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Software Account Manager 
An accomplished, results-driven, sales professional with 15 years of consistent over-quota solution selling achievement within the software industry. Strong technical background from history as a sales engineer, provide me with the ability to comprehend complex client requirements and to communicate easily my solution to the specific client role, such as “C level” Exec, IT staff, as well as the end-users. I design my own “cold calling” lead generation process from my analysis of client requirements and use it to build my required pipeline in order to exceed quota.
Qualification Highlights
· SAAS sales experience
· Managed Central SE team

· Build “customer value” diagrams in Visio 
· Skilled in Web presentations
· Generate winning RFP responses

· Adept in articulating value

Professional Experience
International Decision Systems Sales Solutions Rep www.idsgrp.com 

Pivotal in acquiring Microsoft as a new client for IDS. Moved to London to generate new sales in Europe and Asia. Acquired Barclays Bank as new client. Sold $150,000 deal in Egypt by phone and webex without ever going on-site.
Allied Vaughn Technical Sales Executive www.alliedvaughn.com  Designed completely new revenue line for Allied Vaughn selling streaming video services into their tape duplication market. Created new product market by providing streaming samples of client video on mock-up of their web sites for the presentation. Prospects viewed their video live and made instant buying decision based upon this presentation. 
eGain Communications Sr. Sales Engineer Manager www.egain.com  CRM start-up in which we grew revenue directly to over $3 million from nothing. Awarded Most Valuable Player in 1999 and SE of the Year title in 2000. Instrumental in landing key new national accounts such as ABN Amro, Rubbermaid, Charter Communications, Discover Financial, CoolSavings, Lending Tree, and Morningstar. Later managed Central Region SE team of five. Frequently requested for high-level presentations due to custom presentation skills aimed at exceeding client requirements. 

Lotus Corporation [IBM] Sr. Systems Engineer www.lotus.com Managed technical sales relationships with accounts 3M, Cargill, Deluxe Check, United Health, and SuperValu. Our district office was above 140% every year. Worked collaboratively with five different Sales Execs as well as IBM Client teams. Supported Twin Cities Lotus Notes User Group with objective of generating further sales and goodwill. 

IXI Corporation [SCO] Sales Engineer www.sco.com Unix startup from UK where my team was responsible for eastern half of North America. Accounts won include NSA, Bell Atlantic, Fidelity, Merrill Lynch, and USAF. Launched new product [virtual desktop] for Wall Street traders.
Education
BA University of Minnesota Duluth, MN 

Northwestern Electronics Institute Honor Graduate 
Sales Training including The Complex Sale by Rick Page, Target Account Selling from Siebel Systems, and IBM Solution Selling by Michael Bosworth.
