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Sales Management /Account Executive
Innovative and driven sales professional with extensive account management experience within the telecommunications industry. Known for strong and effective verbal, written, and interpersonal communication skills used to build customer relations and achieve sales and revenue targets. 
Core Competencies
Sales:  Marketing, B2B Sales, cold-calling, business development, upselling, trend analysis, forecasting, closing
Communications:  Presentations, business relations, contract negotiation, proposal development, problem resolution
 

Technical: Fiber-Optic, Voice Data, ISP, technology, Microsoft Word and Excel 

Professional Experience
MINNESOTA TELECOMMUNICATIONS CORPORATION, Minneapolis, MN 
                                                               2001 to 2016                                                                                                                                          
Account Executive, 2010 - 2016
· Sold and serviced fiber optic, voice, and data services to mid-market businesses and corporations averaging $20K in contract sales per account and established $8M in overall annual revenue.
· Collaborated with 10-20 sales teams and sales engineers to understand customer requirements, and to promote new products and services. 

· Drove new business quickly through the sales cycle and increased personal profit margins by 12%.
· Provided extensive technical expertise and support for product installation and use resulting in increased customer satisfaction and retention. 
· Planned and modified product configurations to meet customer needs. 
· Generated sales activity through high-volume cold calling to maintain customer base, acquire new customers, and upsell products and services. 
· Conferred with customers and engineers to assess equipment needs and to determine system requirements. 

· Prepared and delivered technical presentations that explained products and services to customers and prospective customers. 

Accomplishment 

· Consistently met or exceeded monthly sales goals by 10-15%.

· Received “Sales Executive of the Year” award by management for top sales performance.
Business Analyst, 2001 - 2010                                                                               

· Analyzed competitive market strategies through analysis of related product, market, or share trends that produced a 3% market share increase. 
· Reviewed trend data to support recommendations for action. 
· Communicated with managers, customers, and suppliers to stay abreast of industry and business trends. 
Education
Corporate Sponsored Training
· Marketing and Sales
· Customer Relations
St. Cloud State University, St. Cloud, MN

· Bachelor Degree:  Communications[image: image1]
