Michael S. Lewis

3569 Sagittarius Dr, Las Vegas, NV 89135
Mobile: (702) 5795850
mikeslewis2009@gmail.com

Sales, Training and Marketing Executive
Team Management and Leadership
Recruit, develop, inspire and manage high-performance teams that function in a healthy, collaborative and individual manner to produce exceptional results. Exceptional Leader driven by passion and dedication for mentoring and coaching sales and customer support personnel to success. Cooperative idea exchange management philosophy generates team and individual buy-in improving operations best practices.  Equally effective in managing 1099 teams versus direct employees. 

Strategic Problem Solving and Innovation

Develop custom programs, strategies and initiatives to address specific challenges in the workplace, as well as the market place. As President, designed and implemented interactive training courses increasing employee ramp up speed resulting in a reduction of employee hiring cost. As President, analyzed and developed new marketing strategy utilizing international call centers and local community out reach programs to enhance sales while decreasing over all marketing budget. As a Sales Manager, developed employee incentives, point-of-sale promotions, sales strategies and client event concepts to help the company’s sales representatives garner more sales.   
Operational Analysis and Performance Enhancement Consulting
Provide operational assessment, evaluation and turn-around plans for client-owners of retail businesses, independent business units within fortune 500 companies, and/or field sales teams that are failing to meet goals and quotas. Assembled and supervised training programs to enhance human relations and sales ultimately improving companies through put. 
Written and Oral Communications
Highly skilled seminar facilitator. Professionally trained as a platform speaker, with experience conducting small to medium sales presentations and mid-sized training seminars. Have designed and written training manuals. Designed and written radio advertisement campaigns and marketing brochures. Provided voice-overs for various sales and media projects.
Professional Experience
1st Choice Inc, NV    







                           
2005-2009 
COO
Designed and negotiated all aspects of office set up: Worked closely with venders to negotiate contracts for, IT, office space, and equipment. Worked with government officials to establish compliance with all state and federal guidelines.  Developed operations, and compliance manuals.  
Recruited skillful performance based staff: Recruited staff members with proven experience through out the US to relocate for employment resulting in reduced employee startup cost saving the company an average of $25,000 per experienced employee. Created and implemented apprentice program allowing the company to hire inexperienced staff members at a budget cost.  
Capitalized on Strategic Marketing Plan: Activated aggressive marketing campaign through the use of grass root as well as multi media marketing. Designed and written radio advertisements and on air advice guide. This resulted in effectively gaining market penetration and name recognition with a return on investment of 370%. Later reevaluated and decisively shifted 40% of marketing budget from current campaigns to start call center in Bangalore India. The shift realized an increase in revenue while reducing overall cost by 30%.  
Farmers Insurance, NV 






      
               
2008- 2009
President, Owner of Lewis Agency 

 
              

               
  


Challenge: To increase market penetration by providing a one stop shop for all financial and insurance needs. 
Solutions:

Increase market penetration by providing more services to our existing client base : After a review of 1st Choice’s budget, and the change in the economic climate the decision was made to open an Insurance agency. After cross-training staff, employees provided existing client base with insurance and financial services. The result was a 20% increase in revenue with no added budget. 
American Equity, MI, CO
                    
                                                                            
2002-2005
Sales Manager   
Challenge: Open up new market in Grand Rapids Michigan.
Solutions:
Analyzed the market place to determine marketing strategy. After researching the market place, determined grassroots method of marketing would enhance success. Organized and oversaw a referral exchange program which provided clients with multiple trusted advisors for all personal needs. Participating members included: banks, realtors, law firms, and financial planners. Program catapulted branch revenue by 55%. The branch surpassed company profitability forecast. Was asked to develop and improve multiple markets throughout the nation becoming an iatrical part of making American Equity one of the largest privately held finance companies in the nation.   
Recruited highly skillful performance based staff. Using a variety of networking partners was able to recruit a staff of over 12 members. Using an on point and mentoring management style was able to gain employee buy in, which lead to a 92% retention rate reducing the companies hiring budget. Implementing a best practices training session, employee’s client conversation rate increased by 20%, resulting in 3 sales members being elected for management positions in numerous markets.
American Equity, WI








  
    
2001-2002
Senior Loan Officer














Challenges: Learning and developing in a new industry 
Solutions: 

Dedication to mastering the industry Through training programs both in and outside the office was able to become the number one revenue generating loan officer in the top performing market within 3 months. By capitalizing on the conversions of company marketed leads was able to solidify status as a circle of stars performer within the company. 
Customer service focus Through a combination of performing needs analysis, troubleshooting, and recommending solutions to clients was awarded the customer service award trip. Strategically following up with clients led to being one of the top referral generating loan officers, and ultimately was key to be promoted within the first year. 
Dale Carnegie & Associates


   


    
                  
   
2000-2001
Account Executive, Trainer 
Challenges:  Manage existing fortune 500 company accounts as well as develop new clients
Solutions: 
Become the companies advisor By volunteering to speak in company meetings and be available for training questions that would increase clients through put, was able to increase company penetration resulting in increased revenue of existing clients, as well as tightly formed partnerships.
Become a public speaker Through voluntary platform speeches at rotary clubs, toast masters, and corporate events was able to generate a wide network of industries that felt comfortable discussing their challenges. The success of recruiting within the networks help to generate new clients and being named the account executive of the year. 

United States Air Force, ND






         

    
1993-1997

Security Police

Education
Business Administration - Cardinal Stritch University,                                                       Milwaukee, WI, 2001
Dale Carnegie: Effective Communications and Human Relations, Leadership Training for Managers, Sales Advantage, High Impact Presentations, High Performance Teams, Public Speaking Mastery             
Honors
· Branch Record Award winner:
(Set new sales volume record.)
· Presidents Club:

(Top 15% of sales in company.)
· Circle Of Stars:


(Top 5% of sales in the company.) 
· Mont Blanc Award winner
(Exceeded monthly quote by 100%)
· Consistency Award winner  
(Continuously exceeded goal for three months)
· Customer Service Award
(Top 10% in satisfactory rate customer service surveys.) 
Professional Licenses

· Mortgage Loan Office License

· Property Casualty License

· Health and Life License

· Series 6 License

· Series 63 License

Activities

Member of the Better Business Bureau-2005-Present

Member of the Chamber Of Commerce Board of Directors 2005-2008
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