Andrew L. Salvadore

3766 Grand Forest Drive
Norcross, GA  30092
Home:  678.615.3733
andy.salvadore@comcast.net
Cell:  404.988.0369
SENIOR ACCOUNT EXECUTIVE 
EXECUTIVE SUMMARY
A proven leader with sales and operations experience offering expertise in solution based and a consultative sales approach. Having developed successful growth strategies to C level decision makers coupled with many transferrable skills have the ability to recognize great opportunities that will bring immediate results. Also known for building long standing client relationships that result in a high P&L on multimillion-dollar, multi-product lines of business
DISTINCTIVE QUALIFICATIONS
· Experienced selling to all levels including CEO level leadership teams, developing long term growth strategies and tactical solutions for varied business units
· Managing products from design to delivery as well as post sale follow up. 
· Expert managing technical work flow processes, working in collaboration with other departments and overseeing long term contract agreements and product implementation.  
· Selling ecommerce solution into retail and government market
· Well versed in point of sale and transaction interface technologies
· Expert in planning, analyzing data and influencing the needs of clients
· Well versed in CRM reporting tools.
· Experienced managing a product and account with sales exceeding 100 million dollars annually  
EXPERIENCE
MBS Direct, Columbia, MO – Virtual Office Atlanta, GA
2010 – 2014
Online College Textbook Provider – Largest College Textbook Distribution Channel in the Country  
Regional Sales Manager
Recruited by the Senior Vice President of MBS, to manage a multi million dollar territory, bringing over a million dollars added to bottom line. After two years of managing multi million dollar territories as Territory Manager, promoted to Regional Sales Manager selling our Virtual Bookstore technology. Duties included cross sales and new business, presenting to C- level executives to Colleges and Universities throughout the Southeast. Effectively managing travel within a five state territory, expenses, CRM reporting as well as reporting to senior executives within our organization. 
GTECH PRINTING CORPORATION, Atlanta, GA (HQ Providence, RI)
2008 – 2010
Gaming Industry Leader with $2.1B Annual Revenue – Start Up Operation
National Account Manager 
In a start up environment recruited to manage national accounts and position Gtech Printing as a major player in lottery industry. The potential production revenues and contracts to exceed multi-million dollar sales. Selling GTECH highly technical printing and manufacturing services to state agency senior staff, c-level and executive decision makers. Working with teams that included: product managers, legal, auditing, security and third party vendors. Customer-focused, fully versed in all aspects of consultative, solutions-based sales relationships. Well versed in the bid preparation and response area with highly detailed RFP’s that included negotiations of multi-year contracts. Job responsibilities also included: Participation in presenting materials, sales presentations and contract negotiations. Extensive travel also part of job responsibilities. 
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RBS WORLDPAY (formerly RBSLYNK) Atlanta, GA
2005 – 2008
Subsidiary of Royal Bank of Scotland – Parent Citizens Bank
Senior Account Executive, Sales
Recruited by Vice President of Credit Card Division to join Account Executive team to drive sales of Visa, MasterCard branded gift, payroll, and consumer-based retail cards through direct and indirect channels. Developed innovative marketing strategies, closed the largest prepaid card order in organization which resulted in a customized pre-paid card order of over 200,000 test cards. Assisted in design and development of new product collaborating with third party vendor to meet client needs. Presenting and selling to all levels of management, experience working with channel partners to ensure high volume sales and product exposure. 
MARKETSTAR CORPORATION, Atlanta, GA
Channel Sales
2001 – 2005
Territory Manager

As a Territory Manager, responsible for eleven to fourteen direct reports who covered the Southeast Territory calling on the entire group of major wireless carriers. Our representatives were to assist in training sales staff on all new products, launches, and inventory for the latest smart phone technology. Day to day activities involved field work, management, training, CRM reporting and reporting results to senior officials within the company. Other product lines represented consisted of Hewlett Packard Technology as well as the latest smart phone technology products. Also acting as an ambassador representing company, services and products at trade-shows, special events, and symposiums nationally. Accounts included Office Depot, Office Max, Boise Office and Staples
SCIENTIFIC GAMES INTERNATIONAL, Alpharetta, GA
1992 – 2001
Account Manager/Site Director, Georgia Lottery Account
Hand-selected by the CEO of a Billion Dollar Corporation to manage the flagship account for Scientific Games. Engaged high-ranking officials in corporate and government agencies to ensure faultless delivery of lottery products to retailers with zero margins for error. Managed products from design to completion with sales exceeding $700 million annually. Duties included but not limited to: Printing management, market analysis, relationship management, logistics and troubleshooting. Attended quarterly focus-group studies and presented information to retailers statewide.  
EDUCATION

High School Diploma - Atlanta, GA 

Business Major - Georgia State University, Atlanta, GA
CERTIFICATES / DESIGNATIONS 
Dale Carnegie Presentation Courses 

Georgia Real Estate Appraisal Certification
Volunteer Softball Coach

TS Cancer Walks and Volunteer

Assisted Emory stroke and special needs at local golf clinics
HOBBIES
Golf, the auto industry, sports and our chocolate Labrador retriever
