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	Company Benefits

	Leader / Mentor
	I love professional sales and enjoy helping salespeople develop and succeed. During my tenure with Ortho Clinical Diagnostics, I led 4 very successful sales teams, each year exceeding goal and earning “Winner’s Circle” status. As important, I have had the opportunity to develop and promote dozens of people into positions of greater responsibility. As Director of Marketing for OCD, I brought in high potential sales people, enabling them to gain an “in-house” perspective of the business, and promoted at least one person each year into a District Manager role. As the Regional Manager for Independence Technology, I led a team of 13 professionals (half of which were clinicians with no prior sales experience) In our first year of sales, our team was recognized as #1 in sales of the iGLIDE  Mobility system. (out of 3 teams.)
	During my sales career, I have worked for many managers, some exceptionally good and others pretty bad. And I’ve seen the profound effect each has on the effectiveness of the sales organization. I try to emulate the leadership qualities that I believe inspire sales people to succeed and shape a winning culture. I will bring a company a hands-on management style that is based upon respect and admiration of professional sales people and the expectation that we share a commitment to succeed. I enjoy engaging customers and spend significant “windshield time” coaching and training reps. I encourage individual growth, creativity, and measured risk-taking and expect honesty, professionalism, and accountability. I try to build cohesive teams where members learn from each other, celebrate individual and team successes, and have fun. These teams are focused on their customers and consistently deliver superior results for the company.

	Analysis & Strategic Planning
	Successful sales are not accidental, but are the result of careful analysis and planning. Through the various positions I have held, I’ve developed a strong competency in business analytics and strategic planning. As Director of Marketing, I was responsible for developing the annual sales & marketing plan, which included sales forecasts, marketing programs, and sales strategies. For each of the sales teams I led, I created regional sales plans (linked to the national plan) and helped each team member develop and execute territory and account specific plans. Having used Strategic Selling as a sales planning platform for many years, I also developed a training program entitled” Strategic Sales Planning” which I delivered to two Independence Technology sales classes. ( This program included an Access-based sales automation tool that I created as an interim “fix” as a web-based tool was being developed.

	I consider ongoing sales planning as a critical element to individual and team success. (not a once-a-year obligatory exercise for your boss!!) I devote significant time teaching reps how to analyze their market and competitors, and, in particular, how to develop an effective account strategy. These plans provide reps with a framework to advance the sale that is thoughtful, deliberate, and action oriented. (It also provides the company with greater confidence in the validity of the sales funnel.) Being somewhat of a “techie”, I have developed advanced level computer skills (Outlook, Word, Excel, Access, PowerPoint, MapPoint) and use these skills to help salespeople manage their territories more effectively.

	Performance Management and Individual Development
	As I have grown as a leader of salespeople, I’ve gained a strong appreciation for the importance of ongoing performance feedback and have seen it put on a “back burner”, displaced by other business priorities.          (Big Mistake!) Most managers have fallen prey to this at some point in their career, including me. However, over time, I have developed much more discipline around this area and take some pride in having led the development of a more structured Performance Management system at Independence Technology. This included documented goal and competency assessments, scheduled reviews, and written co-travel feedback. Central to this process was establishing Individual Development as a core company value. My reps expected performance feedback and each had ownership of their individual Personal Development Plan, which was reviewed on a regular basis. In December of 2004, a significant company downsizing impacted ~80% of our sales force. (including each field manager) The performance reviews and career plans played a big part in helping to secure jobs for 75% of those being displaced.
	If “people are a company’s most valuable resource”, then they are, I believe, the most neglected resource as well. I’ve learned to recognize Performance Management and Individual Development as key priorities and include them as key elements of my business plan. I will bring a highly visible, disciplined approach to goal setting, performance feedback, and individual development. It will remain a “front burner” topic and will become a company cultural value. The result, I believe, will be increased trust and respect between reps and managers and the creation on an environment that will attract other talent. This is the culture that will consistently deliver superior results.


