Christian S. Pedersen
602 Sanborne Street Castle Rock, CO 80104                                      303-895-9415                                            cspa9455@yahoo.com
Manager – Sales / Business Development
Startups / Turnarounds / Sales Growth / Marketing / Channels / Sales Models / Key Accounts
Market Penetration / Territory Management / Brand Development / Customer Service
Training / Mentoring / CRM / VRM / Product Development & Launch / Presentations
Award-winning manager, coach, mentor and individual contributor with a consistent record of driving revenue, market share and profit growth.  As a sales leader and as an individual contributor, routinely exceeded ambitious sales quotas for pharmaceutical and medical equipment/device industry leaders and startups. 
Created and implemented innovative selling strategies and built top-performing sales teams.  Opened new markets, boosted regional and national territory sales.  Established long-term, key account relationships.

Drawing upon extensive nursing, respiratory and general medicine experience, dynamic understanding of the impact medical equipment and devices have on the healthcare industry, and achievements in sales, marketing, business development and key account management, can contribute by:
· Driving sales and maximizing competitive advantage in challenging markets 
· Cultivating strong relationships to acquire, retain and grow key accounts
· Recruiting, training and motivating high-performance sales teams 
· Aligning products and solutions with customer expectations to deliver value
Adept at achieving buy-in from disparate groups.  Take on challenges with a get-it-done attitude. Regarded as an aggressive, hardworking self-starter who leads by example. Quickly earn the respect of customers and teams. BS in Healthcare-related disciplines including respiratory therapy, University of Missouri, 2001.
Career History and Selected Accomplishments
Regional Manager of Sales, CoolTouch/Syneron-Candela, 2014-Present. Responsible for company sales results. Built and manage a team of ten sales reps. Work hand in hand with Marketing leadership to keep the CoolTouch brand relevant. Report on to CEO, provide forecasts, marketing plans and customer service needs. 

· Led the team that wrested $2.0M contract from competitor, biggest company sale ever. Largest volume customer of competition wanted lower costs while improving his clinical outcomes. Provided demo laser and met with his clinical staff to discuss product. Conducted on-site demo. Won all of customer’s business.
· Revamped and expanded sales team, yielding immediate sales impact. Tasked to build team of 10 sales reps. Inherited five existing sales people. Established profile of successful sales rep. Decided existing reps would be held to same standards and expectations as new teams. Hired seven new sales reps and created a top-notch sales team.

· Leveraged impromptu dinner into four laser sales.  During ASA show, seized opportunity to invite 15 customers at booths to presentation of our product over dinner. CEO attended dinner. It was huge success. Closed four deals over desert. Complimented by CEO.

Regional Manager of Sales, AccuVein Inc., 2008-2014. Built, mentored and managed a team of 12 direct sales reps selling new start technology into hospitals and medical offices.  Authored the core marketing message for the industry. Led the effort to establish the AccuVein as a nursing standard practice. Managed the launch of two products the AV300 and the AV400.  
· Achieved outstanding results.  Led region to #1 in 2011/2012 and #2 in 2013. Managed the #1 sales rep in AccuVein four years in a row.  Increased units sold/deal five-fold.  Opened new accounts with XXX. 

· Exceeded target revenue by 14%, winning Top Region award. In 2011, AccuVein divided country into two regions and set up competition. Held regional meeting to discuss 2011 strategy. Determined best way to win was to make multiple unit sales into large hospitals/clinics. Region target was $2.9M. Generated $3.3M. 

· Won a major account after others had failed.  Leveraged prior relationship with clinical manager to gain product demo and clinical trial.  Generated a $90K, 20-device sale. 

· Developed strategic messaging campaign to help increase sales. Authored vein visualization standard of care which established customer expectations and criteria for clinical evaluation. Made clinical team vital part of closing deals. Process endorsed and adopted by Infusion Nursing society.

West Regional Sales and Channel Manager, Luminetx Corp., 2005-2008. Created marketing message and strategy for selling new start technology to Hospitals and medical offices. Managed an indirect rep channel to help sell the Vein Viewer.  Drove Region to #1 in 2007-2008 and was #1 sales rep two years in a row.
· Garnered firm’s largest single sale, 40 units/$1M. Presented opportunity to present new vein viewer technology to Sanford Health Care corporate offices. Gained hospital management support to do house wide trial. Spent over seven days in three different hospitals in area presenting product and teaching best practices. Won first very large deal. 

Midwest Territory Sales and Product Manager, Diomed, Inc., 2002-2005. Product manager for the Vein Viewer new start technology, Sell EVLT diode laser to physician offices and hospitals. Sell the Vein Viewer vascular imaging device to hospitals and physician offices. Company sold. Achieved 115% of quota for first product year.
Executive Sales Representative, GlaxoSmithKline, 2002-2003. Sell primary care pharmaceuticals into family practice, OBGYN, and psychiatric medial offices. Left for a new opportunity. President’s club two straight years. Ranked 11 out of 400.
· Won a 160% market share increase. Life-saving maintenance drug was underutilized in territory. Tasked to boost market share from 5% to 9%. Used clinical background to help MD's understand need. Left enough free samples to treat patients for week to see results. Got MDs to prescribe on monthly basis. Grew share to 13%.
· Innovative marketing approach helps increase market share from 17% to 28%. Mental health customer needed new product but patients could not afford medication in non-generic form. Offered samples to offset cost and $25 off coupons customers could use each month. Won Presidents Club award in first year. 

Sr. Registered Respiratory Therapist, Barnes Jewish Hospital, 2001-2002. Emergency and floor therapy. Ventilator management, direct patient care. Medication delivery.

Earlier: Hospital Corpsman/Marine Corps FMSS Combat Medic, United States Navy. Attended the Marine Corps. Non-Commission Officer training. 
Professional and Personal
Professional: Registered Respiratory Therapist RRT: State board of Missouri respiratory therapy controlled body. Successfully passed the requirements to be board certified.

Charitable:

· Colorado Trout Bums/Fish with a Vet. Match veterans with PTSD with volunteers who take them fly fishing on rivers of Colorado. Help teach veterans new skill, provide relaxation and leadership;

· Golf with a Veteran. VA program. Coach, teach and play golf with disabled vets suffering from PTSD;

· POKER for Charity: Organized and hosted what will be annual poker tournament where all proceeds go to Jeff Lucas foundation supporting families of lost special forces members.

Community/Civic: NFL Flag Football: Head coach of 11-12-year-old boys team. Assistant Head Coach of the St. Louis College of Pharmacy basketball team. Hobbies: Golf and Fly fishing. 
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