Sam S. Marino, Jr.

14025 Beaver Dam Lane, Huntley Illinois 60142
Mobile:  815-529-5887

ssmbarino@sbcglobal.net

Investigations • Security • Marketing • Management Leadership • Communications • Strategy • Loyalty 
Reputation for leading edge concepts that changed the status quo thru internal and external venues.  Effective – diligent work ethic delivering excellence.  Tireless enthusiast who leverages strategy with common sense to balance cost efficiency and communication.  
EXPERIENCE
Private Investigator, Litigation Solutions LLC., Illinois • October 2014 – Current

Field Investigator – Surveillance, Well-being checks, Workman Comp claims, Court testifying, Report writing, Interviewing and documentation.
Manager Operations, Mariano’s Fresh Market, Illinois • May 2014 – October 2014
Operation and department management, scheduling, ordering, inventory. 

Manager AP Investigation Officer, Walmart Corporation, Illinois • October 2011 – May 2014
Internal and External criminal investigations in a Big Box Retailer.  Organized crime investigations within Walmart retail stores.  Interviewing and Interrogations of employees and external person’s committing retail crimes.  Working with local Police Forces and Investigators.  Report writing and Court room testifying regarding current cases and investigations.  Employee training, employee coaching, fire safety, safety team leader, hiring & termination.
Regional Vice President, DesignShop Group of Companies • June 2010 – April 2011
Responsible the development of a Midwest Division office and service center that would enhance the growth of a full service tradeshow company.  Along with staff management, tradeshows, conferences and events, experiential marketing, quality control, day to day operations, budgeting and product and service growth. 
Senior Account Executive, MG Design Associates • September 2008 – November 2009
Overall responsibility for sales, corporate marketing and promotions, website concepts and enhancements, the organization and direction to start a custom rental option and service coordination for clients. This was a contracted position.
National Director of Sales, MICE North America • March 2006 - September 2008
In 2006 I was recruited as a Senior Account Executive to help grow the Chicago market for MICE North America. I was base in Oak Brook Illinois office for the next 8 months and over those months I was able to promote the company and bring on approx. $450,000.00 in new business.  At the end of that time MICE North America was going thru some major changes and financial problems. I was offered a position with MICE/Delta a division of MICE North American as Director of Sales that was projected to last only 6 months.  With that in mind key management and staff opened a new full service exhibit company American Tradeshow, Inc.  With my knowledge of the industry, estimating skills, sales experience and people management skills and personal goals they gave me the opportunity for advancements within the new company with additional responsibilities.  My last 2 years I was National Director of Sales and General Manager of the Chicago & Las Vegas office.


Increased overall sales

Personally handled 1.2 million in sales


Increased sales staff from 1 representative to 9 representative.


Corporate marketing and promotions


Worked on website concepts and text


Hiring of support staff
Approx. 45 direct support staff members

With additional staff at peck periods of staff and contracted staff 150 to 300

New ideas and concepts to increase sales opportunities

Staff Scheduling
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
Implemented training for new hires

Maintain client relationships

Day to day operations

P&L

Budget planning and forecasting
Director of Sales, Catalyst Exhibits • February 1997 – March 2006

In 1997 I was recruited as a Senior Account Executive to help grow a 1-year-old start-up company. With my knowledge of the industry, estimating skills, sales experience and people management skills along with my personal goals gave me the opportunity for advancements within the company.  With this advancement additional responsibilities followed.  In the fall of 1997 I was promoted to the position and responsibilities as Director of Sales.


Increased overall corporate sales


Increased personal sales


Doubled sales staff from 4 representatives to 8 representatives


Hiring of new sales staff


Hiring of support staff [12-15]

Put in place new ideas and concepts to increase sales opportunities

Implemented training for new hires

Service coordination for clients

Maintain client and vendor relationships

Industry and Personal Growth:

2011 McHenry County College [20-hr Course]
PERC Certification

2011 McHenry County College [20-hr Course]
Private Investigation Certificate

2013 Citizens Police Academy Huntley, Illinois [20-hr Course]
2013 McHenry County Sherriff Citizens Police Academy, Illinois [20-hr Course]

Interviewing and Interrogation Certification

CPR Certification

CCTV Certification

Crime Scene Evidence Collection and Securing

Current State of Illinois
FOID Card

HEPA certification 
OHSA certification
Asset Protection certification
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1998–2001 TSEA


TSEA [Trade Show Exhibitor Association].  Containing education for additional industry knowledge, experiences, management skills, personal skill advancements, client relationship skills.

1994–1998 TSEA


TSEA [Trade Show Exhibitor Association].  Was given the opportunity to become an industry instructor at 2 national exhibit and seminar conferences per year.

1994–2014 Seminars/Continuing Education
Personal Goal Setting
Sales and Sales Management Skill Building
Time Management
Multi-Tasking Made Easy
Improving Your Management Skills
Gorilla Marketing

Computer Skills for Office

Report Writing for APIS [Asset Protection Investigation Software]


Personal & Business Reference[s]:

Upon request
