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PROFESSIONAL PROFILE

Self-motivated sales professional with years of proven experience.  Works as individual producer or team member in the achievement of sales objectives.  Outstanding ability to understand others’ needs and offer solutions.  Earned excellent reputation with customers as a competent and knowledgeable professional.  Proven achiever with a strong work ethic and desire to succeed.  Demonstrated ability to create customer loyalty beyond the sales relationship.

WORK EXPERIENCE

Regional Sales Representative, Great Lakes Petroleum, Cleveland, OH ~ October 2021 to present
Great Lakes Petroleum is a leading provider of fuels and fuel management services

· Served as a consultative resource to customers regarding service offerings, market trends, and industry standards
· Identified situations requiring effective negotiation while maintaining positive client relationships throughout the resolution process
· Monitored target accounts on a weekly, monthly, quarterly, and annual basis

[bookmark: _Hlk122182895]Sales Representative, Nokomis Inc., McDonald. PA ~ October 2020 to September 2021
Nokomis Inc. is a leading technology company specializing in the counterfeit detection of electronics.

· [bookmark: _Hlk122183091]Drive new business development calling on C-level decision makers to discover critical priorities, budget, and purchase timeframes
· Perform discovery qualification meetings and demos to educate prospects and uncover opportunities
· Develop outreach via email (75 per day), cold calls (75 per day), and LinkedIn Sales Navigator


Sales Representative, ECHO Global Logistics, Pittsburgh, PA ~ December 2018 to June 2020
ECHO Global Logistics is a leading provider of technology-enabled transportation and supply chain management services.
[bookmark: _Hlk122183527] 
· Educated customers on technology solutions to provide tracking, pricing, and reporting capabilities
· Analyzed data and presented detailed analysis providing value-added solutions for customer’s logistics needs 
· Maintained accurate records in CRM (Salesforce) of sales and prospecting activities including sales calls, presentations, closed sales, and follow-up tasks


Senior Sales Executive, DHL Global Forwarding, Pittsburgh, PA ~ September 2016 to March 2018
DHL Global Forwarding is the company’s air, ocean and road freight specialist offering standardized transport and highly specialized end-to-end solutions.  

· Conducted quarterly business reviews (QBR’s) detailing account performance, advising areas for improvement and potential savings
· Coordinated response to customer Request for Pricing (RFP’s) partnering with colleagues in Tender Management
· Leveraged sales channels to increase knowledge of customers business to grow profitable revenue and enhance relationships
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Business Development Manager, Mid-America Overseas, Coraopolis, PA ~ October 2015 to April 2016
Mid-America Overseas is a leading global transportation and logistics services company providing worldwide air and ocean freight, customs brokerage, and logistics.

· Negotiated pricing with suppliers to fit the customer’s budget and generate maximum gross profit
· Prepared Standard Operating Procedures (SOP’s) for new accounts and monitored successful customer onboarding 

Account Executive, YRC Freight, McKees Rocks, PA ~ September 2013 to October 2015
YRC Freight, a leading transporter of industrial, commercial, and retail goods, specializes in less-than-truckload (LTL) shipping solutions. 

· Increased gross profit percentage in sales territory by 24% Year over Year (YOY)
· Ran quarterly meetings with drivers to introduce new service offerings, uncover sales leads, assist in business development and retention of existing clients

Business Development Manager, ASW Global, Mogadore, OH ~ June 2012 to June 2013
ASW Global is a full-service supply chain management company specializing in “end to end” logistics and distribution management solutions.

· Conducted warehouse tours highlighting capabilities, service offerings, and introductions of key personnel
· Represented the company in a professional manner while attending trade shows, industry conferences, and Chamber of Commerce networking events

Business Unit Sales Manager, Panalpina, Sterling, VA ~ September 2011 to April 2012
The Panalpina Group is one of the world's leading providers of supply chain solutions, combining intercontinental Air and Ocean Freight with comprehensive Value-Added Logistics Services and Supply Chain Services.

· Set up new accounts, submitting customer credit applications and establishing lines of credit
· Supported account receivables in collections, resolving issues with customer delinquency 

Sales Executive, DB Schenker, Inc., Philadelphia, PA ~ December 2004 to September 2011
DB Schenker combines all transport and logistics activities of Deutsche Bahn employing over 88,000 staff across 2,000 locations in about 130 countries.

· Developed and managed a sales territory with a revenue budget of $12 million
· Established three mid-sized accounts within my second year generating $2500 in weekly revenues

Senior Account Manager, Eagle Global Logistics, Coraopolis, PA ~ May 2003 to December 2004
Eagle Global Logistics is a global Freight Forwarder and provider of supply chain solutions, transportation services, logistics management, and information technology.  

· Assisted sales manager in training and mentoring of new hires
· Scheduled daily meetings with qualified prospects and customers, in accordance with company’s directives, to grow revenue, market share and profitability
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Account Manager, Emery Worldwide, Coraopolis, PA ~ November 1996 to May 2003
Emery Worldwide is an integrated air freight carrier that provides services to 229 countries, carrying
mainly business-to-business commercial parcel, package, and freight shipments over five pounds for next-day or second-day arrival.  

· Delivered 110% on $1M Quota ($1.1M revenue), average deal size was approximately $250K
· Responsible for coverage of two territories through 1998 due to employee downsizing

EDUCATION - Graduate, BA in Communications, Robert Morris University, Coraopolis, PA ~ 2001                   
                   


	



	


