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I provide leadership, motivation, effective personnel management which includes recruiting, hiring and salary negotiations. I coach and mentor new hires as well as existing employees. I actively promote and support an onboarding program. I initiate new customers and maintain a portfolio of customers and contacts that provide ongoing business opportunities to develop centers of influence and loyal customers.
Career Strengths:
My career strengths are building relationships, hiring and managing staff, effective contract negotiations, prospecting, forecasting, reporting using CRM tools, strong presentation skills and a keen analytical ability. I develop solution proposals for new business applications and utilize ROI models to drive revenue and develop new business. 

Career History:
Corporate Staffing Manager- 2010-present
My responsibility is staffing at every level for my client from administrative to managerial. I have an extensive database and identify viable candidates from various sources. In addition I obtain job orders from managers to executives with detailed job descriptions and skill requirements and direct the hiring process with each candidate from first point of contact to acceptance of offer. 

SKYGUARD: Reg. Acct Mgr. 2009-2010(Company buyout caused layoffs)
I sold advanced positioning solutions (GPS) for fleet management to maximize productivity and enhance profitability.  The integrated solutions allow customers to collect, manage and analyze complex information faster and easier, making them more productive, efficient and profitable. I beta tested with Xcel Energy.

AVNET: Business Development Manager-2007-2008 (division layoff)                        
My primary goal was to develop new business and cross sell into existing accounts. Additionally creating and building relationships with partners through collaboration of leading hardware and software suppliers to deliver technology solutions. Avnet Technology Solutions represents $6 billion in sales annually and my role was to develop the SMB partners with a quota of 10 million. Achieved: 11.1 million
 
PANASONIC: District Sales Manager-2006-2007(division reorganization)
I sold and managed resellers and channel partners in the west. Sold Panasonic’s rugged and semi-rugged computers, the vertical is the telecommunications industry and my quota was 8 million. I achieved: 9.3 million.  My major accounts in the west included Qwest/Century Link, EchoStar, T-Mobile, DirecTV, Excel and Denver Water.

MARCONI COMMUNICATIONS: 2000-2002(division closed)  
National Account Manager- Accts: Level 3, Time Warner, State and Local government.
Sold broadband routing and switching and had other account managers reporting directly to me.  Products and services included ATM, Gig-e, IPN, MPLS and optical.  These were high profile accounts that Marconi had lost.    My job was to open the door again. I did.
My final quota was 12million.

DIGITAL LIGHTWAVE – 1999-2000- (company re-org)  
District Sales Manager -Managed a 7 state territory and sold portable test gear, OC-3 to OC-192, to install, monitor and maintain telecommunications networks as well as surveillance cameras for Colorado Dept. of Transportation. My quota was based on 4 accounts: MCI/Time Warner/ L3/ICG-(2 were existing, 2 I established) 
750k quarterly quota- I averaged 1 million a quarter.

SONY WIRELESS:  Regional Account Manager-1997-1999 (closed U.S. division)  
As Regional Account Manager I managed Contract Negotiations, Training and Marketing. I was responsible for major carriers at the executive, direct, indirect and retail channel levels with regional launch of products and budget responsibility.  I was consistently at budget & 150% of quota, final year quota was 13 million. I achieved 14.6 million. My quota was achieved with major and national contracts.   I established these relationships, negotiated the contracts with the “C” level, trained key personnel and serviced the accounts.     

COMVERSE TECHNOLOGY: Regional Manager- 1995-1997 (merger-layoffs) 
As Western Regional Manager I was responsible for a 12 State territory.  Configured and sold voice mail systems to small and medium telephone companies and cellular carriers.  Region was consistently at quota or above. Initially my individual sales quota was 1.5 million per quarter.  My regional quota was 10 million.  I achieved 10.3 million. I hired & trained sales & support staff to achieve and support that goal.

SPRINT/NEXTEL: Account Manager-1994-1995 (merger)
Account Manager- Pre-launch and launch of Motorola’s new integrated wireless devices.  The digital two-way radio, cellular, text messaging, and pager was all in one unit.  Sold and marketed future products.  I achieved sales quota from first month of launch. 50k quota assigned for 1st month of launch. Every quarter substantially increased as we brought products to market. 

PARAMOUNT PUBLISHING/VIACOM- 3/92-1/94 (Viacom buyout/consolidation)
District Sales Manager- I sold motivational Sales, Safety and Quality Multimedia Programs to Fortune 500 Corporations. I established a track record of 130-150% of monthly sales goal.

Professional Technical and Sales Training:
Avaya: VoIP Training- Denver, Co
Panasonic: Hardware and software training-Secaucus, N.J.
Sony: CDMA Engineering Training - Qualcomm University/San Diego
Comverse: Sales Engineering Training - Tel Aviv, Israel
Motorola: Digital Wireless Training - Denver, CO
Huthwaite Corporation/Neil Rackham- SPIN Selling
FranklinCovey- Consultative Sales Training 
Miller Heiman- Strategic Selling
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