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 Jonathan Doe
	Objective
	To develop and lead a powerful sales and service organization that focuses on exceeding revenue objectives while building high customer satisfaction.

	Professional experience
	SAMPLE Communications, City, State                                                                                          [Present]
 VICE PRESIDENT OF SALES

· Conceptualized, developed and launched Neon’s first regional sales organization.

· Rapidly built a sales organization consisting of a sales department, sales engineering department, finance department and administrative department.

· Owned P&L responsibilities for the north and central regions.

· Created and administered company incentive/bonus programs.

· Developed and introduced internal and external company sales and customer service training programs.

· Directed the marketing department’s development of new product launches, collateral and trade shows.   

· As a member of the CEO’s executive team, directed new business development and forming new long-term strategic partnerships.

· Formed a committee to develop an OSS / OMS system to manage and track the order process. 

· Directed the engineering department on prime locations for new fiber builds.

· Presented and participated in meetings with the board of directors.

ABC Communications, City, State                                                                                           [1998 – 2000]
STRATEGIC SALES MANAGER  
· Managed launch of the NY region, Nextlink’s most successful region both in revenue and new line count.

· Formed the NY region.  Established twenty-four territories for 3 sales teams.

· President’s “XSELLERS” club award for 1999.

· Led a 275% over quota vertical markets team of 8 strategic account executives that focused on the top NY financial, health care, banking, publishing and carrier markets.

· Hired and trained sales managers, agent managers, major account executives, account executives, technical consultants and administrative personnel.

· Constructed the NY sales compensation program.

· Directed the marketing department’s development of  products and pricing.

EFG Communications Group/GMP, City, State                                                                       [1996 – 1998]
SALES MANAGER  
· Accomplished national ranking for top 10% in year-to-date sales.

· Hired, trained and managed thirteen territory account representatives.

· Sold local and long distance corporate phone services, ATM, frame relay, internet bundled services, Centrex lines, T1’s and 800#’’s.

· Trained 4 sales managers on prospect management, product knowledge, sales forecasting, employee development and sales representative territory deployment.

· Member of TCG’s National Sales Training Committee.

XYZ Fiber Systems/MFS, City, State                                                                                       [1995 – 1996]
SALES MANAGER  

· Hired, trained and managed 13 territory account representatives.

· Sold local and long distance corporate phone services, sonnet, ATM, frame relay, Internet network bundled services, Centrex lines, T1’s and 800#’s.

· Increased sales revenue in NY territory by 132%.
· Aligned the variance level of estimated sales to actual billed revenue.

ABC Communications, City, State                                                                                           [1994 – 1995]
SALES SUPERVISOR  

· Hired, trained and managed 9 network consultants and 3 telemarketers while satisfying own sales quota.  Sold digital circuits, Centrex lines, intrastate & interstate calling term plans, Internet access, ISDN lines and frame relay/packet switching.

· Successfully introduced a telemarketing department.

· Fully implemented a network consultants’ compensation package.

· Sales team was 135% of quota.

ABC International, City, State                                                                                                  [1990 – 1994]
INTERNATIONAL ACCOUNT EXECUTIVE  

· Sold exhibition space and official country pavilions through heavy telephone contacts and European business meetings.

· Worked with worldwide food and food processing companies regarding upstart ventures in Russia.   Met with company presidents, sales vice presidents, export directors, country managers, government ministries, and government organizations.

· Increased sales to over 700% in 2 years.

· Highest percent of quota on team for last exhibition.

· Sold skeptical companies into the unstable Russian market.

XYZ Binding Corporation, City, State                                                                                       [1987 – 1990]
MAJOR ACCOUNT EXECUTIVE

· Sold customized presentation materials (report cover, binders, and pocket folders).  Sold equipment used to produce presentations and proposals.

· Worked with vice presidents of marketing, purchasing agents, and department heads to create image enhancing written communications.

· 1988 Full Line Sales Representative of the Year Award (Achieved 245% of quota).   (Promoted in 1989)

· 1989 Major Account Representative of the Year Award (Achieved 220% of quota).

	Education
	1981 - 1985
Sample University,  City State
BS in Business Management     *Recipient of a swimming scholarship*


