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Summary:

Successful, results and performance driven sales executive with over 20 years’ experience in sales, sales management, business development, national account sales, C-Level relationship building, strategic planning and large account management. Recognized for sales success and leadership through “President Club”, “Representative of the Year”, “Trailblazer “and other awards. As a sales leader and executive recognized for sales strategy creation, exceptional sales growth and superior retention of department personnel. Solution oriented problem solver with extensive cross-functional team building experience in both military and corporate environments. Strong track record of building, developing and leading teams. Proven leader with the ability to adapt to fast paced, evolving and/or uncertain environments. I see every situation as an opportunity and exploit creativity, intelligence, tenacity and drive to achieve success.
Experience:

Citywide Home Loans






       April 2015-Present
Director of Partnerships:

Reporting directly to the CEO of Citywide Home Loans, I head up Partnership's at Citywide. Citywide's goal is to grow our brand and market share significantly over the next few years. In addition to finding and integrating new business partners, my position requires that I have a Business Development function as well. Anything that can impact the quality of a partnership, from marketing to operational processes, is a potential focus area for my role. This cross functional responsibility allows me the opportunity to identify organizational areas for improvement as well as create new avenues for success for the entire company.
· Created 14 new partnerships in 12 months
· Closed 2 top 25 national builders

· Complete revamped marketing at Citywide.  Brought all marketing functions in-house, oversaw redesign of brand and all marketing collateral

· Managed design and launch of new company website.

· Developed new digital tool designed to increase partnership opportunities with top 100 builder accounts

diaDexus, Inc.







       May 2014-April 2015
Vice President, Sales:
Serves as the key driving force in further growing diaDexus into a significantly larger industry recognized and respected manufacturer and supplier of clinical diagnostic products. Responsible for managing and directing all personnel and programs within the Sales organization and for building and unifying a team to achieve the overall goals and objectives of diaDexus. Responsible for all contract development, negotiations and execution with US customers. Interacts with all related cross-functional groups throughout the organization, including Research and Development, Marketing, Operations, Finance, Legal, IT, and Manufacturing, and others.

· My single greatest accomplishment in my career occurred while leading the diaDexus sales team, both as Director and VP: in that 3 year period, not a single person that worked in my entire division left.  Not one.  We weren’t the best paying company, and we sure didn’t have the best product, but we were able to create an incredible culture of respect, loyally and success.  My goal in any organization I go to is to create that same environment.

diaDexus, Inc.







        Mar 2007- May 2014
Director/Senior Director of Market Development:

Provide leadership and coordination of all company U.S. sales operations. Develop and implement sales strategies and plans for the US marketplace. Recruit, hire and direct US sales team, monitor and analyze results of sales activity, create and implement compensation programs designed to ensure that diaDexus exceeds its US revenue and market share goals. Play an integral part in the development of marketing methods, strategies and messages.  Oversea creation and implementation of training programs for diaDexus sales team, partner sales teams, KOLs, speakers and roundtable moderators. 
· Created new sales strategy, Leveraged Selling Model and implemented throughout US
· Created new selling message: “What and Why” message, rolled out to US sales team and all partner sales reps (300+) that created greater alignment with partner lab goals and increased partnership opportunities
· Formalized Roundtable Educational program in 2012. 312 RTs conducted (1000 physicians attended) in 2012, up from 87 in 2011 (240 physicians). 165 RTs conducted in first 4 months of 2014, target for year of 900 moderator lead roundtables.
· Increased testing volume by 47% and grew revenues by 23% in 2012
· Increased testing volume 26% and grew revenues by 21% in 2013
· Grew sales team from 2 to 11 from Oct 2011 to Dec 2013
· Developed tiered selling system to improved Leveraged Selling model, allowing for sales force expansion and growth in new market areas.
· Conducted sales force expansion in Q1 2014, growing sales team to 22
· Launched Online Training Portal to improve partner education and strengthen leveraged selling model
· Experience with all aspects of new product commercialization from discovery, market analysis, product feasibility studies, threat analysis (VIRO/SWAT/5 Forces), 510K filings, Product Insert writing, commercial plan development, forecasting, and launching of new products.
Business Development Manager (Mar 2009-Sept 2011): Responsible for growing, creating, and maintaining corporate partnerships, goal setting, developing and implementing new sales processes and methods, assisting with the development of marketing items, developing and implementing training programs for both in-house sales staff and partner sales staffs, and other corporate and  sales related functions.
· 2010 Presidents Club Winner: Awarded to the top producers in the Sales Department.  
· 2011 Presidents Club Winner: Awarded to top producers in the Sales Department.
· Instrumental in creating solution around 2010 recall of our single product that resulted in re-launch of previous version (different testing instrumentation and methods) and retention of over 80% of revenues during the affected quarter. Annual sales goals were still achieved as a result of this fast, effective strategy.
Western Sales Leader (Jan 2008-Feb 2009): Responsible for not only the Rocky Mountain Territory but also directing the efforts of the rest of the Western Sales Team. 
· 2009 Trailblazer Award: Awarded to one person, company wide, not limited to the sales department that exemplifies leadership, vision and dedication to finding new ways to support and grow the company’s goals. In the awards 8 year history, it has been awarded twice- I was the first recipient.
Regional Sales Manager
(Mar 2007-Dec 2008)


     Territory: Rocky Mnt Region
Responsible for exceeding regional sales goals through direct physician and laboratory selling and guiding the efforts of corporate partner sales teams.
         

· 2008 Regional Sales Man of the Year: #1 for Revenue growth in the company.
· Groundbreaker Award Winner:  Awarded for outstanding contribution to the organization.
Custom Adventure Schools, Inc., 

Pensacola, FL


         Jun 01- June 03 
Founder, “Outdoors Adventure Sports” consulting business

Potomac Outdoors, 


Potomac, MD

                       June 00- May 01  

Paddle Sports Manager

United States Navy (4 years service in U.S. Navy prior to College)

         May 92-May 96
Intelligence Specialist 

· Attended Basic Underwater Demolition/Seal Training (BUD/S) from December 1992 to October 1993
· Additional Training: Advanced Weapons Training, Close Quarters Battle Training, Desert Evasion Survival Training.  

· Graduated from Intelligence Special School, Dam Neck, Virginia, November 1992. Ranked number 1 out of 22.

· Assistant Special Security Officer 

· Top Secret/SCI Security Clearance 

· National Defense Service Medal, Good Conduct Medal, US Navy Sharpshooter Medal

Education: 


University of Utah, Salt Lake City, UT.  Masters of Business Administration       

Graduated May 2014

Brevard College, Brevard, NC.  Bachelor of Arts 


         


Graduated May 2000



Wilderness Leadership and Experiential Education

· Summa Cum Laude, 4.0 GPA, Valedictorian; Awarded: “Outstanding Graduating Senior”
· President, Omicron Delta Kappa, National Honor and Leadership Society  

Graduated College (Brevard College, Brevard, NC)
May 2000

Graduate High School (DGF High School, Rota, Spain) May 1991 
 

Additional Qualifications:  Proven sales and management ability, extreme motivation and strong aptitude to learn, detail oriented, ability to work independently or as part of a team, strong interpersonal skills, experienced public speaker, versed in written and oral presentations, proven ability to meet and exceed goals, desire to excel and ability to achieve.

*References available upon request
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