Name

Address
Phone: Email:

Summary

Tenacious and energetic sales leader with drive, creativity and adaptability that has led to a
track record of consistently exceeding revenue goals. Possess a strong background in working
collaboratively to sell complex enterprise software solutions to mid and large enterprises.
Experience in developing strategic sales plans, creating marketing initiatives and partnerships to
expand market share and grow revenue. Successful selling products and/or services into the
SME market as well as Fortune 500 companies.

Areas of Expertise

e Enterprise Software Sales e Solution Selling

e Sales Management e Remote Sales Collaboration

e Marketing Collateral e Budgeting and Forecasting

e Business Planning e Sales Methodology Development
Experience
Company 2004 - 2010

Brief Company description, market, territory and product/solution
Regional Sales Manager, Major Account Team

Top-performing, customer service-focused, consultative sales professional responsible for the
growth, development and maintenance of the Company’s largest client, (Company name).

* Negotiated the largest contract ($8.8 mil) in Company history.
* Exceeded quota in 2005, 2006 (126%), 2007 (110%) and 2008 (145%).

* Developed Client into Company’s largest client in 2006 by increasing revenue from $7.6
million to over $12 million in both new and existing business within the company.

* Built successful relationships through focus and dedication that resulted in business
development and customer loyalty.

* Resolved issues and provided ongoing support to ensure Client’s satisfaction with all aspects
of their account.

* Coordinated Client/Company executive-to-executive relationship building events that
strengthened the Company’s business and the Client-Company partnership.



Name

Company 2000 - 2004
Brief Company description, market, territory and product/solution

Director of Sales

Responsible for the development and deployment of advanced development courses (Java,
C++, COM, etc.) to R & D and Engineering departments within small and large companies.

* Leading revenue producer in the Western region for 2003 and 2004.

* Consulted with top management and training coordinators to determine educational needs and
professional skills necessary for each department.

* Assisted coordinators in marketing of courses and pricing strategies.
* Developed and maintained executive-level relationships with high technology client base,

while providing expertise in learning solutions, leading edge technology and customer relations
with operational staffs for day-to-day activities.

EDUCATION:

* MS in Mass Communications and Journalism, San Jose State University

* BA in Sociology with a Business Emphasis UCLA

AWARDS:

2008: Special Recognition for bringing in the company’s largest global client, President's Club
Award - Platinum Achievement

2006: Sales Rep of the Year, Enterprise Major Account Team of the Year

2001-2002: President's Club Award, Top Gun Award, Enterprise Major Accounts Team Q3,
Salesperson of the Quarter Q1 2002, Sales Team of the Quarter Q1



