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Summary

Self motivated Sales management professional proficient at developing teams and creating profitable selling relationships. Proven success using consultative and strategic selling strategies to earn win/win business with c-level decision makers. Known for exceptional team leadership, and reliability. Expert in complex sales solutions and skilled in new product marketing, development, and sales. Consistently meets or exceeds sales expectations, with a can do attitude. 

Professional Experience

Emergin   Los Angeles, CA 
2005 - 2009
Area Sales Manager

Maintained multi-state sales territory overseeing all aspects of sales, customer/prospect development and quota attainment. Developed, trained and cultivated indirect sales channel. 

· Facilitated workflow strategy sessions between nurse leadership, biomedical engineering, IT, allowing for open needs discussions resulting in new enterprise solutions sold within Cedars Sinai, Kaiser Permanente, Texas Children’s Hospital, and Phoenix Children’s Hospital. 

· Recognized as expert in nurse workflow improvement consultation within industry, allowing for open discussions with hospital leadership regarding hospital needs/goals strengthening key relationships with decision makers. 

· Cultivated relationship with IT and nursing leadership at Phoenix Children’s Hospital after implementing introductory product, opening opportunity to implement enterprise solution in newly opened NICU.

· Established partnership with Kaiser Permanente corporate through demonstrated enhancement of nurse workflow efficiency, producing over 1 mil in revenue in 2008.

Arch Wireless   Denver, CO 
2001 – 2005
District Manager  
2002 - 2005

Managed sales and operations in the Colorado, New Mexico District with up to 21 sales and support positions.

· Introduced sales funnel tracking to sales force in 2002, producing best in division 5:1 opportunity to quota ratio resulting in unprecedented success in 2003.

· Implemented strategic selling techniques to direct sales force, improving national sales ranking from #99 to #7 in 2003. 

· Designed and implemented sales workshops focusing on key areas of business success, elevating district to number one ranking in attainment of new business, total direct units to plan, and churn and achieving regional Grand Prix competition award in 2003.

· Strengthened sales training to improve individual closing ratios in 2004, advancing national sales ranking from #7 to #4 out of 99 districts. 

District Manager   San Antonio/Austin, TX 
2001 - 2002 

Managed sales representatives and support personnel in San Antonio, Corpus Christi, and Austin TX.

· Designated as training specialist for strategic selling techniques for region, teaching sales professionals how to recognize and sell to various buying influences in complex sales resulting in improved results for entire region. 

· Coached sales team return on investment selling techniques, Saving Dell Computer an estimated 2 mil in hard/soft dollars over a 1 year period of time resulting in a 750K annual contract in 2001.

· Provided individual and district goal oriented coaching sessions for sales staff, improving sales percent to quota for 2way sales from 59% in 2000 to 129% in 2001. 

SkyTel 
1996 – 2001
District Sales Manager   Chicago, IL 
1999 - 2001
Managed sales representatives and support personnel in Chicago, Milwaukee, Cleveland, St. Louis, and Kansas City. Recruited sales professionals for a staff of 10.  

· Collaborated in design of “Advanced Messaging” coverage in Cleveland, Akron, Canton, and Milwaukee, creating new markets for SkyTel and contributing to overall company success in new product development. 

· Opened, staffed, and managed first downtown Chicago sales office in June 2000, establishing opportunity for success by adding a local presence in large market opportunity.

· Mentored sales personnel to recognize return on investment opportunities within new product markets, establishing new vertical market and closing Advanced Messaging contract worth $1.8 Million in 2000.

Major Account Executive   Cleveland, OH 
1996 - 1998
Developed F-1000 accounts within territory implementing newly developed advanced messaging narrowband PCS technology. 

· Recognized as Most Valuable Player during “Strategic and Major Account Relationship Training”, applying techniques targeting C-level and above enabling Advanced Messaging contract with Reltec worth $1.5 Million in 1998.

· Consistently exceeded quota, achieving 126% of quota in 1998 resulting in promotion to district manager in 1999.

Quest America   Cleveland, OH
 1996
Telecommunications Consultant 

Introduced communication services for a start up company in the Cleveland area. 

· Assisted in developing corporate marketing plan and strategies, targeting President’s, CEO’s and CFO’s and emphasizing consultative approach, accumulating in top sales results for Cleveland office June, 1996, exceeding $84,000 in new annual business.

EVTEK Corporation   Cleveland, OH
1993 - 1995
Vice President of Sales 

Opened new distributor accounts, enhanced total company revenues, organized, recruited, and trained sales force, and developed corporate marketing plan and strategies for sales in the US, Canada, Puerto Rico, New Zealand, Hungary, United Kingdom, Argentina, Singapore, China, Russia, and Israel.

· Developed training materials and implemented strategies for distributors, facilitating increased sales of 100% or more.
· Assisted in development of new wireless product launched in 1995, accounting for $60,000 of total sales in it first year of sales.

· Developed sales strategies and training materials for internal sales force, increasing sales over 1000% over a 3 year period. 

Previous Experience

Ameritech Mobile Communications, Inc.   Cleveland, Ohio 
Territory Sales Representative

Geauga Lake, Inc.   Cleveland, Ohio 
Unit Manager

Education

BS, Rhetoric & Communications • Kent State University • Kent, Ohio

Professional Development

Leadership - Management Process, Strategic Business Development Process, Making the Customer Team Work (Conflict Resolution), Situational Leadership, Business Ethics, SkyTel Management Development Program 
Sales - The New Strategic Selling, Spin Selling, Conceptual Selling, Speaking to Persuade 
Time Management -The One Minute Manager
Recruiting - Employee Selection

Technical Skills

MS Office (Word, Excel, PowerPoint, Outlook)

