Sherrie Randall  

srandallcol@gmail.com

Cell: 303-618-1318

Sales Manager – Sales, Marketing, Customer Service

Profile:

Detail oriented ‘multi-tasker’. 


Effective communicator.  


Experienced sales and market manager.  
Objective
Seeking a management and/or sales position to help develop and implement products and/or services to customers.  Possess a solid experiential foundation in managing employees, inventory, acquiring new customers, educating current customers on how the company’s products/services can best benefit them.

7/2012-4-2013            Allegra Marketing


Sales/Account Manager

· Selling printed materials

· Putting quotes together

· Ordering supplies

9/2009- 5/2012
Kinderstreet.com


Inside Sales Consultant
· Warm and cold calling prospects 
· Consulting to find the needs/wants of prospects
· Turning the consulting into an online demo to show the attributes of the web based solution Kinderstreet offers for before and after school programs
· Closing the deal
4/2004-9/2009  
G B & S Enterprises


Outside/Direct Salesperson

Inside Sales
· Selling Comcast products door to door

· Finding home owners in foreclosure to help them with 

short sales or lease to purchase back
· Setting appointments for credit card processing

· Setting appointments for software sales
1/2006-8/2006

ServiceMagic,INC





National Account Manager 

· Presenting the features and benefits of buying leads for service requests submitted to our company to various service professionals that inquired online or via the phone.

· Selling enrollment to such service professionals throughout the United States.

· Extensive data entry and some research verifying licensing and insurance coverage of those professionals in order for them to qualify to be a part of ServiceMagic’s system.

11/1998 – 1/2004
Trader Publishing dba Dealer Specialties






Sales Manager
· Hiring and firing, training and then managing up to 4 employees, keeping them on task independently to service customer base, training them on company software, products, technical issues, and sales techniques.

· Researching current market needs and then pursuing new accounts with sales presentations.

· Keeping current customer serviced well and happy, educating them on our products and services, making sure our home office IT department was fully aware of each customer’s needs and attended to their problems that arose via the internet.

· Keeping the Colorado market base up to task and on the road with company vehicles we were supplied, including vehicle titling, maintenance, accident reports, etc.

· Increased sales by over 200% in 2001.

· Created media kits to motivate potential customers in my B2B sales presentations.

· Annual sales training with company.

· Responsible for all aspects of the hands on success of the company in the Colorado Front Range

