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WORK EXPERIENCE

IKON OFFICE SOLUTIONS






August 2002 to present
Senior Manager of Professional Services of North Texas Area


October 2008 to present
· Maintain direct control over the Area’s Professional Services P&L – Managed to increase revenue, cut costs and overachieved profitability quota by 18 points YTD Q3
· Tracking at 96% of Professional Services revenue plan YTD Q3, while Area’s copier revenue was tracking at 85% of quota YTD Q3

· Achieving YOY services revenue growth by 15%
· Manage the Area’s Solutions Consultants  -  software sales representatives

· Drive revenue, control labor and manage to 65% large project profitability for Area technology sales

· Set Area operational strategy, procedures, and direction for the Solutions Analyst Manager to execute
· Supervise project discovery, implementation, and post implementation support to ensure customer business objectives were met by each project
· Analyze risks, set costs, and provide final approval to IKON Professional Services Statement of Work documents to guide successful and profitable projects
· Ensure that services are provided, implemented correctly and billed in a timely and accurate manner

· Allocate resources where necessary to implement solutions and resolve customer problems
· Manage integration of package services into IKON copier sales force

· Work with the management staff on implementing new policies and procedures

· Manage roll out plans for IKON Software solutions in the Area
· Coordinate launch of solution “Power Packs” and technology offerings by understanding the fit for the Area, identifying champions, and organizing training for successful launch and sales

· Set implementation procedures and pricing structures for the Area’s software solutions
· Create training curriculum to existing sales personnel to define a successful sales strategy for technology-based solutions 

· Provide sales assistance and coaching where necessary to all Area personnel – including serving as senior leader of  “Pledge Master” – Area’s new hire mentor program 
· Provide ultimate accountability in problem resolution regarding technology-based solutions
· Provide presentations to the Area on technology offerings and how those fit within

IKON customers’ business needs
· Won IKON Software Solutions “Top Power Pack Area” of the Central Region for highest sales YTD FY2009 (April09 to March10)

· Selected as Area’s Champion for driving HQ sales initiatives and share of wallet growth

· Moved Area’s Professional Services ranking in FY 2008(Oct08-March09) from 21 to 7
Sales Manager, Dallas, TX





       March 2007 to October 2008
· Managed a team of 8 account executives

· Overachieved a 3.6M annual quota

· Trained and developed beginning sales executives

· Coached experienced sales executives in large account penetration and retention

· Planned monthly activities of sales executives

· Executed a plan for managing current accounts and targeted new business

· Drove new account penetration (40% of business revenue)
· Won Circle of Excellence trip (top 2% of company sales personnel)
· Selected as Area “Trail Boss” for highest Area overall contributor 
Major Account Executive, Dallas, TX and Albuquerque, NM

           August 2002 to March 2007

· Specialized in providing an overall document management strategy to corporate enterprises 

· Analyzed operational costs and provided solutions to streamline workflow and improve efficiency

· Provided appropriate hardware and software solutions for the document demands of each business

· Hosted seminars and conference meetings to present the latest technology in industry specific markets

· Maintained relationships with IKON major account clients

· Managed and solve billing and logistic problems for clients
· Prospected and gained penetration in new accounts – 33% net new achievement
· Overachieved sales quota every year as a sales representative

· Was promoted four times and selected to be on the Area’s management fast track
EASTERN NEW MEXICO UNIVERSITY


                                  June 2003 to May 2004

Adjunct Faculty Lab instructor (nights)
· Taught nursing students biology lab applications

· Prepared lesson plans and lectures

· Created exams to test students’ mastery of concepts
NOVARTIS ANIMAL HEALTH





June 2000 to August 2002

Territory Specialist, Houston, Texas


   

· Served as a sales consultant and service provider to 100 accounts in the Houston area

· Gained market share in target accounts over competitive products

· Committed veterinarians to purchasing dollar goals in sales offers and monthly orders

· Created territory sales plans to organize targets and objectives for each account 

· Managed and analyzed inventory levels in each account

· Launched new products and gained clinic penetration

· Educated veterinarians and staff about products, skills, and technology in the veterinary industry during sales calls, planned meetings, roundtables, and seminars 

· Solved billing and logistic problems for clients

· Enhanced the relationship between Novartis Animal Health, veterinary practitioners, and pet owners 

· Won Fall Sales Contest Trip in 2000

· Received extensive action selling training and social styles training

EDUCATION

TEXAS A&M UNIVERSITY, College Station, Texas

College of Veterinary Medicine, Bachelor of Biomedical Science, May 2000

Magna Cum Laude

