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3824 Houndstooth Court  (  Richmond, VA 23233  (  757.560.5568  (  martyplank@gmail.com
Award-Winning Sales Manager
Driving exceptional levels of sales results in competitive industries and changing environments.
Aggressive, loyal, energetic sales leader with a history of turning around underperforming teams, 
departments, and territories. Proven consultative sales approach with a focus on product knowledge, trust, 
and superior service. Strong interpersonal, communication, presentation, and analytical skills. 
· Developed effective sales incentives and initiatives that became company-wide best practices.
· Drove revenue growth at direct, indirect, and retail sales levels; won multiple prestigious awards. 
· Recruited, developed, trained, and motivated high-energy sales/customer support teams.
CORE COMPETENCIES INCLUDE:
New Business Development | C-Level Relationship Building | Complex Solution Selling
High-Impact Sales Presentations | B2C & B2B Channels | Machine to Machine Technology 
Channel Manager | Performance Management | Competitive Analysis | Salesforce
Territory Sales Management | SaaS | Budgeting & Forecasting | Vendor Management
Career History
Tessco ■ 2014 – Present
Developmental Executive
Sell wireless portfolio to the Department of Defense, Department of Homeland Security, Department of Justice, Booz Allen Hamilton, and Boeing. 

 Increased overall revenue in assigned agencies 101.8% YOY.

(
Wireless Solutions: Facilitate critical communications for U.S. federal government through wireless solutions for networks, infrastructures, and security and surveillance.


(
Government Contracts: Navigate complex matrix of budgeting, bidding, and procurement for government contracts.

(
Collaboration: Work closely with solution engineers, project managers, and C-level executives on identifying the best solutions for their organizations.
AT&T ■ 2014
Client Business Manager
Held national responsibility for sales of the entire AT&T solutions portfolio to the Federal Reserve. Solutions included mobility, professional services, IP, Cloud, SaaS, Network Infrastructure, and Managed Solutions. 
Sold nationwide managed Wi-Fi solution for all 12 Federal Reserve Bank locations.

(
Complex Negotiations: Renewed three major contracts resulting in annual revenue of $12 million dollars.

(
Partner Relationships: Worked closely with system integrators, distributors, and value-added resellers.

(
Strategic Planning: Created strong nationwide strategic sales programs targeted to the Federal Reserve.
Sprint Nextel ■ 1999 –2014
Client Executive (2012 –2014)

Managed all aspects of national account management including establishing C-level communications, negotiating contracts, selling complex solutions, and increasing revenue and product penetration. Responsible for Homeland Security, Department of Justice, Capitol Hill, and Department of Education.
Sold largest IOS solution in Sprint History – 10K iPhones across Homeland Security within a 6-month timeframe.


(
Sales Recognition: Received 2012 President’s Circle Honor due to finishing 2012 at 133% to budget. 


(
Revenue Growth: Consistently overachieved monthly revenue quota.
Career History


(
Market Share: Negotiated multimillion, multiyear contracts to ensure financial contracts were secured in order to provide opportunities for Regional Account Managers to sell within local market. 


(
Solution Selling: Responsible for selling entire portfolio including laaS, SaaS, SIP, MPLS, and Wireless.

(
Training & Leadership: Developed, disseminated, and provided training on National Programs to Sprint’s field account managers; offered valuable insight by creating a bi-weekly agency newsletter, which outlined potential gaps and needs.  
Regional B2B Sales Manager (2007 – 2012)

Managed a hybrid sales team of 10 enterprise, general business, public sector, and higher education representatives. Focused on increasing revenue with current customers and coached team on best practices for prospecting new business.
Instrumental in 4 of 8 team members achieving President’s Circle in 2010.

(
President’s Circle: Maintained #1 team ranking out of 40 managers in Northeast area and #2 ranking out of 120 managers nationwide (18 month period).

(
2011 Results: Achieved 173% to budget in 2011; ranked #1 out of 12 teams in the Mid-Atlantic, #4 out of 120 in U.S. 

(
Southern VA/West VA Turnaround: Transformed struggling Richmond market from bottom-ranked in the Mid-Atlantic to #1 in 2009.


(
Team Accountability: Managed activities of individual contributors with accountability for quotas, forecasting, funnel management, and account plans.
Indirect Sales Manager (2003 – 2007)
Managed team of 8 account executives overseeing relationships with Radio Shack, Best Buy, Target, and Circuit City. Built and established the local dealer channel in the Virginia markets.
Captured 80% of Radio Shack wireless sales in Virginia market which ranked #1 in country.

(
Overall Floor Share: Captured a total of 85% of wireless sales, solidifying Sprint as a dominant carrier of choice for each account by building and leveraging productive account relationships.

(
Market Penetration: Played key role in leading Hampton Roads/Richmond market to one of Sprint’s top-five penetrated markets out of 99 markets nationally, ranking #1 for overall profitability and lowest churn in 2005. 

(
Radio Shack/Sam’s: Achieved highest growth in Northeast market for Richmond Radio Shack sales in 2004; placed #1 in Northeast for per-door average in Sam’s Clubs in 2005; 25-market area includes Boston, D.C., and New York.
Sales & Merchandising Manager (2002 – 2003)
Teamed with outside temporary agencies and identified and recruited talent; trained, managed, and motivated up to 70 part-time and full-time associates. 
Turned around struggling unit and attained #1 ranking in country for sales per hour in 2003.

(
Floor Share: Achieved over 90% wireless sales in all dealer channels where sales representatives were deployed.

(
Revenue Results: Generated over $1.5M in revenue in 2003 by developing and delivering solid training that enabled sales associates to excel; over 25% of these employees were promoted to sales and management positions.

Indirect Account Executive (1999 – 2002)
Challenged with turning around underperforming accounts including Dillard’s, Hecht’s, Office Depot, and Office Max. Managed 30 national and local third-party locations in Hampton Roads area. 
Earned Sprint’s Pinnacle Club Award in 2001, one of only 10 out of 500 account executives in job category.

(
Best Buy Account: Assigned high-status Best Buy account; achieved #1 national ranking in 2001 for productivity.


(
Best Practices: Selected to collaborate with national account manager to share best practices for use nationally and in the field; provided unparalleled support and assistance to store personnel in a highly competitive market


(
Norfolk Team: Made significant contributions to Norfolk team that became #1 indirect team in the country in 2001.
BACHELOR OF SCIENCE, Old Dominion University, Norfolk, VA
NCAA Division I Four-Year Letterman in Baseball, Scholarship Student Athlete

COMPLETED NUMEROUS TRAINING SEMINARS in Salesforce, selling skills, presentation skills, and executing profitable growth.
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