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SUMMARY OF QUALIFICATIONS:

-Seasoned sales professional with more than 15 years’ experience with full sales cycle (prospecting –closing).
-Experienced closer with proven abilities to exceed established quotas.
-Inside and outside sales abilities with B2B and C –level executives.
-Creative, out-of the box thinker with extensive start up experience.
-Ability to work both independently and as part of a team. 
-Closer mentality with proven expertise in helping company.


EXPERIENCE:

XpertTech, INC . - Director of Business Development – South West
December 2012 – present   Greater Denver Area

- Driving new large volume sales for XpertTech in the following states: Colorado & Arizona
- Generating IT staffing sales leads and placing contract IT professionals in Fortune 100, 500, 1000
- Working closely with National VMS/MSP  Managers/Executives to ensure XpertTech’s participation at all levels
- Negotiating contract rates with clients, with a focus on company profitability goals and objectives
- Developing  high level relationships while consistently providing  innovative and creative selling solutions

Botsford Associates - Technical Recruiter/Business Development
August 2011– December 2012 (1 year 5 months) Greater Denver Area

 -Recruiting candidates for technical based positions
 -Conducting interviews with qualified IT professionals
 -Preparing candidates for interviews
 -Building relationships and client database 

Scott D. Norman, Inc - President/Loan Originator
March 2003– July 2011 (8 years 5 months) Avon, Colorado

 -Developing and maintaining a client base through prospecting and referrals.
 -Providing creative (non-traditional) financing solutions for new and existing homeowners.
 -Closing deals (purchase and refinances) up to $6 million.
 -Working closely with borrowers, realtors, appraisers and title companies to provide exceptional full cycle financing.
 




Global Communications Consulting Group - National Account Manager
February 2002– March 2003 (1 year 2 months) Avon, Colorado

 -Managing existing accounts while prospecting and developing new accounts with National telecommunications companies.
 -Proposing, selling and managing the implementation of turnkey telecommunications solutions for Fortune 1000 companies.
 -Closing sales in excess of $1 million- including company record sale of $8.75 million to regional PCS company.
 -Exceeding established quotas while consistently appearing among the top 3 sales producers.
 
Qwest Wireless - B2B Sales
August 2001– February 2002 (7 months) Greater Denver Area

 -Prospecting, discovering, and closing sales of wireless phone and data services to regional businesses.
 -consistently exceeding established company quotas. 

Netbeam, Inc - Senior Account Manager/B2B Sales
July 1999– August 2001 (2 years 2 months) Greater Denver Area

 -Selling wireless broadband operating systems to prospective businesses in previously undeveloped markets.
 -Locating and managing network solutions providers as Value Added Resellers (VAR) in a large geographic territory.
 -Developing and implementing sales training program for Account Executives in emerging territories.
 -Managing inbound/outbound telemarketing center to discover and qualify sales leads.
 -Top revenue producer for 14 consecutive months. 

Telcor Communications - Manager of International Procurement/International Account Executive
February 1996– July 1999 (3 years 6 months) Greater Denver Area

 -Building a sales prospect base by generating leads through cold calling, telemarketing and internet research efforts.
 -Negotiating multimillion dollar purchases of telecommunications equipment to fulfill the needs of company resale efforts.
 -Pioneering the company's expansion into Latin America.
 -Top producing Account Executive in Latin America.
 -Managing staff of five direct reports.


University of Colorado at Boulder
Leeds School of Business
MBA, Business
1991 – 1994

University of Florida
BA, History
1985 – 1989
