_________
Senior Sales Executive / Software (SaaS) and Technology Sales

Phone: ___ ___-____ / _____ ___, __ _____
________@gmail.com
 http://www.linkedin.com/in/________


PROFESSIONAL HISTORY & ACHIEVEMENTS

WFL
6/2016 - Present
Self-employed Senior Enterprise Sales Executive

Healthcare Technology Solutions and Telecom Sales: Solving patient communication, revenue cycle, and Telecom challenges with SaaS and Business Improvement Technology Solutions. Customers and prospects include Healthcare Technology & Billing Vendors, Hospitals, Large Physician Practices, and Health Centers.

Individually closed 4.1 million in TCV 

Developed Revenue Share Model for IVR & Healthcare Statement / Billing Vendors 

Revenue Share Model generated new revenue streams for billing / statement vendors between 200-400K annually 
Utilizing personal and professional network, working with C-Suite and Senior Director level executives 

Responsible for end-to-end pipeline management from lead generation to signature and or referral hand-off 

	TeleVox Software (now Intrado)
	7/2010 –1/2016

	Senior Sales Executive

	


Healthcare Sales: Sold Enterprise SaaS Solutions to improve revenue, cash flow, the patient experience, patient care, staff time efficiencies, and compliance. Products included healthcare interactive patient engagement and population health, revenue cycle management, test result, and healthcare digital marketing solutions. Customers and prospects included hospitals, large physician practices, and health centers of all specialties in assigned territory. Sold to CEO, COO, CFO, CIO, Ex. Director, Dir. RCM, Dir. Patient Access, & Administrators.

Top 10% in sales 2011, 2012, 2013, 2014, and 2015 

Multiple Diamond Award recipient (quota achievement award) 

Knowledge of healthcare technology, workflow, and regulations Managed Southeast multi-state territory 

Managed consistent sales production through multiple company change management and acquisition events 

	WFL
	

	Self-employed Diversified Investor
	1/2008 –6/2010

	Real Estate Investments in vacation and rental properties.
	

	Software Investments in solar & renewable energy financing companies (P.A.C.E focused)

	

	Communispond, Inc. –Southeast Territory & National Accounts
	1/2005 –1/2008

	National Account Executive

	


Sold Training and Development Enterprise Solutions: Presentation Skills, Socratic Selling Skills, Writing Skills, Coaching Skills, Executive Coaching, and Communication Skills. Managed 7 state territory, collaborating with clients to provide solutions specifically customized to address business issues and strategic goals. Target market: Fortune 1000 Corporations

Ranked #2 in the nation for revenue generation and achieved 128% of sales quota, 2007

 
Recipient of 2007 “PinnaclecompanyClub”tripaward, 2006 “Broken Pick”awardfor new account acquisition and territory growth, and 2005 Rookie“ of the Year” and “Sumcompanyit tripClub”awards

Received a fast-track promotion to National Account Executive due to top performance 

Directly responsible for renewing major accounts including the General Electric global contract 

Provided significant contributions to the Communispond authored book, Socratic Selling Skills-The Discipline of 
Customer Centered Sales 

Received Executive Coaching from Communispond founder (Kevin Daley): High-Impact Presentation Delivery 


	P
remiere Global (PGI) –West Coast Florida Territory
	12/2003 –12/2004


Senior Account Executive

Accountable for the Enterprise Sales of Premiere’s   robusterencingproductconfline.

Nationally ranked #4 out of 100 sales executives 
Recognized as a top performer, attaining 117% of quota in 2004 

Mastered the use of web conferencing tools to minimize travel expenses while maximizing sales effectiveness Sold to VP Marketing, VP Sales, VP Investor & Public Relations: all large conferencing users 

	Trial Consulting Services LLC - Tampa, FL
	3/2002 –9/2003


Co-Founder / Business Development Manager
Providing entrepreneurial vision in the development of a legal consulting operation. TCS bundles comprehensive legal operational and legal consulting solutions into turnkey litigation services. www.trialcs.com

Accountable for generating revenues:  2002 & 2003 117% of revenue target. 

Spearheaded the development of the TCS business model to include evaluation, design, delivery of products, pricing, sales programming, strategic alliances, sales channel partners, and overall branding strategy 
Developed advanced marketing channels with Bar Associations, resulting in increased market exposure at minimal cost to the company 
Accountable for the development of corporate handbook, marketing collateral, and web content, securing a powerful and consistent internal and external branding message. 
Sold services supporting the litigation timeline, from complaint filed document management through post-trial e-briefs. 

	Gartner –East Coast Florida Territory
	7/2000 –3/2002


Senior Account Executive
Gartner is the world leader in providing business technology research, consumer and market intelligence, consulting, measurement, conference, and IT software decision-making tools. Sold to Enterprise Clients to include TechData, Verizon, IBM, Florida Power, Sykes Enterprises, Raymond James Financial, Jabil Circuit, Certegy, TECO, Publix Supermarkets, and Nielsen Media Research. Sales targets: IT user community and IT vendor / services community.


Ranked #1 in the Southeast Region for Research and Advisory revenue growth 
Achieved 145% of product revenue quota and 107% of total revenue quota in 2001 

Retained 90% of inherited client base by strategically shaping customer relations and creating unique experiences Formed strategic alliance with the Tampa Bay CIO Council resulting in accelerated market penetration to the Top 
91   CIO’sonFlorida’s  stwest   coa 
Position downsized due to 9/11/2001 impact on national IT/ technology spending 

	Voicecom, then Premiere Conferencing (Now PGI) –Southeast Territory
	2/1997 –3/2000

	Southern Regional Sales Manager / Major Account Executive
	


#1 CES Regional Sales Manager, achieving 180% of quota in 1999 
#1 Major Account Executive in 1998 achieving 275% of revenue quota 

Recipient of 13Rep“of the Month”,3 Rep“ of the Quarter”,and two company trip awards 
 
Designed and implemented the new hire “Fasttraining pStart”ogramandmultiple incentive initiatives, increasing productivity and accelerating revenue generation
Designed packaging materials for mobile professional tools resulting in enhanced “easeofuse”consumersfor Sold unified communications and audio / web / video conferencing solutions.

Cable & Wireless Communications, Senior Account Executive, 1990-1997, Top Producer, five company trips earned Danka Industries (Now DEX Imaging), Account Executive 1988-1990, Top Producer both years, two company trips earned

EDUCATION, SKILLS TRAINING, & COMMUNITY INVOLVEMENT
Saint Leo University, St. Leo, FL, Bachelor of Arts, Business Administration, 1988

Selected Corporate Training Coursework:
Advanced Selling, Presentation, Negotiation, Management, Time Management, and Customer Service Training
Belleair Beach Planning and Zoning Committee, Chairman, 2005-2008 & current Habitat for Humanity, Volunteer 


Title is too broad and general. �Use a Personal Branding Statement (See Session 6) in this format: Actual Job Title – Expert In SME#2 And SME#2, all in one line MAX. For response resumes, choose SMEs that relate to the HM’s key/priority problems (WIFT) based on inside information instead of the job description, rather than what you feel you’re best at (WIFM).


�Good: 100% zoom, included full street address, file name included full first and last names – Employer name.doc, included Linkedin profile. Improvements: .doc, use a dedicated phone number exclusive to your search (Google Voice or GoDaddy), use a dedicated email address exclusive to your job search (in this format: Full first and last names.SalesExec@ gmail, outlook, yahoo.com), profile author tab should include your name, title should be below header. header should be 3 lines MAX, eliminate “fancy formatting”


�Keep all fonts to 12pt’s MAX.


�Good. Improvement: Eliminate months, just years.


�Kill job descriptions/responsibilities. If you are trying to get away from an independent rep role, and back into corporate, minimize the space this job takes up on your resume (minimize footprint).


�Good first attempt at an Employer Value Statement (See Session 3). Improvement: How did that compare to goals, YoY? Was this 4.1M over 7 years? Also use numerical format of $xk for thousands, $xM for millions, $xB for billions.


Good: �Used a general statement supported by monetized sub bullet examples. Improvement: You’re overbolding – See Session 7 for Selective bolding.


�Good employer value statement. Improvement: express value using % or ROI. Don’t make reader do math, choose an average number.


�Job responsibilities make you look average. Monetize combine, or eliminate.


�Job description – Eliminate.


�Eliminate months, just years.


�Kill job description. Include what you can monetize in Employer Value Statement bullets, and what you can’t in Skills Inventory. Expand number of bullets by including examples of large deals you closed and what you did differently to win the business.


�Good, but it creates more impact if you show % to goals each year, or give average 5 year % to goals.


�How does your next employer know what the diamond award means? This is WIFM, because you’re proud of the recognition, but your next employer doesn’t care about the recognition. They care about the value/impact you provided that caused the recognition (and you left this out).


�Job responsibilities. Instead, give 5-7 examples of big deals you closed, listing %, client, what you did differently to win the business.


�This says “I did my job” = average. If your goals were to increase sales, but you kept consistent, then you failed to do your job. Either change to show YoY average growth, or eliminate.


�Not relevant, exclude all bullets and description, only keeping title, company, years.


�Eliminate months, just years.


�Kill job description. Include what you can monetize in Employer Value Statement bullets, and what you can’t in Skills Inventory. Expand number of bullets by including examples of large deals you closed and what you did differently to win the business.


�Good. Improvement: What did you do differently to generate such strong results?


�These describe recognition (WIFM), rather than the value you built that caused the recognition (WIFT). Even new account acquisition and territory growth (% goal or YoY), 


�Describe the performance that resulted in the promotion.


�Responsible for doesn’t prove success. Give detailed examples of large contract renewals, including contract increases, upsells/cross sells, $ amounts, and recognizable client names.


�Eliminate – This is something you’re proud of that is unlikely to be relevant to your next hiring manager. 


�Something you’re proud of, but probably not relevant to your next HM.


�Include a full header for all pages 2+, with all contact information, copy/pasted from page 1 (don’t use Word’s header function).


�Eliminate months, just years.


�Kill job descriptions.


�Good. What did you differently to generate high sales levels. Give 2-3 examples of large deals closed, with $, and client, and what you did differently.


�Kill job responsibilities.


�Almost 20 years ago, something you did for only 1/5 years. No company description, 1 bullet describing sales/target %.


�Exclude accountable … obvious and job description. Include % to target, but also describe what you did differently to generate high sales.


�You can use one of these bullets to describe how you beat targets, and eliminate the others.


�Kill Job description.


�Combine and this should be your only bullet. No other detail needed for a 20+ year old position.


�Eliminate.


�Combine these two bullets, including ranking and % to quota.


�Eliminate.


�Include company, tile, years, nothing else.


�Good: Good that you included graduation date, school, degree, major/concentration.


�Include a Skills Inventory, listing 30-50 key skills (50+ in a tech role), expressed as three word “sound bytes”, in a 3 column format. If your Skills Inventory expands your resume to an additional page, title it Supplemental Information – Skills Inventory, while keeping it a part of your resume document, for more on Skills Inventories, include a template you can use on your own resume, see Session 4.





