Preston W. Nesselrotte

100 Kelde Ln
Madison, AL 35756
Mobile:  (256) 321-6564
Email:  prespilot68@mac.com

SUMMARY OF QUALIFICATIONS

· 30 years of experience in the aerospace industry.
· 24 yrs experience of composite Aircraft Windshield Design, Manufacturing and Reliability 
· Extensive knowledge of the Military, Commercial, Regional, and General Aviation markets and supply chain.
· Proven success in developing both new and existing business within commercial, regional, and military aerospace markets.
· Strong technical and value-added selling skills.
· Knowledgeable of FAR145 Operations & Certification Process
· Strong Demand Planning and Forecasting Experience
· Strong understanding of DFAR’s as it relates to Government Contracts/Cost and Pricing Proposals  
· Strong experience in interpreting and applying business analytics as it pertains to business segment.  
· Secret Security Clearance since 2009 (Renewed April, 2021)
· Strong understanding of Engineering, Development and Manufacturing (EMD) process for new programs, especially military in nature.  
· Extensive travel to both domestic and international aerospace customers.
· Former Commercial Pilot within General Aviation

PROFESSIONAL EXPERIENCE

ATI Materials, Inc
Specialty Alloy & Components, Huntsville, Alabama 
Businesss Development Manager – Defense & Hypersonics (September 2023 – present)
Responsible for current and new defense customer engagements while leading projects and efforts aimed at growing ATI’s growing Defense/Hypersonic portfolio through new applications, products and capabilities.  Engage with current and new defense customers to understand their program objectives, target properties and material requirements and connect to ATI capabilities. Research, quantify, and execute on new development opportunities leading to incremental profitable growth within the Defense portfolio.  Support and engage ATI Defense Market Sector Team and other ATI business units to identify and execute on new commercial opportunities and bring a one ATI approach to customers.  Partner with R&D to align on new product and process development efforts as needed and lead efforts to identify potential new, innovative solutions for customers.  Work with commercial counterparts to manage opportunities and produce internal marketing information such as forecasts, market studies, and profiles.  Maintain understanding of product portfolio and identify new or adjacent market opportunities.  Communicate complex thoughts and ideas in a clear and concise manner to management.  Develop and maintain relationships throughout the organization.

PPG INDUSTRIES. INC,
Aerospace, Transparencies Division, Huntsville, Alabama
Global Business Director, General Aviation Transparencies, (August, 2022 – August 2023)
Responsible for P/L for $140 million General Aviation Transparencies annual business across four different manufacturing facilities.   Responsibilities include managing OEM and Aftermarket Product Segment Management Teams for both current and new programs.  Provide oversight of new programs and work closely with Segment Managers, along with internal Design and Production Engineering to insure customer statement of work is successfully delivered on time, certified and on budget.  Work closely with Procurement, Production Planning, Production and Quality to achieve on-time delivery for PROFESSIONAL EXPEREINCE (Cont'd)

customer orders.  Other responsibilities include, new business development, developing and maintaining annual forecast and budgets, maximizing value for price and profitability, developing market strategies for 3-year budget planning.   

Global Segment Manager  - Military Aircraft Transparencies & Transparent Armor (September 2010 –August 2022), Senior Account Manager (March 2008 – August, 2010),   Responsible for $50 million Military Aircraft Transparencies and Transparent Armor Account portfolio.  5 years of successful consecutive growth for both revenue and profit goals.   Responsibilities include OEM and Aftermarket Product Management for both current and new programs, work closely with internal Design and Production Engineering to insure customer statement of work is successfully delivered and certified. Other responsibilities include, contract administration and familiarity of Customer SDRL requirements and deliverables, work with OEM customer Engineering and Flight Operations to better understand requirements for transparencies.  Profit and Loss responsibilities for Military Platform, new business development, developing and maintaining annual forecast and budget of accounts, maximizing value for 

price and profitability, OEM and USG bid proposal preparation, including Cost and Pricing Data preparation, distribution management of multiple distributors and day-to-day contract management responsibilities. 

Account Manager (April 2004-February 2008) Developed and implemented a business plan for two FAR 145 FAA Repair Stations located in Huntsville, Alabama and Suzhou, China. Responsible for establishing a budget,  layout, construction and provisioning for both facilities. Interviewed and staffed repair station personnel for the Huntsville facility, including the Repair Station Manager, Chief Inspector and technical staff. Worked with various agencies to assure all federal, state and local regulatory requirements were met. Trained personnel and staff on production work flows and MRP Systems at both facilities. Through this experience developed a strong understanding of the MRO certification process and day to day operations.   

Sr. Sales Representative (June 1999 to March 2004) Responsible for the development and growth of an integrated supplier based sales program for aircraft cockpit transparencies for commercial and regional airline customers. Worked extensively with Airline Reliability to implement a Weibull reliability program to reduce unscheduled removals and optimize product value.  Other responsibilities include, conduct daily sales activities to regional and commercial airlines, introduced value added sales programs, assistance in e-commerce development for business unit, sales training for sales staff, airline bid preparation, and contract management. Other responsibilities include; developed and maintained annual key account plans for a $13 million airline account territory which included Federal Express, Delta Air Lines, Continental, Northwest, ExpressJet, Air Canada, United Parcel Service, US Airways, Spirit Airlines, American Airlines, Comair, and Virgin America.  

AVIALL SERVICES, INC.
Airline Sales, Dallas, Texas
National Account Manager (November 1997 to June, 1999) Responsible for the growth and development of a $12 million airline account territory, which include Delta Air Lines, Federal Express and United Parcel Service.  Conduct daily sales activities through interaction with Customer Service Centers, inside sales representatives and airline purchasing.  Also, responsible for developing and maintaining sales contracts for specific product lines for airline accounts, work with customer integration subsidiary – The HFS Group.  Other responsibilities include; airline bid preparation, introduction of new products and product lines, technical support and logistics management.

STANDARD AERO
PT6 Gas Turbine Division, Winnipeg, Canada
PT6 Sales Manager (May 1997 to November 1997) Responsible for $2.2 million in annual sales of PT6 and PW100 gas turbine engine overhaul and repairs.  Also responsible for OEM contract for both Raytheon and Cessna Aircraft Companies.  

GOODRICH AEROSPACE
Aircraft Wheel and Brake Division, Troy,  Ohio 					
Aftermarket Sales Manager (July 1994 to May 1997) Responsible for aftermarket sales in North and South America, Europe, Africa and Australia for regional and business aircraft applications. Accountable for over 25% of net annual sales for a $60 million division.  

ASTRA PHARMACEUTICAL
Rx Division, Columbus, Ohio 
Sales Representative, (September 1993 to July 1994) Responsible for marketing a pharmaceutical product to over 200 accounts for the Southern Ohio region.  Other responsibilities included maintaining a yearly budget, providing proper inventory of product samples, developing promotional service items, and distribution management.
					
GESTETNER CORPORATION, Columbus, Ohio
Sales Manager, (April 1992 to June 1993) Responsible for all sales supervision, major account sales, service department and overall profitability for $400,000 branch. 

	
FLIGHT EXPERIENCE:  	Certified Flight Instructor/Instrument and Multi Engine (Expired)
		                    	Commercial Multi-Engine Land/Instrument
			        	Total Time:  964 hrs.
			 

EDUCATION &	Bachelor of Science, Aviation, May 1990
TRAINING:		SALEM-TEIKYO UNIVERSITY, Salem, West Virginia
			Minor:  Communications
			GPA:  3.03

			Professional Pilot Certificate, June 1990
			NORTH AMERICAN INSTITUTE OF AVIATION, Conway, North Carolina
	
			Cost and Price Analysis in Government Contracting, February 2010
			Beason and Nalley Inc., Huntsville, AL 

			Mastering Leadership Strategies (MLS) Program, September – December 2012
			PPG INDUSTRIES, Paris, France and Pittsburgh, PA 


			Additional Continuing Education Courses available upon request


COMPUTER 
TRAINING:	Windows XP, NT, Microsoft Office Suite, MS CRM, SAP Clientlink, MFGPRO/QAD, Saleslogix 6.0, ACAS, JPAS, DIBBS.


ACTIVITIES & 
HONORS:		
			North Alabama International Trade Association - Board Member – 2021-2022
			Youth Leader at The Rock Family Worship Center – 2019-Present
			Product Champion for Opticor Polymer – 2016-2020
			PPG Aero Excellence Award - 2017
			PPG Aerospace 2012 Performer of the Year Award 
			PPG Mastering Leadership Strategies Nominee - 2012
			CRM Steering Committee Chairperson -2012-2013
			Army Aviation Association of America (AAAA) - 2008- Present
			
 			
			 


REFERENCES:	Available upon request
