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Sales Executive

CRM / ERP / Process Re-Engineering Solutions

Top-producing sales executive with over 10 years of experience maximizing sales opportunity within highly competitive markets.


Establish genuine rapport with prospects and clients by utilizing comprehensive product knowledge, existing alliance relationships and enthusiastic personality to identify client needs and recommend appropriate solutions.


Maintain a high level of respect from both internal team members and clients by committing to being prepared, delivering a consistently professional and technologically focused presentation and continuing to exceed expectations.  Team leader and team player.

Experience

INTERNATIONAL BUSINESS MACHINES CORPORATION – 2002 - PRESENT
Sr. Sales Executive – IBM Expense Reporting Solutions / IBM Global Services
Year
Quota    
Performance      
Percentage of Quota

2006
$ 4.8M
               $ 9.2M
                       192%

2005
$ 4.2M
               $ 8.9M            
            212%

2004
$ 3.8M
               $ 6.2M
                       165%

2003
$ 3.5M                 $ 5.8M                          
166%

2002
$ 1.5M                 $ 3.2M                         
213%


Individually earned over 80% of total team/division revenue quota for 2001


Key wins include British Petroleum, Chevron Texaco, Toyota, Fujitsu, Continental Airlines, General Mills, and Nissan.


Assembled and led internal team responsible for winning first global contract encompassing over 30 countries, 20 currencies, and 17 languages worth over $8.8M in revenue.

Hired to highly visible leadership position in fast-growing ERP e-solution practice based on the 

ability to prospect, negotiate and close deals, provide strategic vision and execute broad based 

marketing initiatives.

Focused on building relationships with C-level executives in Finance, Information Technology and 

Strategic Sourcing with large, global organizations.

Demonstrated IBM e-solution offering and led technical review meetings on architecture, 

programming language, security and application hosting for large market, global organizations.

AMERICAN EXPRESS TRAVEL RELATED SVCS – 1997 - 2001
Sales Executive – Corporate Services
Year
Quota         
Performance          
Percentage of Quota

2001
$ 22M                  $ 33M                       
154%

2000
$ 18M                  $ 27M                         
150%

1999
$ 15M                  $ 25M
                       166%

1998
$ 13M                  $ 21M                          
161%

1997
$ 12M                  $ 15M                            
125%


Earned national top club awards (top 2%) three of the five years and received top performer awards (top 5%) the other two years


Participated on many internal and external boards and task forces as a recognized leader in the industry 

Focused on expanding the portfolio of middle market clients in the Pacific Northwest region for 

American Express Corporate Card and Corporate Travel Services through extensive prospecting 

and presentation efforts.

Researched and consulted on travel and entertainment expense analysis and reduction.

Presented and sold various software tools to assist corporations with the management of travel 

expenses.

CANON U.S.A. – 1992 - 1986
Sales Representative – Color Digital Reprographics

Performed at a consistent above quota level for both profit and revenue targets each year

Sold Canon's line of color digital copiers to clients in the Portland, OR area through targeted cold

calling and presentation efforts.

Provided funding justification for high-end equipment through ROI comparables and on-site 

research with prospect's clients.

Education / Skills
Bachelor of Science - 1989

University of ABC

Double Major:  Marketing, Management

G.P.A.:  3.75

IBM Global Campus

Various IBM courses on e-business solutions and marketplaces, consultative selling, technology platform offerings and improving selling techniques.

