Sandy Clare – Sales, Customer Service, Field Trainer Cover Letter
Dear Recruiter:

With a profound ability to perform a variety of corporate sales training tasks and a keen knowledge of current adult training methodologies, I would like to secure a position of Training Specialist with your organization. The job description that you have provided in your advertisement and your email aligns well with my qualifications – which will be evident from the enclosed resume.

Since I have worked in this capacity for over a decade, I have an instilled capability to create and schedule a significant number of training activities within a short period of time. I comprehend just what it is to manage training sessions based on individual needs and strive hard to ensure that each employee is given priority.
Some specific areas of my expertise include:

• Demonstrated ability to develop, review and implement new training programs and update existing programs for new work methods and monitor their effectiveness accordingly
• Able to oversee programs for improving the technical competence of personnel
• Experience in planning, organizing and conducting acquisition seminars for employees
• Highly skilled in setting up trainings and ROI’s follow-ups.
• Hands-on experience in determining course learning objectives and teaching techniques along with designing curricula.
Furthermore, my ability to work with a diverse group of people along with excellent problem resolution skills positions me an excellent choice for this position. Moreover, I possess a demonstrated ability to work with integrated team members and have shown flexibility in working in a fast paced environment.

I am confident that my ability to analyze, develop and implement systems/process solutions in an organized manner is enough for me to be able to qualify for this position. Please feel free to contact me at (347) 675-5322 if you need any further information from me that you think will assist my claims in this job application.
Professional References:

Lisa Brooks-Greaux – VP Global Learning, Pfizer – (914) 282-8435 – Lisa.Brook-Greaux@pfizer.com
Ed Kinne – Training Manager, TimeWarner Cable – (518) 505-2710 – Ed.Kinne@twcable.com
Steve Rosman – Data Manager, Verizon Wireless – (914) 391-5540 – Steve.Rosman@verizonwireless.com 
I look forward to speaking or meeting you in person at the interviews.

Thank you for your time and consideration.
 

Best Regards,

Sandy Clare
Sandy Clare 
· Profile Links http://re.vu/sandyclaretrainer  www.linkedin.com/in/sandyclare/
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SANDY CLARE 

Brooklyn, New York - Contact-Home 718.209.5206 Cell 347.675.5322
sandycl11234@gmail.com 
P R O F E S S I O N AL S U M M A R Y
Strategic Data Sales Manager/Consultant / Sales Trainer
Dynamic training/consultative strategist with over 20 years record of achievement towards driving targeted revenue growth along with aligning staff with business goals. An expert multi-level staff trainer that range from product knowledge, systems administration, policies and procedures to new and current members of the Marketing and Sales staff. Successful record on improving various team performances to above 150% quota attainment Tenacious in managing sales funnel for potential prospects, securing customer loyalty, and forging strong relationships with external/internal partners/ wireless /health care industry vendors. Excellent knowledge on consultative training.
Qualification-Core competencies include- Sales Manager/Consultant
	· Product/Services Positioning
	· SMB Business, B2B Negotiations
	· Key Customers Retention

	· Solution Selling Strategies
	· Revenue Growth/Development
	· Team Accountability/SME

	· Team Building/Change Behavior
	· Product Awareness
	· Strategic Sales Planning


Qualification-Core competencies include- Sales/Technical Trainer
	· Microsoft Office Suite
	· Telecommunication Devices Knowledge
	· Side by Side Coaching

	· Designed Training Resources
	· Sales teams Growth/Development
	· E-Learning  Training (Webex, Captiva,Adobe Connect,
Articulate)

	· Adult Learning Theories
	· High-Impact Sales Presentations
	· Training ROI’s Tracking

	Professional Experience



B2B - Blackberry Trainer – Marketstar                                                                        May 2014 - Current

Authorized B2B Trainer representing Blackberry the MDM solution provider. Primary focus on facilitating in-person classroom trainings and instructor-led webinar sessions to B2B/SMB Sales Teams and post-sales product training to End Users for Enterprise and Government partnership, along with cultivating positive relationships with new and existing key decision makers to maintain brand loyalty.

HIGH LEVEL OVERVIEW JOB RESPONSIBILITIES:

Conduct individual, classroom, and web-based training to B2B sales associates and resellers 

Support trade shows, end user customer facing events, and internal trainings as needed

Consult with client on the training needs with a laser focus on training to support sales objectives

Understand key marketing objectives and provide training support for these objectives

Execute program initiatives
Sales Trainer - Contractor  - Time Warner Cable
August 2012 – Present
- Administers, organizes and facilitates sales, product, and systems training for Sales employees

· Provides product launch, up-skill and refresher training to existing employees.

· Prepares lesson plans relevant to training materials along with curriculum updates.

· Recommends changes to the training programs and assists in the development of new programs

· Analyzes course evaluations in order to judge effectiveness of training sessions and implements suggestions for improvements

· Creates new training materials, as well as updating existing materials as needed

· Maintains accurate training tracking database to measure ROI’s.

· Works closely with the Sales leaders to ensure employees receive necessary training to perform department functions..
· Maintains records of training attendance and progress reports of trainees

· Provides clear and concise communication to various levels of the organization.

· Acts as a change agent to drive change through the organization in a manner that encourages acceptance and promotes the company strategies

Freelance Customer Service Training, NY Methodist Hospital New York
On Contract
· Create curriculum development plans and appropriate objectives for leadership on how to improve patients’

                experiences at the hospital, and ensure achievements to meet government required standards

· Design and maintain training course for all materials and develop appropriate for manuals and handouts.

· Provide ongoing optimal level of customer services development training to all employees Service Recovery

· Facilitate providing training sessions to front-line employees, and ensure achievement for staff

· Maintain records of all training workshops and associated training materials and manuals.
· Monitor all client issues from mystery shops findings and provide training to resolve all objectives

· Ensure optimal levels of patient satisfaction and compile all feedback to analyze work of employees.

· Design quality scorecard programs and maintain feedback based on government HCAHPS scores

· Coordinate with managers to provide optimal levels of patient satisfaction and recommend skills techniques.

· Analyze and prepare reports on patient check out procedures and recommend improvements.

Freelance Trainer-Vital Connections d/b/a Chaotic Interactions
As Needed
· Develop and implement classroom and e-learning training for a specified product line/sales business unit and customer. Delivered ongoing product training and skills training curriculums. Updated key product presentations and e-learning materials. Provided field coaching and support plus reviewed and measured ongoing success of all training programs through validations and feedback. Worked with owner to develop and implement e-learning programs.
Affinity Health Plan
Marketing Field Trainer/Auditor
10/2010 – 3/2011
· Act as the first source of job related information and is required to train/teach product, process, and policy information at the onset of the hiring process and on a continuous need basis to help current employees stay abreast of evolving information and improve the quality and effectiveness of marketing and sales.

· Demonstrate a strong understanding of the training materials and be able to facilitate the material in a manner that facilitates employee development.

· Interpret product, procedural, and regulatory information and assist with the development of training curricula to support those field products, services, and regulatory compliance skills.

· Dissect complex information and create user friendly training material to be taught at varied levels and learning styles to staff members of all levels throughout the organization.

· Aid in increasing individual and team effectiveness through creating and distributing training resources, learning aids, and process documentation to learners

· Create learning tools that are referenced, and understood while in the field

· Ensure that all needed audio-visual equipment is available and set up for training programs

· Maintain records on training program attendance, programs offered, and utilization levels; maintain records on training evaluation measures. Prepare various reports and correspondence.

· Work with colleagues across departments such as enrollment and regulatory compliance to ensure process and procedural changes are understood and interpreted appropriately

· Work with colleagues to ensure information is accurate and communicated to the field staff in a timely fashion.

HIV Awareness Training, New York, NY
June 2010 to October 2010 Freelance Trainer- NY Public Library
· Held awareness trainings and seminars for teenagers in various libraries around the Queens and Brooklyn areas

Verizon Wireless  Data Sales Manager/Consultant/Trainer  Retail/Indirect Sales
2006 – 2009
· Spearhead various sales and business development functions, including new product rollouts, key account management, customer relationship development, contract negotiations, and order fulfillment. Responsible/Monitor over sales employees to provide cross-functional team training, coaching, and mentoring via 1:1 filed time/workshops.

· Direct alignment with business leaders within the NYMetro Region. Ongoing responsibility to monitor, design, implement and adjust various sales plans /programs for data solutions products, with a focus on building knowledge for teams along with continually fostering new initiatives and product/sales knowledge. Deliver continual industry communication via newsletter/daily highlights and best practices for sales success.

· Managed Indirect Agent group comprised of 65 independent resellers, supporting account managers/district manager with overseeing total annual new doors exceeding company’s targeted revenue.

· Developed and implemented strategic plans to support and persuade resellers to purchase/sell products from companies.

· Responsible for channel/end-user sales development, new product identification and sales penetration, training channel management, and support on large-scale contract negotiations

· Instrumental   in  improving   customer-satisfaction   ratings   through   suggestion,   development,   and implementation of new reporting procedures

· Increased  employee  knowledge  by  assisting  with  development  and  implementation  of  product- awareness program

· Enhanced employee performance and attendance through daily mentoring, one-on-one discussions and motivational strategies

Selected Achievements: Retail Chanel

· Instrumental in benchmarked turnaround of under-performing sales team, set higher expectations and instituted individual team-member accountability resulting in 250% revenue increase.

· Met and exceeded all quotas throughout sales quarters, exceeding both personal/company targeted annual sales, earning multiple company awards in recognition of performance.

· Awarded President Award of Excellence & several MVP awards.

· Several promotion most recent was promoted the Regional Data Sales Manager.

· Assigned Teams consistently ranked #1 in company sales for two consecutive sales quarters.

· Consistently developed strong, sustainable relationships with Vendors partners and leadership

· Received  outstanding  positive  comments  from  team  members  on  employee  reviews,  as  well  as exceptional feedback from senior management

Verizon Wireless.  – NE Area/Region
CTT Certified Prepared Senior Sales Trainer 1990 - 2006
Worked as a strategic Business Sales Trainer with both internal/external clients via collaborative coaching and consulting, leadership development and the delivery of programs to build organizational capability across the enterprise
· Planned, create and execute training programs and techniques to territory coordinators and associates.

· Analyzed training needs and facilitate both workshops and training programs for the sales force.

· Implemented tracking mechanisms to analyze the results of workshops and training programs

· Coordinated with Corporate sales training department and serve as a resource for the field force on various topics such as product and solutions launches

· Compiled statistics, evaluate data, form conclusion and present recommendation to management.

· Participated in territory meetings, trade shows, territory activities, special events and seminars.

· Kept apprised of technical product knowledge, sales techniques and marketing trends.

· Liaison between sales force and Corporate to troubleshoot issues to avoid escalation and churn

· Assist sales director with timely submission of required documentation and gather data on territory for pre-established and custom reports for management review

· Assisted in developing needs assessments of sales representatives and sales management

· Delivered and evaluated training programs concerning domain, industry, and solution areas

· Prepared training manuals, feedback survey forms, and support materials

· Worked with Director of Sales Training, Sales VP and directors on training plans for programs

· Co-monitored and evaluated the effectiveness of all sales training programs

· Kept apprised of new training methods, competitors activity, and upcoming products to ensure current and effective training programs for sales teams

· Established and maintained high performance standards throughout the training process

· Contacted and scheduled internal or outside product specialists for specialized training

· Maintained the Sales training calendar of events

· Assisted in managing content for the sales training website,newletters and, job-aids

· Prepared progress reports on new hires and sales personnel via balanced scorecard

Selected Achievements: Sales Trainer
· Ongoing partnership with Management Development team, providing new field managers/directors with guidance, plus supported /coached in the implementation of new sales training /learning resources.

· Collaborated with Instructional Designed team and other internal business partners to design and develop programs, ensuring all deliverables are technically accurate.

· Worked with external vendors /internal business partners to create alignment towards overall sales achievement strategy.

· Continually, maintained solid relationships with field management.

· Designed and led various regions location training and team building seminars later adopted as company-wide standard for teams, provided train-the-trainer session for over 500 trainers.

· Acted as the subject matter “expert” for New/Seasoned Retail/Business Leaders/Representative Development; providing the Group direction on their specific training efforts to drive consistency.

· Assessed the state of training for representatives within their initial years, developed strategic plans to tweak additional content, and learning resources for advancement of the skills of these representatives/leaders

· Identified and created curriculums as needed.

· Conducted needs analysis with field management to gather their insights and needs relative to Sales Goal Path Development via structured data collection tools (e.g. 1:1 coaching, role-plays / field observations).

Associates in Business Marketing Management (AS), 1984 – Berkeley College, NY Training Professional Development Certifications:

Dale Carnegie- Langevin- Franklin Covey- Windows- RIM Solutions- SMB Training, Member ASTD
	Acquired Certificates:


	Business Writing
	
	Presentation Advantage

	
	Time Management
	
	DISC

	
	RIM SMB (Small Medium Business)
	
	Master Sales Trainer

	
	E-Learning Trainer
	
	Verizon Wireless Product/Solutions Trainer

	
	Medicaid FE Certification
	
	Medicaid Self-Employment Certification

	
	How Adults Learn
	
	PSS (Professional Selling Skills)

	
	Seven Hats
	


