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[bookmark: _GoBack]Proven new Business Development  Professional with a hunter mentality and over 15 years of consistent software, services & consulting revenue production helping customers overcome business challenges and create sustainable value in critical areas in the financial services and technology software industry calling on Fortune 500 companies. I have deep industry domain knowledge and business relationships in Healthcare, Utility Telecommunications, SLED, Insurance and the Financial Services verticals. 
  
Reflected throughout my career is a historical track record of top performance. My strengths include Self taught Learner; Excellent Communicator; Strong Leader; and Relationship Skills  using Strong Account Management: Needs Based Selling; Solution Selling and Successful Program Management of projects.  I have progressed to highly visible leadership roles based on my multi-faceted skills set that emphasizes my effective strengths. Not only has my career been spotlighted by unique assignments but also I have clearly achieved success in customer management, Business Development, outside sales and training management positions.

Repeatedly I have proven to be extremely talented in key areas that require a highly goal-oriented individual. Essentially, at each juncture in my career, I have either succeeded in protecting and maximizing corporate assets or building and expanding revenue streams.  Because I am fundamentally committed to producing results in every professional endeavor, I am confident in my ability to impact your bottom-line profits in innumerable ways.  Salary is open to discussion. 

Key Accomplishments

· Implemented business process for dual shore (US/India) project management – increased profit 50%
· Implemented account management strategy to sell to current clients. Doubled revenues in 1 year
· Successfully turned around customer satisfaction and grew revenue over 100%
· Created sales and management position to manage a growing portion of Fortune 50 business.  The best practice was adopted and developed throughout all of company
· Developed new product solution resulting in $2.6 Million in incremental revenue 
· Implemented a plan for tracking prospecting activities to an entire sales organization
· Sold first MPLS network for BellSouth
· Opened a new consulting business and over-achieved 1st year sales goals by 30%

Knowledge & Skills

· Sales: Solutions Sales; Needs Sales; Strategic Selling; Negotiations; Target account selling; New Business Development; Consultative selling; Account Management; Channel Management
· Services: Program Management; Managed Services; Systems Integration: Storage and Business continuity: Hosting; ITO/BPO; Wireless & wireless security; OSS/BSS integration; workflow; Manager Router; Managed Firewall: VoIP; 
· Technologies: OSS/BSS; Security; Multiple Cloud Solutions: Call Center; Unified Communications; SIPP: ACD; IVR; Work Force Management (WFM); CRM; BI/Big data; Asset Life Cycle; LAMP; SaaS; M2M; Provisioning & Activation; MDM; CPQ; Omni Channel:  Order Management; SDN/NFV; IoT: SharePoint;  O365; Power BI; Billing rendition software; Billing analytics; EBPP; CyberSecurity




