Bradley J. Wrubel

                      6370 E. 121st Drive ▪ Thornton, CO 80602 ▪ 303.396.9581 ▪ brad.wrubel.bw@gmail.com
SALES & CUSTOMER RELATION PROFESSIONAL

A knowledgeable and results-orientated professional with extensive sales and customer relations experience. A solid work ethic coupled with the ability to establish strong client relations. A proven track record for consistently leading in sales, innovative problem solving and professional communications.

PROFESSIONAL QUALIFICATIONS
CONCORDE CAREER COLLEGE, AURORA, CO
June 2012 – Present
Senior Admissions Advisor

Top Performer at the Aurora Campus. Assisted in the integration of Tour Tab and Leads 360 as a person to go to for technical questions and issues. Committed to run rates and forecasts on a weekly basis with the Director of Admissions
Mentor new Admissions Representatives. Assist with the identification of At Risk Future Students and assist in coordination of Admissions Projects, responsible for project tracking and reporting.  Act as key liaison to the departments of Education, Student Services, Graduate Employment and the Learning Resource Center.  Assist prospective students with the enrollment process, conduct admissions interviews and tours with all interested parties
COLORADO TECHNICAL UNIVERSITY, Westminster, CO
July 2010 – June 2012
Senior Admissions Advisor
Always a top performer within all of the Colorado campuses. Consistently met or exceeded monthly budgets while upholding a high level of integrity and customer service. Conducted interviews with prospective students and evaluates the prospective student’s needs, interests and qualifications while providing clear and concise information to help the prospective student make an informed decision to attend or not attend the school. Presents information regarding the school’s programs and tuition in a factual and ethical manner and then professionally assists prospective students through the admissions process in accordance with all applicable federal and state regulations, school policies and procedures, and in compliance with all accrediting standards and requirements. Consistently operates within, and is measured with respect to, the school’s expected behaviors: Collaboration and Teamwork, Execution, Communication, Student-Centered, Integrity, Drive, Adaptability and Change Management, and Decision Making. Worked well with departments outside of Admissions including Financial Aid and the office of the Registrar to ensure the delivery of a high level of service to every student.
ANTHEM COLLEGE ONLINE, Phoenix, AZ
August 2009 – May 2010

Assistant Director of Admissions







Directly supervised employees in the admissions department, responsible for the overall direction, coordination, and evaluation of the team members.  Supervised a team of 6 – 12 Admissions Representatives and consistently met or exceeded the goals set forth for my team. Created the training program, email templates, and tracking spreadsheets as well as the initial interview outline and implemented these tools across the admissions floor.  Responsible for following policies, procedures and accreditation requirements including interviewing, hiring and training employees; planning, assigning and directing work; appraising performance; rewarding and disciplining employees; and addressing complaints and resolving issues. Trained all new hired employees through their first week of employment.
ENTRUST USA, Tempe, AZ
June 2007 – March 2008
Health Insurance Sales Professional

Top 1% of all Insurance Agents in the west coast, maintained and established long term customer relationships, managed a large customer and lead database, averaged 150 calls a day and 2.5 hours of talk time, also averaged $20,000 annual premiums sold per week, a top producer in the west coast region.
JAY CHEVROLET, Highland, MI
October 2004 – May 2007
Internet Sales Director
       

Managed a team of five salesmen, controlled all advertising including Autotrader and Ebay, managed database of over 500 previous customers and new internet customers, received and distributed a minimum of 50 new internet leads per day, negotiated and managed sales transactions with customers to control costs, maximize gross profit and increase net profit, responsible for training all new sales professionals and increased internet sales by 30% and gross profit by 7%.
EDUCATION

Grand Canyon University

· Enrolled in a Bachelors of Science in Business Administration – Communications degree program, May 2014 expected graduation date.
CONTINUING EDUCATION
· Proficient in Reynolds & Reynolds, Tour Tab, CampusVue, ADM, Sales Force,  Leads 360, Microsoft Outlook, Excel and Word

· Certified Effective Communicator and Embracing Change (Colorado Technical University 11/12 and 12/12)
REFERENCES AVAILABLE ON REQUEST
