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Successful At Generating New Accounts, Building Strong 



Customer Relationships and Exceeding Sales Targets



Achieved Sales Quota an Average of 115% to 135%

Symantec Account Manager of the Quarter Multiple Award Winner 2011, 2012
CA’s Compass Club Sales Award 2007 and 1997


Symantec Corporation, Global Telco Division

Sept 2011-Aug 2013

National Account Manager

Top sales producer of company Security, SAAS, Norton Internet Suite OEM to ISP, Enterprise Storage

Notable Wins include: Competitive replacement at Cablevision 2M, Sold 1.5 Enterprise Storage at Windstream, 2.5 M Enterprise Storage at Alcatel Lucent 2.5 M, 500K Enterprise Storage at AVAYA. 
Achievements:

FY2014: 376% of Q1 Quota 
FY2013:  100% quota attainment against a 10 million goal

FY 2012: 100% quota attainments against 6.5 million 
goal
FY2012:  Telco Account Manager of the quarter Q2 & Q3

FY2013 Account Manager of the Quarter Q2 & Q3



Xybion Corporation, Bensalem PA 



Oct 2010-July 2011

Sr. Account Executive: GRC, ECM & Professional Services Sales
Xybion offers a comprehensive portfolio of disparate solutions including enterprise governance/risk/compliance (eGRC), P Enterprise Content/Records Management Pre-clinical R&D data management, Enterprise Asset Management Software.

Closed Large Enterprise Services contracts with Pfizer.
 Thomson Reuters






Nov 2009-Oct 2010

Client Development Consultant
· Responsible for Hosted Website Sales & SEO Services to Attorneys Eastern PA
· Generated new business from cold calling via phone, email, and sending Web Audit’s grading a law firms existing website performance to gain new appointments
· Established new business thru partnerships with PA Association for Justice, Local Bar Associations, Legal trade shows

100% Quota attainment against a 2 million SAAS quota.
 Care Provider for my terminally ill Father



 Nov 2008-Oct-2009

CA, Inc; Ewing, NJ   






Sept 2005-Oct 2008                                                                             Solution Strategist – Business Service Management Software and Services (Oct-2007- Oct-2008)

· Held responsibility for advancing the sale of CA-Service Desk Helpdesk, CMDB, Life Cycle Mgt Tools and Services to 150 Named Accounts in PA/NJ. 

· Achieved 112% quota attainment in 2007 on 3 million dollar Quota.  
· Develop and uncover new business opportunities and leads, build customized demos and presentations, ROI proposals, conduct Proof-of-Concepts (POC).  Also, assist customers in developing technical requirements around CA solutions.  

· Accounts closed: ADP, AIG, Siemens Medical, Insurance Service Office, Medco, UNISYS, Prudential, Hertz, Pharmanet, State of NJ, Commonwealth of PA.

CA, INC







Sept 2005-Oct-2007
OEM Enterprise Account Manager
· Sold CA- Security & Backup software to ISV’s, Hardware Companies, MSP, and ASP’s, Eastern US  territory.
· Attained 100% quota against 2.5 million Quota in 2006. 125% 3.5 quota attainment in 2007. 
· Enterprise wins: Microsoft, IBM, DELL, Olympus, NCR, Unisys, Iomega, and Tiger Direct.


Novell, INC; New York, NY





Sept 2004 -Sept2005
Account Manager – Identity Management, OES O/S, Zenworks 
·  Named Accounts in Eastern PA, NJ & Delaware.  

· Attained 140% new license & services.  Replaced CA, Inc. Sun & IBM with Identity & Access Management Solutions 

· 100% of  3.8 million  new license & maintenance Quota.
· Notable Wins: Towers Perrin, Johnson & Johnson, Geisinger Health System, CIGNA, State of DE, AmeriHealth, Children’s Hospital of PA, Univ of Penn, Highmark BC/BS


Compuware, Inc; Blue Bell, PA 




June 2003 – Sept 2004 
Account Manager –Application Performance Management-Strobe
· Mainframe Enterprise Accounts in Eastern PA and Delaware.  

· Rebuilt damaged relationships.100% of 2.8 net new million quota. 
· Notable Wins: Highmark, Blue Cross N.E. PA, AmeriHealth, Independence Blue Cross, Siemens Medical, Wilmington Trust, State of DE, Guardian Life Insurance.


Quest Software; Mt. Laurel, NJ 





Jan 2001 – Apr 2003                                                                            

 Account Manager-Quest Central DBA Tools, & Foglight Application Performance Monitoring
· Hunter role prospecting via cold calling, webinars, downloads. Attained 2.5 million quota years 2001 & 2002 at 100%
· Grew territory sales by 70% over 2 years ranked in top 50 Acct Managers 2001 & 2002. 
· New Winds include: Fleet Credit Card, Keystone Mercy Health, Teva Pharmaceuticals, Campbell Soup, Commonwealth Telephone, Sungard, Franklin Mint, Philly Stock Exchange, and SPX. Sovereign Bank, Commerce Bank, Traffic.com


CA, Inc. Princeton, NJ 





Apr 1998 - Dec-2000
Regional Vice President Sales Unicenter Enterprise Software 

· Managed team of 6 sales people attaining 10 million in new license in 1999 & 2000.
· Managed product sales, forecast, pipeline (monthly, quarterly, and annually) while developing ,
strengthening and managing relationships with key accounts.  

· Targeted, penetrated, and grew business with large enterprise accounts.  Expanded new licensed software by 50%. Instituted consultative sales strategy developed compelling presentations to senior IT.
· Trained sales team on products and selling skills leveraging Targeted Account Selling.
 CA, Inc. Princeton, NJ 





Apr 1997 -Apr 1998
 National Account Manager AIG, ADP 
· Closed Enterprise License Agreements both years for Mainframe & Distributed DB & Systems Management to AIG and ADP. Ranked #2 NAM in Mid-Atlantic Region. 
· Enterprise Competitive replacements of IBM, BMC toward immediate substantial ROI across multiple divisions of both companies.
CA, Inc. Princeton, NJ





 
Apr 1996 -Apr 1997
 Account Manager Information Management Group 
· Sold Net New DB, Ingres RDBMS, Mainframe COBOL Testing & debugging Tools ,Client Server  Business Intelligence Reporting, Gateways, Character Based Legacy Modernization Tools (OPAL) 
· Large enterprise wins: AIG, ADP, ABC-TV Network, Merck, MEDCO, IBM GS, Phillips Van Heusen, NJM Insurance, State of NJ, Reliance Insurance, PHH Mortgage, Mallinckrodt, and Mercedes-Benz
· Achieved Compass Club Honors and #1 ranking in IMG PA/NJ/OH region, ranked top 10 Account Manager in North America 1996,1997.

CA, Inc. Princeton, NJ 





Apr 1994-Apr 1996
Mainframe Account Manager

· Sold CA Systems Management & Mainframe DB Mainframe Testing & Debugging Tools Ingres RDBMS, Business Intelligence Reporting tools, Gateways, Backup, recovery, Tape & Disk Management, Scheduling, Workload Automation, Monitoring.
· Significant large wins include State of NJ, NJM Insurance, MEDCO, Blue Cross Blue Shield NJ, Blue Cross N.E Pennsylvania, Mallinckrodt, Phillips Van Huesen, UMDNJ, Carter Wallace, and Kimble Glass.
· Ranked #1 VSE Account Manager and consistently attained sales goals for 1995 and 1996 
CA, Inc. Princeton, NJ 





May 1992
-Apr 1994
Channel Account Manager ACCPAC Accounting
· New business partner recruitment, partner product training, joint seminar coordination & development, lead generation, prospecting, conferences & trade shows for ACCPAC
· Developed NJ/PA territory into #2 regions in North America. 

· Developed CA’s ACCPAC Continued Professional education criteria towards offering CPE Credits to CPA community. My effort adopted & taken up in North America as standard.
·  Increased reseller sales 250% and increased number of resellers 150%.
Education / Additional Training / Computer Skills
        


LaSalle University 1979-1981

                   Certifications: Target Account Selling Management Certification, Solution Selling
Classes/Seminars: Miller Heiman Sales, Sandler Institute Negotiation training, Spin Selling
Proficient in MS Office Suite, Salesforce.com, Siebel CRM, SAP CRM
Working Knowledge of Operating Systems:  Windows & MAC
Security Software, SAS Security, Symantec Netback up Appliance, Deduplication & Veritas Clustering  High Availability, VeriSign Authentication & SAS,  Quest Software High Availability Software & hardware, Mobile Device & Desktop Management Software & SAS offerings

Networking, Veritas Enterprise Systems Mgt Software for Mainframe &
UNIX, Documentum, ITIL Solutions, Application development Tools Mainframe/UNIX, Microsoft 
                                    

�Good: .doc, 100% zoom, includes full street address, file name and email address contain full first and last names, uses one phone number (best if it’s Google voice or cell). Improvements:  Move Personal Branding Statement to a section immediately below your name, Profile/author tabs should include your name.


�Poor attempt at Personal Branding Statement – It’s too long, not focused. Concentrate on 2 SMEs max, JM listed WIFM (see Session 9) rather than WIFT, See Session 6 for more on Personal Branding Statements.


�Beating Quotas are better expressed within your job experience as bullets. Awards are WIFM (recognition) – your readers care about the employer value you provided to win those awards (WIFT) – See more in Session 9.


�If you’ve got any gaps, including months won’t help you – just list years.


�List title over company.


�Kill Job description – Instead, start with bullets that each contain Employer Value Statements (Session 3).


�Include as bullets, monetize wins.  Shirink total fotal footprint of Symantic.


�See Comment 3.


�You’re drawing attention to a short time frame by including months.


�You’re spending more time describing Xybion than what you did.  Recommend listing one bullet point and monetize it.  Don’t bold (see Session 7 on Selective Bolding).


�See Comment 9


Kill �Job descriptions – translate any of these to Employer Value Statements (Session 3). This was less than a year of your time and your really want your reader to see your work at CA.  Recommend shrinking to a single bullet.  Make entire resume formatted using bullets.


�Good job including this to show you filled a gap.  If you don’t wish to include , simply don’t list months.


�Titles before company, list all titles in a single line (or section) above company name, most recent first, separated by commas, without dates for each title. Makes your resume look less bouncy and allows you more flexibility in bullet point ordering.


�Kill job description – monetize to tanslate this into Employer Value Statement.


�Job description, shows what you did on an average day, rather than you at your best.  Why not describe a big win with revenue numbers? Resume bullets are not sentences (so no periods). For multiple phrases, separate with dases or semi-colons.


�List client within Skills inventory, list monetized wins as resume bullets.


�See comments 16 & 17


�Kill months. Shrink to 2 bullets max – make sure they’re Employer Value Statements, rather than job descriptions.  Attaining quota brands you as average.


�See Comment 19


�Since this is over 10 years old (esp because you’re in tech), shrink the bullets and footprint.  Just list one bullet.


�Make your resume look even less jumpy by including these positions and details with the CA titles listed above. I’d list all the titles, comma separated, most recent first without dates.  I’d list 2 time segments with dates describing your total stay at the CA, separated with semi-colon (1992-2000; 2005-2008).  To avoid appearing like there’s a resume gap, include line for CA , just saying “see above” with dates).   For your older experience  with CA, include very few bullets (you don’t have to include bullets for each position when you list all the positions together).


�Typo


�What were you doing between 1981 – 1992?  By excluding it give the impression that you might have been in JAIL. Recommend listing each full time job in a single line with year dates. See Session 19 more ways to beat ageism.


�Did you earn a degree? If not, what major were you focused on.  See session 3 for about education.


�Typo


�Include a Skills Inventory at the end of your resume, listing 50+ key skills (30-50 for non-technical careers), expressed as 3 word “sound bytes”, displaying in a three column format.  See Session 4 for more on Skills Inventories plus a template that you can use in your resume.





