




Robert D. Heller 

 
Professional Summary 

 
Dynamic and results-driven professional with over 25 years of experience in management and 
logistics, seeking to leverage extensive leadership, strategic planning, and operational expertise in a 
Sales and Marketing Director role within the senior living industry. Proven track record in optimizing 
processes, enhancing customer satisfaction, and driving revenue growth. Adept at building and 
leading high-performing teams, developing innovative marketing strategies, and fostering strong 
relationships with stakeholders.  
 
Core Skills: 
 

• Strategic planning and Execution. 
• Consultative account management skills resulting in increased sales, customer retention 
• Team leadership and development 
• Effective presentations skills - individually and in groups 
• Customer relationship management 
• Budget management and cost control 
• Cross-functional collaboration 
 
 

Customer Service Manager – Tax Air Inc. November 2021 – Present 
Manage, monitor, and coach the Customer Care team ensuring prompt, courteous and accurate 
information is disseminated to our customers.  Primary responsibilities include: 

• Led a team of 7 in managing logistics call center ensuring timely and cost-effective delivery of 
goods and services.  

• Primary contact for customers in need of supplemental assistance related to their 
transportation needs, customer retention and related customer issues. 

• Collaborated with cross-functional teams to streamline processes and enhance overall 
performance.  

• Developed and implemented strategic plans to improve operational efficiency, resulting in 
increased customer satisfaction. 

 
Operations Manager - Medspeed LLC (May 2010 – March 2021) 
Manage and facilitate the transportation of pharmaceuticals, critical supplies, and specialized medical 
equipment throughout the medical environment.  Point of contact for Advocate/Aurora and Ascension 
Healthcare partners, developing long-term partnerships and growing long-lasting business 
relationships.  Developed trust and gained confidence by striving to become partners in the 
healthcare industry.   
 

• Built and maintained strong relationships with leadership, physicians, clinic leaders, pharmacy 
teams and purchasers. 

• Monitored, maintained and improved the level of service provided to healthcare customers by 
analyzing and measuring key performance indicators. 

• Identified, communicated, and acted on opportunities for process improvement and 
productivity leading to greater sales.   
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• Managed and implemented new services. 
 
Midwest Airlines - Manager National Sales – Air Cargo, (03/2004-02/2009) 
Drive all sales and marketing for Midwest Airlines - Air Cargo.  Driver of business-to-business sales, 
the development of sales strategies and goals, seeks out and cultivates new growth opportunities to 
generate additional revenue by expanding core customers.   Initiate, maintain and grow corporate 
accounts through targeted marketing, in person presentations and visits.  
 

• Achieved and exceeded sales goals five consecutive years.  
• Grew sales each year by 20% - 5 consecutive years! 
• Sought and attained new revenue streams by searching for new customers,  
• Sought and attained new revenue streams by searching for new customers in existing 

facilities and identifying new markets. 
• Meticulous record and documentation of customer contact and business requirements . 

 
 
 
EDUCATION 
University of Wisconsin Madison 
Bachelor of Science - Education 
 
LEADERSHIP EDUCATION AND TEAMS 
 
Certificate of Achievement in Lean Six Sigma – Villanova University 
Diversity Awareness, Managing Change, EEOC compliance and numerous other courses. 
Chairperson – Midwest Airlines Safety and Training Committees 
Ground Security Coordinator – Midwest Airlines  




