John Smith jsmith@yahoo.com
123 Main Street || Springfield, IL 62701 (555)-555-1212

SUMMARY OF QUALIFICATIONS

Dynamic sales career reflecting record-breaking sales performance in multiple industries. Results-oriented, high
achiever committed to exceeding all goals; demonstrated track record for increasing sales and improving company
revenue performance. Excellent interpersonal skills enabling the forging of strong partnerships and alliances.
Committed to produce and ensure quality bottom-line results. Relationship driven and experienced at driving
company growth and improving team performance. Proven strength in building sales with a demonstrated reputation
for establishing strong and profitable relationships by clearly linking the benefits 0 uct features to client needs.
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Daytime Marketing Solutions Springfield, IL

In Home Sales Representative / Water Analyst September 2005 — February 2007
e Presented extensive in home water treatment, which consisted of two-three leads daily (Monday-Saturday).
e Evaluated and analyzed competitive activity in assigned territory. Presented sales proposals to accounts.
e Management recognized for improving sales process that increased sales and contributed to sales pipeline.

EDUCATION
University of Illinois, College of Business Springfield, IL
Bachelor of Science in Business Administration and Economics GPA 3.174



