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CHERYL GALLOWAY

A woman with wings and wisdom

By age 10, Cheryl Galloway was
selling Amway products door-to-door.
As a teenager, she was more interested
in skydiving than driving a car. After
school each day, she walked to her
father’s service station, where she slyly
executed oil changes, lube work, and,
finally, “graduated” to tune-ups. At 17,
she had her sights on an aviation career
and decided to attend Embry-Riddle
Acronautical University, even though
her grandmother told her it was a “boys
school.”

She carned her private pilot’s certifi-
cale as a sophomore and formalized her
maintenance wisdom with an A&P
(airframe and powerplant technician)
certificate upon graduation.

Raised in a single-parent household,
Cheryl’s father encouraged her to be
whomever and whatever she wanted 1o
be without limitation, He emphasized a
“the sky’s the limit” philosophy and it
took on a very literal meaning for

Cheryl. She set her sights on the sky
and not only became a good pilot, but
a good A&P, a good saleswoman, and,
most importantly, a good business-
woman.

But it wasn’t her goal to be a “hands-
on” technician, and she didn’t intend 1o
be a professional pilot either. She be-
lieved that in order to be successful in
the aviation industry, il was essential to
have a thorough understanding of these
two fundamental areas. But the conge-
nial Irigh redhead proudly ¢laims to be
a professional businesswoman first,

Where does she get all of this
stamina? Cheryl credits her father. “My
father owned and operated two service
stations in Florida and sold Amway
products on the side. We always had
Amway products and brochures in the
house, and | was curious about then.
He showed me the products that ‘sim-
ply would not sell,” like the $30 scour-
ing pads. And sure enough. those were
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the products I pushed the hardest!”

Cheryl’s father also served on the
city council for eight years and as
mayor for two years. Each vyear, along
with her father and two sisters, Cheryl
raced door-to-door on the campaign
trail promoting her father’s position. As
one of her father’s “campaign assis-
tants,” Cheryl’s door-lo-door sales ex-
perience was the prelude to her success
selling the Amway products.

“I am certain much of my success
with Amway was attributed to my
vouth, the charm of a child. But I took
the job very seriously and really en-
Joyed it. I learned at a very carly age
that anyone can acquire sales and mar-
keting skills. But the two key elements
of my sales success came to me when |
was very young and still hold true to-
day. First and foremost is to believe in
the products you are selling and second,
know the products you are selling.
Thorough product knowledge translates
into confidence.”

Today, Cheryl is selling advanced
aviation training services for mainte-
nance professionals. As SimuFlite
Training International’s maintenance
sales manager, Cheryl is responsible for
selling the Dallas, Texas, company’s
maintenance training worldwide. Simu-
Flite provides high-quality advanced

aviation training services to professional
pilots and maintenance personnel oper-
ating turbine-powered aircraft in cor-
porate, commercial, military, and gov-
ernment service. As a maintenance
sales manager, Cheryl definitely knows
the “nuts and bolts” behind mainte-
nance operations,

After high school every day, Cheryl
and her two sisters had to “report” to
one of their father’s two service stations.
It was then that her father taught her
auto mechanics, “Auto mechanics, like
so many challenging subjects, 1s only a
mystery until you learn it.” she said.

But for Cheryl, challenges keep her
battery charged. “One of the most ex-
citing aspects about SimuFlite is that
they gave me the opportunity to bring a
new product (advanced maintenance
training services) o the marketplace
without geographical restrictions. And
they gave me a frec hand to guide the
development of the program to meet the
needs of that marketplace.

“Sales positions like this are very
unique in any industry, But the reason [
was given the opportunity is because 1
made the effort when 1 was in college
to become qualified in more than one
area. The combination of my business
and technical skills with my previous
experience and caretully cultivated con-
tacts proved to be just the right “tools’
to meet this new challenge.”

Cheryl sincerely acknowledges yet
another challenge in the aviation profes-
sion: being a woman. “To fly or repair
airplanes, manage people, or sell suc-
cessfully is not a gender-based ability.
It’s still a very male-dominated industry,
but you don’t have to become ‘one of
the boys’ in order to fit in. Some jobs
are physically challenging, but that’s
why we have tools. If you can’t turn the
wrench, you may need an extension to
gel more leverage. If something is too
heavy to move, then use a cart. In this
industry, there aren’t any obstacles for
women that can’t be overcome.”

And according to Cheryl. education
is key to the growth of this profession
among the female sector. “The main
reason the industry is male-dominated is
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