Results-driven, highly accomplished consultant and business development executive with over 10 years of top performance in sales and consulting ~ Confident and strong in interactions across all levels of an organization ~ Persuasive communicator and assertive negotiator with the ability to gain a solid commitment from clients
ACHIEVEMENTS AND AWARDS

· Achieved the 2002 and 2003 Boise Office Solutions/OfficeMax National Sales Council Award, which is awarded to the top 10 percent of sales representatives in the US, in terms of exceeding sales and profit quotas for three distinct benchmarks, placed #7 and #43, respectively
· Achieved the 2000, 2002 and 2003 Boise Office Solutions/OfficeMax Inner Circle Sales Excellence Award, which honors sales representatives who have exceeded their sales and profit quota for three distinct benchmarks
· Promotion from Account Manager to Business Development Executive, Boise Office Solutions/OfficeMax
· Completed Achieve Global’s Professional Selling Skills Program, Boise Office Solutions/OfficeMax
· Completed DEI’s Sales Training Systems Sales Program, Boise Office Solutions/OfficeMax
· Pi Alpha Alpha, the National Honor Society for Public Affairs and Administration, University of South Florida

· Florida Blue Key Leadership Honorary, University of Florida
· ASPA, American Society for Public Administration, 2009 ASPA Suncoast Chapter Election Chair
PROFESSIONAL EXPERIENCE

TRIBRIDGE, INC

Consultant, Tampa, FL







09/2008 – 02/2009

With a project management team, developed and implemented custom Microsoft Dynamics GP 10.0 applications for the public sector

· Functional consultant for the development and implementation of a custom public sector grant accounting application, and a custom integration for the public sector between GP 10.0 and Proactis, a purchasing software application
· Provided valuable public sector functional expertise on a project for the company’s largest public sector client
· Worked as the liaison as the functional SME with the application development team, while conducting acceptance and regression testing on the aforementioned custom projects

TIER TECHNOLOGIES

Business Analyst/Sales, Reston, VA 






01/2007 – 09/2008

Engaged in full-cycle consulting with public sector customers to create solutions for their financial management, budgeting and human resource/payroll processes

· Performed requirements gathering and gap analysis for the Tier customer base to identify current business processes and advised on new business processes to improve efficiencies

· Conducted sales demonstrations of the Tier product line and fielded questions and answers from prospects in order to garner new business; trained users on new business processes through workshops and product demonstrations

· Knowledge of the following applications: Microsoft Dynamics GP 9.0 and 10.0, Tier Financials (Dynamics GP 10.0 enhancement tailored for the public sector), Microsoft Enterprise Reporting, and Solver/SAP XL Reporter
CREATIVE INSIGHTS CORPORATION

Management Consultant, Lutz, FL






07/2006 – 01/2007

Provided human resource management consulting services to governments in the Tampa Bay area to enhance employee performance and citizen satisfaction, while improving clients’ employee retention and recruiting strategies through compensation studies, job analyses, etc.

· Completed classification and compensation studies for local governments, with which our conservative recommendations led to the ability of the clients to better weather the current economic climate of Florida

· Successfully wrote and awarded bids and contracts, based on a fixed-price contract model

· Championed the sales initiative to promote the company name and image, in order to obtain new customers for the organization

BOISE OFFICE SOLUTIONS (OfficeMax Enterprise Solutions)




 
Business Development Executive (Sales), Tampa, FL 




09/2001 – 07/2006

Prospected, acquired and maintained public sector business (federal, state and local) in the Tampa Bay area, while providing a consultative approach to various levels of public sector organizations
· Grew and maintained the public sector territory, through new and existing customers, while surpassing overall quota by up to 130% by pursuing business through cold calling, relationship building and formal bid processes
· Advised on a state and national level for methods of local government account penetration and consulted on the creation of the company’s national local government purchasing program, America Saves
· Maintained and brought in new business from The School Board of Polk County, OfficeMax’s third largest customer in the state of Florida, and increased sales with the account by approximately 200% over the course of three years ($960,000 in annual sales by end of 2005)
Account Manager (Sales), Tampa, FL 






09/1999 – 09/2001

Developed, grew and maintained national accounts in the Tampa Bay area, such as Citigroup, throughout the Tampa Bay area, while building long-term relationships to increase revenue

· Managed a $2,800,000 territory in which 120% of quota was achieved though increasing share of wallet
· Revived large local accounts on the verge of leaving for the competition, examples include AAA Auto Club South and AmerisourceBergen-Pharmerica
RINKER MATERIALS CORPORATION

Building Materials Manager, Tampa, FL         




03/1998 – 09/1999

Supervised warehouse and delivery personnel and had inventory and P & L responsibility in the areas of receiving, scheduling and shipping of building materials

Management Trainee, Fort Lauderdale, FL 





05/1997 – 03/1998

Completed training program and promoted to South Ft. Lauderdale dispatcher within six months of service, responsible for the supervision and coordination of shipments for 11 personnel
EDUCATION

UNIVERSITY OF SOUTH FLORIDA







   05/2005
Master of Public Administration (MPA)
Concentration: Budgeting and Financial Management

UNIVERSITY OF FLORIDA








   05/1997


Bachelor of Science

Major: Food and Resource Economics

Concentration: Agribusiness Management
