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	Emily Bates

	3890 Manchester Way, White Plains, NY 19583
Home: 914-895-9386 (  Cell: 914-839-3847 emailybates@hotmail.com


SALES & MANAGEMENT CAREER PROFILE
Performance-driven and innovative Account Representative with a successful track record of overachieving quotas and increasing sales volume by millions of dollars. Proven skill in leading teams to achieve organizational goals and history of generating multimillion-dollar business growth. Won numerous awards for excellence in sales, including induction into the 100% Club and membership in the President’s Circle. Proficient in Microsoft Office.

Core Knowledge & Skill Areas:

	· Customer Relationships
	· High Impact Sales Presentations
	· Marketing

	· Budget Management
	· Value Added Solutions
	· Recruiting and Staffing

	· Strategic Account Planning
	· Promotions
	· Team Leadership

	
	
	


RELEVANT EXPERIENCE

SOUTHERN LIVING, White Plains, NY
2006 – Present
Salesperson 
Sell decorative and entertainment home products.
· Recognized as top producer for three months, selling $5,000 in products each month.
DURACELL, White Plains, NY 
1983 – 2003
Area Manager, Home Depot National Account Team (2001-2003)
Successfully managed six sales/merchandising specialists as well as sales volume with a value of $12 million for 120 retail stores. Facilitated meetings with Home Depot division buyer to negotiate all retail programs, including store locations, promotions, product mix, and plan-o-grams. Coordinated new store openings and ongoing store coverage. Effectively served as main point of contact for all departments at the Atlanta Home Depot divisional buying office.
· Achieved 106% of quota in 2002 and 109% of quota in 2001.
· Increased sales volume from $7 million in 2001 to $9.35 million in 2002 and POS dollar share from 48% in 2001 to 54% in 2002.
· Created a proposal for adding two new territories in the state, which required realigning current store coverage based on store volume and hiring two new sales and merchandising specialists. 

· Recognized as company leader in hurricane preparedness and procedures, implementing toll free number to activate emergency procedures in the event of a named storm. 
Key Account Manager, Home Depot National Account Team (1999-2001)
Oversaw share and volume growth for three of nine Home Depot divisions with a total of 300 stores and $13.7 million volume. Negotiated product mix and retail marketing initiatives with each division merchant. Partnered with national account manager to design and market promotional displays and point of purchase material. Presented account programs and strategies to Sales and Merchandising Specialists at annual national meeting. 
· Acquired distribution of six key items for a total volume of $2.8 million and $750,000 in profits.
· Increased volume by 12% in Tampa division, 50% in Dallas division, and 49% in Atlanta division.
· Diligently increased off shelf display support by 30% and GMROII by 2% yearly.

· Created training manual and call activity sheet for third party store coverage. 
· Competently conducted classroom and on-the-job training for third party service company.

Regional Key Account Manager, Home Depot National Account Team (1996-1999)
Meticulously developed share, volume strategies, and marketing and merchandising objectives for the following key accounts--The Sports Authority, SP Richards Co., Baby Superstore, Office Depot, and Home 
Depot Southern Division—with a total account volume of $8 million. Managed all in-store programs and traveled to retail stores throughout Southeast to work with individual stores on implementation. Oversaw hurricane programs for The Sports Authority and Home Depot Southern division. 
· Achieved 100% of quota for four consecutive years.
· Teamed with Marketing Department on custom promotions for The Sports Authority, which included designing POP for in-store presentation. 
Senior Territory Manager (1988-1996)
Efficiently cultivated new accounts and managed accounts for companies such as L. Luria & Sons, The Sports Authority, Blockbuster, and BrandSmart. Managed budget linked to account objectives.

· Realized 100% of quota for nine years.

Territory Manager (1983-1988)
Effectively prospected and won new accounts. Managed sales volume for accounts within assigned territory, meeting volume objectives consistently. 
· Delivered 100% of quota for four years.

OTHER EXPERIENCE

ST. JOSEPH CATHOLIC SCHOOL, White Plains, NY 
2003 – 2007
Chair/Co-Chair 
Successfully led projects up to six months in length, including coordinating a parade float and fundraisers. 
· Raised $28,000 for Silent Auction Annual Fundraiser.

· Collected $16,000 for Class Baskets Annual Fundraiser in 2004 and $8,000 for same event in 2003.
WHITE PLAINS COUNTY HIGH SCHOOL, White Plains, NY 
2004 – 2006
Researcher 
Diligently gathered and compiled information for the Five Star Award received by superior schools in the state. Teamed with administrators (vice principals), teachers, club sponsors, and volunteer coordinator for research effort. Organized and presented information to key member of school board. 
EDUCATION
Bachelor of Science in Commerce and Business Administration
University of Alabama, Tuscaloosa, AL
Recipient of George Washington Salesmanship Scholarship
TRAINING:
Guiding the Development of Others, 2003 

Management by Inclusion, 2002
Presentation Skills, 2002
Diversity Training, 1997
Karass Negotiating Seminar, 1995
AWARDS/HONORS

· Inducted into 100% Club from 1985 to 2002
· Member of Duracell President’s Circle from 1986 to 2002

· Represented Duracell at Home Depot’s Annual Golf Charity Outing to Benefit City of Hope 
· 1998 Recipient of President’s Circle 10 Year Award 
· Southern Region Territory Manager of the Year, 1994 and 1995
· Recipient of Stueben Award, 1995
