CURRICULUM VITAE
SERGE VÉZINA 
105 Chemin Notre Dame  app 201 

Blainville(Québec) J7G 3G1             
450-971-6115 (home) 
            
514-220-2283 (mobile)

                                                                                           

  svezina@hotmail.com

OBJECTIVE 
Executive-level position where my business expertise and experience in business development (affiliations and operations) identify opportunities to significantly improve corporate profitability.

PROFILE

Senior management experience developing a network of affiliate stores across Canada and Quebec. Key actor of the RONA 2002 IPO that transformed the privately held, dealer-owned company. Seasoned leader, bilingual, energetic positive and focused on delivering results. Extensive experience in sales, business development, budgeting/control, including a thorough understanding of the LBM program and its functions. Major participant in strategic development with an excellent track record for execution.

HISTORY
2017 - 2018 

Director Business development Quebec AQMAT (as a consultant)
· Reporting to the CFO, and develop new business. In the first 3 month ,I did recruit 31 new member

2014 - 2017

Director Sales and Business Development (East) Ace Canada

· Reporting to the National Sales Manager develop and recruited new dealer, execute strategic program to grow each of ours new retailers.
2011- 2014
Director Sales and Business Development (East)

TruServ Canada, Reporting to the President and Chief Executive Officer: develop and implement strategic programs, allowing the growth of each stores, and the organisation. Responsible for 6 districts manager, Quebec and Ontario.
Responsibilities

· Leadership, selection, retention, development and performance management of the team to ensure the division/department attracts and retains skilled, committed and growth-oriented players

· Customer sales planning and develop team budgets for customer purchasing

· All aspects of retailer relationships, including development and customer communications

· Direct and plan programs for new customer acquisition and orientation

· All key customer relationships, participating in all decisions regarding customer programs and incentives

· All managed store operations

· All dealer relationship council meetings

· Manage and approve all sales and customer relationship experiences

· Link with RONA corporate on all customer-related programs

· Manage 513 accounts  (319 in Ontario/114 in Quebec/80 in the Atlantic region)

· Annual sales budget over  $45 million

· Direct reports: 15
· Member of the Executive Committee
Performance

· Launched over 150 wholesale accounts across Canada

· Converted 10 dealers to the TRU Country and Garden Banner

· Converted 9 dealers to TRU Hardware Banner

· Developed a converting program for Tru-Value stores.

· Participation of the implementation of a new banner for Quebec ( UNIQ)

· Implemented a financial conversion program

· Standardized method, approach and reporting process for the national team

· Evaluated growth opportunities for each dealer in their respective market 

· Implemented new team structure to improve efficiency and service to dealers

· Brought in new tools to help dealers be more competitive in their markets

· Contributed to the development of four new banners

· Set up a commission program for field team

· Achieved over $38 million in sales in 2011 and nearly $40 million in 2012

2006 – 2011

Senior Director Traditional Banners and Business Development Canada

RONA, Wholesale Hardware and Building Materials (distributor and buying group)
· Reporting to the Executive Vice-President Marketing and Affiliated Dealers; develop and implemented strategic programs to improve the dealers results, allowing the growth of the organisation 

 Responsibilities

· 8 banners/427 stores/$800 million in sales and more than $1 billion in 2009 retail sales

· Direct reports: 4/Indirect reports: 24

· Involved in major decisions with marketing, purchasing and logistics to align all department and dealer strategies

· Planned yearly retail calendar activities with all departments

· Planned all annual retail and gross sales budgets

· Worked closely with regional managers in the field

· Evaluated growth opportunities for each dealer

· Identified opportunities and priorities for each portfolio

· Analysed situation market-by-market to identify priorities

· Standardized methods, approaches and reporting processes for the national team

Performance

· From 2006 to 2010, converted over 130 stores to the RONA banner, representing more than $700 million in new retail sales across Canada.

· Completed over 200 projects with dealers across Canada, with a total dealer investment of $250 million over five-year period

· Developed new tools for dealers to improve operational efficiency

· Developed a loyalty program to generate greater dealer profitability

· Retained more than 90% of customers

· Restructured business development team to support growth

· Participated in all dealer advisory commit
1994 – 2006

RONA

Director Affiliated Dealers and Network Development

· Reporting to the Executive Vice-President, Affiliate Dealers: develop and implement strategic programs set to improve Dealers performance 

Performance

· Set up a full recruitment team in the West, Atlantic, Ontario and Quebec regions

· Implemented a new structure to improve team efficiency

· Developed a plan for dealers to be more competitive with big box stores

· Developed different tools and standard methods to approach dealers

· Set up a plan for going public in 2002 with 97.3% of dealers voting in favour of project ($150 million IPO)

1988 – 1994

RONA

Director, Building Materials

Responsibilities

· All internal sales teams

· Multi-million dollar negotiations with major suppliers

· All supplier agreements

· Involved in Dismat integration process

1986 – 1988

Director, Banners and Sales Management

Dismat (Buying group of 120 stores, and wholesaler in Hardware and Building Materials) 

1983 – 1986

Salesman

General Forest Product (Wholesaler of Building Material) 

OTHER

Multiple training on development program in different sector 

Languages
French and English

References on request

