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	ANDREA K. ROSS

	KEY ACCOUNT MANAGER

	619.992.9690  ▪  andrea.ross888@gmail.com  ▪  http://andreakross.com/  ▪  www.linkedin.com/in/andrea-ross22211


Account Management | Business Development | Prospecting |Marketing Strategy | Enterprise Solutions | Contract Negotiations | Presentation Skills | Post-Sales Support | Sales Training | Competitive Analysis | Forecasting | C-Level Relationship Management

Proven track record in leading sales, client relations, marketing, and communications in sophisticated B2B markets across different industries. Success transition to new industries based on experience. Key use of competitive analysis, project management, statistical data, relationship skills to meet large quotas. Excel at…
· Sourcing, landing, managing, and closing key accounts
· Leveraging interpersonal skills to build strong coalitions across departments
· Negotiating contracts and building relationships for client retention
· Training staff on product knowledge and sales techniques
Education: BS, Business Administration, Emphasis in Marketing, San Diego State University.

Work History

Senior Key Account Manager/Subject Matter Expert
Motorola Solutions
April 2019 – Present
The leading manufacturer of 2-way radios, wireless broadband communication devices.
Prospect for leads, providing sales training for Western Area Motorola Channel partners to launch 4G LTE broadband + emergency voice, data, video communication solutions and cloud-based SaaS to Hospital IDN’s, Healthcare, Distribution, Transportation, Public Safety, Executive Security, and Construction verticals. Lead product launch campaign as Marketing Specialist, enroll dealers in SEO campaigns. 
· Manage $4.5M sales goal, exceeded quotas, collaborated with multiple salesforces, won bids on enterprise accounts like Disney, Uber, and Tesla.
· Achieved 130% of quota by hunting and prospecting, traveling 75% of the time.

U.S. Sales Manager, Capital Goods 
Advanced Test Equipment Corporation
April 2018 – October 2018 (Contract)
Sales, Rentals of engineering testing and measurement equipment
Advanced use of Microsoft CRM to manage inventory, quotes, invoicing, capital equipment leasing and sales in Medical Device, Semiconductor, Telecommunications, new vertical markets. 
· Won 12 new accounts, met goal of selling $1.1M equipment within 6 months. freeing up capital for new purchases. Consistent use of networking via manufacturer groups, marketing alliances to attract and retain customers. 


[bookmark: _GoBack]Sales and Operations Manager, Principal Owner
Mission Bay Rentals
November 2016 – March 2018
Directly supervised 10 independent contractors to complete projects on-time and under budget. Recruited, built strong teams, performance management utilizing Talent Acquisition management skills. 

Key Account Manager, Medical Devices
Agamatrix, Inc.
April 2016 – October 2016
Private label manufacturer of consumer products, glucose monitoring devices
Advanced presentations, proposals for Health Plan, Hospital, Pharmacy, Distribution;  CVS Health, Walgreen, Scripps, Sharp Healthcare, Kaiser Permanente, Optum, , Children’s Hospitals. 
· Won 5-year contract with major CA health plan, building support with key opinion leading hospitals. Converted 15+ accounts from competitive manufacturers, completed conversions on-time and under-budget. 
U.S. Sales Manager, Medical Devices
ACON Laboratories, Inc.
February 2013 – November 2014
Marketer of point-of-care diagnostic tests for laboratory, biotech
Directed team focused on Walmart, wholesale, hospitals, pharmacies with 50% travel. 
· Secured a $2M contract with United Healthcare, contract negotiations, and launch through mail-order. Trained call-center staff, completing  conversion in 12 weeks. Negotiated 15+ buyers to purchase private label, replacing the market leader with two distributors. 

Senior Professional Sales Specialist
Johnson & Johnson (LifeScan)
April 1992 – January 2013
The world leader in diabetes blood glucose monitoring for hospitals
Managed $2.7M in key accounts of medical devices within hospital IDN’s, called on C-suite and department managers. Heavy use of prospecting and cold-calling to build 58% market share and profitable territories.
· Sold competitively, won 7 hospital contracts within 18 months, earned early promotion to Senior Sales Role
· Negotiated a $80K 5-year sole-source contract with a health plan. Earned physicians and nurse support. Available for 24/7 customer support. 
· Awarded the #1 Sales Representative (out of 170) for revenue growth in top 10 accounts.

Technical Proficiencies / Certifications
Salesforce, Microsoft Dynamics 365, G Suite, MS Office, WordPress, Constant Contact, Tableau, Cognos
Certificate in Talent Acquisition Management, University of California, San Diego, 2018. 
Miller-Heiman certified, Situational and Strategic Selling, Consultative Selling, Large Account Management (LAMP). Bilingual/Spanish. 




Skills / Experience Factors / Personal Qualities
Client Relations | Enterprise Account Bidding | Business Strategy | Branding | Project Management
Key Account Management | Change Management | Contracts | Relationship Management | B2B
Pharmaceutical Sales | Marketing Campaigns | Training and Development | Conversions | CRM
Healthcare | Telecommunications | Technology | SaaS | Marketing Alliances | Direct Marketing
Sales Management | Client Retention | Promotions | Product Launches | Proposals | RFPs
Client Satisfaction | Communications | Performance Improvement | Recruiting | Sales
Field Sales | Sales Goals | Territory | Consistent | Innovative | Productive | Influencer




Andrea K. Ross pg. 2

