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Growth & Acquisition ▪ Client Management ▪ Business Development
High-energy team leader offering more than a decade of B2B sales in addition to 5 years in a supervisory customer oriented role. Broad international exposure to various industries: progressive experience and verifiable achievements. Built high-performance technology sales capturing well known accounts representing diverse industry verticals with a broad up to date knowledge of technology, value based solutions and service.

Core Competencies
· Customer Service Excellence
· Organic Business Growth
· Territory Sales Management

· Adept in working in fast paced detail oriented environments
· Creative Problem Solving Abilities 
· Confident communicator with all levels of management
· Strong Consultative & Negotiation Skills
· Confident and Persuasive
· Intuitive understanding of diverse cultures

· Proficient in Microsoft Office suite

Highlights Of Qualifications   
· Offering X years of sales, account management, leadership and business development consistently overachieving
· Experienced in selling software, hardware, consulting and professional services to various sized organizations
· Proven success exceeding revenue targets through consultative solution selling, and the cultivation of internal and customer relationships
· Knowledge of: Unified Communications, Salesforce.com, CRM, MPLS, M2M, VPN, IP Telephony, Mobility, Hosting 
Career Milestones
· Acquired Canadian agreements including Mercedes Benz Canada, YWCA, TTC, ING Canada, Main Drug Mart, XTL Freight, Fastenal 

· Progressed  throughout career to higher accountabilities at multiple organizations
· Customer Retention Awards
· Top Performer & Best Closing Ratio Awards
· National Activity Runner up Award
Employment History
XYZ WIRELESS – Mississauga, ON
Mar 2013 - Present
Canada’s largest Independent authorized dealer offering a comprehensive portfolio of telecom solutions.


Account Executive Corporate Business to Business (Integrated Solutions) 
· Primary focus to promote voice and data services to prospects unaware of dealership portfolio beyond cellular 

· Develop, manage and acquire a base of accounts and prospects for gaining additional wallet share of XYZ services
· Exceeded 125% of quota for new revenue services such as Toll free, Hosting and professional services last 4 months
TELECOM BUSINESS SOLUTIONS – Toronto, ON
Mar 2007 - Nov 2012
High Value Account Manager (Integrated Solutions) – November 2010 – November 2012
· Evangelized Telecom wired and data services to C-Level Executives to understand client business challenges and develop solutions that maximize Telecom revenue potential

· Managed and continued to develop a dedicated territory of accounts and prospects for holistic communication requirements with the intention to grow/maintain revenue. 2011 – 132%, 2012 – 108%
· Successfully built territory of wired customers from 0.4% penetration rate to 19% in 2 years using hunting and farming methods while achieving a 136% against a additional Wireless quota in 2011 
TELECOM SMB Account Manager (Wireless) - March 2007 - October 2010
· Used targeted cold-calling strategies to generate opportunities by researching client needs and goals 

· Consistently sold high profit wireless solutions to maximize profitability, ARPU and retire quota early in the year
· Prepared proposals, presentations, quotations, contracts, supporting documents and attended trade shows
Accomplishments: Monthly Regional Top Performer Award 9 times, Quarterly Top National Performer 2 times, Exceeded 110% of Yearly quota 3 times. Elected to Sales Ambassador Team (Specialty Services)
Security ABC CANADA - OAKVILLE, ON
Dec 2002 – Aug 2006 // Aug 2006 - Feb 2007
A twenty five year old world leader in corporate Security and records management
Senior Sales Representative  
· Consulted and sold services such as Records Management, Vaulting, Document Shredding, Tape Rotation, etc.
· Prepared industry specific proposals for Government, Banking and Private sectors in both Shredding and Records Management to all levels of decision makers using high-impact presentations
· Leveraged regulatory policy and  entrepreneurial drive to educate unknowing prospects/clients on managing propriety and confidential materials from “cradle to grave” in a ambiguous environment
Accomplishments: Increased client base at an average of 30% per year and retained more than 96% of client base YoY; Sold over $2.1M in services or 156% of plan in 4 years. Top 3 placing for Presidents Club
ABC FINANCIAL SERVICES - Toronto, ON
Oct 2000 - Dec 2002

Established in 1977 as a division of XYZ, ABC’s mission is to help families become financially independent.

Customer Care/Inside Sales Representative

· Booked meetings for financial planners with clients and prospects to discuss current needs within their family or group for financial services. Directly contributed to teams 130% above plan performance for 2 straight years
· Assisted in selling company products and providing clients with a diverse product range of financial services

Accomplishments: Organic growth of 28% via inside sales 2001. Customer Service Excellence Award 2002
123 SECURITIES - London, England
Mar 1998 – July 1999

A respected professional body for the Securities and Investment industry in the UK and Europe 

Financial Services Event Organizer / Administrative Assistant

· Assisted and organized on-site management of 36 social and professional events each year for Senior Level Executives from the European banking community at various venues around London’s Banking District

· Monthly forecasting and budgeting for both non-profit and for profit events to Board or Governors

MY FIRST JOB DISTRIBUTORS INC. - Vancouver, B.C.
 Oct 1996 – Dec 1997
A family owned company supplying medical appliances to major Drugstores, Hospitals and Clinics across Canada.

Assistant Office Manager
· Designed, developed and implemented an electronic ordering program for the sales team and vendors. This directly led to eliminating ordering errors, controlled inventory, and modernized operations processes
· Produced product lifecycle and technical brief sales tool resulting in a 15% decrease in unnecessary purchasing
Education & Professional Development
Computer Studies, ABCD College
1994
Business Administration, 1234 University
1991 – 1993
· ValueSelling by ValueSelling Associates

· Consultative Selling by Forum

· RIM and Product and Service training

· Complete Innovations AVL Solutions training
· TAS (Target Account Selling)
· Salesforce.Com certified
· SAP
