Rodney Hughes

E: rodneyhughes@gmail.com • M: 555-555-5555 • New York, NY 10128

Linkedin.com/in/rodneyhughes

Influential, engaging and client oriented sales professional with over 12 years of experience in business development, sales, sales management, account management, marketing, and entrepreneurship.  Strategic business leader with a proven track record for rapidly building new markets, driving profitability, and delivering tangible results to satisfied clients.  Incredible work ethic with a burning commitment for helping clients find the right solution(s) that meet their needs and exceed their expectations. 

Key Strengths:
· Results Oriented.  Strong commitment to delivering consistent results, while constantly striving to exceed client expectations. 
· Strong Work Ethic.  Dedicated to taking the actions necessary to accomplish goals. 

· Strategic Leadership.  Trusted Business Advisor that helps clients identify the root cause of their challenge, and provides creative solutions for solving their problems.

· Public Speaking.  Highly skilled at motivating and selling to groups of customers/clients by delivering great value and providing practical solutions for challenges they’re facing.   
Career Highlights
· Published Author.  Wrote and published “Selling Domination: Your blueprint for SELLING MORE and generating and extraordinary income”

· Top Business Developer.  Consistently achieved 120% of quota or greater in multiple businesses.  Broke and established every public class sales record for the #1 facilitation training company in the world.   Sold 12 of the “top 20” biggest accounts. 

·  Manager of the Year.  Created and helped implement a strategic sales and marketing plan that drove over $3M in new and existing business in 2010, breaking the annual team revenue record. 

· Spearheaded New Video Marketing Initiative.  Inspired, shot and produced a popular Youtube video that Leadership Strategies has used since 2014 to successfully sell over $2M in new and existing business. 

· Agent and Unit Manager of the Month.  Awarded Agent and Unit Manager of the month during the first 5 months of becoming a licensed insurance agent in the state of Florida, in a office of 35 Agents. 

Professional Experience
ABC Company, Inc.  Atlanta, GA                                                                                                     (02/2010 – Present)
Business Development Consultant (Privately Held; 11-50 employees) 
ABC is an industry leading Sales Training Company.  Responsibilities included developing marketing and sales strategies to drive sales growth for public workshops nationwide, including Canada and Australia.

· Consistently achieved over 120% of quota. 

· Outsold every public class Sales Professional in the history of  ABC(22 year old business) by 165%.  

· Aggressively pursued new business will actively managing and growing existing key accounts. 

· Averaged 50+ outbound prospecting calls per day to drive new business from high-profile national/international accounts such as: Saudi Aramco, Mars Inc., Wal-mart, Kellogg, Southern Company, Kimberly Clark, Novartis, FAA, Lakeland Regional Healthcare, United Way, CDC, Boeing, etc…

· Built strategic relationships with top decision makers and developed creative/consultative proposals that perfectly aligned with their core needs. 

· Developed an on-boarding training program for new Business Development Consultants to exceed quota within their first 12 months. 

· Created marketing plans and proposals; negotiated short-term/long-term contracts; Implemented strategies to rapidly grow new and existing business year over year. 

EFG Corporation Daytona Beach, FL                                                                                          (01/2008 – 02/2010)

District Manager of Sales/Recruiting (Privately Held; 101-500 employees) 
EFG Corporation is one of the leading Valet Trash service providers on the east coast.  Primary responsibilities included driving new and existing business in provided territory, recruiting talented business developers, and providing fast track sales and marketing training programs to help Account Executives meet and exceed their quota requirements. 

· Aggressively grew territory sales by over 267% in two years. 

· Developed a strategic sales and marketing action plan that drove over $1M in new business in 2009. 

·  Recruited and trained 10 Unit Managers and 83 Account Executives to penetrate new markets and drive revenue growth in our district.  

· Established effective cold calling protocols for “C-Level” and “Upper Management” level prospecting efforts to help Account Executives explode their pipelines with new opportunities. 

HIJ Insurance. Daytona Beach, FL                                                                   (07/2007 – 01/2008)

Unit Manager/Licensed Agent (Public; 2,980 employees) 
HIJ Insurance Co. is a health insurance company listed under the Fortune 500 parent company, “Torchmaker”.  Responsibilities included proactively driving new business, recruiting new licensed Agents, and providing on-going sales training and product training.  

· Rated #1 Agent and Unit Manager for 5 consecutive months for being the #1 producer out 35 Agents. 

· Created innovative training methods for all Agents that led to a 42% increase in business.

· Trained Agents and Unit Managers on new changes in Medicare, Life Insurance, and Health Insurance products. 

Carmon Auto Sales & Rental. Villa Rica, GA                                                                   (01/2003 – 06/2007)

Sales Executive (Privately Held; 11-50  employees) 
Carmon Auto Sales & Rental was a family owned used car dealership that also specialized in car rentals.  Primary responsibilities included developing sales and marketing strategies to drive new business and rental volume.    

· Top  (part-time) Sales Executive selling an average of $150K each year. 

· Maximized profits for dealership by creative structuring and restructuring of finance deals. 

· Negotiated great interest rates with banks, credit unions, and lending institutions. 

· Created direct mail piece that increased sales 24% in 30 days. 

Education & Training 

Graduated From: 

Bethune-Cookman University, Bachelor of Arts, Mass Communication (Broadcast Production Technology)

Professional Training Courses:
Customer Centric Selling • Question Based Selling • Frontline Selling • Crucial Conversations • Chris Farrell Membership (Internet Marketing) • Close 9 out of 10 Clients • etc…
