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Senior Sales and Service Operational Leader

Sales operations leader with expertise in leading teams to effectively increase revenue with existing customers, improve client retention, and drive new business development.  Core competencies include:
Communication | Integrity | Problem Solving | Team Building & Leadership | Motivation
Strategic Planning | Performance Management | Collaborative | Customer Orientation
Professional Experience

Waste Management, Windsor, CT
2014-2015

Leading provider of comprehensive waste management services in North America with annual revenue of $14B. Through its subsidiaries, the company provides collection, transfer, recycling and resource recovery, and disposal services. 
Director, Strategic Accounts Program Management
Responsible for recruiting, coaching, and developing a team of fourteen employees who supported all operational requirements for a client portfolio valued at $175M.  Improved the customer experience, and margin growth of customer base within 12 months by setting up processes to reduce operational challenges and holding key internal stakeholders accountable for deliverables.  Partnered with cross functional teams to redesign client impacting processes to improve timelines for client deliverables and execution of core services. 

· Yielded a 14% decrease in daily sales outstanding as a result of collection activities with clients.

· Restructured organization, balanced book of businesses, and partnered with internal recruiter to replace 13% of the staff within 120 days. 

· Led initiative to define roles and responsibilities of the Project Management and Sales organizations to increase accountability internally.

Sprint Nextel Corporation
1994-2014
Wireless and wireline voice and data telecommunications company with annual revenue of $1.6B+; changed name to Sprint Nextel in 2005 when Sprint Corporation merged with Nextel Communications.

Operations Manager – Elmsford, NY(2005 to 2014)

Managed five supervisors who supported 70+ call center employees who effectively resolved issues and retained customers. Hired, trained, and mentored employees and held teams accountable for achieving key performance metrics while providing a positive customer experience.  Collaborated with internal partners to ensure processes and procedures provided the baseline to hold employees accountable. 

· Consistently achieved more than 125% of key performance metrics throughout tenure.

· Retained 1M at-risk end user devices via issues resolution and value add solutions (2007 to 2009).

· Honored with Crown Club Award (2007 and 2012) and received Pinnacle Club Award (2006) for exceeding key metrics.

· Facilitated Interchannel Awareness Cross Training initiative for retail store and call center employees (2012 and 2013).
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(Sprint Nextel Corporation, continued…)

Major Account Sales Manager – North Haven, CT (2003 to 2005)

Recruited, trained, and motivated a team of 10 representatives in newly created territory of Connecticut and Western Massachusetts. Partnered with Vertical Account Managers to provide value add voice and data solutions to increase revenue. 

· Played instrumental role in transitioning 1,500 customers into new segment via extensive transition plan.

· Improved relationships of key CT major customers via face to face efforts and strategic action plans.
Data Sales Manager – Elmsford, NY(2001 to 2003)

Recruited, trained, and motivated 21 employees in the New York, New Jersey, and Connecticut market who provided wireless data solutions to increase revenue with new and existing B2B customers.  Educated prospects and strategic partners on value add solutions of third party vendors. 

· Increased total data service revenue by $43 per unit within 12 months as a result of sales efforts.

· Exceeded sales goals consistently, achieving 135% year-to-date through July 2003.

· Earned President’s Council (2001) for outstanding sales success.

Manager, New Business Development – Elmsford, NY (2000 to 2001)

Developed and implemented new business opportunities through alternate channels including telesales and Web. Interacted with various functions to analyze results and improve performance and reporting.

Regional Sales Manager – Rocky Hill, CT (1999 to 2000)

Recruited, trained, and developed a 10 person team in the new Connecticut sales market selling wireless voice services to small to medium-sized business (SMB) market.  Designed territories and assisted representatives to increase sales to new customers in an expanded network area.

Regional Sales Manager – White Plains, NY (1997 to 1999)

Recruited, trained, and developed a team of 12 representatives in newly created territory of Bronx and Mid-Hudson Valley counties selling wireless voice services to small to medium-sized business (SMB) market.

· Consistently exceeded monthly sales goals; achieved 106% of goal.

Education

Bachelor of Science in Accounting

State University Center of New York at Binghamton


