David Terrill 
3695 Leo Lane, Casper, WY 82601                                307-217-1754                               daveterrill829@gmail.com
National / Regional Manager - Operations / Business Development 

Growth Strategies / Sales & Marketing / Project & Production Management / Lean Manufacturing / CRM  Customer Service & Support / Multi-Site / HSE / Cost & Quality Control  Training / Contracts    
Versatile general management executive with strengths in operations, sales and business development who has increased competitiveness, sales and profitability for leaders in energy, manufacturing and transportation arenas, among others. Secured and retained satisfied customers by consistently delivering initiatives that exceeded goals and expectations. Acquired, trained and led teams to high levels of productivity, effectiveness and excellence. 

Whether providing great customer service, learning new process and developing new products, or playing key roles in Six Sigma, Black Belt, Lean Manufacturing or ISO 9000 certification efforts, can contribute immediately by:
· Cultivating strong relationships to acquire and retain key accounts 

· Recruiting, training and motivating high-performance teams that exceed goals
· Developing unique solutions to improve revenues, productivity and quality
· Aligning solutions with customer expectations to deliver value
Proven track record of generating profitable results through decisive action, innovative problem-solving and thorough follow-up. Adept at achieving buy-in from disparate groups, creating common vision and consensus. Bottom-line focused with a big picture mentality. BA, Business Management, Colorado Mesa University. 
Selected Accomplishments
Dogged customer support retains CSI client and boosts annual sales five-fold to $1.3M. Dispute arose regarding discrepancies between invoices, parts received and freight charges. Debated with CSI Accounts Receivable and Parts Departments for four months. Obtained appropriate customer credits and new business.
Assumed order and fulfillment responsibility, quadrupling CSI client business to $8M. Customer was not receiving timely service. Committed to personally take care of all of customer’s business needs. Resolved issues regarding late quotes and missing parts. Received appreciation and increase of business. 
Enhanced CSI customer relationship and service, increasing previous record business 25%. Customer quit doing business with CSI due to poor customer service. Consistently met with former customer to build new relationship. Awarded new and bigger business as a result of dedication shown customer. 
Negotiated lease of SST rig, generating $3.2M in “found” revenues. No provisions existed to mobilize and use   idol rig. Located and contracted with customer to mobilize and rent rig for drilling. Business deal generated significant cash flow verses having the rig not working and SST paying cost to mobilize rig.
Boosted True Drilling rig utilization from 20% to 80%, increasing monthly revenues $3M. Rigs were significantly underutilized. Made sales calls through contacts. Within three months, negotiated long-term contracts to utilize the remaining unused rigs.
Led talent acquisition efforts, enabling R&H to set record $1.8M in monthly revenues. During growth period, company lacked sufficient number of employees to serve customers. Searched for and secured new talent from diverse sources. Built very different but successful team.
Career History
Account Manager, CSI Compressco, 2015-2017. Provide parts and service for natural gas compressor to mid-stream companies such as DCP, Devon, EOG, Enterprise, Anadarko, and Yates. 
Operations Manager, SST Energy, 2014-2015. Managed daily drilling operations in Colorado, North Dakota, Utah, and Wyoming. 
Director of Business Development, True Drilling, 2013-2014. Establish relationships at corporate level to market and execute long term US land based drilling contracts. 
Chesapeake / Nomac Drilling / Bronco Drilling, 2007-2013. Served as Operations Manager, VP of Operations, Division Superintendent and Field Superintendent / HSE Representative. 

Operations Manager, R&H Supply, 2006-2007. Managed operations of supply stores in Colorado and Wyoming, retail and field sales employees and parts warehouse and distribution. 

Earlier: Facilities / Production Manager, Coorstek, and Assistant Manager, Boise Enterprise. 
