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Duties and Management of the Five Divisions of

Certified Data Processing Contractors, Inc.

Sales Division

Management Description:

Todd Doxsee, Vice President Sales Personnel – Kansas City, Missouri - 36 - (816-694-8893).

Todd will take over the maintenance and development of the Sales Personnel Staff.  Thus, he must work with Office and Support Division on every sales candidate that is under his department.  He must select his sales candidate and interview each selection.  Todd plans on using the Internet to find the sales candidates to interview.

Todd is outgoing and friendly.  He is the sales personality type.  He has a very good presentation over the phone and in person.  He is currently independently employed and a top salesman in the material handling industry.  He is looking to lead the Sales Personnel position.   He is the type of person who will be good at his position.

In order for the Sales Personnel to make their sales commission, they must know their banks.  The Sales Staff must know who is leaning and who is not.  Their job is together information about the prospect.  The Support Personnel will transmit this information to India for preparation on the bank forms.  The Sales Personnel transmits the information to the banks.  This will give the prospect a wider range of banks to select from, without the hassle of seeing a lot of banks.

He started his entrepreneurial mind set at an early age of 14 years old. After going to work at age 13 for a skating rink.  One of the customers came up to him and asked if he hired out to DJ a party? He replied with an “Absolutely” and hence started his first company “Vega Production” in 1982.  This started out as a one man show DJ’ing parties primarily on weekends with one set of equipment and records.  Eventually, it turned into a thriving business with numerous employees and advanced booking throughout the years.

While still going to high school, playing high school athletics and working for the skating rink, he managed to operate a thriving business generating several thousand dollars per week in revenue. As he moved into his senior year of high school, he had been approached on several occasions to consider selling his company.  After long consideration along with great hesitation and thought for his future, he sold the company.

After graduating in 1986, Todd enrolled at Kansas City Kansas Community College and went to work full time for his father helping run there family business “Marshall Doxsee’s Auto Care” from 1986 until 1990. In 1990, Todd’s father was approached by one of their customer that was in the hardware industry and asked if he would mind if he offered Todd a sales representative position with his company.  The friend knew it would be putting Marshall in a bind because Todd ran the day-to-day operations of the business.  Marshall spent most of his time at the lake on his boat along with his wife. Marshall agreed and happily recommended his son move forward with his new career.

After one year in the hardware industry as a sales representative, he got a lead in the furniture industry that a furniture manufacture was looking for a representative to handle the Kansas, Iowa, Missouri, Nebraska and Southern Illinois territories.  After interviewing, and getting the line, he left the hardware company and started his own representative agency “The Todd J. Doxsee Company” with one furniture line.

After 3 years in the furniture industry, Todd had increased his company to a multi-line sales agency and had expanded into 3 other states.  He went from one single line generating about $75,000 a year in revenue, to 6 lines that were generating approximately $11 million dollars in revenue.  Also, Todd had hired two other salesmen to work for him and assist in the territory.

In 2001, Todd went through a divorce. His son was only 18 months old and Todd wanted to be an active participant in his life.  He resigned his lines and shut the agency down.  It was at that time he was referred by a friend to a company in the recruiting, sales training and business development arena.  He joined as a managing partner for the next two years, and gained new business experience.

Todd learned to manage other employees and he increased the company’s revenues.

In 2003, Todd was presented with an opportunity to get back into the representative business in the material handling industry.  Going back to where he found his success in prior years with his agency, he resigned his position as managing partner from the recruiting firm.  He has since then been a successful representative in the material handling industry increasing revenues and expanding their account base in his territory. 

Todd has received prestigious recognition awards from manufactures such as “Nissan Forklifts of North America” and “Linde Material Handling”.

Tom Hashion, Eastern Region Director – Kansas City, Missouri – 49 - (816-728-2933).
Tom will be have the Eastern Region Director of Sales under Tom Doxsee.  At first his primary duty will be interviewing and selecting of candidates for Sales, Managers and Director Personnel.  His normal duties are to travel with managers in the Eastern Region, and to make sure each Sales Person is living up the their goal because such acts will raise everyone’s commission.

We treat all Sales Personnel as a semi-independent business under that zip code.  The Sales Personnel can hire as many helpers do their job and Office Personnel will pay the helper a fixed salary, provide them with a computer and sales training.  However, we will not pay for any office furniture, equipment or other things that go in an office.  It will be up to the managers to approve the sales helpers, so we need the best managers we can find.  The Sales Person must first sale the bank on our computer system and then sale the bank on completing application for business loans.

Recently, Tom has been consulting with companies such as EVO Medical and The American Sleep Apnea Association in Washington DC, while enjoying his lifetime hobby of raising and showing Arabian Horses.  He feels compelled to assist with the growth of that industry for many reasons. 

Prior to founding Obeyan Arabians, Inc. and the Hallmark Riding Academy, Tom served as President and CEO of Recreational Technologies and President of their division Baseball TV.  During Tom's tenure, he successfully acquired $8 million in private funding for the company and accomplished the sale of the Baseball Division to a New York firm.  The manufacturing division of the company still operates in Olathe, Kansas. 

Tom's prior successes include his position as National Sales and Marketing Director and President of AutoByTel.com and it's division DealerSites.com.  During his tenure with AutoByTel.com, Tom oversaw and assisted in the growth of the company from 19 employees to over 200 and in 1999 alone, generated over $13 billion in sales through its accredited dealer network.  In 1999 and 2000, he served as the Director of New Business at Knopke Capital, where he evaluated companies for possible investment. 

As a private businessman, Tom found the National Fence Company, Inc. in 1990 to develop vinyl fencing for farms and residential sites.  The company had by 1995, become the largest plastic fence distributor in the world and was eventually sold to Diamond Exteriors, the national fencing subcontractor for Sears. 
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