  Thumper Hare,  mmtac

6310 Willow Run Estates ~ Seattle, Washington  98911 ~ 455-244.6788 ~ email:  THare@aol.com
Personal Profile
· An exceptionally strong record of new business development and account management in highly-stressed Merger/Acquisition and divestiture environments. 

· A sophisticated sales professional with expertise ranging from transactional Business-to-Business sales to consultative interaction with senior engineering executives of the nation’s leading corporations. 

· Solid skills in creating strategic selling plans, identifying markets, training staff in product knowledge or sales methodologies and creating excitement for products and services. 

· A broad range of product knowledge and account management techniques ranging from entertainment products in retail environments to information technology and telecommunications equipment and services.
MultiMedia Telecommunications Assoc. Certification

Employment Highlights

Telecommunications

1999 to 2002 

Digital Integrity – Seattle,  Washington
The world’s largest quality testing company for scientific products.

New Business Development

Spearheaded the company’s Telecommunication initiative targeting telecommunications manufacturers.  Called on CFOs, CTOs, Compliance Engineers and VP’s of Manufacturing offering testing and compliance documentation.

· On-track to exceed a $1-million annual production quota; re-energized a dormant Alcatel, regaining over $400,000 in annual revenues.

Fossil Communications – Seattle, Washington
Pre-IPO National Broadband Wireless Internet Service Provider; third round venture capital failed.
Account Executive - Corporate Accounts

Recruited as the second sales person to market wireless Internet services to businesses and service resellers throughout the Seattle area.  

· Created strategic marketing plans to optimize revenues, identified accounts, created marketing support collaterals, made cold calls and secured new business.

· Trained Agent Reseller Partners and new company sales personnel in product knowledge;  train both internal and client sales staff in methodology.  

· Consistently exceeded monthly production goals and secured major new accounts including Avaya Communications (Lucent) and TGI Fridays / Carlson Restaurants. 

Delta Datacom- Seattle, Washington
Telecommunications & Network Integration Company in merger with AmeriTech Data Solutions.

Data Solutions Manager - Seattle Major Groups

Recruited to manage a portfolio of over 100 accounts and provide network integration solutions and equipment for Fortune 500 accounts throughout the SeaTac area.  Analyzed full Life Cycle Network Integration requirements, offered Project Manager, Customer Service Contracts, Remote Monitoring, Product Staging, On-site Engineering and third party vendor hardware (Cisco and Nortel).  Team-sold with one Sales Engineer and Inside Sales Support.

· Generated over $2-million in revenue including stimulating the dormant Sterling Commerce account from zero to over $600,000 in annual production. 

GTE Internetworking - Irving, Texas   

Global Internet Service Provider in merger with Bell Atlantic to form Verizon.
Sales Consultant - Business Accounts

Recruited to market standard service line products (Frame Relay, T-1, ADSL, ISDN, Web Hosting, VPN, E-commerce and security solutions) to mid-tier (Fortune 1000) companies in the Metroplex.

· Attained 110% of monthly new business production through cold calling and account identification.

Information Technology

1996 to 1999

Network Connections – Seattle, Washington
Pre-IPO Manufacturer of Internet connectivity devices; market capitalization of $20,000,000

Outside Sales Manager-Southwest Region 

Promoted to lead the company’s outside sales initiative throughout the South / Central U.S. region, calling on CEOs and CTOs of Fortune 100 /500 corporations.  Called on VARS, computer resellers, Internet Service Providers and Corporate Accounts.  Acquired General Motors, AmeriTech and TGI Fridays / Carlson restaurants.

· Produced 225% of 1999’s First Quarter goal en-route to contributing $2.5-million in revenues against a quota of $1.25-million prior to the company’s sale to Nokia. 

· Consulted various businesses in network protocols, technical implementations and training; maintained ranking as the company’s top performer.

Regional Inside Sales Manager

Promoted to provide leadership, sales and product knowledge training for a five-person inside sales force. Responsible for personal production in excess of $1,000,00 annually and a team quota of $3,000,000.

· Trained in sales methodology and product knowledge resulting in $3.5-million in team production and $1.2-million in personal production.  Three of five members exceeded quota. 

· SalesPerson of the Year - 1998

Inside Sales 
Recruited as the second sales person to market a variety of Internet connectivity devises to OEMs and major businesses nationwide.  

· Examined the technical marketplace, identified accounts and prioritized cold calling and marketing schemes, ultimately producing over $1,000,000 in sales, against a quota of $800,000, within eight months. 
Murdock Digital Engineering - Fremont, California

National Computer PC Manufacturer:  Hardware and Software Distributor

Account Manager

Recruited to market IBM compatible PC products to Value Added Resellers and manufacturers throughout the United States.  Called on individual and multi-unit retail owners and large-scale integrators. 

· Gained expertise in all phases of the consultative sales cycle.

· Achieved $2.5-million in sales against a quota of $1.5-million;  Salesperson of the Month, twice. 
Account Management

1994 to 1996

Jackson, Finkley, Smithers and Associates, Inc.- Redwood City, California

Regional Distributor of Electronic Fluid Dispensing Manufacturing Equipment
Outside Sales Representative

Managed a portfolio of over 100 Fortune 100 / 500 accounts (Intel, IBM, Hewlett Packard) offering state-of-the-art fluid dispensing equipment (glues and solder) used by Original Equipment Manufacturers.  Called on Research and Development personnel, Vice Presidents of Manufacturing, Engineering and Manufacturing executives. 

· Gained expertise in cold calling, needs assessments, product presentations, demonstrations and closing. 

· Improved portfolio performance by 20% through renewed emphasis on customer relations. 

· Surpassed the established annual quota of $1,000,000 in eight months. 

American Merchandisers, Inc. -Dallas, Texas   

National Entertainment Media Distributor to Wal-Mart, Inc.
Outside Sales Representative

College recruitment for a new start-up territory as Wal-Mart launched its West Coast Marketing initiative. Consulted with store managers to optimize merchandising schemes, implement promotions including book signings and celebrity appearances and ensure that marketing strategies were correctly carried out. 

· Grew revenues from zero to over $1.2-million in the first year, eclipsing a $1-million quota.  On track to pass $2-million in the second year, placing the territory in the Top10 nationally, out of 300 possible territories.  




   Education and Training

Bachelor of Science - Business Administration / Marketing

WASHINGTON STATE UNIVERSITY    Responsible for 100% of educational expenses.
