[First Last Name]

[City, State] | [email@example.com] | [(555) 555-5555] | [LinkedIn URL]
PROFESSIONAL SUMMARY

[Results-driven Sales Representative with [X]+ years of experience in B2B and B2C environments, specializing in consultative
selling and relationship management.]

[Consistently exceeds revenue targets through data-informed prospecting, structured pipelines, and disciplined follow-up using
CRM tools such as [Salesforce] and [HubSpot].]

[Skilled in uncovering client needs, presenting tailored solutions, and negotiating win-win agreements that drive long-term
customer loyalty and account growth.]

[Known for strong communication, resilience in high-volume outbound environments, and a collaborative approach that aligns
closely with marketing and customer success teams.]

PROFESSIONAL EXPERIENCE

[Senior Sales Representative] | [ABC Technology Solutions]

[Month Year] — [Present] | [City, State]

e [Owned a full sales cycle for mid-market accounts, from prospecting to close, consistently achieving [110-125%)] of quarterly
revenue targets across a portfolio of [SaaS/technology] solutions.]

o [Built and managed a structured pipeline in [Salesforce CRM], leveraging lead-scoring and activity tracking to prioritize
outreach and improve conversion rates from qualified lead to closed-won by [X%].]

o [Led product demos and solution presentations for decision-makers, collaborating with sales engineers to tailor proposals,
resulting in an average deal size increase of [X%] and shortened sales cycles by [Y days].]

[Sales Representative] | [Global Consumer Products Inc.]

[Month Year] — [Month Year] | [City, State]
e [Managed a high-volume territory with a mix of new and existing accounts, executing daily outbound calls, email campaigns,
and in-person visits to drive product adoption and repeat purchases.]
¢ [Maintained detailed account notes and activity logs in [HubSpot CRM]/[Zoho CRM], enabling accurate forecasting and
transparent reporting for weekly pipeline and performance reviews.]
o [Collaborated with marketing and merchandising teams to execute targeted promotions and in-store campaigns, increasing
same-store sales by [X%] and improving product placement and visibility.]

EDUCATION

[Bachelor of Business Administration in Marketing] | [State University Name]

[Month Year] — [Month Year] | [City, State]
¢ [Relevant Coursework: Professional Selling, Consumer Behavior, Marketing Analytics, Business Communication.]

SKILLS

e Sales & Business Development: [Prospecting], [Cold Calling], [Lead Qualification], [Territory Management], [Account
Management], [Upselling/Cross-selling]

e SalesProcess & Tools: [Salesforce], [HubSpot], [Microsoft Dynamics], [CRM Data Entry], [Pipeline Management], [Sales
Forecasting]

e Communication & Negotiation: [Consultative Selling], [Objection Handling], [Negotiation], [Proposal Development],
[Presentation & Demo Delivery]



e Customer Focus: [Relationship Building], [Needs Analysis], [Customer Retention], [Post-Sale Follow-Up], [Customer
Satisfaction Tracking]

e Data & Reporting: [Sales Metrics Tracking], [Excel/Google Sheets], [Activity Reporting], [Performance Dashboards], [A/B
Testing of Outreach]

e Personal Attributes: [Goal-Oriented], [Resilient], [Organized], [Collaborative], [Adaptable in Fast-Paced Environments]

SELECTED PROJECTS & ACHIEVEMENTS

[Territory Expansion & New Business Initiative] | [ABC Technology Solutions]

[Month Year] — [Month Year]

o [Developed and executed a structured outreach strategy targeting a new regional territory, including segmented call lists,
email cadences, and follow-up schedules using [Sales Engagement Tool, e.g., Outreach/Salesloft].]

o [Generated a pipeline of [X] qualified opportunities within [Y] months, contributing to a [Z2%)] increase in new logo acquisitions
for the region.]

[Customer Retention & Upsell Program] | [Global Consumer Products Inc.]

[Month Year] — [Month Year]

e [Partnered with customer success and support teams to identify at-risk accounts based on order frequency and service
interactions, creating targeted check-in and upsell scripts.]

e [Improved retention in the assigned book of business by [X%] year-over-year and increased average order value by
introducing complementary product bundles and seasonal promotions.]



