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KAPRES SALES ANALYSTS

TAKE IT TO THE NEXT LEVEL

Services ‘

Business Services Offered for Manufacturers, Distributors, and Dealers

Sales Intel & Support
Relationship management
Sales team evaluation and training

Program selling
Purchasing insights
Strategies for negotiating with manufacturers

Marketing Guidance & Strategies
‘ Brand guidance and positioning

Analysis of marketing programs and collateral

Evaluation of marketing expenditures

Channel Management ksascorp.com
Key account support (724) 713-7477

Channel strategy development kapresrick@gmail.com




President

History of success!

After a brief career in broadcasting, | earned a Master’s in Business Administration from Robert Morris University in

Pittsburgh and began my career in building products sales with Dietrich Industries, the top steel stud fabricator in
the market. | was quickly promoted to field sales in the Southeast region, where | successfully grew sales each of
the five years | held that position.

Upon returning to my hometown of Pittsburgh, Pennsylvania, | joined The Trex Company, the leading brand in
composite decking. During my three years there, | consistently surpassed my annual sales targets through a
combination of channel development and downstream pull-through efforts.

| was then recruited from Trex to become the National Sales Manager at Louisiana-Pacific for their

newly launched decking division. Under my leadership, | developed a team that increased sales tenfold

to over $50 million in less than three years, establishing a national brand distributed through an expanded network
of dealers.

At that point, | was approached by the owners of a startup building products company named VERSATEX
Trimboard, which was yet to launch. As the first employee and with an equity stake in the company, | created an
entire brand strategy, established a two-step distribution and stocking dealer network, developed a marketing
department, and built an outside sales force that eventually grew to over 45 people. Within six years, we became
the second-largest player in the category. After ten years, we sold the company for the first time to a private equity
firm for $140 million at a 12x multiple.

Following four years with Highlander Partners, our private equity firm, we sold to our top competitor, The Azek
Company, for $265 million in 2018 at a 13x multiple. In 2020, as we were the final piece of the puzzle, Azek went
public on the NYSE. | continued to serve as Vice President of Sales and Marketing for the VERSATEX brand
throughout these transitions until | chose to retire in September 2025. During my 21 years there, | contributed to
19 years of top-line and bottom-line growth, achieving an EBITDA in the high 20s and gross margins between 45%
and 50%, all while maintaining S G & A expenses in the 12% range.

Additional Skills

Social Media & Video Host E E

Photographer Ay . .
Podcast Host scan here to view photos & videos
Corporate Event Planning E
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