Joe S. Smith

123 ABC Street, Pittsburgh, PA 15120

Home Office: (111) 555-0000        Mobile: (111) 555-0001

E-mail: jsmith@email.com

Sales / Sales Management

Sales Growth / Strategic Planning / Business Development / Sales Force Leadership / Operations

A dynamic, proactive, quality-focused individual, eager to contribute to a growing organization.  Offering a broad base of management/business development experience in professional environments.  Characterized by a creative spirit, attention to detail and an extreme desire to succeed.

CORE COMPETENCIES

· Business Development Expertise - Extensive contacts within various levels of management, including “C-level” executives.  Heavy “cold-calling” experience.

· Customer Focus - Recognize the need to provide timely and effective customer service and follow-up.  Exceptional problem-solving ability.  Significant knowledge of various industries (channels, markets, sales practices, employment qualifications, suppliers, specific competitors).
· Interpersonal Communications - Excellent listening skills coupled with an ability to quickly develop rapport.  Able to interface with all levels in the organization.  

PROFESSIONAL EXPERIENCE

ABC Company, Anywhere, PA

A global manufacturer of widgets serving businesses and institutions throughout the world, with 47 locations, 4000 employees, and $1.2B in annual revenue. 
January 2003 to present
Account Executive, East Region (January 2004 - present)

· Prospected and developed new business.  
· Excellent track record of attaining quota: 2003-110%, 2004-108%, 2005-159%, 2006-130%.  

· President’s Club 2005, 2006.
· Grew sales from $1.6M in 2003 to projected $3.8M in 2006. 

· Ranked #1 out of 12 Account Executives in East Region/Ranked #7 out of 56 Account Executives nationally. 

Continued… 

Inside Sales Manager, East Region (January 2003 - January 2004)
· Assisted with day-to-day management of several key accounts, including Wal-Mart, K-Mart, Target, and Kohl’s.
· Supported all sales functions for 56 Account Executives nationally.  

· Inspired and rejuvenated sales staff, building teamwork by establishing clear goals, serving as role model, using positive reinforcement, providing ongoing support, and empowering personnel.

· Eliminated under performers and recruited 5 high achievers to raise the talent level and improve sales.

123 Corporation, Anywhere, PA                                                                                         

A regional manufacturer of widgets serving the industrial marketplace.
May 1996 to December 2002

Account Executive, East Region

· Excellent track record of attaining quota: 1997-110%, 1998-108%, 1999-159%, 2000-130%, 2001-82%, 2002-94%. 

· Maintained existing accounts while prospecting new accounts at OEM and contract manufacture level.

· Worked closely with engineering to ensure product quality and specifications met client expectations.

EDUCATION

University of Wherever, Anywhere, PA

Bachelor of Science, Marketing, 1996

· Graduated Summa Cum Laude, GPA 3.92

