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PROFILE

Corporation:
Advanced Technical Marketing, Inc. (ATM)

Officers:


President:


Bob Morrell




Vice President: 

Russell C. Pepe, RCDD
Ownership:
ATM Employees

Territory:
Connecticut, Delaware, Maine, Maryland, Massachusetts, New Hampshire, New Jersey, New York, Eastern Pennsylvania, Rhode Island, Vermont, Virginia and the District of Columbia

Sales Office:
1719 Route 10 East

Suite 113


Parsippany, NJ 07054


PHONE:
973‑683-1411

FAX:
973‑683-1311

E-MAIL:
sales@atm1.com

Web Site:
www.atm1.com
Sales Manager:
Bob Morrell

Sales Engineers:
Roman Bilyk


Irene Didenko


Jim Hartson


Paul Lamm


Gil Lipper


Bob Morrell


Russell C. Pepe, RCDD

                                    Amy Schmidt

Vince Wright
Marketing Manager:
Pat Nolan

Office Manager:
Robert Quinn
Sales Administrator:
Michelle Sandy
MISSION

Advanced Technical Marketing (ATM) represents manufacturers of state-of-the-art technology Telecommunication Equipment, Test & Measurement Equipment, RF and Microwave Test Equipment, Components and Services throughout the Northeast and Mid-Atlantic United States.  This includes components, hardware and software.  ATM markets these products to high technology firms, educational institutions and research facilities. The products are utilized in research, development, end products and product testing; they are sometimes integrated into systems, which may be resold.  ATM is committed to providing the highest quality of representation available to our principals, as well as the highest level of service to our customers.

PHILOSOPHY

ATM is committed to a well thought out complement of synergistic lines, enabling maximum exposure for all principals served.  This also provides a more comprehensive solution for the customer.  Only the highest quality products from technology leaders are marketed to ensure the customer optimum solutions with minimal risk.  Comprehensive product knowledge, applications expertise, and the ability to offer hands‑on demonstrations are required of all sales personnel.  This, coupled with unmatched knowledge of the customer base, provides a sales force without equal in the territory.
MARKETING STRATEGIES

ATM markets to customers, both large and small, in all the identified market segments.  Customers are qualified based on need and available budget, so as to maximize productivity.  We focus on establishing and maintaining base‑band business. This provides the foundation from which to grow.  ATM also addresses long term programs and large potential opportunities.

ATM sales people spend four days per week in the field with customers, cultivating existing relationships and prospecting for new contacts.  This provides up‑to‑date information on new opportunities and changes in existing requirements. One day per week is spent on the phone, qualifying leads, setting up sales calls, and following up outstanding action items.  ATM utilizes targeted mailers to keep our customers current on the latest offerings from our principals.  A continually updated centralized database in our office is available to our principals for direct mail projects.

Through our close working relationship with Northrop Grumman, ATM has been issued Resident Visitor Status.  This provides ATM with a Northrop Grumman badge, which allows access to a number of their facilities.  The badge enables ATM salespeople to "walk the halls" of each facility and acquire pertinent sales contacts and information. 

Product demonstrations and evaluations are a key part of our sales organization's sales process.  The ability to demonstrate virtually all products offered, distinguishes us from all competitors.  Our salespeople encourage customers to take advantage of the opportunity to see and feel the components and equipment in person and verify its suitability for the application.  This confidence is contagious and further enhances the sales effort.

ATM uses the resources of the information age to assist in the Marketing of our Principals Products.  We “push” information to our customers.  By utilizing “Push” Marketing rather that relying on customers “Pulling” information from the web and other recourses we have established ourselves as a resource to our customers.  In order to be successful utilizing this strategy we make sure that we have an up-to-date database with current email addresses.  We understand exactly what our customers are doing and how a product will help meet their needs.  We offer our Principals a competitive advantage by allowing them to get their information out to their target audience quickly, effectively and at a low cost as well.  We also will perform target mailings to our customer database on behalf of our Principals.

ATM holds sales meetings after normal business hours.  The principals are encouraged to participate in these meetings to provide technical training and to foster close cooperation and communication.  We also conduct in‑house product training.  A forum is provided for sharing sales experiences, success stories, and strategies.

CUSTOMER PROFILE

ATM focuses attention on the customers in the following areas:

· Product Design Engineers

· Research Scientists, Development Engineers, and Technicians

· Production and Test Engineers

· Quality Assurance Staff including Metrologists

· Lab, Service and Repair Personnel including Field Technicians

· Engineering, Program and Corporate Managers

· Purchasing Agents and Subcontract Administrators

· Communication System Installers and Integrators

A hybrid of top‑down and bottom‑up selling has proven to be most effective in optimizing sales performance.  The combination of long‑standing customer relationships and pre‑eminent product lines position our sales organization as a reliable, primary resource.  Customer concerns with performance, quality, risk, and price are important factors in the decision making process.  Recognizing and addressing these issues has been, and continues to be, the key to our success.

FACILITY

The administration of ATM is located in a permanent office of approximately 3800 square feet, located in Parsippany, NJ, near major interstate routes, with easy access to Newark International Airport.  The office contains provisions for handling of demonstration components and equipment, as well as storage and distribution of product literature. Facilities for sales meetings, on‑site seminars and training are also provided.

In addition, our sales engineers have home offices in their respective territories. Each office is equipped with a computer and facsimile.  All sales engineers have cellular phones, voice mail, and e-mail addresses, enabling complete accessibility at all times.

ADMINISTRATION

Management responsibilities are divided among the ATM partners.  Most management functions are performed after regular business hours, so as to maximize selling time.  The Sales Manager/President has full authority over the day‑to‑day running of the company.  Major decisions are made in consultation among the partners/officers, with the intent of reaching a consensus.  In the unlikely absence of consensus, the Sales Manager's position prevails.

OFFICE PERSONNEL

Pat Nolan is the ATM Marketing Manager. He is responsible for finding opportunities for our Principals and Salespeople through Electronic Marketing, Telemarketing, Newsletters and Database management.

Robert Quinn is the ATM Office Manager and is responsible for all ATM Sales Administration including quoting, order processing and demos.  In addition, Mr. Quinn heads up the ATM MIS Department with responsibility for the ATM Network and all associated hardware and software.

Michelle Sandy is the Bookkeeper and Sales Support Specialist for ATM. She is responsible for phone calls, order entry, commission processing, quotations and sales support for all Sales Engineers.
PERSONNEL

Bob Morrell

President, ATM

Sales Manager, ATM

Sales Engineer, ATM


Bob Morrell represents ATM in Dutchess, Orange, Putnam, Rockland and Westchester counties of New York State and in Northern New Jersey. Bob’s major accounts include BAE Systems, Honeywell, ITT, IBM, Philips and L-3 Communications.  Bob is also responsible for all Military facilities throughout the ATM territory.  Bob’s territory has a very diverse customer base and covers numerous industry segments as well as long-term program potential.

Prior to joining ATM, Bob worked at Giga-tronics, a major RF/Microwave Instrumentation manufacturer, for 2 years as Regional Sales Manager and Vice President Sales in both geographic and strategic account capacities. He spent 1 year as a Regional Sales Manager covering the Eastern US and Canada territories and 1 year as Vice President Sales with Strategic Account Management responsibilities, including Lucent Technologies, Nokia, Motorola, Qualcomm, Ericsson and Military accounts.

Bob previously served for 8 years as Vice President Sales at Entran Devices, an Electro Mechanical Sensor manufacturer, managing worldwide sales for the organization.

In addition, Bob was the Worldwide Sales and Service Manager for 8 years at Boonton Electronics an RF/Microwave Instrumentation manufacturer.

Bob has extensive experience in the application of test equipment/systems and components to satisfy requirements in the Military, Wireless/Mobile Communication, RF/Microwave, Sensor and Baseband markets. Bob’s intimate knowledge with a wide array of test instrumentation and components coupled with his experience in broad industries allow him to provide innovative solutions to customer’s requirements.

Bob has been selling on behalf of ATM’s principals for more than 11 years, developing major Commercial and Military accounts.

Bob has completed studies in Radar and Electronics with the US Navy, Electronic Technology with ICS and Marketing at Rutgers University.

PERSONNEL

Russell C. Pepe, RCDD
Vice President, ATM

Secretary, ATM

Sales Engineer, ATM

Russell Pepe represents ATM in Central New Jersey.   Russell also covers selected accounts in Eastern Pennsylvania and Metro New York.

Russell's major accounts include Akrion, Alcatel-Lucent, Anadigics, Andrew Corporation, AT&T, General Dynamics, Tyco and Veeco.

Prior to joining ATM, Russell was the Account Manager for AT&T, Lucent and Bellcore with Anritsu Wiltron Company. He was responsible for the national sales activity, and had direct account responsibility for the New Jersey and Pennsylvania facilities. Russell also held positions with Anritsu Wiltron as Sales Engineer and Application Engineering Manager.

Russell previously served as a Fiber Optic System Designer and Test Engineer with Warner Amex Cable Communications.  He also held positions with General Cable, Panasonic, Schaffner EMC and Underwriters Laboratories.  He has worked in the Fiber Optic industry since 1981.

Russell taught as an Adjunct Professor at the New Jersey Institute of Technology (NJIT) and Saint Peters College.  His courses included College Math, Communications, Fiber Optics, Wireless Communications and Control Systems.

Russell holds a Bachelor of Science in Electrical Engineering (Communications) and a Master of Science in Electrical Engineering (Fiber Optic Communications), both from the New Jersey Institute of Technology (NJIT).

Russell is a Senior Member of the Institute of Electrical and Electronic Engineers (IEEE) where he is a Member of the Northern New Jersey Executive Committee, and acts as the Secretary, and Chairman of the Student Activities Committee (SAC).  He is the Chair of the Instrumentation and Measurement Society (IMS).  He is also active with the IEEE MTT Society.   He is a member of the electrical and Computer Engineering Honor Society, Eta Kappa Nu;  the Order of the Engineer; and the Broadcasting Honor Society, Iota Beta Sigma.

Russell published technical articles in various magazines and trade journals and presented technical papers at trade conferences, related to Calibration, Communications, EMC, Fiber Optics and RF/Microwave.  He also wrote a chapter on EMC Filters in the Electronic Component Handbook, published by McGraw Hill.  For several years, Russell was a member of the editorial board of EMC Magazine.  Furthermore, Russell is a licensed Registered Communications Distribution Designer (RCDD).

PERSONNEL

Gil Lipper

Sales Engineer, ATM

Gil represents ATM in Metro New York.  Gil's major accounts are Dayton T Brown, Retlif Labs, Northrop Grumman, Brookhaven National Labs, Miteq, ITT (AIL/EDO), BAE Systems, Motorola, UL, Veeco and Telephonics.

Gil has a broad background in sales and administration and "hands‑on" experience in EMC, Analog, Digital, RF and Microwave Test and Measurement Components and Equipment.

Prior to working at ATM for the last 20 years, Gil was a Sales Engineer for RTI for eight years. He continues to cover the same territory for ATM. Gil has been responsible for managing sales efforts into government programs, such as ALQ‑161, F‑14, A‑6, EA‑6B, E‑2C and D, ASDE, ESTS and IFTE. On the commercial side, he is actively involved in the SatComm earth station business, sub‑system and component manufacturers.  He also is heavily involved with equipment for high-energy physics research at Brookhaven National Labs and is a badged vendor there.

Before joining RTI and becoming a manufacturer's representative, Gil worked in Project Administration and Field Engineering at Hazeltine Corporation. At Hazeltine, Gil had various assignments including responsibility for Beta‑site test procedures and the evaluation of IFF interrogators, as well as the specification of maintenance and support requirements. Gil also worked at Trio Laboratories in the development of avionic power supplies.

Gil is a member of IEEE (Institute of Electrical and Electronic Engineers), IES (Institute of Environmental Sciences), AOC (Association of Old Crows), and ARRL (Amateur Call N2EBC).

Gil holds a Bachelor of Engineering Degree (Electrical) from Cooper Union.

PERSONNEL

Amy Schmidt
Sales Engineer, ATM

Amy Schmidt resides in and represents ATM in Eastern Pennsylvania.  Amy’s major accounts include BAE Systems, Lockheed Martin, Motorola, Tyco Electronics and Unisys.

Amy has extensive experience in developing business at major accounts across a broad range of markets.
Prior to joining ATM, Amy was an Account Manager for Millenium Medical Education Resources.  She was responsible for new account development.  Amy also held a position as account executive for Konica Minolta Business Solutions and developed 63 new accounts in ten months. Prior to that Amy was a Chemist for ELF Atochem and was the R&D Communications Team Leader and Quality Steering Team Leader. She also attained US Department of Defense Secret Clearance status.
Amy holds a Bachelor of Science degree in Physics from Kutztown University and a Master in Engineering Science from Pennsylvania State University. She has completed the Miller Heinman Conceptual Training Course.
PERSONNEL

Jim Hartson

Sales Engineer, ATM

Jim is a Sales Engineer with Advanced Technical Marketing (ATM), who resides in and covers a major part of the Upstate New York territory.  He is based outside of the Rochester area.  Jim’s major accounts include Lockheed, BAE, Northrop Grumman, Rockwell Collins, Kodak, Corning, ITT, Moog, GM, Delphi, PaeTec, Frontier Communications, Alstom Signal and IBM.
Prior to joining ATM, Jim was a Program/Quality/Test Manager for Transportation & Transit Authority (TTA).  At TTA Jim was responsible for all phases of Test and Quality, insuring that Test, Quality and Calibration Programs were in full compliance with ISO9001.  Jim also managed the staff for the respective departments. 

In addition, Jim was a Technical Representative with Lockheed Support Systems, based in Fort Eustis, VA supporting Night Vision Implementation on UH-60 Blackhawk Helicopters.

Jim previously worked as a Sales Engineer with ATM and ATM.Com, as well as other Manufacturing Representative Companies for more than 5 years, developing and expanding territories in the Upstate NY and Western PA areas.  His experience encompassed Data Acquisition, Communications (Physical Layer Telecommunications, Protocol, Wireless and Fiber Optics), and General Purpose Test.

Jim received his formal education through the United States Marine Corp as an Avionics Level 1 Technician.  He also holds an AMRIP certification in Miniature and Micro-Miniature Component Repair.  Additionally, Jim has a Private Pilot SEL License and an Amateur Radio Operators Technician License (N2QPR). 


 PERSONNEL
Vince Wright
Sales Engineer, ATM
 

Vince Wright resides in Maryland and represents ATM in the Mid Atlantic States of Maryland and Virginia. 
Vince's major accounts will include AAI Corp., Aberdeen Proving Grounds, ARINC, ARL, BAE Systems, Black & Decker, Ciena, DOD, FBI, ITT, Jefferson Labs, Johns Hopkins University-APL, Lockheed Martin, NASA, NAVAIR, NSA, NSWC, NAWCAD, Northrop Grumman, Raytheon Communications, University of Maryland and USMC.

Vince has more than 15 years of sales and sales management experience. His experience includes selling microwave filter and filter based base station products to the Cellular and PCS market and cable sales to a broad range of industries and government accounts. 
Prior to joining ATM, Vince has worked as a including positions as Account Executive for Clear Channel Outdoor, Regional Sales Manager for K&L Microwave and Sales Engineer for Sencore .
Vince received electronic training while serving for the US Navy as an Avionics Technician.
PERSONNEL

Roman Bilyk
Sales Engineer, ATM
 

Roman Bilyk represents ATM in the Mid Atlantic States of Maryland, Virginia and Washington DC.

Roman has more than fourteen years of sales and major account sales management experience as a Manufacturer's Representative selling high technology products to clients within the Department of Defense, Government and Commercial technical areas within the Washington DC, MD and VA territory.

 


Roman sold Electronic Test Equipment, Systems, Sub-Assemblies and Components. The products he sold were geared for technologies in areas such as EW, SIGINT, ELINT, RF/Microwave, Wireless and SatCom markets. The types of customers Roman calls on include Program Managers, Technical Personnel, Engineers, Scientists, Buyers and Business Unit Vice Presidents.
 


Prior to joining ATM, Roman has served as a Sales Engineer/Account Manager for three other Manufacturer's Representatives. He also served as an Electrical Engineer for more than eight years at the Naval Research Laboratory in Washington DC.

 


Roman holds a Bachelor Science in Electrical Engineering Degree from Temple University.
PERSONNEL

Paul Lamm
Sales Engineer, ATM        

Paul Lamm resides in southern Massachusetts and represents ATM in the states of Connecticut, Maine, Massachusetts, New Hampshire, Rhode Island and Vermont.  Paul’s major accounts include Analog Devices, Analogic, AT&T, Alcatel Lucent, BAE Systems, Cisco, Corning, Draper Labs, General Dynamics, IBM, Lockheed Martin, LTX, M/A-COM, M.I.T., NUWC, Nortel, Raytheon, Sycamore Networks, Teradyne, Textron Defense Systems and Tyco.

Paul has more than twenty years of sales and major account sales management experience selling analytical material characterization, optical instrumentation, OEM devices, electronic components and semiconductor MEMS wafer possessing equipment. He is technically knowledgeable in electronics, physics, cryogenics, vacuum, optics, wafers, and medical device manufacturing processes.
Prior to joining ATM, Paul served as as a Sales Representative for Palco Instruments, Technical Sales/Marketing for DRC Metrigraphics, Regional Sales Manager for EV Group and Sales Engineer/Products Manager for Oxford Scientific Research Instruments.
Paul attended Wright State University, Fairborn, OH studying Marketing and Economics. He also worked as a Research Technician at Wright Patterson Air Force Base. In addition, Paul attended RETS, Dayton, OH and studied Electrical, Electronic Technology. While there he worked as a technician at Hyde Park Electronics.
PERSONNEL
Irene Didenko 

Sales Engineer, ATM        

Irene is a Sales Engineer with Advanced Technical Marketing (ATM) covering Southern New Jersey; parts of Southeastern Pennsylvania and Delaware.

Irene has more than five years of sales and marketing experience as a manufacturer's representative and product marketing manager selling high technology products to major accounts in the territory.

Irene has been selling and marketing electronic RF, Microwave and Fiber Optic products. The products Irene sold were geared for technologies in areas such as EW, RF/Microwave, Wireless and Telecom markets. Her experience includes account penetration and development, account management, product discussions, presentations and closing. The types of customers she has called on include program managers, technical personnel, engineers, scientists, buyers and upper management.
Prior to joining ATM, Irene has served as a sales representative for TeKmar Sales. She also served as a product marketing manager for JDS Uniphase.

Irene holds a Bachelor of Science degree in Electrical Engineering and Vocational/Technical Education from Samara State Technical University and a Master of Science degree in Electrical Engineering from New Jersey Institute of Technology.
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