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High-Tech Product Sales Director / Manager / Specialist



High-Performance Sales Leader with more than 10 years’ experience building new markets, spurring revenue growth, and improving competitive market positioning. Technically savvy and team oriented, with the drive and determination to succeed in challenging start-up, expansion, and improvement assignments. Continuous record of driving change and improvement.

Career Highlights
· Spearheaded entry into a new high-tech market segment—built sales and marketing organization from the ground up, identified high-margin niche market, steered product development, and negotiated beneficial service alliances. 
· Rated #1 nationally in sales of high-tech capital equipment—diligently pursued target accounts through lengthy sales cycle and closed millions of dollars of business in product sales. 
· Created worldwide service standard—authored manual and earned role on global team dedicated to setting standards and protocols for service levels in critical healthcare environments.
Areas of Expertise
Strategic Sales & Marketing Planning 
Product Development 
Strategic Alliances & Partnerships

Capital Sales / Solution Selling 
Account Management 
Global Distribution Networks

Revenue Growth & Margin Protection
Technical Service & Support
Vendor Service Agreements

Product & Market Segment Launch
Executive Presentations
Team Building & Team Leadership



Experience and Achievements

XYZ Medical Instrument Company, Anytown, IL
2001–Present

Director, TECHNOLOGY Products Group
As program director, set strategic direction and lead all facets of sales, marketing, business development, product support, and account services. Determine sales goals and formulate plans to capture business opportunities; identify, secure, and implement strategic alliances and partnerships; manage staff and budgets.

· Developed 5-year business plan for flagship new product, projecting $25MM annual revenue within 5 years.

· Increased sales 100% during first year by identifying opportunity and refocusing efforts in high-potential, high-margin segment. Closed $2.4MM sales and cultivated a solid pipeline of new business.

· Achieved price realization of 89%—17% above average for the imaging industry—through a creative sales-compensation plan that maximized margin incentives.

· Drove product development, teaming with OEM partner and internal engineering/manufacturing:

· Negotiated the company’s first vendor financing program with national leasing company, enabling a total solutions package that opens C-level doors for all of medical sales teams.

· Jump-started the CT field-service program by negotiating national service agreements with equipment service groups across the US.

· Developed interactive customer and sales-support CD-ROM and traditional collateral material.

ABC Medical Systems
1983–2001

Product Sales Specialist, Cincinnati, OH
1997–2001

Efficiently managed all facets of collaborative product sales in a 5-state region. Teamed with Regional Managers and Account Managers to create overall sales plans for the product line. Developed sales forecasts and tracked open prospects. Provided ongoing field training to keep Account Managers current on product features and technical advantages. Developed and delivered custom solutions presentations to prospective clients. Collaborated with Account Managers to close orders in the territory.

· #1 in product sales nationally, 1999; on target to repeat performance in 2001; #2 nationwide in 2000.

· Named to ABC “President’s Board,” recognizing top performers in the country, 1999; first runner-up, 2000.

· Maintained price integrity—averaged sales price 2% above industry average in 1998, 1999, 2000.

· Responded aggressively to corporate initiative to drive sales on warranty service (profitable at 4X equipment sales)—sold extended warranty on 84% of orders in 2000.

Regional Technical Specialist, Charlotte, NC
1989–1997

Served as expert technical resource for ABC entire line of products.

Fostered the sales process by providing product and implementation data to sales teams. Approved installation plans. Disseminated vital technical-information updates. Trained and mentored field engineers.

· Independently developed and authored technical Planned Maintenance document for CT systems—adopted by ABC World Wide. Invited and participated on international Planned Maintenance development team with ABC World Wide headquarters as a result of this effort.

Zone Technical Specialist, Chicago, IL
1987–1989
Group II Service Manager, New Orleans, LA
1986–1987
District CT Specialist, New Orleans, LA
1984–1986
Field Service Engineer, Chicago, IL
1983–1984



Professional Profile

	Education
	Bachelors Degree, 1983—State University, Chicago, IL



	Sales Training
	Principles of Sales Mastery, 2001—Paradigm Training, Inc.

Situation Sales Negotiation, 2001—BayGroup International

Strategic Account Management/Financial Skills Selling, 2000—Strategic Management Group

Strategic Selling, 1998—Miller Heiman, Inc.



	Technical Expertise
	Exceptionally computer literate and highly proficient with a wide variety of hardware and software packages, including web-based and graphics programs (Adobe Acrobat, Photoshop, Illustrator) and advanced use of entire Microsoft Office suite. Solid understanding of networking and data management. Experience with Lotus and similar mail clients. Expert PowerPoint and presentation skills.


