123 Main Street
Springfield, IL 62071
(555)-555-1212
jsmith@yahoo.com

John Smith

Personal Profile:

visionary and creative thinker adept at mcreasmg sales by izations. Fully
capable of increasing sales or taking a new product or serwce ly demonstrates
excellent follow-through with clients and recognized for ( | ion. ifies business challenges
and collaboratively shapes solutions to meet their ne i Q dentifier, and problem
resolution expert with wide ranging experience in g : ng customer satisfaction.

Key Skills and Strengths:
e Dependable team player who maintai
e Analyzes, establishes, initiates,
e Agifted visionary with the geter
e Listening and mteractm

icates well with accounts.
ocesses and procedures.

r driving organizational excellence.

19 of positive customer relationships.

Key ability to innovate and lea
tremendous work-ethic. Results
creative, problem s
excellent work et

whatever it takes to get the job done attitude. Very
Equipped with outstanding organizational skills, an

November 1990 — Present

cle including cold calls, sales presentations, specifications, price quotations,
@Ie shooting, and collections when necessary within my New York territory.
ellent follow- through with clients and recogmzed for customer satlsfactlon

Monitor all ir calls and complaint calls and collaboratively shapes solutions for client’s accounts.

e Train and develop team to ensure complete product knowledge and account sales productivity.

e Process all customer orders from accounts; consistently assist customers with issues and deliveries.

e Mentor newly hired employees to consistently ensure establish protocols and guidelines were followed.

e Monitor all aspects of team performance for compliance with customer service standards and policies.

e Responsibilities include handling customer complaints and successfully preserving customer relationships.

e Proven ability and deeply experience in providing strong organizational leadership and active participation in
account management that resulted in significant success in customer satisfaction and sales productivity.

o Work with the marketing team to assure customers and their patients were receiving a highest level of service.
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Frames Corp. , Springfield, IL January 1983 — November 1990

Vice President of Sales

e Managed and supervised day-to-day operations of the business to ensure optimal crew productivity

e Had a profound understanding of the marketplace in order to help place successful bids on contracts.

e Exceptional ability in utilizing and learning unique tools and equipment within the painting trade.

e Used hands on approach as well as strong managerial skills with painting crews:and fellow workers.

e Efficiently monitored job sites and develops new and useful methods to.¢ ork as scheduled.

¢ Reviewed financial records, such as: income statements, inventory con internal audits expenditures

e Supervised production for high quality service by buil
e Responsibilities included teaming with Marketing to ini

seminars to successfully drive sales, and earni
 Consistently demonstrated excellent follow-ti

Classic Frames, Springfield, IL —December 1983
Senior Product Manager £ | -
e Initiated the product planning aé [ ,Including: gathering and
prioritizing product and custome N le product vision, and working closely with
engineering, sales, mark nd customer satisfaction goals are met

e Participated in meetin
DeepIy Experienced in' | g?oughout the product lifecycle, |ncIud|ng

nts @efmmg the product vision, and working closely
revenue and customer satisfaction goals were met.
collaboratively shaped solutions to resolve issues.

activities of validation and communications efforts.

rket orts supported the company's overall strategy and goals.
collaboratively shaped solutions to resolve issues and improve products.

IL April 1973 -April 1975

mong peers and received numerous monthly sales awards and incentives.

Is required to efficiently manage and supervise employees by identifying data trends.
e Strong management ability demonstrated to interpret data and analyze reports effectively for sales growth.

e Trained and developed other Territory Managers to achieve their maximum in alignment with company goals.
o Continuously gathered market and customer information to provide feedback on future buying trends.

e Acted as an all-round business consultant to identify how to make the company more profitable.

Consistently negotiated variations in price, delivery, and specifications with the company's Managers.

Education

Springfield University Major in Business Administration Bachelor’s Degree
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