Zachary A. Peters – Page Two

Zachary A. Peters – Page Three


ZACHARY A. PETERS, MBA, M.Ed. 
Longview, TX ● zapeters@gmail.com ● 903.576.9283
SALES, OPERATIONS, & TRAINING EXECUTIVE
PRODUCT SUPPORT ● CUSTOMER SERVICE
NEW BUSINESS DEVELOPMENT ● Training & Development
Influential business leader collaborating with Executive Management to identify business strengths and values to shape strategic direction and long-term vision. Possesses an exceptional ability to interpret first-order priorities ensuring effective problem resolution. Leverages motivational leadership, dedication, and professionalism, to provide exceptional organizational change, mitigate risk, and infuse new ideas. Brings an uncompromising approach to customer advocacy and satisfaction with a natural ability to remove barriers essential in building strong, confident lasting business relationships. 
Executive Presentations



Vendor Relations


Customer Service

Change Management



Operations Management

Budgeting

P&L Responsibility



Risk Management


Cost/Benefit Analysis

Project Management



Process Improvement


Expense Control

Start Ups/Turnarounds



Technical Support


Client Relations

Strategic Planning



Policy Development


Team Leadership
PROFESSIONAL EXPERIENCE

Cameron International [formerly LeTourneau Technologies], Houston, TX
2003 to Present
Global group of organizations specializing in the design, manufacture, implementation, and effective use of advanced technologies for onshore and offshore oil and gas drilling, forestry, mining, and steel markets. Over $7B in revenues.  The positions held include:
MANAGER, TRAINING (Current)
Specifically requested by executive management to lead efforts to refresh, update, and aggressively market Cameron’s LETOURNEAUTM technical training products and offerings.  In addition, the update must meet all regulatory and industry standards to certify both Cameron’s client’s technicians, but to provide certification to Cameron’s service employees.
Major facets of this project include:

· Seeking and attaining API TPCP certification for the course management system
· Redesign of the training material and philosophy
· Development of hands-on and simulated training equipment
· Creation of distance learning and field support tools
MANAGER, AFTERMARKET SALES (2011 to 2012)
Following the sale of the Offshore Products and Drilling Systems divisions of LeTourneau to Cameron, I was specifically selected to lead the Aftermarket Sales efforts for the newly acquired product lines. This selection resulted in a consolidation of operational locations from Longview, Texas into existing facilities in Houston, Texas. This was achieved in less than a month with minimal interruption to the course of business. New and existing product lines resulted in establishing an operational target of $67 Million combined.
Strategic initiatives implemented were:

· Merging Offshore Products Aftermarket with Drilling Systems Aftermarket
· Restructuring of Parts Sales staff from customer/discipline specific to task specific.
· Implementation of Quality program to rectify unusable inventory.  
PARTS MANAGER, MINING & OFFSHORE PRODUCTS (2010 to 2011)
Promoted to newly created position with added responsibilities of aftermarket sales business for the Mining Products and Offshore Products groups including P&L, inventory controllers, parts sales associates, warehouse supervisors and a warehouse staff of 25. Develops and directs operating budgets, administers capital budget projects, and the strategic development of a business model to achieve $140M in revenue.
Continuously improves processes, performance, and productivity: 

· Segregated the aftermarket warehouse from the production warehouse, a paradigm shift from a practice that was more than 80 years old.  Successfully enabled the aftermarket segment to control inventory levels based on market demand, improve order velocity, and on-shelf parts availability.
· Increased parts sales staff, refined business processes, and implemented 24-hour response all RFQ’s. Successfully increased Offshore parts sales orders by 54% above business plan for 2011 and 50% greater than actual performance in 2010.  

· Built aftermarket stocking strategies utilizing forecast based on historic demand and direct input from customers regarding expected needs over 12 months. Strategy will support $140M in expected revenue while increasing turn rate from 0.5 to 2.

· Redesigned warehouse layout to optimize materials flow while providing a safer work environment including  visual cueing, dedicated traffic lanes for forklifts and personnel, a pre-packaging area, and staging areas for aggregated shipments.

MANAGER, PRODUCT SUPPORT, OFFSHORE PRODUCTS GROUP (2010)
Specifically requested by Senior Management and promoted with full responsibility for aftermarket sales and service including managing warranty administrators, parts sales associates, service managers, and 2 to 35 field service staff. Developed operating budgets, administered capital budget projects, created service bulletins, triaged service calls, and managed Master Service Agreements. 

· Successfully achieved $25M revenue target despite a slowed economy, depressed offshore activity, and a lack of adequate parts supply in inventory.

· Created the aftermarket service group composed of production line employees designed to present a flexible approach to variable demand for specific technical expertise. Successfully achieved  revenues over 300% above projected business plan for 2010.
· Proposed and closed Master Service Agreements with key clients.  
MANAGER, PRODUCT SUPPORT, TECHNICAL DEVELOPMENT, MINING PRODUCTS (2008 to 2010)
Successfully designed and launched a proprietary software tool to provide step-by-step troubleshooting driven by visual information. Tool contained a multi-platform portal to access technical information required to support existing and future field equipment. 

· Designed technical training format and delivery methods transforming  highly technical, complex information into knowledge aligned with experience and skill sets. 
MANAGER, PRODUCT SUPPORT, SOUTH AMERICA (2005 to 2008) 
Promoted with responsibility for field management of deployed equipment. Directed 3 field service technicians in  Colombia, Chile, and Brazil. Collaborated with engineering staff, dealer network and end-users. 

· Successfully implemented a customer recovery program for largest customer in Brazil.  Secured strategic alliance and largest machine contract in company history.

ELECTRONICS TECHNICIAN (2003 to 2005)
Electronic Business Machines








         2002 to 2003
SERVICE MANAGER, LANIER BUSINESS MACHINES 
Provided strategic leadership for service department covering a 15 county area. Scheduled service calls, coordinated service staff, maintained client service history, and managed job control log. 
· Ensured superior customer service of electrical, mechanical, networking, and logic repair.

· Created a database to track and maintain inventory.

Baker Atlas










        2001 to 2002
COMPLETION ENGINEER 
Coordinated safety and performance of crew and equipment on location. Operated cased-hole well logging and perforating equipment including radioactive and explosives handling.
Spectra Technologies, Inc.








         1999 to 2001
TECHNICAL SERVICE MANAGER, DELL COMPUTER CORP. 
Provided project management for major manufacturing redesign for Dell Computer Corp.

· Successfully mentored team of skilled technicians and unskilled temporary workers to complete projects on-time and to specifications.  

Military Service, United States Air Force, Active & Reserve




          1993 to 1999
ELECTRONIC & COMPUTER SWITCHING SYSTEMS TECHNICIAN 
Performed installation, maintenance, troubleshooting, and repair of computer systems, radio, telephone, secure, and satellite communications.  
· Held Top Secret/SSBI security clearance.

EDUCATIONAL EXPERIENCE
EDUCATION 

Ph.D., 

HRD: Organizational Development and Change Management [Currently In-Process]

M.Ed., 

Educational Technology, Texas A&M University, 2012



Emphasis on design for distance learning and technology development
MBA, 

Business, University of Texas at Tyler, 2010


Emphasis on Management Science/Quantitative Analysis
B.A.A.S.,
Industrial Technology, University of Texas at Tyler, 2007


Emphasis on Operations Management
A.A., 

General Studies, Pre-Nursing, Kilgore College, 2004
TECHNOLOGY
MS Office Suite, SharePoint, InfoPath, Adobe Flash Professional, Adobe InDesign, web design [.html and .php]
MS Excel – Tested top 10% on Elance.com and oDesk.com
