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Sales & Marketing Professional 
Dedicated and motivated sales professional with 15+ years experience, focused on achieving various objectives with determination and confidence. Strong decision-making and problem-solving abilities with attention to detail. 

Expertise:
	· Business Development  
	· solution selling

	· Client Negotiation
	· Account Strategy

	· Executive Selling
	· Internal Team Leadership

	· Relationship Building
	· Market Analysis

	· client retention
	· maximizing potential


PROFESSIONAL EXPERIENCE

ELEVATOR INSPECTION AND CERTIFICATION SERVICES - Denver, CO        March 2009 - Present                              

Sales Executive
Focus on obtaining new business in the Downtown Denver market and educate prospects on the changes with the State of Colorado’s inspection process and the requirement to register with the State.  Provide details regarding annual and five-year inspections to achieve State compliance.  Prepare and finalize long-term inspection contracts, schedule inspections and assist with the inspection process.  Build and foster customer relationships with chief engineers, general managers, property managers and their staff.    
Accomplishments:

· Recognized as the top producer of new business 
QUEST DIAGNOSTICS, INCORPORATED - Denver, CO
                                                      2000-2009

Strategic Account Executive, Employer Solutions Division & National Clinical Testing Division

Led sales of employer screening and wellness solutions for companies ranging from mid-size to Fortune 500,  expanded National Clinical Testing, and increased market share within the healthcare industry. Established and managed a four-state territory including CA, CO, NV and UT. Orchestrated completion of RFP’s and initiated contract negotiation and renewal. Focused on relationship selling utilizing the expertise of various personnel to strengthen the selling process and maximize revenue potential. Organized client inservices to demonstrate CARE 360 and QIS (Quest Integrated Solutions). Generated additional revenue by expanding the employer screening process to include background checks. Served as liaison between clients and Acxiom, Quest’s background check partner. 

Accomplishments in Employer Solutions sales:

· Increased revenue in $3 million territory by 25%.

· Successfully retained 100% client base during laboratory acquisition.

· “Highest Attainment Award” in 2007

· Recognized as third highest national producer of new sales for 2006 

· “Chairman’s Club” – 136% of quota in 2005 
· Sales growth average of $750,000 annually. 
· Coordinated campaign for the addition of State Diversion Programs for Medical Professionals, Department of Corrections and various probation facilities.

Accomplishments in National Clinical Testing Division:

· Involved with all aspects of account set-up including establishing compliance with state and federal laws dealing with prescriptive authority 

· Sold employers comprehensive health and wellness solutions and OSHA testing
· Consulted with employers regarding the proper diagnostic laboratory tests to improve the health of their staff identifying health risks
· Coordinated client training for CARE 360, Quest Diagnostics’ electronic network for patient information  management
LABORATORY CORPORATION OF AMERICA - Denver, CO
                                                      1997-2000

Territory Manager, Occupational Testing Services 

Created, managed, and expanded laboratory testing services in a seven-state territory including Arizona, Colorado, Montana, New Mexico, Nevada, Utah and Wyoming. Promoted and increased laboratory sales for substance abuse programs, esoteric testing, Point of Care Testing devices / instant drug screening products, and   LabCorp’s Patient Service Center Collection Network focusing on mid-sized employers, hospitals and government agencies.

· Facilitated training and implementation of new testing procedures to clients.

· Increased $2 million territory base to $2.5 million

· Created prospect database identifying targets and determining potential revenue to maximize productivity

MIDTOWN OCCUPATIONAL HEALTH SVCS. - Denver, CO

                                        1993-1997

Marketing Director

Established Midtown Occupational Health Services as a preferred medical provider for work-related injuries, pre-placement physicals and occupational testing, including DOT, OSHA and non-regulated. Liaison with employers, healthcare specialists, insurance carriers, and third-party administrators with management of Workers Compensation claims. 
· Significantly expanded client base and increased total revenue by 263%

· Developed / facilitated the design of specific service procedures for the client’s type of business

EDUCATION | TECHNICAL SKILLS

Professional Development: 

Extensive self-directed studies in client relationship management, solution selling

Marketing | Community College of Aurora
GoldMine CRM; MS Office (Outlook, Excel, PowerPoint, Word), Internet research
