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Career Objective
Information Technology Sales Position with the opportunity to create wealth and advance my career in an innovation oriented environment.

Experience

GeBX

Nov. 2001 to Present
IT Systems Sales and Professional Services
Information Technology Professional Services and Systems Sales targeted at Data Network, eBusiness, and Communications Systems needs.  Sold IT equipment, sold IT Professional Services, developed product portfolio, implemented IT products, delivered Professional Services, and managed IT projects.  Successfully received Certification as a Gartner Institute IT Project Manager.
Comdisco
2000 to Oct. 2001
Product Development Solutions Engineer
An integral part of managed web hosting sales initiatives and product development.  Created presentation content material for the sales team.  Presented to decision makers, contributed to sales strategy development, designed proposals, presented solutions, handled objections, and closed deals.  Participated in creating direction for new startup business unit.  Successfully developed and launched first sales training program for the Comdisco Web Services sales force.

Global Crossing

1998-2000

Strategic Account Manager
Account Management and Sales to Fortune 1000 Accounts.  Achieved President’s Club as MVP during first year in position.  Sales included high bandwidth, SONET-based services for mission-critical business processes. Hand-selected, mid-year 1999, to spearhead creation of a new market for selling eBusiness and Managed Web Hosting services to Fortune 1000 corporations.

MCI WorldCom

1993-1998

Data Account Manager
Account Management and Sales to Fortune 500 and Major Accounts.  Achieved President’s Club consistently during 5 years as a Data Account Manager.  Responsibilities included both new sales and revenue growth.  Negotiated contracts ranging from $50K to $30M for Frame Relay, ATM, IP, SONET, and Private Line services.  Coordinated account team activities to design, sell, implement, and maintain complex managed data services projects involving hundreds of domestic and international sites whose requirements included zero downtime.

Ameritech

1991-1993

Account Executive, Ameritech Information Services
Sales to Major Accounts in Chicago.  Product mix included LANs, ISDN, Private Line, Digital Centrex, Analog Centrex, Nortel Phone Systems, IVRs and Videoconferencing Equipment.

MCI Telecom USA

1989-1991

Senior Account Representative
Sales to Major Accounts in Chicago Loop. Achieved President’s Club standing in the first six months of 1990 despite challenges associated with the pending merger between MCI and Telecom USA.  Top revenue producer in branch with 300% in year-to-date sales results.  Successfully created and launched Association Program as a new product. 

US Sprint

1988-1989

Major Account Representative
Sales of voice and data communications services. Top Representative in the district with 120% of quota.  Successfully advanced through four month Training program which included Conceptual Selling, Strategic Selling, Technical Training, and Applications Marketing.  Voted MVP by peers at 5 day US Sprint Selling Skills class.

Lanier

1983-1988

Government Account Representative
Promoted to Government Accounts following consistant achievement as the highest revenue generator in the branch and winner of multiple National Sales Awards. Held weekly meetings to train new hires on sales techniques. Signed numerous National Account Agreements.
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