Joseph G. Agnew
8530 Rudderow Avenue, Pennsauken, NJ 08109 

206-200-9609 ( joeagnew@yahoo.com

Summary of Qualifications: Extensive experience with business to business high value/high margin solution sales to the Nuclear, Government, Aerospace and Rail Transportation markets.  Able to effectively identify market and economic driven opportunities, develop relationships with key participants and bring business to the firm. Able to develop and lead teams from the start of the project to delivery of the solution.  Strong business acumen for introducing new products and services to the NDT and Nuclear marketplace.
Professional Experience:

Zetec, Inc., September 2006 to Present
US Sales Manager, October 2006 to Present


· Responsible for selling Eddy Current tubing, Phased Array UT and Surface Eddy Current solutions to key accounts in the USA.
· Consistently exceed revenue expectations on a yearly basis:
· Notable customers include General Electric, Siemens Power Generation, Westinghouse and other power generation customers in the USA.

· Effectively introduced 4 new products into the marketplace that generate 20mm/year revenue. 

· Developed Software Service Program generating in excess of 3mm/year of 100% gross margin revenue. 
Team Industrial Services, 2003 to 2006

Branch Manager, Philadelphia, PA September 2005 to June 2006


· P&L responsibility for a 7.5 million dollar service oriented office that was operating at a 22% gross profit.

· Managed 8 direct reports and had overall responsibility for the 55 technicians working directly for the office.

· Responsible for securing an ISO 14001 Responsible Care Accreditation to satisfy customer requirements.

Account Manager, January 2005 to August 2005


· Responsible for selling to a variety of clients in the Northeast.
· Accomplished over 1.75 million in sales during this time frame. 

· Notable Fortune 500 clients include Sunoco, Conoco Phillips and Valero. 

Cooperheat MQS, 2003 to 2004

Regional Sales Manager, March 2003 to December 2004


· Direct sales and operations of Cleveland, Hartford, Pittsburgh, Philadelphia and Rumford offices from the Philadelphia location.

· Developed new sales initiatives targeting Eddy Current, Remote Field Eddy Current and IRIS testing that had generated new revenue in excess of 1.8mm.

· Responsible for 18-22 million dollars of revenue generated in the Northeast Region.

· Manage/Support 7 high-level area sales managers, 10 branch-operating managers and over 200 technicians and other support staff.

· Developed initiatives to identify, recruit and hire leading personnel in both industries.

TesTex, Inc., 1997 to 2003
Regional Sales Manager, June 2001 to March 2003


· Direct operations of Chicago and Philadelphia branch offices from Pittsburgh main office.

· Continue to increase sales base through assertive salesmanship and consistent follow-up.

· Responsible for >6.5 million dollars of service revenue from 1998-2001.

· Manage eighteen employees who provide sales and field service throughout seventeen states in the Eastern and Midwestern region.

· Act as liaison between branch offices and other departments such as accounting, research and development and executive management.

· Assist in research, development and evaluation of new technology designs.

· Instrumental in recruitment and training of branch managers.

· Organized and implemented company-wide sales database.

Branch Manager, August 1998 to June 2001




· Promoted to Branch Manager within just one year of employment. 

· Supervised a staff of seven field service engineers plus traveling technicians during large inspections. 

· Delivered effective sales presentations to industrial buyers in the Eastern region (Maine to Virginia).

· Developed marketing campaign targeting the refining industry that increased revenue by 17%.

· Increased annual sales by 22% in 1998, by 46% in 1999, by 29% in 2000 and by 31% in 2001 culminating in an increase of 3 million dollars in revenue.  

· Coordinated the development of two outside sales representatives.

· Identified, targeted, and implemented projects with new and existing clients to help increase overall reliability of plant equipment.

· Managed day to day operations of the office including but not limited to the following: purchasing of office equipment, field equipment and vehicles, renegotiating office leases, human resources, employee reviews and training.

Sales/Field Service Engineer, June 1997 to July 1998


· Provided field service to clients in the following industrial fields: refining, chemical, pulp and paper, utility, manufacturing and waste to energy management.

· Inspected equipment such as Boilers, Heat Exchangers, Pipelines, Above Ground Storage Tanks and Pressure Vessels.

· Performed Remote Field Eddy Current, Low Frequency Electromagnetics, Ultrasonics and Visual inspections.

· Created sales opportunities through meetings, trade shows and demonstrations.
Education:
Temple University, Fox School of Business, Class of 2014
Masters of Business Administration – Executive Global MBA Program

Temple University, College of Engineering, Class of 1997

Bachelor of Science, Environmental Engineering Technology
