership and Management Experience
BEAVER LUMBER
1985 – 1996
Store Manager and Invested Franchise Dealer Partner, London, Ontario
· Generated sales up to $14M. Performed overall operations management role, employee development, budgets, purchasing, inventory control, advertising, setup and training of new POS computer system and remerchandising store twice.  
Sales Experience Manufacturing and Distribution
CANFOR (London and South Western Ontario)
1984 – 1985

Outside Sales Representative
DOMTAR CONSTRUCTION MATERIALS (Oshawa Durham Kawartha Halliburton Area)
1980 – 1984

Outside Sales Representative
Education
Durham College Oshawa Ontario,  Fanshawe College London Ontario
Areas of Study: Principals of selling, marketing 1&2,  manufacturing, advertising, operations management, purchasing, accounting 1&2, inventory management, sales management. 
University of Western Ontario (London Ontario)
Areas of Study: Music and Canadian history 

