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OBJECTIVE

To secure employment with an organization that will allow me the opportunity to utilize my skills of building and managing accounts through customer focus and a tireless work ethic. 

PROFESSIONAL EXPERIENCE

HOME HEALTH & HOSPICE,   SCRANTON PA                                                                                   1/16/2019 – CURRENT

COMMUNITY RELATIONS COORDINATOR

· Employed marketing and promotional initiatives to achieve improved customer relations.
· Act as liaison between the agency and referral sources including hospital discharge planners, long term care facilities, urgent care centers, physician offices and other healthcare organizations. 
· Secure Preferred Provider status in major hospital systems solidifying positive working relationships with current referral sources.
· Maintained comprehensive working knowledge of home health and hospice markets.
· Monitored allocation of resources according to budgetary limitations.

I have expanded the business as demonstrated by both monthly and quarterly growth year on year.
This includes securing Preferred Provider status in the Philadelphia market with Temple Health adding the company to their narrow list of favored home health and hospice agencies.


Kelly Services, Pittston Pa                                                                                                9/1/2018 – 1/5/2019

Substitute Teacher

Employed as a substitute teacher to fill in from grades 1 through senior high school in Lackawanna County school district. This role allowed me to continue sharpening my presentation skills between full time employment while avoiding gaps in employment history.



LifeSource Pa Blood Center, Pittston Pa       					7/7/2014 -7/31/2018                                                            

Account Manager

Responsible for developing, planning and executing blood drive recruitment in N.E. Pa by adding new business and maintaining existing business to achieve monthly, quarterly and annual goals. Developing an annual plan for the territory and implementing strategies to increase frequency, increase recruitment efficiency and productivity.

Developed a geographic territory plan utilizing demographic, marketplace and census information. Evaluated blood drive cycle and calendar placement to support Geisinger medical centers.  Obtain new donor groups resulting in unit growth to meet the community blood bank needs.
Partnered with C Suite and support staff in both the public and private sector to maximize unit output to meet goal projection.

During my employ, I achieved the following results:
· Increased largest account base (high schools) by adding 15 
· Doubled the number of business accounts (100 + employees) by adding 14
· Maintained a projection accuracy of 88% (a key performance metric)
· Exceeded monthly goals 42/48 months
· Presented a plan to incentivize collection staff for increasing efficiency
· Maximized rewards program by achieving 98% participation rate

LORD and TAYLOR, Wilkes-Barre, Pa                                                                                 2013 – 2014

Customer Service Representative 

Efficiently handled customer inquiries via phone ensuring first call resolution is worked and resolved in accordance with department policies, procedures and standards.

· Actively assisted Director with new hire training
· Was asked to help write outgoing and up sell scripts to be used by sales team

TMS Health Moosic PA, 								     2011-2012

Conducted national outbound calls to both primary care physicians and specialists in a sales capacity providing informed and accurate product information to facilitate sales activity. 

· Consistently exceeded my daily sales call goals averaged 10 interactions / day
· Lead my team with the number of satellite lunch programs 

ADT SECURITY, ALLENTOWN, PA    AND   RCN CORP., WIKES-BARRE, PA                                		     2011                         

Residential Sales Representative

Sold ADT security systems to residential customers and mined existing customer base to create additional sales opportunities.

· Residential cold calling for new security systems
· Responsible for all lead generation for Install team


RCN CORP., Wilkes Barre, PA       
                                                                                                               
Customer Care Associate

Answered inbound customer calls regarding new sales; add-on services and upsell services to customers as appropriate. 

GLAXOSMITHKLINE, Research Triangle Park, NC	2000 – 2010

Senior Executive Sales Representative

Marketed respiratory portfolio to specialist and primary care practices throughout central and N.E. Pa. 

· Achieved sales goals for Ventolin HFA 2009 ranking #2 nationally and #1 regionally.
· Exceeded Advair goal for 14 consecutive Quarters through 2006, 2007, 2008 and earned ranking of #2 nationally in 2007.
· Achieved Winners Circle 2006 Top 15% in the region for Advair.
· Selected for numerous sales /marketing advisory boards both regionally and nationally
· Was promoted 3 times through performance based sales career ladder

INNOVEX INC., Durham, NC	1999 – 2000 
Pharmaceutical Sales Representative

Actively sold CNS and Respiratory products while working with GSK personnel in support of customer accounts and execution of programs and sales.  I was selected to join GSK based on my sales performance and professionalism with my GSK peers and sales leadership.

EDUCATION 
BA, English, King's College, Wilkes-Barre, PA



