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303 S Broadway, Ste 200-161							lboyer@frontlineagents.com Denver, Colorado 80209										303-489-1124        		 
SUMMARY OF QUALIFICATIONS
Over 20 years of Sales & Marketing professional experience with companies with current sales of 100 million
· Built successful sales and marketing company with a track record in strategic and tactical sales and marketing, driving new business, revenue growth
· Brought in 47 new customers and expanded business with existing customers which resulted in $1million new revenue
· Success in multiple markets such as Technology, Consumer Goods, Telecommunications, Health Care & Retail 
· Areas of expertise include new market & customer development, revenue & market growth, marketing campaigns, and channel management               	  

Nov-2004-Present		Front Line Agents, Denver CO 
Principal/CEO
Front Line Agents is a B2B sales/marketing consulting firm that offers industry specific solutions to increase sales/marketing presence and revenues 

· [bookmark: _GoBack]Exceeded $5M sales/marketing target for companies through the application of Complex Sales Methodology and successfully using key strategies and sales skills such as 
developing sales/marketing programs, email/call campaigns, new customer development, and sales presentations.
· Created, designed, & developed sales and marketing campaign processes for new & existing customers
· Served as a “Front Line” sales/marketing consultant for multiple emerging companies which included sales training, development of organization’s product demo and sales collateral
· Managed all phases of marketing campaigns monitored production teams, recruited, & guided vendors oversaw print operations & executed
· Managed sales teams that included business consultants, project managers, programmers & engineers
· Provided B2B lead generation, prospect qualification, appointment setting and sales campaign support services to companies that outsource their sales/marketing operations

Aug. 2003-Oct. 2004		Video Professor, Inc., Lakewood CO 
			Director of New Business of New Development
Video Professor is the leader in computer software tutorial in the US. Video Professor spends over $20 million in direct marketing annually.
· Identified, pursued and closed a $1.5 million dollar call center transfer program

Feb. 2002-Aug. 2003		Mazarakis & Associates, Denver, CO (Distributor of Wilson Learning
Worldwide)
			Senior Account Executive
Mazarakis & Associates is a business consulting and performance improvement company that helps link human capabilities with business strategy.
· Identified , pursued  and closed  a $500,000 million dollar in top enterprise accounts in Denver
· Extensive knowledge and experience selling e-Learning solutions


Jan. 2000-Aug. 2001		Baan Business Systems, Denver, CO
			Senior Account Executive
Reseller of enterprise software and consulting services focused on aerospace/defense and manufacturing industries
· Achieved 125% of sales quota 

April 1999-Jan. 2000		SofTec Solutions, Englewood, CO
Oracle New Business Development Manager
SofTec Solutions is a recognized consulting firm that focused on Oracle solutions and services
· Identified and closed the first oracle consulting agreement outside Colorado that resulted in $500,000 in revenue

Aug. 1994-March 1999	Resource Support Associates, Inc., Englewood, CO
			Senior Account Executive
Resource Support Associates is a recognized consulting firm that focused on PeopleSoft, SAP and Baan solutions and services
· Achieved 166 % of sales quota
· Consistently generated $5 million in annual revenue for RSA’s Baan practice 

May 1992-March 1994	PepsiCo, Charleston, SC
Field Training Manager
PepsiCo is a world leader in convenient foods and beverages 
· Implemented computer-training systems in 90 Hot-N-Now and Taco Bell restaurant chains

July 1988-May 1992		The Gap, Charleston-Hilton Head, SC
Area Manager
The Gap is the world’s largest specialty retailer supporting Banana Republic and Old Navy
· Managed retail operations with $7 million in annual revenue 


EDUCATION
B.A., Rhetoric Communications, English Minor
University of Oregon, Eugene 1988


SALES ACHIEVEMENTS
· Recognized as “Outstanding Account Executive” 
· Received “Most Difficult Sale of the Year” Award


PROFESSIONAL DEVELOMENT
Wilson Learning Training Counselor Sales Person, Learning Versatile Sales Person 
Creating Competitive Business Solutions, Consultative Selling, Negotiating the Win-Win Sale 
