ROBERT OCHART
33-52 14th St.
Phone: 954 304 6221
Long Island City, N.Y. 11106
Detective1019@hotmail.com 
SALES PROFESSIONAL
CORE COMPETENCIES
Strategic Sales & Account Planning / Business Development / Sales Training / Team Leadership Customer Relationship Management / Negotiation & Closing Skills / Organization & Communication / Revenue & Profit Growth / Fluent in Spanish  
Sales Management Experience and Accomplishments: 

· Over ten years of sales management experience consistently leading sales teams to exceed sales objectives. 
· Recruited, trained and managed new business unit from ground floor and led team to #1 out of 25 sales teams.
· Instituted the use of metrics resulting in a 25% increase in revenue.
· Implemented a consultative top-down sales approach resulting in a 33% increase in sales. 

· Developed sales and marketing initiatives resulting in a 60% increase in new consulting projects.
· Received Outstanding Management Achievement Award.
Sales Experience and Accomplishments:  
· Over eighteen years of progressive consultative B-2-B sales experience selling to ‘C’ level executives.
· Successfully maximized profits while simultaneously focusing on customers’ needs.  
· #1 Account Executive with over 300 new business sales in one year.
· #1 Account Executive selling to governmental agencies and municipalities.
· Received Outstanding Sales Achievement Award. 
· Skillfully negotiated contracts and increased revenues by 38%. 
· Sold the greatest revenue producing project in the company’s history.
SALES TRAINING
Corporate Visions Training/ Spin Training / Productivity Based Training / Negotiating to Win
Selling to VITO / AT&T National Sales Program / Infomentis Strategic Sales Training
EDUCATION
University of Phoenix - Enrolled in MBA Program
Hamilton College – B.A. 

ROBERT OCHART
33-52 14th St.
Phone: 954 304 6221
Long Island City, N.Y 11106
Detective1019@hotmail.com 
PROFESSIONAL SALES HIGHLIGHTS

2013 - 2014       Regional Sales Manager – SambaSafety, Inc.
· SambaSafety, Inc. - a leading SaaS provider of driver risk management solutions. 
· Managed a territory of nine states, providing actionable driver information to government entities and employers in order to mitigate risk, reduce accident claims and insurance premiums, and make the workplace a safer environment.
2011 - 2012       Sales Manager / Account Executive – Netpique, LLC

· Netpique, LLC – a sales outsourcing solutions provider.
· Recruited, trained, and lead a sales team in a program launch for client, exceeding company and client’s expectations.
· Became company’s #1 Account Executive in multiple markets and was subsequently promoted to Sales Trainer and then Sales Manager.
2009 – 2011
VP of Sales & Marketing – O-CHART Management Consultants, Inc.
· O-CHART Management Consultants, Inc. – a consulting, training, and process improvement company. 

· Developed sales and marketing initiatives resulting in a 60% increase in new Six Sigma / Process Improvement and training consulting projects.

2002 -2009        Sales Manager / Account Executive - ChoicePoint, Inc. / LexisNexis 
· Lexis/Nexis – a risk management company using technology and information to help businesses and government agencies mitigate risk and meet compliance requirements.
· Recruited, trained, developed, and managed a sales team in the art of solution based sales providing solutions to financial institutions in order to help meet regulatory compliance requirements and mitigate risk for fraud, identity authentication, business credentialing, vendor validation, and collections.
· #1 Account Executive selling to government agencies and municipalities.

· #1 Account Executive with over 300 new business sales in one year.

· Received Outstanding Management and Sales Achievement Awards.
2000 – 2002
Account Manager - AT&T
· AT&T – a telecommunications company.
· Developed new business while managing an account base of $2M of small to mid-sized companies resulting in a 38% growth in revenue.
· #1 Account Manager in negotiating new contracts.

1995- 1999 
Zone Manager - International Business Engineers, Inc.
· IBE, Inc. – a business management consultancy.
· Recruited, trained, developed, and managed sales team selling business management consulting services to ‘C’ level executives.
· Started new business unit from ground floor and led team to #1 out of 25 sales teams nationally.
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