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January 12, 2009

Dear Business Associate:

I have known and worked with Bill Miller for over 25 years as a Marketing Communications service supplier to Belden.  As a result, I am very familiar with his marketing management and supervisory skills.  

In the early years of Bill’s career in field sales and marketing, he was recognized as “top talent” potential by senior leaders at Belden.  Because of the diligence, drive and ambition Bill demonstrated at this point in his career, he never held anything other than a management position since, and his career unfolded in a continuous series of job promotions.  

Having had the fortune of working with a company like Belden, Bill was groomed, trained and provided with a wide range of work experiences over the years to learn and excel in sales and marketing management, and ultimately become a senior leader in the organization.  His marketing moxie, sharp management skills and extraordinary powers of persuasion resulted in continued successes, prompting regular advancement over the years.  

Of particular note is the business acumen and maturity that Bill brought to every position he held.  He consistently viewed each problem or opportunity with a total business perspective, and his employer’s best interests always took top priority when he made decisions.  Bill employed proven management techniques to accomplish his performance objectives.  He also used lesser known best practices and sometimes just inspired intuition to lead his teams into new frontiers and to face new challenges – where textbook tenets had not yet been written.  I’ve seen Bill push the envelope and take calculated risks in a progressive style that is uniquely his own; always with superior results.
Bill has an aggressive working style and is known as the guy that gets the job done.  He will rely on his business instincts to make quick decisions after collecting essential information.  His distaste for the nonproductive, the unnecessary, the wasteful and the inefficient were evident as he made progress a regular achievement at Belden.

I can’t close without commenting on Bill’s professionalism.  As a service supplier, my colleagues and I were always treated with the utmost respect and courtesy, whether or not we “landed the job.”  Bill treated us as partners, not as vendors  As a result, he was always able to obtain the greatest value and accomplishments from us.  We literally worked harder for Bill because he made us want to.

If you’re seeking an accomplished sales and marketing professional to manage some aspect of your company’s business, no matter how tough the challenges are, Bill is a sure bet.
Respectfully,

Steven E. Bork

President

Adventive Marketing, Inc.
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