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   Summary
[bookmark: _GoBack]17 years of experience as a successful sales professional with a proven record for increasing sales and market share while providing excellent customer service and follow-through. Consistently maintain established relationships with business professionals. Accomplished qualifications in identifying and capturing market opportunities to accelerate expansion, increase revenues and improve profit contributions. Extensive background in new product launch, product management, and account management and retention.
Areas of Expertise
Planned and implemented targeted sales activities to build and maintain business, emphasizing value-added services in a market dominated by well-capitalized competitors.
• Introduced a successful program, focusing on customer service, support and satisfaction.

Experience

Rusty’s Weigh Scales and Service, Albuquerque, NM	Jan 13-Current 
Territory Manager
Ensure customer equipment requirements are met by interpreting specifications and applying Company product line. Create price proposal either from established pricing system or cost information. Prepare and submit proposal to end user. Interface with Engineering & Management when requirements of proposal require design modifications. Perform required duties on projects that are highly technical in nature.
•	Coordinate with Purchasing in developing inquiries and requesting quotations from outside vendors. Maintain and follow-up on all outstanding quotations. Interface with production control on delivery requirements.
•	Ensure that an accurate and detailed customer order is entered by utilizing Company Software MAS 200, and procedures including information from the customer’s purchase orders or contract. Provide pricing and discount structure for order entry. Responsible for correctness all documentation related to quotations and order entry. Observe all safety requirements in and around all Repair and Fabrication work areas.



	
ARS (American Refrigeration Supplies), Albuquerque, NM (Laid Off) 	Jan 10- Dec 12
Territory Manager
Maintains direct personal contact with all assigned accounts and responds in a timely manner (24 hours or less) to all requests for information or project quotations Serves as a host to all dealer meetings, conferences, conventions, incentive trips, and all other similar functions. When called upon, Territory Managers will assist in resolving customer relation's problems with both dealers and end users

•	Instituted pricing structure for both individual and corporate sales, Skilled in attaining sales and profit objectives in competitive environments, Implemented new inter-company operating policies, cross company sales processes and omnibus marketing initiatives for industry council and sales agencies, Strong sales, marketing and customer-service orientation.
•	Performed customer service and sales functions while representing American Standard HVAC equipment. Provided fast and friendly service leading to a 70% successfully pacified hostile or antagonistic callers and negotiated a mutually agreeable solution by patiently providing alternatives to reconcile the customer's needs with the company's objectives. Increase in sales from the previous year.
•	Assisted customers in finding a specific product, restocked merchandise, greeted and directed customers to their specific areas of interest.

Brad Francis Ford, Los Lunas, NM (Closed down)	Nov 09 – Jan 10
Service Writer 
Contact for service customers via telephone and in person. Prepare written estimates for service work and parts; act as liaison between customer, manufacturer reps, and technicians.  Track service/work orders; parts requests; perform timely follow-up with customer. Input/track work orders through computer, ensure timely completion
•	Over a million dollars in sales the first year; the highest hours per invoice. Promoted customer satisfaction through clear, concise communication, with an average CSI score 95%, proven successful sales leader, trainer, and motivator
•	Processed orders, maintained customer relations, handled complaints and adjustments for entire dealer ship, maintained positive company image during difficult situations, Involved in all aspects of customer service including solving problems, establishing and accessing customer accounts, and performing credit evaluations.
•	Proven performer with demonstrated ability to gain account loyalty and win preferential treatment for products, Strong background in both client and vendor relations, Increased the role and importance of customer operations.




Zanios Foods Service, Albuquerque, NM (Company was bought out; laid off)	June 06- Aug 09
Account Manager 
Outside sales in business to business; Sold, purchased, and marketed non-food items such as paper, disposables, chemicals, supplies, and equipment. Established new accounts and increased paper and disposables per our brokerage contracts; establishing new sales. Set up chemical contracts with customers, and purchasing non-food special orders
•	Strong sales, marketing and customer-service orientation, Involved in developing marketing strategies and selecting merchandise.
•	Managed equipment sales and rentals, trained in interviewing, counseling, and terminating employees. Maintained guest relations, effectively handled guest complaints, reviewed budgeting reports, and made adjustments in costs as needed and prepared product displays.
•	Controlled costs while improving the quality of service through encouraging improved employee performance, setting stringent goals, and developing specific programs and policies to attain those goals that yielded a double digit increase in sales.


Sysco Food Service, Albuquerque, NM (Recruited by Zanios)	Jan 00-May 06
Non-Food Sales Account Manager
Outside sales in business to business Train new MAs on Sysco's programs and all aspects of non-foods.  Helped to maintain the business of existing customers and called on new customers; purchased all non-food special orders items.  Designed and created programs, catalogs, and promotions for all marketing associates and helped in marketing funds and doing local contracts with manufacturers. Increased sales from 8 million to 10 million in the first year and left the company with an increase of over 10 million dollars. 
•	Negotiated with supplier and client pricing structure, enabling project to be completed on time and within budget.
•	Planned market strategy, coordinated advertising and promotional campaigns, recommended policies, conducted market surveys, and evaluated potential areas for new development, industrial affairs, and trade show participation
•	Managed sales operations to ensure that promotional programs met strategic corporate marketing plans.


Education
Bennett High School, Bennett, Colorado	1992
H.S., 
GPA: 3.0
National American University, Albuquerque, NM 	2013
B.S., Criminal Justice 
GPA: 3.60 
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