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EXECUTIVE SALES PROFESSIONAL 
 
PROFILE    A seasoned professional and effectual leader with a proven ability to meet and exceed sales quotas: 
 

• Fourteen years of strong inside/outside logistics sales experience 
• Extensive cold calling experience 
• Strong closer 
• Excellent interpersonal skills 
• Effectual manager and supervisor 

 
EMPLOYMENT 
 
 
 

Account Executive   FedEx Freight System    2006-2009 
     Cleveland, OH 
 

• Currently manage 200 LTL freight service clients; 
• Territory revenue totals $4 million; 
• Identify prospective clients within a geographically defined territory that covers the east side of Cleveland; 
• Sales are driven by cold calls, warm leads, and collaboration with ground and service colleagues; 
• Establish excellent rapport with prospective client base and implement a consultative sales approach to 

secure new business; 
• Strong ability to negotiate business agreements; and 
• A demonstrated ability to make sales presentations in either a group or one-on-one setting, from shipping 

clerks to CEO s. 
 
Notable contributions: 

• Manage and maintain the day-to-day shipping operations of approximately 200 clients; 
• Successfully maintain $4 million in sales revenue annually; 
• Through diligence and excellent sales strategy, increased revenue of one business client by  

91%; and 
• Work closely with operations to develop customer service strategies which address a myriad of client 

needs. 
 
 
Operations Manager   Cowan Systems, Inc.    2003-2006 
     Twinsburg, Ohio (on-site at Coca-Cola) 
 

• Managed inbound and outbound logistics for a 45 tractor/150 trailer fleet; 
• Managed; lead; and scheduled 60 drivers and 2 trucking supervisors; 
• Ensured that more than 140 loads of product were moved, daily, in a timely and safe fashion; 
• Developed and cultivated customer and vendor relations; 
• Responsible for fleet maintenance; auditing logs and all records pertaining to the fleet; hiring and training;  
• Administrative duties including, but not limited to: conducted driver meetings; managed equipment 

maintenance; audited all maintenance invoices; issued purchase orders; and ensured compliance with laws 
and regulations in a non-union company functioning within a union Coca Cola production facility. 

 
 
Terminal Manager   Edwards Transfer and Storage Company 2002-2003 
     Rootstown, Ohio 
      

• Managed day-to-day operations for 60 independent drivers who specialized in heavy haul, oversized loads; 
• Secured permits; escorts; police clearance; and pole cars to ensure that the drivers could travel safely and 

within the boundaries of all trucking laws; 
 



 
 
 

 
Notable contributions: 
 

• Transformed an administrative job into an outside sales position; 
• Increased sales revenue by 80% in a six month period by establishing and cultivating strong 

interpersonal relationships with both established and new customers; 
• Successfully maintained solid relationships with the 60 independent drivers in  

the fleet; and 
• Established an educational program with drivers and clients that provided essential information 

needed for full customer service and maximum driver safety. 
 
 
 
 
Transportation/Logistics Manager Cabbage Inc.     1999-2002 
     Westlake, Ohio 
 

• Managed the transportation of 100-120 truckloads of produce per week; 
• Responsible for managing and maintaining a $5 million transportation budget; 
• Dispatched trucks effectively and accurately; and 
• Diligent rate negotiator; 

 
Notable Contributions: 
 

• Brokered long-term deals with carriers and independent truckers so that the product was 
guaranteed to be moved weekly; 

• Reduced costs by 15% by establishing and maintaining long-term transportation contracts; and 
• Creative and resourceful networking among independent truckers and carriers lead to the 

development of an unprecedented database of strong transportation leads. 
 

 
Transportation/Logistics Sales C.H. Robinson Worldwide, Inc.  1995-1998 
     Cleveland, Ohio   

 
• Managed logistics for large base of national and local customers; 
• Negotiated rates and contracted services with trucking companies; 
• Managed and maintained $150,000 of gross annual profits; 
• Other responsibilities included, but were not limited to: lane analysis; routing; sales forecasting; and 

customer support. 
 
Hospitality Management Experience       1976-1985 

 Embassy Suites Hotels; Stouffer Hotels (Renaissance Hotels); Marriott Hotels 
 Sand's Deli; Fagan's; Damon's; The Cooker Bar & Grill; Yours Truly Restaurants 

 
 
 
 

Education 
 
Bachelor of Arts, Communication   Cleveland State University 
 
Associate of Arts, Hospitality Management  Columbus State Community College 
 
 
 
 


