ANGE COBB 
7560 S Cook St.       Centennial, CO 80122
303.668.5501        adsc37@gmail.com
 
PROFILE
 
Proven success in national account management, executive level sales, project management and team development, motivation and training. I am an extremely driven sales leader. I am motivated by money as well as being identified as the best at what I do. I am coachable and teachable – it takes humility to become the best and I recognize the need to have an open mind and open ears so that I can learn from those who know better than myself. I thrive on effective leadership in strategic planning and communicating goals and services. I have a stellar record of meeting sales and revenue goals through planning, relationship-building, presentations and negotiations. Innovative and self-motivated to create and implement concepts designed to increase sales and operational efficiency.
 
Expertise in developing and managing sales territory, managing multi-million dollar accounts, sales, staff management and sales training. In-depth experience developing and implementing advertising and marketing strategies for multi-million dollar national accounts. Excellent public relations, and communication abilities, gaining cooperation at multiple levels to assure coherent action toward goals. Skilled in staffing, training sales personnel in leadership skills, motivation and evaluations. 
 
Exceptionally organized with ability to prioritize workload and meet daily deadlines. Frequently promoted quickly due to rapid learning curve, attention to management goals and positive public relations. Proficient in all office software and systems.
 
CAREER HISTORY 
 
Mile High Energy Solutions
 

                      12.2011—7.2012

Sales Director

Researched through many sources of marketing, to find companies that were hiring. Made daily outbound calls to decision makers and set appointments to make formal presentations either by phone, video conferencing or in person. Spent 10-20% of my day taking ad calls to prequalify candidates to pass along to the recruitment staff.  Created spreadsheets to track recruiter and sales person activity. These run sheets were utilized in goal setting/making, commission paying and activity tracking. With existing clientele I took complete and clear job orders, presented companies and their positions to my staff, Made placements either over the phone or through video conferencing. I spoke with each candidate to confirm their qualifications for the job being presented for. General office maintenance. Guiding recruiters through an interview, coaching on the sales process. Developing references in to real sales opportunities. 
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Changing Direction, Inc
 


            
       2010- 2012
Owner/Public Relations Liaison 

Manages all office functions such as scheduling intakes for new clients, accounts receivables/payables, and works directly with all vendors that support the business. Has a close working relationship with the CAC III Therapist on staff to help her facilitate groups and organize her patient files to insure all information is present and to exacting standards. Another primary function is to maintain and develop strong relationships with all Judicial Districts ie. Probation Officers, Drug Court Personnel, and Defense Attorneys. These relationships will help to maintain high program attendance throughout all of the counseling services we offer.
Trinity restoration


 

                   2009-– 2011
Project Manager/Sales

Complete management of aspects of major construction projects. Work directly with homeowners and their insurance companies. Primary job functions included: mapping projects, submitting bids, working with city to secure permits, order correct materials and secure payments. Very successful in communicating complex issues to homeowners in a way they could understand and appreciate. Traveled to several cities in-state and out to establish new markets and maintain top sales/management throughout all nine offices.
Cobb Marketing & Consulting 

                   January 2011 - Current
In working with small Mortgage Companies,  Real Estate Clients and Retail Businesses  I focused on referral and retention. Helping to build a strong residual client base and doing it in an intentional and systematic way. I made media buying suggestions and decisions that best fit their business plans and primary needs. Guided owners in directions that secured their identity in the marketplace and set them apart from their competitors. 
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The Denver Post /  Denver Newspaper Agency               1996 – 2007
Outside Sales Executive – National Account, 2002 – 2007
Developed sales territory from one of the lowest revenue-producing desks for several years ($50K per month) to one of the top three in the territory group for annual billing (over $1.8 million in sponsorships and bundled contracts alone). 
Travel nationwide to develop and sustain national accounts such as Lowe’s, Kohl’s, Home Depot, Best Buy, American Furniture Warehouse and PetSmart, as well as small to medium-sized businesses.
Innovated and implemented profitable sales and motivational concepts. Specialized in needs assessment, relationship building, budget negotiations and contract negotiations / closings. 
· Met and exceeded goal 10 out of 12 months in 2002, 9 out of 12 months in 2003, 11 out of 12 months in 2004, 12 out of 12 in 2005 and 9 of 12 in 2006.  
· Developed Bundled Sponsorship Concept that changed the face of Denver Newspaper advertising. These programs generated a personal increase of over $1 million incremental dollars in the first year. Subsequent years would show gains of over $9 million incremental dollars company wide. 
· Developed, trained and promoted the Mag Team (from the Magnificent Seven) – an elite team comprised of the top nine sales executives to function as a liaison between management, the Operations Department and the sales force. 
· Coordinated leadership training and motivation as well as strategies, new products and promotions to ensure sales success. These leaders have never missed an established goal on any product or project. 
· The Mag Team created the magazine “The List” – a huge success exceeding goal by over 230% in it’s inaugural year. This product has set the standard in the newspaper industry – having been mirrored in several other major markets. 
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Retail & Classified Account Executive, 1996 - 2002
Managed category-based outside sales for new and existing accounts. Generated loyalty through exceptional attention to specific client needs, and working cooperatively to create effective advertising and promotional / public relations solutions. Attended bi-monthly networking luncheons to establish new business contacts and to introduce like minded business owners to co-op marketing opportunities. 
Captured 84% of market share over the competition as Real Estate Account Executive. Created an innovative “Educational” Marketing Program for retailers negatively affected by the droughts of 2003. Utilized the power of the non-profit organization Green Co, to thwart a revenue disaster for many “green industries” as well as the Denver Newspaper 
Agency.  The “can-plant” message was marketed in a multi-faceted, $560,000 ad campaign that saved the year for many green-related retailers.  
· Sold each account a wide product portfolio to maximize their investment/ROI’s. Emphasized continued sales growth and developed long-term advertising for specified budgets. 

· Prepared display, line, color and special inserts utilizing entire communications product portfolio. 
· Organized spread for special events, fundraisers and co-op business opportunities. 
Coordinated preparation of copy, typesetting, proofing and final approvals, effectively meeting deadlines around the clock. 

· Promoted improved business through PowerPoint presentations, market research and analysis, face to face meetings, public lunches and committee meetings, public relations and networking events. 
 
 
PROFESSIONAL TRAINING
 
Over 90 hours per year of professional sales training – 2002 – 2010
 
COMMUNITY SERVICE
 
Volunteer: Denver Rescue Mission
Volunteer: The Salvation Army
Volunteer: Reading Program and Fundraising at Henderson Elementary School, Brighton, CO
Volunteer: PTO, Fundraising, Library Asst, Classroom Aide, Reading Room, Whitman Elem, Littleton CO

Volunteer: Ralph Moody Elementary, PTO, Fundraising, Annual Carnival Coordinator, Classroom Aide, Left-Handed Cursive Writing Aide

Volunteer: Denver Metro: PACA (Parents Against Child Abuse) Work as Procurement specialist. Gathering sponsorships and donors to supply Holiday gifts and necessities for children and parents that have fallen victim to this horrible tragedy. On the operating board since 2007.[image: image1][image: image2][image: image3][image: image4][image: image5][image: image6][image: image7][image: image8][image: image9]
