XXXX XXXX
XXXX, Birmingham Alabama 35243
Home: XXX-XXXX-XXX - Cell: XXX-XXXX-XXX - XXXX@XXXX.XXX
Professional Experience
Sales Executive
January 2012 to Current GE Healthcare
· Manage all aspects of the sales cycle representing GE Healthcare Centricity Practice Solution Closing new and install base business within my assigned territory Manage and build sales pipeline Accurately forecast sales opportunities Prospect and farm installed client base for new EMR, PM, and Patient Portal opportunities Prospect within my territory to uncover new sales opportunities Attend local, regional, and national Trade Shows to generate new leads Work closely with Account Managers and Account Executives to understand install base needs Conduct in-depth product demonstrations in person and via the web Create, present, negotiate, and secure contracts Guide prospects thru the sales process Attend local, regional, and national Trade Shows to generate new leads Work with our IT team throughout the sales process to ensure a smooth implementation.
Regional Sales Director
July 2010 to January 2011Anodyne Health
· Responsibility for the entire sales cycle representing Anodyne Analytics Closed new business within my assigned territory Managed sales pipeline and accurately forecasted sales opportunities Prospected within my territory for new opportunities Conducted in-depth product demonstrations in person and via the web Created, presented, and negotiated contracts Guided prospects thru the sales process Attended local, regional, and national Trade Shows Worked with Account Managers within my territory to secure client referrals Attended client implementations to better understand their needs Worked with our IT team to ensure a smooth implementation process.
Cerner Power Works
January 1999 to June 2010
· Professional Accomplishments 2006 Cerner Power Works Sales Executive of the Year 2006 Millennium Club Winner Exceeded quarterly sales quota 35 consecutive quarters from 1999 - 2007 Exceed quarterly sales quota 43 of 45 quarters from 1999- 2010.
January 1999 to January 2005President's Club
· 1999 Market Share Award Winner.
Client Results Executive
January 2008 to January 2010
· Created and closed contracts for Cerner's EMR, Practice Management, training, and EDI Conducted product demonstrations with key business staff and physicians Increased sales, client retention, and satisfaction within assigned Installed client base Made sales visits to assigned clients and prospected for new clients within assigned territory Attended user group meetings and trade shows Created and executed marketing plans within assigned territory Managed sales pipeline within assigned territory.
Senior Sales Executive & Team Lead
January 2003 to January 2008
· Increased sales by building strong professional relationships Successfully sold hardware, software, training, EDI, EMR, and practice management solutions Promoted all products represented by Cerner Provided product literature and solution demonstrations to potential and existing clients Made sales visits to assigned clients Attended user group meetings, and trade shows to increase sales and acquire new clients Followed-up after the sale to insure client satisfaction and build a reference pipeline Mentored and trained assigned Sales Reps Assisted assigned Reps with sales calls and quotes to increase sales Made sales calls with assigned Sales Reps to close contracts Managed individual and team sales pipeline.
Sales Executive
January 1999 to January 2003
· Increased sales by building strong professional relationships and farming install base Successfully sold hardware, training, EDI, EMR, Patient Portal and PM solutions Managed sales pipeline for assigned territory Provided solution demonstrations and product literature to sales prospects Made sales visits to assigned clients Attended user group meetings, and trade shows to increase sales.
Inside Sales Representative
January 1996 to January 1998Fluid Power Systems Inc.
· Increased sales to assigned accounts Built professional sales relationships with customers Promoted products represented by Fluid Power Systems Quoted and sold FPS products via phone Processed and expedited orders Purchased special non-stock items Made Sales visits to assigned accounts.
Inside Sales Representative
January 1995 to January 1996Reynolds & Reynolds Healthcare Systems/Salcris S
· Generated qualified new system sales leads via telephone.
· Managed and verified marketing database of prospective customers.
· Provided product literature to prospective customers.
· Developed marketing campaigns.
Systems Integration Technician
January 1991 to January 1995Salcris Systems Inc. / Reynolds & Reynolds Healt
· Integrated and tested Unix-based computer systems Developed work goals and evaluated time requirements Reviewed completed projects to ensure that goals were met Assisted clients in resolving hardware related problems Trained new and existing field engineers Wrote project reports and documented new or modified hardware configurations Assisted sales team with hardware Sales.
Associate General Manager
Taco Bell － Birmingham, AL
Assistant Beverage Supervisor
January 1988River Yacht Club － Tuscaloosa, AL
General Manager
January 1986Kentucky Fried Chicken － Tuscaloosa, AL
Cook/Kitchen Manager
January 1983Kentucky Fried Chicken － Hamilton, AL
Education
Restaurant and Hospitality Management, 1988The University of Alabama
Business Administration, 1986Northwest Alabama Junior College
Diploma : 1985Hamilton High School
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