


Rodney Neely
200 W Sahara Ave #710 							                  (702) 217-3640
Las Vegas, NV 89102 								     Neelyrod@aol.com
								                           
	
SALES  MANAGEMENT / ACCOUNT MANAGEMENT 
Financial Services • Telecommunications • Document Management Systems •                         Computer Software • E-Commerce

· Brought territory that had been vacant for 7+ months back to life in less than 12 months ranked in top 10% of rookies across the county while in one of the most depressed markets in America
· Recently drove IKON branch from #8 (last in the state of Iowa) to #1 in 90 days while claiming #3 position in 2-state Iowa / Minnesota region after ranking #32 out of 40 branches. 
· Hired 5 members of 6-person team selling wireless telecommunications products for U.S. Cellular. Ranked #1 in state of Iowa 2007, 2008, and 2009  and #3 in the U.S. 
· Managed sale of digital wireless communications products and services for Nextel Partners through 20-dealer network, increasing revenues 33% in 8 months and exceeding goal by 32%.  
· Grew territory revenues 30% in 1 year at Productivity Point International, a provider of providing learning solutions. 

An accomplished sales executive skilled at prospecting, accessing C-level and technology decision makers, and closing business. Equally skilled at developing and managing high-performance sales teams. Recognized for strengths in consultative/solutions sales, selling in fast-paced, rapidly changing markets, winning business at accounts previously dominated by the competition, as well as developing long-term relationships with customers built on trust and exceptional service. 

EXPERIENCE

American Express,  New York, NY.   2012- Present

The world's largest card issuer by purchase volume provides commercial payment tools and expertise that help companies control their spending.

Manager Business Development
Hired to bring life back to lifeless depressed market.

· Established presence back in territory that had been empty for 7+ months
· Generated monthly charge volume greater than 1MM a month in less than 10 months
· Ranked in top 10% of 2012 rookie class
 
IKON Office Solutions,  Malvern, PA.  2010 – 2012

Leading provider of innovative document-management systems and services, and a business unit of Ricoh. Accountability for the office, with complete responsibility for recruiting, hiring, training, and motivating the sales team covering mid-market to Fortune 100 accounts in Eastern Iowa. 
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Branch Sales Manager
Hired to drive sales of an underperforming sales team.

1. Drove branch from #8 (last in the state of Iowa) to #1 in 90 days while capturing #3 position in 2-state Iowa / Minnesota region after ranking #32 out of 40 branches. 
1. Exceeded plan by 23%, first time in 3 years that branch produced more than 70% of plan. 
1. Expanded team from 4 reps to 9 and introduced comprehensive product and sales training, the latter including effective prospecting, presentation, and closing techniques.
1. Fostered team atmosphere, significantly improved morale, reduced turnover.  
1. Supported sales reps by accompanying them on calls.

U.S. Cellular, Cedar Rapids, IA. 2005 - 2010  

NYSE-listed company that owns and operates the sixth-largest wireless telecommunications network in the U.S., serving over 6 million customers in 26 states.

Direct Sales Manager
Responsible for recruiting, hiring, training, managing, and motivating 6 Sales Associates covering Iowa territory including Iowa City, Cedar Rapids, Waterloo, and Spencer. Also accountable for developing a sales and marketing business plan to achieve goals for gross and net sales, cost per new sale, churn, and total revenues.

1. Hired 5 of the 6 Sales Associates, with team exceeding 2008 revenue goal by 22%, ranking #1 in the state of Iowa and #3 in the U.S., the latter out of 15 Direct Sales Managers. 
1. Delivered 106% of 2007 revenue goal, also ranking #1 in Iowa and #3 in the U.S.
1. Achieved 2381 additions in 2007 and 2623 the first 43 weeks of 2008.
1. Provided ongoing training to team members, both individually and in a group setting. 
1. Accompanied Sales Associates on key calls to customers and provide closing support as necessary.
1. Recognized for maintaining extremely low turnover among personnel. 

Nextel Partners, Inc., Kirkland, WA. 2003 – 2005

NASDAQ-listed marketer of fully integrated Nextel digital wireless communications products and services, including digital cellular, text and numeric messaging, wireless Internet access, and direct connect digital walkie-talkie, all in a single wireless phone. 

Dealer Manager - Eastern Iowa Region
Complete responsibility for managing dealer network in Eastern Iowa, with activities including sales, customer service and problem resolution, promotions, changes in compensation, fulfillment issues, and serving as company expert on rate plans, coverage, product knowledge, and pricing.
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· Grew sales 33% in 8 months versus goal of 25%. 
· Strengthened dealer network by appointing 7 new dealers, including managing contract negotiations, and terminating 4 underperforming dealers, bringing network to 20 dealers.
· Trained dealer sales personnel on Nextel products and services; supported personnel in identifying and acquiring new customers through cold calling, referrals, networking, and telemarketing; plus motivated personnel to exceed established goals. 
· Accompanied dealer sales reps on key account calls and assisted in closing, as necessary.
· Pioneered company’s entry into retail channel.

GeoVisX Inc., Hiawatha, IA. 2000 – 2003

Start-up developer and marketer of computer-based system enabling real-time tracking of fleet activity, offering immediate CAD integration.

Territory Manager    
· Hired as company’s first sales/marketing professional, with complete responsibility for developing business. Activities included cold calling, lead generation, then creating interest among prospective accounts and closing sales through consultative/solutions approach. 
· Negotiated and closed $3 million in business, despite 8-12 month sales cycle.  
· Called on CEOs, COOs, CIOs, MIS Directors, IT Directors, and municipal executives.

U.S. Office Products, Oakbrook Terrace, IL. 1999 – 2000

E-Commerce Consultant for company marketing procurement tool for office supplies.
· Performed extensive cold calling to launch product line for USOPNET Division, a start-up venture.
· Sold to general management executives and purchasing personnel at small and large businesses. 
· Opened 20 new accounts the first 90 days, achieving 60% success rate and ranking in top 10% of sales force.

Productivity Point International, Cedar Rapids, IA. 1999.

Account Manager for company providing learning solutions to enhance employee performance.  
· Performed extensive cold calling as well as account management responsibilities in Iowa/Illinois territory, focusing on Fortune 500 companies. Account call included MIS Director, CEO, and CFO.
· Increased territory revenues approximately 30% and established preferred vendor and strategic partnership relationships with numerous accounts.

U.S. Filter Corp., Iowa City, IA. 1997 – 1998

Sales Manager, 1997 - 1998
· Promoted to position due to outstanding performance as sales representative.
· Hired, trained, managed, and motivated 5 sales reps.
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Sales  Representative, 1997
· #1 salesman in district, ranking in top 6% nationwide, plus won “Salesman of the Month” after 6 months with company.
· Continuously closed sales in highly competitive, price-sensitive market, calling on retailers, businesses, and residential accounts.
Previously, 1992-1994, held financial responsibilities with H&R Accounts, Moline, IL/Cedar Rapids, IA, and The Rock Island Bank, Rock Island, IL. 

EDUCATION

B.S., Business Administration, American State University, Hawaii. 1992.
 4-day “Servant Leadership” workshop.




