Monica Short

8927 Handel Loop
Land O’ Lakes, Fl 34637
239-229-1324 (cell)

MonicaEasonShort@aol.com


Profile:


Tech-savvy executive with over 18 years experience managing sales and marketing efforts for diverse companies. Demonstrated ability to maximize sales volume and transform market position from last to #1 through relationship building, negotiating favorable business, training top-performing sales teams, securing strategic alliances, developing effective marketing collateral and closing deals with top decision makers.


Experience:
09/01/08 – Present

SCI- Service Corporation Incorporated, 

Sales Manager Palms-Robarts Funeral Home and Memorial Park

Sarasota, Florida

Responsible for Family Service Counselors and Community Service Counselors sales of Pre-Need Funeral and Cemetery property, and At-Need Cemetery property.  Began career at SCI with the National Cremation Society division as Area Sales Manager covering Fort Myers, Port Charlotte and Sarasota, Florida was promoted to Sales Manager after 7 months.  Primary responsibilities:
· Daily and weekly sales and training meetings and once weekly activity night.

· Assuring all counselors are up to date on certifications and FTC rules.

· Work closely with General Manager ensuring the Dignity code of ethics is adhered to.
· Recruiting, training and coaching counselors on activity, sales, and after care visits.
· Successfully implemented and consistently utilize the two-up program.

· Operating with the highest profit margin in the State of Florida.

05/2006 – 04/2007

Communications International, Inc (CII)
District Sales Manager

Southwest Florida

Accountable for sales of Mobile Radios, Portable Radios,GPS, Hardware, Software, Antenna’s, Microphones, and Infrastructure to the Public Safety Sector including, Sheriff, Police, Emergency Operations Centers, Florida Highway Patrol, State Law Enforcement Radio System (SLERS), Fire and Emergency Medical.

· Maintained multi-million dollar county network infrastructures.
· Assisted in the writing of the annual budget for the Collier County,

   Florida Shop.
      Maintained profit margins exceeding company objectives.
· Up market sales of new business into existing accounts, and developing

      new business.
· Trained myself on equipment, infrastructure and internal systems.

01/2005 – 04/2006
American Wireless Providers Sr. Vice President of Sales
Southwest Florida

· Managed all aspects of sales and service for startup Wireless Internet Provider in the Southwest Florida market.

· Developed best practices for managing high levels of activity for the

Sales Teams.
· Recruited and trained a sales team to market services.

· Developed the overall marketing plan to penetrate our specific customer
base.

· Assisted in writing and implementing the overall Business Plan.
· Instrumental in writing the budget and successfully managing the P&L.

06/2003 – 01/ 2005
OfficeMax-Commercial Sales Account Manager
Southwest Florida

Responsible for sales of OfficeMax business products to medium and large B2B customers.

· Opened new territory for the Southwest Florida territory.
· Was number one in the Miami Region for 2003, achieved 174% of plan.
· Hired another account manager to help build revenue in my territory.

03/2001 – 06/2003
Independent Sales Consultant-Software, Security, Wireless, Cellular

Telecommunications and Internet

United States

Develop and implement sales strategies to acquire new customers and retain existing accounts for Voice, Data, Internet, Software, Hardware Telephone Systems and ASP services. Set sales objectives and formulate plans to expand business. Identify opportunities for strategic alliances and Partnerships that further business goals. Responsible for sales of integrated security systems including but not limited to CCTV, Access Control Systems, Barrier Gates, and Intrusion Alarms. Primary responsibilities include:
· Prospecting proposal preparation, presentations and closing.

· Executed Business Plan in first quarter to achieve positive results.

· Opened new office without interruption of processes.

· Achieved over 100% of customer retention in a volatile territory.

· Extensive training on all aspects of security.

· On track for meeting all objectives per Business Plan.

· Consistently at or below budget.

05/1999 – 01/2001
Cable and Wireless-District Sales Director

Baltimore, Maryland

Managed all aspects of sales and service for the Baltimore, Maryland district sales office. Developed best practices for managing high levels of activity in the areas of sales, regarding Data, Internet, Wireless, Cellular, Application Software, ISP’s, Web-hosting, Channel Sales and International sales.

· Recruited, trained and ramped up quickly a successful sales team.
· Developed a successful sales model for the Mid-Atlantic Region.

· Implemented weekly training programs consisting of sales and services.

· Introduced new methods for reporting, budget projections, and competitive sales analysis.

· Successfully managed budget and achieved positive P/L after 90 days.

· Achieved 120% of new sales for 1999.

· Grew team revenues by $1,220,000 in first quarter, was on plan to grow revenues to $5,000,000 in 2000 with relatively new teams.

· Achieved annual Excellence award for 1999 after only 7 months and attended annual sales incentive trip.

5/1986 to 07/1998
MCI/WorldCom
Account Executive

Raleigh, North Carolina


Maximized sales for a nationwide provider of technical services. Developed and implemented strategic plans to manage accounts to ensure service quality and continued growth.  Assisted sales management with analyses and database maintenance. General Manager for multiple sales offices in North Carolina, South Carolina and Virginia. Maximized sales of Application Software Voice, Data International and Wireless Telecom services.
· Developed training programs on prospecting, forecasting, performance management and selling up market.

· Increased revenues by $40,000 per month first 6 months as a new manager.

· Sold first Frame Relay Network from General Business.

· Maintained highest retention of sales force in the nation, and exceeded 104% to 106% of retention base growth.

· Received annual Celebrate You Award for successfully growing multiple sales teams.

· Promoted to Account Executive II within first year.

· Acted as leader in absence of manager.

· Received multiple sales awards and incentive trips.


Education:

North Carolina State University

Raleigh, North Carolina

Bachelor’s Degree

Major: Business
