DENNIS R. DeCOCK

2726 Simpson Street

Evanston, Illinois 60201-2030

Phone 847-804-7048; Fax 847-869-4261

ddecock@juno.com

    PROFESSIONAL PROFILE
Vice President, Sales and/or Marketing ready to increase profitability

 through strategic market planning and execution 
Accomplished senior sales/marketing executive with a proven ability to bring immediate results through developing and implementing sales and marketing strategies that support the business and financial objectives. Respected leader, able to build highly motivated teams focused on achieving established goals in minimum time.
BUSINESS EXPERIENCE

DRD CONSULTING, INC., Evanston, Illinois





     June, 2009 to Present
Educational publishing industry consulting firm  

President

Managing a consulting business that helps publishers improve their sales coverage and performance, develop and implement strategic marketing and sales plans, conduct market research, and hire and train independent sales representatives.  Typical projects sold, supervised and completed include:

•
Completed a detailed evaluation of the coverage and sales of the independent representative sales force for a middle/high school educational library book publisher.  The client was able to immediately make territory changes and improve sales coverage and results.

• 
Administered the selection and hiring of independent sales reps in designated territories for a PreK-8 math publisher to sell the client's reading/literacy line of products.  Additionally, established a per diem consultant strategy, including providing a group of regional per diem reading/language arts consultants for the client's engagement and use.  The client has implemented the recommendations and increased sales expectations by $800K this year as a result.  The consultants have been hired and set to present at several major educational conferences this year.


•
Conducted a go/no go market evaluation for a K-8 educational library publisher to help them decide whether to enter the paperback curriculum market.  The client is in the process of implementing the recommendations with a major launch scheduled for fall 2010, and immediate revenue implications of several million dollars.
•
Managed a primary research project for a professional development distance learning provider to help them better understand the current purchasing landscape in terms of district-level acceptance (or non-acceptance) of their new online graduate courses.  The client has incorporated the results of the research into their fall 2010 marketing campaign and expects to increase revenues significantly.
HEINEMANN-RAINTREE EDUCATIONAL PUBLISHERS, Chicago, Illinois                            2004 to 2009
PreK-8 educational nonfiction library and classroom book publisher, division of Capstone Publishers (formerly part of Harcourt Education and Pearson Education)

Vice President, Sales & Marketing/General Manager, U.S. Operations

Responsible for U.S. operations, Chicago office and all sales and marketing activities for this division of Capstone Publishers.  Responsible for four unique independent sales rep forces (over 175 sales reps), all distributor/ wholesaler/jobber, international, school supply and trade sales, and all divisional marketing activities. 

•
Successfully directed and led the company through three company sale processes over the period January, 2006 to September, 2008.  Critically involved in keeping the company solvent, keeping all distributors and sales forces on board.  As a result, the company was able to maintain its market value and be sold in a difficult economic environment in the fall of 2008.

•
Implemented a new distributor discount policy that eliminated unprofitable distributors, consolidated discount schedules and reduced the number of distributors required to grow the business.  Increased the gross margin of this business by 5% while slowly reclaiming revenues lost in the distributor consolidation transition.
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•
Created and implemented a strategic sales plan: totally reorganized the sales management function, set up a regional organization, hired two additional sales managers, and consolidated three former sales forces. This resulted in a 10% increase in revenues after the first year.
•
Developed and administered a comprehensive marketing plan that included an active press release program, revamped advertising plan, and extensive e-mail marketing campaigns; eliminated unproductive trade show participation; and launched a market research project focused on brand identity.  The resulting impact was shown in the market presence of the company as a much higher profile player and a more attractive acquisition candidate.
• 
Implemented a plan to work with other corporate divisions to maximize synergies between operating groups.  These efforts resulted in the creation of two programs per year that helped other divisions utilize the Heinemann-Raintree product portfolio and added an additional revenue stream in the process.

TRANSFORMING SOLUTIONS, INC., Chicago, Illinois                                                                 2000 to 2004
Process improvement and organizational development consulting firm

Partner

Responsible for business development and client project work, helping organizations understand strategically and tactically how to become more efficient.  Typical projects sold, supervised and completed:

•
Acted as the interim Vice President, Sales & Marketing for an educational handheld software startup company.  Established a reseller network and built an independent sales force to create a key revenue stream.  Developed a comprehensive strategic sales and marketing plan including an aggressive public relations campaign, advertising and conference annual plans, and an overall marketing implementation plan.  As a result of these initiatives, revenues grew by 15% and the company put itself in a position to acquire additional outside capital funding. 
•
Completed a competitive market study for the K-12 education division of a major U.S. based geographic publishing company to help make a decision whether to move into another educational distribution channel.  The client decided not to move into the channel and saved upwards of $1 million in projected investments as a result.
•
Conducted a strategic channel expansion study for a K-12 Spanish educational publisher evaluating a major entrée into the US market.  An extensive customer survey and a comprehensive final report led to recommendations being implemented.  Creation of a master distributor organization was also successfully implemented. The client increased revenues by a substantial margin after the first year of implementation and gained market share on several competitors. 
RAND McNALLY & COMPANY, Skokie, Illinois 


                
                  1977 to 2000
Multi-million dollar international publisher and media company


Vice President & General Manager, Educational Publishing Division (1984 to 2000)

Vice President, Operations (1998 to 2000; concurrent position)

Director, Operations & Services (publishing group - 1981 to 1984)

Director, Distribution Services (corporate - 1979 to 1981)
Corporate Credit Manager (1977 to 1979)
EDUCATION

M.B.A., Golden Gate University, San Francisco, California




B.A., Lawrence University, Appleton, Wisconsin 
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