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Personal Profile

I am a highly experienced & results orientated Business Development Manager/Sales Manager with extensive sales experience internally/externally in a range of different industries, products/services.

Enthusiastic, flexible and adaptable in my approach, proactive and reactive as the situation requires.

I have a proven track record in effectively managing myself, my work load, others, delivering on time
An effective communicator with strong negotiating and influencing skills, who is able to develop and maintain long term business relationships. Prioritising high customer service and sales focussed with the ability to think analytically and strategically to research and develop market opportunities that add value to both the business & the client alike.

Results driven and highly dedicated plus a quick learner with the ability to work autonomously and be a team player in a variety of different industries including long lead time sales process to FMCG.

Honest to the point & trust worthy in my approach in all aspects of the full sales process.

Currently looking for a good Sales role or Sales Manager position within the North West and surrounding areas internal or external and I am immediately available to start. 

Employment History

November 2015 –  
 Love Energy Savings Bolton.  Reseller Business Development Manager

Responsibilities

· Bought in to increase the number of new reseller sub broker partners & grow the channel
· Research the broker/reseller market place for potential new partners

· Access associated industries who could benefit from becoming an energy broker/reseller

· Cold call the prospective new partner brokers/resellers

· Approach/call associated industries

· Fact find new client requirements on a consultative basis
· Marry available services to customer requirements

· Explain how to become an Energy broker and the benefits to the company
· Explore partnership benefits to the specific requirements of the client on a bespoke basis
· Set up and send out all application forms

· Review completed application forms, check POI,POA & company details or sole trader details

· Compose agency agreements and other required documents and send out for completion

· Contact references for prospective partner suitability

· Sign up new partner brokers/resellers, set up logins & send required start up information

· Teach brokers how to save their clients the money on their energy bills going forward

· Train new brokers  on how to use the pricing portal and other available services/products

· Work with the new brokers/resellers to increase turnover/profit

· Explain how additional services can increase broker/resellers clients profitability

· Update new broker services to established brokers/ resellers

· Keep in regular contact with the client base

· Help increase the number of live contracts delivered by new brokers/resellers

· Keep brokers/resellers aware of industrial changes/requirements

January 2009 – November 2015 H.E.M.S Manchester.
 

Sales Manager


 Renewable energy market 
Responsibilities
· Brought in to set up all new procedures, manage change & leadership to increase the number of new sales & new customers, delivering at pace & on time

· Research & cold call potential new customers/clients to establish new accounts & pipe lines

· Selling of the company’s products/services and leading by example

· Arranging & conducting face to face customer meetings

· Managing & growing the new customer accounts

· Promote and introduce proactive sales techniques to improve the efficiency of the sales office & create a flow of interest and enquiries for the sales staff

· Organise, introduce & conduct regular promotional & marketing campaigns to increase customer awareness of other available products & services the company has to offer in there different arenas

· Lease with customers/potential clients, collating feedback on enquiries queries, needs and requests

· Prepare recommendations to the M.D on new emerging markets, countries, areas and trends with the view to purchase in the said areas therefore increasing business, turnover & profit

April 2006 – January 2009, Paper Dragon Ltd, Manchester.

Sales Manager 
For a paper importer

Responsibilities

· Negotiate contracts and sales of the company’s products to my own customer base

· Charged with increasing the number of active customers from dormant accounts

· Maintain and develop relationships with customers and suppliers

· Building of my own customer base

· Co-ordinating all UK sales, managing change & providing leadership
· Arranging and conducting external client visits to cement relationships

· Dealing with all types of customer complaints, queries & requests

· Managing all UK stock

· Leasing with overseas offices, distributors and manufactures

April 2001 – April 2006, First Stop Supplies Ltd, Aldridge.

Area Sales Manager 
For a national computer hardware distributor

Responsibilities

· Cold calling to establish new business from scratch

· Selling to my own customer base in my area

· Recruitment of telesales & external sales representatives

· Building and managing a small team of Telesales and Sales representatives from scratch

· Training in sales techniques, product lines & marketing to both clients & staff

· Organising all necessary functions to enable all the sales people to do their jobs more efficiently, managing change, delivering on time and at pace providing leadership
· Managing the external sales representatives to increase company turnover and profits

· Accompanying the sales staff on client/customer visits providing leadership
June 1997 – April 2001, Union Court, Liverpool, 


Area Sales Manager
For Caterpillar Lift Trucks, Northwest division

Responsibilities

· Managing a small team of sales executives leading by example selling to my own customers

· Selling the complete range of new and used Caterpillar Fork Lift Trucks

· Selling associated services and peripherals

· Negotiating long-term contracts for sales arranging finance agreements
· Selling hire agreements

· Negotiating at all levels within all sizes of companies

· Self generating appointment making

· Database information gathering and management

· Territory planning

· Building long-term relationships with all clients

July 1993 – June 1997, Domcraft Ltd, Liverpool, 


Area Sales Representative 
For a large national wholesales DIY products supplier

Responsibilities



 

· Selling the full range of DIY products to varying sized independent DIY retail outlets, building merchants, timber yards, garden centres, chandlers and others
· Negotiating at all levels within target companies

· Increasing the number of product lines sold to the customers

· Cold calling to open new accounts

· Building long-term relationships with all customers

· Territory planning and making own appointments

· Increasing company turnover & profit

· Merchandising product displays
March 1983 – July 1993, Rotunda Sports & Leisure, Liverpool, 

Head of Sales
For adult sports/leisure and gymnasium equipment & children’s outdoor play equipment supplier

Responsibilities

· Selling the full range of adult gymnasium/exercise equipment both professional & semi

· Selling the full range of children’s outdoor play equipment both industrial & domestic
· Selling snooker, pool, table tennis & foosball tables both professional & none professional

· Negotiating large contracts at all levels with schools, youth clubs, colleges, hotels, bars, pubs, clubs, ad hoc businesses and other large organisations. Individuals and professionals
· Head of the sales team, leading from example, managing change, deliver at pace & on time
· Sales, product & associated services training

· Developing marketing strategies in conjunction with manufacturers

· Building and maintaining long-term relationships with all clients and suppliers
· Dealing with all types of customer complaints, queries & requests

· Organising & purchasing the product ranges to be sold & specific customer requirements

· Leasing with manufacturers and distributors

· Dealing with stock, stock control, orders, invoices & distribution

September 1982 – March 1983, Complete Y.O.P, Liverpool, Full Sales Training Course

Responsibilities

· All aspects of selling including marketing and merchandising techniques

· Cold call selling and telephone skills
Education   King David High School, Liverpool, L15 - Qualifications: 8 x C.S.E.’s
