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QUALIFICATIONS SUMMARY

Sales Account Manager with continual advancement, a depth of valuable and diversified leadership experience with commercial, industrial and residential electrical equipment and supplies, and consistent achievements in driving innovative, cost effective sales and marketing strategies, programs and initiatives that produce dynamic business results. Directs all aspects of the sales process, establishing channel and business partner relationships and negotiations. Organized planner with exceptional capability in managing multiple concurrently running tasks. Tenacity to do what it takes to get the job done and cool under pressure. Effective communicator, negotiator and decision maker. Trustworthy, highly respected and interfaces positively and professionally at all levels.
Core Competencies:
	· Switchgear
	· Generators
	· Uninterruptable Power

	· Lighting
	· Controls
	· Wire & Cable

	· Electrical
	· Energy
	· Building Products




PROFESSIONAL EXPERIENCE

SYSTEMAX - GLOBAL INDUSTRIAL, Atlanta, GA	2013 - Present

Corporate Account Manager
Develop and manage a tactical account/territory sales plan using thorough client analysis to assess customer needs, values, purchasing behavior, and motivation. This includes extensive researching, competitor and market analysis.

Execute a sales strategy for penetrating accounts and maximize sales, e.g. prospecting, cold calling, identifying key decision makers and determining buying criteria.

Effectively develop and manage sales plan by setting daily/weekly/monthly goals and objectives, prioritizing tasks, utilizing time effectively and efficiently, and taking full advantage of available resources.

Utilize sales planning tools and the pipeline management process to obtain business objectives and goals. Build trust and credibility with clients.

Learning and engaging the customer to understand the process of what they value, e.g. strategic and investigative questioning.

Assist customers with finding solutions that will help them achieve their goals and added value. 

Provide support, information, and guidance by researching and recommending new profit and service improvements. 

· Initiated the first commodity wire program in the company’s history expected to generate approximately $20 million dollars a year. 
· Initiated the company’s first Div 10 Specialties commercial construction program. 




THE HOME DEPOT – CORPORATE, Atlanta, GA	2011 – 2013
Southern Division Account Manager – Wholesale Electrical Division
Provided leadership of PRO business within designated regional sales territory, consisting of 6 regions and 16 states. Drove commercial, industrial and residential electrical/lighting/MRO sales growth and profitability through major enterprise account relationships. Coordinated and attended local, state and national electrical trade shows and events.
· Prepared project level lighting and switchgear quotations from construction drawings using Siemens COMPAS and GE’s SPEEDI. Value engineered over budget packages.
· Monitored key performance indicators for assigned professional electrical customers, meeting or exceeding financial performance by working with the Regional Pro Sales Director and other divisional / regional / district and store leadership.
· Drove incremental electrical sales growth by cultivating business relationships with assigned customer portfolio of key accounts for southern division using PEERS World Class Selling training.
· Utilized Salesforce.com to plan future sales call activity and manage ongoing customer communications.
· Increased sales growth $2.3M in one half; 28.8% vPlan / Comp 30.7% vLy%.  Increased sales from $22M to $28M in 18 months by targeting, penetrating, and growing major account business from 30 to 52 accounts.
· Recognized for building and managing the largest electrical portfolio in the HD PRO organization.
· Developed, utilized and led team of 40 Pro Desk Associates through efficient training.
· Acknowledged as #1 Sales Rep in organization with single ticket sales records between $800K and $1.3M and profits, exceeding $2M annually.

CITY ELECTRIC SUPPLY, Alpharetta, GA	2010 – 2011
Outside Sales Engineer
Called on existing and potential clients identifying current or prospective needs and providing information about company’s commercial and industrial electrical and lighting products / services including, demonstrations and quotations. 
· Worked closely with customers to manage medium and large electrical/lighting projects, coordinating and gathering paperwork, waivers / approvals, job starts and marked up submittals, ensuring project ran smoothly from start to finish without problems.
· Prepared project level lighting and switchgear quotations from construction drawings using Siemens COMPAS and Eaton’s BIDMAN. Value engineered over budget packages.
· Entered job bids in IMS and converted to purchase orders and customer acknowledgements, guaranteeing material was ordered error free and delivered on time.
· Prepared submittal and re-submittal packages for architectural / engineering approval, ensuring material was ordered correctly and approved by architects and engineers.

WORLD ELECTRIC SUPPLY – A SONEPAR COMPANY, Kennesaw, GA	2007 – 2010
Outside Sales Engineer
Managed assigned territory by maintaining, building, and creating relationships with existing electrical account partners and end users.  Provided daily and strategic direction for sales activities.  Worked closely with customers / channel partners to manage medium / large electrical and lighting projects. Entered Master Job Bids in Eclipse and converted to purchase orders and customer acknowledgements. Expedited change orders, material returns and POD’s. Prepared O&M packages. Established customer pricing matrix and commodity wire contracts. Influenced purchasing and operational decisions.
· Ensured new and repeat business through sourcing and building upon existing accounts.
· Created energy audits and prepared proposals and made presentations to meet all needs relative to the lighting provisions of EPAct 2005 Commercial Building Tax Deductions.
· Prepared project level lighting and switchgear quotations from construction drawings using Siemens SPACE and COMPAS. Value engineered over budget packages.

RAHWAY ELECTRIC SUPPLY, Rahway, NJ	1998 – 2007
Business Development Director	2004 – 2007
Researched and analyzed business opportunities consistent with long range and strategic plans.  Evaluated projects through financial feasibility studies, market research, and planning.
· Promoted sales approach, contributing to increased profitable revenues.
· Differentiated the organization from competitors and increased incremental sales.
Director, Purchasing	2000 – 2004
Established and maintained measurable performance metrics for all levels of purchasing and materials activities including, supplier performance, supplier quality, internal order placement performance, buyer activity levels, and material shortage elimination.
Director, Quotations and Project Management	1998 – 2000
Led pricing quotation and project management needs of sales agents.
· Handled day-to-day quote and project management activities, ensuring consistent, competitive, and profitable pricing positioning of organization’s products in support of ongoing sales efforts.
· Prepared project level lighting and switchgear quotations from construction drawings using Siemens SPACE. Value engineered over budget packages.

EDUCATION

· Certified Relocation Professional (CRP), Worldwide ERC, Extensive variety of expertise in corporate human relations, corporate relocation policy, appraising, residential real estate, and tax and legal issues
· Broker Pre-license, Atlanta Institute of Real Estate. 
· Salespersons Pre-license, Real Estate School of Central New Jersey.
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