DAVID CROWE

555 Main Street  *****, ***** *****
Home (555) 555-5555 Mobile (555) 555-5555
******@****.***

PROFESSIONAL EXPERIENCE

Swedish Match North America, Richmond, Virginia

Premium Sales Manager




February 2007 to present

· Responsible for growing market share and developing distribution on premium cigar brands in Midwest region covering Ohio, Kentucky, Indiana and southern Illinois; total territory $2.2 million.

· Utilizes both self and company designed marketing programs to drive customers into retail locations, educate them on our brands and to use persuasive selling skills to close the sale.

· Accustomed to timely daily recap reporting, expense tracking and the creation, maintenance and execution of retail promotion programs.

· Placed in the top 3 out of 28 reps in three sales contests in 2007, winning one.

· Fourth best (out of 28 representatives) sales to plan ratio as of June 2008

Dittman-Adams Company, West Chester, Ohio

Director of Sales





April 2003 to February 2007

Sales Manager





December 2002 to April 2003

Key Accounts Manager




April 2001 to December 2002

· Motivated and managed department of eight account managers with annual sales of $85+ million for a regional, family-owned wholesale distributor of tobacco, grocery, candy and convenience products.

· Retrained sales force to incorporate collection of past due receivables into their daily job function, reducing the number of past due accounts by 40% and increasing daily cash flow.

· Worked closely with A/R department to refine process of qualifying new customers before extending credit terms, which also reduced overall number of new past due accounts.

· Identified and developed new sales in existing customer base by incorporating “add-on selling” techniques to increase current customer purchases by 5%. 

· Developed successful relationships with both independent retailers and chain accounts. 

· Identified cost efficiency strategy by reorganizing delivery routes to reduce total miles driven.

· Identified need for and created daily sales report to help determine resource allocation and buying patterns from year to year, assisting in company goal to eliminate excess inventory on floor.

· Responsible for product reclamation department, ensuring that company is credited properly for damaged and outdated goods in accordance with our vendors’ return policies. 

· Assisted purchasing department in selecting new product lines and developing marketing pieces and sales programs for existing product lines to maximize sales opportunities.

Straus Tobacconist, Florence, Kentucky and Cincinnati, Ohio

General Manager





December 1999 to April 2001

Sales Associate





February 1999 to December 1999 

· Opened and managed a new retail location and grew it into a $600,000 per year sales operation.

· Maintained responsibility for sales and inventory control of 100 year old business.

· Developed strong vendor relationships and secured distribution of new product lines.

· Respected by competitors and industry for wealth of knowledge concerning the growing, manufacturing, distribution, and marketing of premium cigars and tobaccos.

Fifth Third Bank, Cincinnati, Ohio

Lease Operations Manager




September 1998 to February 1999
· Managed auto lease processing department in the absence of a permanent Lease Operations Manager while a trainee in Operations Associate program.

· Initiated a labor cost efficiency strategy by eliminating repetitive steps in data entry process while maintaining high productivity and accuracy targets. 

Burning Desires, Cincinnati, Ohio

Manager 







August 1996 to September 1998

· Managed an entrepreneurial venture from startup into a $386,000 business in the first twelve months.

· Maintained responsibility for sales, marketing and inventory control of a full service coffee/liquor bar and premium cigar retail store.

· Managed and motivated three employees, involving their input in the growth of this new business venture.

· Secured distribution of product lines with extremely limited availability by creating marketing packet to expose uniqueness of our store to new vendors.

EDUCATION

Marquette University, Milwaukee, Wisconsin

Bachelor of Arts in Criminology and Law Studies, May 1996

Double Minor in Classical Studies and Political Science

Saint Xavier High School, Cincinnati, Ohio

Four Year College Preparatory, May 1992

TRAINING

Best Practices sales seminar, S.J. LaQuatra - February 2008
COMPUTER PROFICIENCY

Microsoft Powerpoint, Microsoft Office Suite / Outlook, fully computer proficient.

PERSONAL ACCOMPLISHMENTS

· Married eleven years to Melanie

· Three daughters, ages 8, 6 and 4

· Current Finance Committee chairman, Our Lady of the Rosary Church

· Current School Board President, Our Lady of the Rosary Church (John Paul II Catholic School)

· Chaired task force that  was responsible for developing new name and redesigning logo for St. Bartholomew School (renamed John Paul II Catholic School)


