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 Career Objective:                                   Sales Director
 Sales Skills and Qualifications

Telecommunications and Software
· Over twelve years of domestic and international telecom experience selling to and partnering with the largest Tier 1 and Tier 2 providers.
· Twelve years of sales management experience in the telecommunications and software development field selling Telecom related products and OSS/BSS/CRM turnkey plus cloud based hosted solutions (SaaS).
· Strong track record of over achieved monthly/yearly sales quotas.

· Extensive negotiating and sales management skills (B2B Sales)
· Twelve years experience negotiating and managing licensing agreements and Carrier contracts in the telecommunications and software development field.
· Excellent interpersonal, motivational and leadership skills-Managing sales reps, sales agents and technical sales engineers.

· Extensive relationship management and presentation skills.
· Strong analytical skills and problem solving abilities.

· Solid purchasing experience

Employment History
    Savox Communications - Regional Sales Manager (Aug 2015 - Present)
· Acquire and manage distributor/reseller channel
· Interview, hire, train and mentor account managers and sales agents

· Develop account plans for account managers for each client including performance objectives, financial and volume targets.

· Monitor sales activities, create reports and hold weekly sales meetings to reach/exceed individual targets

· Support, train and interact with partners to discover new opportunities and plan coordinated activities

· Responsible for 4.2 million in total quarterly sales

    Navigata/Sasktel Communications – Manager, Global Wholesale Traffic (Sep 2011 – Aug 2015)
· Identified and Developed new customers/accounts and sold Navigata Wholesale Switched Minutes products/services. Products included: Wholesale long distance, Toll free services, SIP trunks, inbound numbers (DID’s) and collocation.
· Responsible for developing 4.5 million in new yearly revenues – Successfully over achieved monthly/yearly sales quotas by 20% (Ave. revenue $400,000/month. Margins $120,000/month.). Top performer in year 2012, 2013 and 2014.
· Personally turned Telus and MTS Allstream from just vendors into Navigata’s largest customer accounts.
· Grew new accounts through the development of strong relationships with key decision makers and C-level executives. Accounts included TeliaSonera, Verizon, and Primus.
· Attended various trade shows and developed new business relationships and promoted/sold Navigata products and services.
· Negotiated and managed carrier and vendor contracts.
   Dynegent Technologies – Manager, Sales and Business Development (Apr 2007 – Sep 2011)

· Developed Dynegent’s sales and marketing strategies.
· Identified and developed new and existing accounts and sold Dynegent’s BSS/OSS/CRM products and cloud based hosted services to tier 2 and 3 telecommunications carriers.

· Responsible for developing 4 million in new yearly revenues – Successfully achieved 100% of my yearly quotas.
· Developed, implemented, and managed a channel partnership strategy for all existing and potential Dynegent partners.

· Coordinated and executed strategies for trade shows including demos, marketing collateral, booths, and partnership strategies.

· Managed a team of 3-5 sales agents and  2 sales reps.
   Digifonica – Manager, Carrier Relations (Feb 2005 - Mar 2007)
· Personally set up new partnerships with carriers for telecom related services. Partnerships included BT, Opal and Verizon, TeliaSonera and Colt.
· Managed the relationship with new and existing telecom carrier partners including negotiations, account management, costing, purchasing, wholesale sales, and price setting. 
· Created and implemented bundle pricing packages for partners – Sold Digifonica’s white label VOIP products.
· Responsible for 5 million in new yearly revenues – Over achieved my yearly quota by 10% in the first year and 15% in my second year.
· Managed a team of 2-3 sales reps and technical sales engineers.
   Navigata/Sasktel Communications –Account Manager/Contracts Manager (Sep 2000 - Jan 2005)

· Negotiated and managed Carrier Contracts and accounts. Carriers included Telus, Bell and Allstream.
· Sold Navigata/Sasktel Long Distance Termination and Toll Free Services, as well as PRI trunks and internet services.
· Personally responsible for network optimization and 30 million in yearly dollar volume commitments.
· Managed several projects such as SAP IT process, SAP migration, and Helpdesk process.

· Analyzed, processed, and managed the IT budget
· Maintained and managed all hardware and software contracts.

    City of Vancouver, IT Department – System Analyst (Dec 1998 - Aug 2000)
   Education and Training
· MCSE (Microsoft Certified Systems Engineer) (B.C.I.T)
· VASS Executive Sales Training, Toronto, Ontario

· A+ Certified Technician ( B.C.I.T)
· Auto CAD (B.C.I.T.)

· SAP Training (In-house training –Navigata/Sasktel)
· MS Project, PowerPoint and Visio (B.C.I.T)
· First Aid Training ( St. Johns Ambulance)
    References: Available upon request
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