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MARKETING & CUSTOMER SERVICE SPECIALIST 
Highly motivated, results oriented sales leader with excellent interpersonal skills and the ability to develop ongoing 
customer and professional relationships.  Driven by a strong work ethic and a desire to be part of a growing team 
with successful experience in negotiating contracts, training customers, and organizing special projects. 

AREAS OF EXPERTISE 
Team Leadership Organizational Planning Results Oriented
Customer Service Bargaining / Negotiating Relationship Building
Collaborative Work Skills Event Planning Product Presentation

SELECTED ACHIEVEMENTS 

STRATEGIC PLANNING 
• Developed and implemented territory plan to ensure that all products would achieve sales growth.  All 

products had growth and I received the Whilst President's Achievement Award for the top 10% of 
sales. 

• Analyzed customer data, counterpart relationships, and geography to develop a primary and secondary 
list of desired customers during company realignment.  Attained 93% of physicians from primary and 
secondary list of desired customers. 

FINANCIAL MANAGEMENT / BUDGET PLANNING 
• Managed and exceeded sales goals for five different territories simultaneously. Set realistic budget 

expectations with customers for the next year. 
• Developed a business plan for our family farm and solicited advice from trusted individuals to make 

the plan as realistic as possible.  The farm operates 100% independent of our personal finances, has 
tripled in size, doubled in value, and the cattle herd has grown by 300% 

SOLD / SELLING 
• Strengthened a relationship with a Nurse Practitioner who started her own practice in order to grow 

sales of Serotonin-norepinephrine reuptake inhibitor XR.  Nurse Practitioner has been my number one 
Serotonin-norepinephrine reuptake inhibitor  prescriber for the past eighteen months. 

• Sold key physicians on treating depressed patients more aggressively by switching to Serotonin-
norepinephrine reuptake inhibitor  sooner in the treatment process and helping the patient get to 
complete remission along with growing Serotonin-norepinephrine reuptake inhibitor  sales.  
Testimonials from physicians acknowledge patients do get to remission with Serotonin-norepinephrine 
reuptake inhibitor  and, therefore, sales have continued to increase.  

DECISION MAKING 
• Developed and implemented a plan to grow decreasing H2-receptor antagonists’ sales volume by 3%.  

Most recent results show volume increasing with growth at 2%. 
• Facilitated settlement of a large crop injury complaint, including evaluating fields and communicating 

with the grower, negotiating a settlement offer in conjunction with the home office.  The grower was 
pleased with customer support and maintained his business for the following year.
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INITIATED ACTION 
• Initiated contact with Programs and Education Director and University Hospitals and Clinics, gaining 

a commitment for a Bone Mineral Density Screening.  Four screenings were held and feedback from 
attendees was overwhelmingly positive.  Additional Whilst programs were scheduled because of these 
screenings. 

• Developed a comprehensive training catalogue used by sales representatives with customers to 
strengthen relationships, add value, and differentiate themselves from the competition.  Customers 
were very responsive and requested numerous training courses for their employees allowing sales reps 
to increase their sales by 11%. 

PROMOTED PROJECTS / PROGRAMS 
• Presented a program to rural physicians to help offset patient costs and allow the physician to continue 

to prescribe Serotonin-norepinephrine reuptake inhibitor.  Patient use of this program is greater than 
40%; and physician is comfortable prescribing Serotonin-norepinephrine reuptake inhibitor knowing it 
is affordable for the patient. 

• Introduced Influenza Vaccine Nasal Mister (IVNM) in a very unfavorable market to assess physician 
and patient confidence, product efficacy, and to attain additional bonus money.  Established IVNM at 
five key accounts, providing feedback to Whilst as requested and adding to quarterly bonus.   

COLLABORATED WITH OTHERS 
• Collaborated with competitive Ephraim representative to initiate co-marketing our herbicides to 

increase Chloroacetanilide family herbicide sales in soybean market.  Chloroacetanilide family 
herbicide use for soybeans grew 6% and established a presence for continued growth in the soybean 
market. 

• Assumed responsibility for a vacant territory for nine months so that the territory would maintain 
market share and sales volume.  This territory achieved goal that in turn provided a monetary reward 
for all members of the Twin Cities pod. 

EVENT PLANNING / COORDINATION 
• Coordinated and facilitated four National Visiting Speaker Programs with four Whilst representatives 

and one psychiatrist.  Programs were well attended by key physicians.  Sales volume grew for each 
individual representative because of these educational programs. 

• Coordinated and presented various herbicide programs at 30 plus grower meetings during the winter 
to drive sales and increase market share.  Achieved sales growth from $3.8M to $6.6M. 

PROFESSIONAL EXPERIENCE 
Territory Manager  Whilst Pharmaceutical 2001 – 2008 
Marketing Manager/National Sales Trainer Novartis Crop Protection 1990 – 2000 

EDUCATION 
Bachelors of Science, Agriculture / Economics Kansas State University, Manhattan, Kansas 

AWARDS/RECOGNITION 
2007 – Recipient of Whilst President’s Challenge – Top 10% Serotonin-norepinephrine reuptake 
inhibitor, U.S. Sales 
2006 – Sales results of 114% Serotonin-norepinephrine reuptake inhibitor and 120% H2-receptor 
antagonists 
2005 – Ranked # 6 in the area TRX (all products combined) 
2004 – Annual Review results, Exceeds Expectations 
2003 – Whilst President’s Achievement Award Winner, Top 10% of Sales Representatives 


