  Holly Anderson-Jones


1210 North Vine Street, Willoughby, Ohio 44094 / Cell: (440) 206-8989 / haj@aol.com

PROFILE:
· 
Sales Management

· Account Management

· Sales Operations

· Customer Relations

· Project Management

QUALIFICATIONS:
· 
15 Years Sales/ Account Management for a Fortune 500 company.

· Effective at developing new accounts, establishing new territories.

· Managed a 70-person domestic/ international sales staff.

· Knowledge of computer systems, beverage industries.

· Expertise with retail markets, including food chains. 

ACHIEVEMENTS:

Managed a five-state sales region that led an $800M firm in revenues for four consecutive years.

Introduced consultative sales program and increased new accounts 35% by customizing sales efforts to customers’ needs.

Improved revenues 10-20% each year over five-year period through continual restructuring of incentives and by implementation of an aggressive incentive compensation plan.

Selected “Most Outstanding Sales Manager” company-wide based on increased revenues, reduced sales costs, high customer retention rate, and low turnover in sales staff.

Coordinated support for major accounts, ensuring products met customer satisfaction and material delivered in a timely manner.  Developed specific and timely solutions to problems experienced by domestic and international customers.   

Selected to lead project team exploring new uses of computer technology to grow sales operations.  Created software reporting programs to measure performance of sales representatives.

Established high retention rate among customers and consistently generated 25% or more of business from customer referrals.

Increased efficiency of inside sales operation by re-designing ordering process, improving training and scheduling of staff, ensuring availability of stock to meet demands.

Opened European and East Asian sales territories to support the company’s new export venture, with first year sales exceeding forecasts by 20%.

Directed project to establish business indicators, including an index reflecting customer satisfaction and levels of performance on key customer accounts.  System enabled management to focus attention on top priority customers and major issues impacting customer satisfaction. 
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PROFESSIONAL EXPERIENCE:

SALES MANAGER   
1992 - 2004
Global Systems, Inc., Cleveland, Ohio
Directed domestic and international sales for a $1.5B corporation, marketing information systems to retail outlets.  Managed a 70-person staff of U.S. and foreign sales representatives, together with a network of global distributors.  Coordinated service and other customer support requirements.  Designed programs to cultivate relationships with customers.

NATIONAL ACCOUNT MANAGER   
1988 - 1992

Great Lakes Brewery Co., Cleveland, Ohio

Coordinated supply of product and related service to major food chains in Midwest through distributors.  Consulted with customers on specific requirements and assist them with promotions, inventory control and quality.

DIRECTOR, SALES SUPPORT   
1985 - 1988

Thunder Technology, Inc., Toledo, Ohio

Provided demonstration equipment and literature to sales force located in 25 states and six foreign countries.  Managed processing of invoices and shipping documents.  Compiled sales statistics, developed reports.  

CUSTOMER SERVICE SPECIALIST   
1983 – 1988

Ohio Bell, Inc., Dayton, Ohio

Consulted with customers on application of software programs.  Researched and developed solutions for installation/ operation problems.  Visited customer sites to meet with management and to establish and grow proper business relationships.

EDUCATION:

M. B. A. with a concentration in Marketing, Cleveland State University, Cleveland, Ohio

B. S. in Computer Science, Findlay University, Findlay, Ohio










