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POSITION OBJECTIVE
	CANON SALES EXECUTIVE




Accomplished and results-driven sales professional with demonstrated         successful experience in maximizing sales and profit
	· Increased my productivity

      by 25% and lowered costs. 
-- Pat Williams, ABC Business
	· Great product.

-- Mary Smith, Corp. Z
	· Wonderful sale rep.

-- Chuck Dio, VP, Italia Textiles.   
	· Saved me money.
-- Bill Jones, MNO


CAREER ACCOMPLISHMENTS

	· Achieved and exceeded quota at Xerox by at least 13% almost every month.

	· Increased DHL utilization by 41.7% for businesses in Yonkers, New York.


· “Salesperson of the Month” for 9-10 months per year at both DHL and Xerox.

· Recognized as top revenue producer for both DHL and Xerox.

· President’s Club member at both DHL and Xerox.
PRINCIPAL QUALIFICATIONS

	· Sales Expertise: Almost 20 years background in copier and express mail industries. Skilled in showing, promoting, and selling, with concentration on new business within territory. Includes continuously making or surpassing quota, increasing current customers’ usage, marketing strategy and tactics, sales techniques, and sales control systems.


	· Financial Management: Combine expert visionary, strategic, and tactical financial expertise with strong qualifications in all areas of accounting that produce bottom-line results and financial strength.


	· Keen Sense of Responsibility: Solid professional standards and excellent track record of dependability. Skilled in activity planning, task management and task follow through. Evaluate problems, make astute decisions to effect positive change and refocus on new priorities.


PROFESSIONAL EXPERIENCE

Xerox








New York, NY
Sales Executive 





           August, 2004 – Present

● Successfully sold copiers, printers, faxes, and multifunctional office products to companies in zip code territory 10019. 
● Canvassed buildings prior to 9/11 to obtain prospect info such as decision-maker’s 

name and current copier status. 10 weekly leads: in 1-2 set appointments.                                                                       
● Telemarketed after 9/11 for lead generation and appointment-setting.  Daily 65-70 

calls: 2-3 appointments set.                                                                                  
● During appointments, assessed prospect’s copier needs and what was current office equipment situation (present vendor, customer satisfied?, monthly usage, etc.).                                                                                               
                                                                        ~ Continued ~

● Recommended appropriate Konica product, and provided purchase or leasing 
proposal to C-Level decision-maker.

● Discovered additional sales opportunities within other departments of clients.
● Consistently maintained and surpassed $35,000 monthly quota.
● Up-sold and renewed current customers at time of lease expiration. 

DHL







                  
 Maspeth, NY
    Business Development Executive


                   March, 1995-August, 2004
      ● Cold called businesses in Yonkers, NY territory to transition DHL to be their main if 

not sole shipper of domestic and international express mail. Daily contacts: 10-15. 

On-the-spot discussions: 4-6. Appointments for later time: 3-4.

● Ascertained from companies’ shipping clerks what was pattern of express mailing (domestic, international, overnight, 2- or 3- day, what’s being shipped, cost, etc.).
● Utilized an exclusive form of prospecting: learned from UPS drivers who in territory 
was a heavy shipper and who their vendor was.

● During consultative meet with company executives, positioned UPS as a better value 

and cost-effective shipping solution, as opposed to FedEx, UPS, and Airborne Express. 

● Generated monthly revenue of $5,000 steadily.

● Offered discounted rates to prospects with volume mailings.

● Follow-upped with customers to ensure satisfaction with pick-ups and deliveries.

● Personally initiated referral program with DHL drivers.
Emigrant Savings Bank






New York, NY
    Personal Account Manager




          May, 1991-March, 1995
● Opened and updated personal bank accounts.
● Upsold and cross-sold to customers other bank products/services, and maximized branch revenue to maintain its position as Top 5 Producer Branch. 
   ● Offered quality customer service to walk-in consumers.
EDUCATIONAL BACKGROUND

Pace University                                                                                                    Pleasantville, NY 

B.A., Communications                                                                                                    May, 1991







