5001 Sparrow St., Brighton, CO  80601
(303) 332-8887
russell.david2@gmail.com
David Russell
Professional Business Development Representative
Experience
2013-2014	Lagrange Systems.          	                Boulder, CO
Lead Development
 Startup company - Helping to drive sales process.
2010-2013	Dean Evans & Associates	              Centennial, CO
Business Development
Average of 6 cold leads per month for two years.
Added on average, 26 new organizations and 116 new contacts per month.
Create successful email campaigns to drive new business.
Designed Excel Spreadsheet to track daily progress.
2008-2010	OpenLogic	                                        Broomfield, CO
Sales Lead Generation (B2B)
Consistently met or exceeded outbound call quota of 90+ calls per day.
Successfully set an average of 15-16 meetings per month.
Used many avenues of the internet to find appropriate contacts.
2007-2008	Three Value Logic Sales Institute	Denver, CO
Candidate: Career Sales Development Program
Consistently met sales quotas of 50-150 calls per day.
Successfully set 15 appointments.
Studied and gained an understanding of sales theory.
Created a positive mindset around cold calling and sales.
2006-2007	Printelogy.                                       	Denver, CO
Outside Sales Representative
Generated new business through cold calling and onsite visits.
Printer/Copier sales.
Maintained Customer Base through suggestive selling and onsite visits.
2004-2006	Chess, Inc.	                                       Denver, CO
Outside Sales Representative
Generated new business through cold calling and onsite visits.
Print/Copier sales.
Maintained Customer Base through suggestive selling and onsite visits.
1998-2004	Celestica	                                         Fort Collins, CO
Production
Worked within a production line, testing and repairing printed circuit boards.
Cross-trained in other areas of production.
Assembled large telephone switching cabinets.





1993-1998	Hewlett-Packard	                            Fort Collins, CO
Production
Worked 3 years in the RMA area and repaired damaged and failed printed circuit boards.
New employee trainer for 2 years
A member of the Train the Trainer program for the SAP system for 2 years.
Received award for streamlining the process in the RMA area which greatly reduced the amount of time spent on paperwork.

Education
Three Value Logic Sales Institute
Regis University
University of Kentucky (Community College)
Other Skills
Proficient with Microsoft Office Suite
Proficient with several Customer Relationship Management systems, including HAL, Salesforce and Goldmine.
Mining the internet, extracting information used for lead generation.
Use of LinkedIn, Jigsaw, Leadership Library, etc.
Generating successful email campaigns. 


Biography


David Russell has a total of 5 years sales lead generation experience, 2 years with OpenLogic and 3 years with Dean Evans & Associates.  While he was employed with OpenLogic, he successfully maintained an average of 90+ phone calls per day and has set an average of 15 meetings per month.  While with Dean Evans & Associated, he maintained outbound calls and appointments set well above the average.  Most recently David was employed with Lagrange Systems as a Lead Development Representative.  He has a good working knowledge of Lead Generation and what it takes to acquire new business and is eager to share his knowledge with others.

David is proficient with the use of the internet in finding the appropriate contact within a company.  David also has 2 year experience with Sales Force, 5 years with online lead search websites including LinkedIn and Jigsaw.  Being proficient with the use of the internet makes him an excellent candidate for outbound sales lead generation. He also has over 3 years of printer technology and document management sales experience.  He has represented prestigious companies such as Xerox, Hewlett-Packard, Okidata, and Kyocera.  As an Account Manager for Chess Inc. and Printelogy, he was responsible for over one hundred business accounts in the Denver Metro Area.  His unique expertise lies with cultivating relationships with key clients in the business world. 
 
David began his career as an inside major account representative for a wholesale electronics parts company in Kentucky.  He was the Assistant Department Manager of the Camera and Electronics department at Service Merchandise for 2 years.  He also worked as an Inside Sales Person for a retail business and was responsible for training others with computer sales.  He moved to Colorado in the early 1990s, where he continued expanding his knowledge of the world of technology.  Working on a production line with Hewlett-Packard and Celestica, not only expanded his knowledge of electronics, but also gave him some additional experience as a trainer.  He was responsible for training new employees in his work area and was also in the Train the Trainer program for SAP.  Since moving Colorado, he graduated from Three Value Logic Sales Institute (3VLSI).  His training at 3VLSI is held in high esteem with many companies across the United States. 
 
In addition to his background in sales, he also has a strong knowledge of computer hardware and software.  He has a good working knowledge of Adobe Photoshop and Lightroom. He has successfully built several personal home computers and maintains his wireless home network.  He also started a small business creating and designing web logos.  David is a self-starter and takes the initiative in anything he does. 
 
David enjoys spending time with his family and friends.  His favorite pastimes include travel, photography, digital photo finishing, fishing, golf and bicycling.
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