Neal Topper
2915 Baseline Road #130 ( Boulder, Colorado ( 80303                                                                                           303-284-9285 ( ntopper23@gmail.com
Employment History
Infinite Speakers Agency (Boulder, CO)                                                            July. 2008 – May. 2011

Events Solutions Consultant

· Developed new business opportunities for speakers and entertainers through direct marketing methods( cold calling, online marketing, direct mail)
· Made on average 100 cold calls a day to complete needs analysis with meeting planners for upcoming annual conferences, meetings and trade shows
· Handled pre event details and customer service for clients regarding speaker appearance
Ellies Eco Home Store (Boulder, CO)                                                                 May. 2010 – May. 2011                                 

General Merchandise Manager (May 2011 store out of business)
· Responsible for sales and profitability of store that generated over $1 million in sales/year

· Provided ongoing market research, industry research, and competitive analysis

· Handled merchandise buying, pricing and daily accounting duties
Beat The Bookstore (Boulder, CO) 




                   Nov. 2006 – Jun. 2008
Store Manager (June 2008 store out of business)

· Increased annual sales volume 150% year on year from 2007 – 2008
· Developed and executed business strategy to meet revenue goals
· Handled store liquidation process to sell fixtures and money owed to students
On Topp Always Personal Development (Pittsburgh, PA)

       Sept. 2001– Oct. 2006

Life and Performance Coach/Motivational Speaker
· Built client base from 0 – 100 through cold calling, in person presentations, direct mail marketing campaigns and referrals
· Created and coordinated marketing materials (brochures, sales pages, flyers)
· Performed two 45 minute presentations 3 times a week during the school year
· Conducted 30 – 60 minute coaching sessions with 6th – 12th grade students to achieve better results in academics, sports, cultural arts, jobs and relationships 
Fidelity Mortgage (Pittsburgh, Pa)                                                                   Aug. 1999  - Aug. 2001 Loan Originator

· Made on average 100 calls a day to gather mortgage needs from prospects
· Followed up with second sales call to provide mortgage plan details to prospects
· Closed on average 1 out of 10 prospects.
Detroit Pistons (Detroit, MI)                                                                             Oct, 1998 -  Mar. 1999

Ticket Sales Rep
· Made on average 125 cold calls a day to individuals and businesses

· Guided prospects in person for selection of seats, game packages and pricing
Indiana University (Bloomington, IN)                


                Aug. 1996 – Aug. 1998
Associate Instructor/Telemarketer
· Instructor for beginning and intermediate basketball classes for over 300 students
· Achieved above average donations for alumni association making 100 calls per shift
Education
· Masters of Arts, Sports Management/Marketing, Indiana University, August, 1998

· Bachelors of Arts, History, Minor in Economics, University of Pittsburgh, December, 1995

Internships
Washington Wizards (National Basketball Association)

                                                         Jul. 1997
· Conducted strategic management study incorporating operations, marketing, finance, game operations and community relations
· Developed marketing model with the goal of significantly increasing gate receipts while increasing consumer satisfaction
· Demonstrated the effectiveness of negotiating corporate sponsorships with Fortune 500 companies to provide additional revenue channels

Indiana Pacers (National Basketball Association)


                                                       Feb. 1997
· Researched and created comprehensive marketing plan with the Director of Marketing, which included: market identification, segmentation and written creation of overall marketing strategy
