        Sally Sellgood
              456 Main Street # 1A
              New York, NY 10001
               Home: 212-555-1111
                 Cell: 646-222-7777
            sallysellgood@yahoo.com
· Four years of B2B sales experience.

· Salesman of the Month 9-10 months this year.

· Outstanding interpersonal, negotiation, and writing skills.

· Utilized consultative sales approach in earning clients. 

· Self-starter with positive attitude.

Prospected by telemarketing, cold-calling, mailers, and referrals
· The ability to be both a “hunter” and a “farmer.”

· President’s Club last year.
Objective:  Salesperson for Canon major accounts
[image: image2.emf]   Take phone calls from orthopedic doctors needing to pre - certify patients for  orthopedic surgeries, pain management injections, and transitional care   for  orthopedic vendor of Oxford Health Plans.       Correctly put data — including ICD - 9 and CPT codes — given from  providers into  computer system and generate authorization number for requested procedures.      Notify case managers of inpatient surgeries via intra office email program.      Ask Medical Director’s Manager if a requested procedure requires clinical notes be  faxed  over from the provider’s office for review to see if it complies with Oxford  Health Plan policies and protocols.  

  Emigrant Savings Bank

   New York, NY
   Personal Account Manager

   May, 1991-March, 1995
·  Opened new accounts for customers interested in personal banking.

·  Updated current customers’ savings passbooks or CD’s with bank printer. 

·  Cross-sold current customers by offering alternate bank products, or by referring them to        the investment or insurance specialist.
Education: 
Pace University; Pleasantville, NY; 

May, 1991
· B.A., Communications[image: image1.png]






Xerox


New York, NY; 


Sales Executive; 


August, 2004 – Present


Prospected within a territory for the name of the decision-maker for copiers and printers. 


Learned what was the company’s copy and print needs during initial appointment. 


Later, provided decision-maker with proposal containing lease and purchase options. 


Managed relationships with current customers by calls and visits.


Met monthly quota or surpassed it by at least 13%.





DHL


Westchester, NY;


Business Development; 


March, 1995-August, 2004


Offered businesses overnight, two-day and international shipping services.


Explained the benefits of DHL as opposed to FedEx, the USPS, and UPS.


Surveyed company shipping activity, offering reduced rates for large mailings.


Met weekly with drivers to learn how much offices’ outbound mail was going DHL.


Increased DHL usage by 41.7% for companies in Yonkers, New York.
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