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Professional Profile

• Accomplished sales professional with ability to develop and implement effective selling strategies that accomplish the revenues goals set forth by Management. Possess key market knowledge of K-12, Higher Education, Govt., and Corporate purchasing cycles and relationships. Have many career successes integrating technology into various vertical markets and understanding the importance of value-added consultative selling. Team leader in sales effort to successfully close a seven million dollar opportunity of over five thousand new computers to Baltimore County Public Schools.

• Respected leader, able to build highly motivated sales teams focused on achieving goals. Subscribes to team-selling approach that motivates and keeps high quality sales professionals. Keep up-to-date with changes in the industry through professional affiliations and continuing professional development. 

• Creative thinker, constantly striving to improve communications and selling efficiency through implementation of well thought out plans and goals. Always adapting to the changing technologies, client needs, and market conditions.  Most importantly, providing world-class customer service and follow-up that’s required to stay at the top. 

 • Accountable for actions and results expected. Able to analyze various selling situations and implements business plans that map out proper directions that match overall organizational goals and the company mission.
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