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Professional Profile
· [bookmark: _GoBack]Consistently achieved or surpassed quota
· Proficient in learning and selling technical products to sophisticated clients
· Exceptional ability to build a region through prospecting
· Strong closer with emphasis on strategic selling to major account markets
· Leadership qualities and a team player
· Well developed computer skills.  SAP, Atlas, SalesForce.com, MS Dynamic CRM, MS Office Tools, and UNIX

Career Highlights:
Dexis  Alpharetta, GA  (via Action Staffing)                                                                                                                   2012-2013      
B2B Inside Sales Representative       
· Drove sales by overseeing and growing business development of multiple territories across North America.
· Provided, prospective customers, with information on the benefits of digital radiography.
· I had success as liaison between departments, prospective clients and regional sales managers achieved by harnessing and maximizing relationships.
 Selected Achievements:
· Top Performer in Q1
· # 1 in identified opportunities
· Constantly exceeded all quotas (123% of  goal)
· Key contributor to increasing territory revenue 29% year over year

                                                                                                                                                        
Invoiceware International Marietta, GA                                                                                                                         2012-2012
B2B Sales Executive
· Built  respect, trust, and credibility with prospects and customers by understanding their industry and business drivers while focusing on their unique needs
· Took personal responsibility for ensuring the highest level of customer satisfaction at each point of contact
· Established and maintaining relationships with Directors, VP, and C level decision makers
· Built a pipeline through various means including cold calling into named or target accounts
· Maintained a pipeline reflective of the activity necessary to achieve the bookings and revenue quota  
· Responsible for the entire sales process from qualifying  lead through contract negotiation and closure
· Managed a sales cycle from lead to close with periodic involvement of and guidance from sales management
· Wrote value-based proposals
· Worked as part of a sales team with the consultants, sales engineers, and executive management
· Demonstrated  a broad knowledge of the current technologies and concepts influencing IT buying decisions

Sage Software, Atlanta, GA (via Axiom Staffing)                                                                                                         2011-2012
B2B Inside Sales Representative, Inbound and Win back Sales Team
	· Generate new and repeat sales by providing product and technical information in a timely manner (135% of goal)
· Determine customer requirements and expectations in order to recommend specific products and solutions
· Recommend alternate products based on cost, availability or specifications
· Present price, credit and terms in accordance with standard procedures and customers’ profitability profiles
· Accurately process customer transactions such as orders, quotes or returns
· Proactively recommend items needed by customers to increase customer satisfaction and improve transaction profitability



SED International, Atlanta, GA   (Technology Distributor)
B2B Inside Sales Representative, Outbound Sales Team ``2007 to 2010
· Met or exceeded assigned revenue goals by closing new business transactions. (127% of goal)
· Proactively managed a pipeline of sales leads from prospecting lead through closing within a designated sales region.
· Built trust through effective client communication and creatively solved customer problems

Cherry Creek Mortgage Corporation, Boulder, CO                                                                                                   2001 - 2006
Loan Originator
Counsel and pre-qualify borrowers regarding mortgage options. 

Rocky Mountain Ram, Boulder, CO                                                                                                                                  1997 - 2001
 B2B Inside Sales Representative
Achieved top-ranked sales of random access memory.  Top producer for new account business.  Successfully maintained key end-user accounts. Rebuilt Fortune 500 direct end-user account base.  

Education
Sierra College of Business, Los Angeles, California  


