Name Surname 
Unit 1, 123 Somewhere Street
Sydney 
NSW 2000
0400 123 456 
email@email.com 

Summary 

With over seven years sales experience in the IT industry, I have worked closely with the latest software technologies. Latest role at Company as a Business Development Manager selling ERP solutions to the enterprise market in NSW.
Objective
I am looking for a BDM role selling ERP solutions to the enterprise market.

Education

2003



Masters of Business Administration (MBA), Monash University
1998



Bachelor of Science (BSc), Sydney University




Computer Science Major

Employment History
Company 






April 1999 – current
Business Development Manager, VIC
Company is a ERP vendor with products targeting the enterprise market…. 
[Note: it is useful to include a brief description of the company including web address. It’s very helpful to understand what you’ve been selling.]
Market Segments:

Banking Finance, Resources and  Retail

Customers Include:

Westpac, Origin Energy, Cisco Systems and Harvey Norman.
Responsibilities: [Note: be brief and to the point.]
· Territory includes all Banking Finance, Insurance, Retail and Government customers in NSW with greater than 1,000 users.
· Mix of direct and channel sales

· Cold calling / new business development

· Management of existing high value accounts

· Strategic sales plan

Achievements: 
· Region’s biggest deal ever – $20M global implementation with Harvey Norman
· Won two major new accounts – Westpac & Origin Energy 

· 200% quota 2006; 120% quota 2005; 120% quota 2004

· Achieved High Achievers Award 2002, 2004, 2005
Company 






April 1998 – April 1999
Account Manager, NSW




Jan 1999 – April 1999
Company is a ERP vendor with products targeting the enterprise market…. 
[Note: it is useful to include a brief description of the company including web address. It’s very helpful to understand what you’ve been selling.]

Market Segments:

Banking Finance, Resources and  Retail

Customers Include:

Westpac, Origin Energy, Cisco Systems and Harvey Norman.
Responsibilities: [Note: be brief and to the point.]
· Territory includes all Banking Finance, Insurance, Retail and Government customers in NSW with greater than 1,000 users.
· Mix of direct and channel sales

· Cold calling / new business development

· Management of existing high value accounts

· Strategic sales plan

Achievements: 

· Region’s biggest deal ever – $20M global implementation with Harvey Norman

· Won two major new accounts – Westpac & Origin Energy 

· 200% quota 2006; 120% quota 2005; 120% quota 2004

· Achieved High Achievers Award 2002, 2004, 2005
Sales Support






April 1998 – Jan 1999
Market Segments:

Banking Finance, Resources and  Retail

Customers Include:

Westpac, Origin Energy, Cisco Systems and Harvey Norman.
Responsibilities: [Note: be brief and to the point.]
· Territory includes all Banking Finance, Resources, Retail  customers in NSW with greater than 1,000 users.
· Mix of direct and channel sales

· Cold calling / new business development

· Management of existing high value accounts

· Strategic sales plan

Achievements: 

· Region’s biggest deal ever – $20M global implementation with Harvey Norman

· Won two major new accounts – Westpac & Origin Energy 

· 200% quota 2006; 120% quota 2005; 120% quota 2004

· Achieved High Achievers Award 2002, 2004, 2005
Training

2003



Targeted Account Selling (TAS)

2000



Toast Masters Presentation Course
Interests
Lawn bowls, bushwalking, crocodile wresting, knitting. 
