[Your Name]
[Sales Manager] · [Field, inside or channel] · [Team of N] · [Industry]
[City, State] · [email@example.com] · [(555) 555-0100] · [LinkedIn or portfolio URL]
SUMMARY
[Sales manager with N years leading teams of (N reps) selling (product) to (buyer). Team reached (percent of target) in (years). Known for (one coaching or process strength). Ready to lead (the size of team or region in the posting).]
EXPERIENCE
[Sales Manager or Regional Sales Manager], [Company] · [Team of N reps, territory]
[City, State] · [Mon YYYY] – [Present]
1. [Team attainment: (percent) of ($X target) in (YYYY), (percent) in (YYYY), rank (N of N) regions]
1. [Hired (N) reps; (N) reached full quota within (N months), compared with (previous ramp time)]
1. [Coached (N) reps from below plan to (percent); promoted (N) to (senior AE or manager)]
1. [Introduced (deal reviews, forecast cadence, territory plan) that moved (forecast accuracy, win rate, cycle length) from (X) to (Y)]
1. [Kept rep turnover to (N departures) in (period) while (growing or restructuring) the team]
[Senior Account Executive or prior role], [Company]
[City, State] · [Mon YYYY] – [Mon YYYY]
1. [Personal attainment: (percent) of ($X) over (N years), (award or club)]
1. [Mentored (N) new reps or led (training topic) for the team]
1. [Acted as (team lead or player-coach) for (N months) before promotion]
SKILLS
Leadership: [Hiring and interviewing, territory design, compensation plan input, performance plans]
Operations: [Forecasting, pipeline reviews, Salesforce reporting, Clari or a similar forecasting tool]
SALES METHODS AND TRAINING
[Methodology you coach, e.g. MEDDICC, Challenger or Sandler] · [Certified YYYY, if applicable]
[Training you designed or delivered] · [Audience and size, e.g. three regional teams]
EDUCATION
[Degree], [University], [YYYY]
