William A. Fannin
1207 White Oak Ct
Fort Collins, CO 80525
Phone: (303) 565-6092
Email: WFannin729@Hotmail.com 

CAREER OBJECTIVE:  To pursue a sales position which will enable me to use my sales experience, as well as my leadership and motivational abilities, to help achieve company objectives and profitability while maintaining customer service.                                                                            
                                                                                                                                                                          EXPERIENCE:          
               
CO LUMBER SPECIALTIES/UNFINISHED FURNITURE WAREHOUSE    
 
Inside Sales Representative/Department Supervisor:  January 2013-Present
· Assist customers and provide advice on specialty lumber, special order furniture on home projects.
· Maintain inventory levels, work on displays and in store marketing, and train other employees on uses of products
· Bid jobs for contractors so that the sale is profitable for the company and the contractors are satisfied with price point and delivery schedule.
· Consistently a top producer in special order sales.
NCH CORPORATION                                                     
Sales Representative:  August 2012-January 2013 
· Sold a wide variety of chemical and maintenance products to construction companies, mechanics and other businesses that used maintenance products and machinery.
· Developed new business through product demonstrations while also building relationships to get repeat business.
 ECOLAB, INC                                     
Hospitality and Healthcare Territory Manager: September 2010-August 2012  
· Hit 100% of sales goals and received Pinnacle Award for highest percent of district sales.
· Prospect for new accounts while also growing existing account in the territory.
· Work independently to learn customer operations, understand their challenges and devise solutions to meet their needs.
· Spent time troubleshooting and repairing machinery to help strengthen relationship with account.
TRUGREEN LAWNCARE                                     
 Branch Sales Manager: March 2007 – September 2010     
· Managed the sales department of the Sacramento, CA branch including a team of 15 neighborhood marketers that I recruited, trained and developed.
· Saw the growth of the company by analyzing several reports including daily sales tracking, forecasting, and various budget and customer retention reports.
· Held daily meetings with the team to keep them motivated and spent time with each individual to give them feedback and support to improve their sales skills.
Field Sales Manager: 
· Assisted the Marketing Manager in recruiting and training new neighborhood marketers in addition to meeting individual sales goals.
· Ran and analyzed daily and weekly reports to compare against projected sales.
· Managed the neighborhood marketers and conducted the morning and evening development and planning meetings.
Neighborhood Marketer: 
· Frequently in the Top 25 Percent Sales Representatives in the nation. 
· Used a door to door sales technique with my ability to interact face to face with customers to inform home owners about the value and quality of services provided by TruGreen.                                        
K&C HOTEL RESORATIONS/SEBA SERVICES HEATING AND AIR                                     
 Customer Service Representative: August 2006 – March 2007  
· Used my knowledge of blueprints to install furniture and artwork in Front Range area hotels.
· Made service calls on heating and air conditioning units.
· Furnace cleaning and replacement, flue replacements, hanging duct and installing vents.
KEITH BROWN BUILDING MATERIALS                                  
Assistant Manager: July 1999 - July 2006  
· Assisted store manager in day to day operations of the lumber yard.
· Maintained employee schedules, inventory purchasing, cycle counts, and overseeing P&L.
· Provided sales and customer service through bidding and getting quotes.
Outside Sales Representative
· Ranked in the top five in company wide sales.
· Recruited new business while also maintaining current accounts.
· Developed and built relationships with staff on job sites.
Yard Supervisor
· Supervised the outside lumber yard to ensure loads were built and delivered on time.
· Hired and trained new employees.
· Maintained clean inventory and stock rotation to keep a safe and clean work environment.
Inside Sales Representative
· Increased profits by helping customers with purchases and add-on sales.
· Maintained inventory levels, stocked shelves, and ensured the sales floor was clean.
· Made deliveries to customers.
*Safety coordinator all seven years
U.S. NAVY-U.S.S. McCandless (FF1084)  April 1992 – April 1994

