Introduction
CapraTek has a long history as a leader in the design and manufacture of computer server components and continues to provide innovative solutions to industry needs. Now, CapraTek is leveraging this culture of innovation to expand into emerging wireless technologies. As part of that diversification, CapraTek is developing advanced smart-home technology.
Last month, CapraTek announced that it will begin development of an integrated wireless system that will provide seamless integration of virtually all home electronics and appliances. Security, heating and cooling, lights, locks, telephone, home entertainment, computers, and gaming devices all controlled through a single, wireless device and a simple web-based interface — it's better than a butler; it's Alfred!
Distribution of the Alfred! device and components will be through existing distributors and retail outlets. The current sales force will begin training on the new product line very soon. While the company is trying to develop an overarching Recruiting and Staffing Plan for the Sales Representative role, there is an immediate need to hire four regional sales representatives to support the new product line.
· Be able to analyze and apply initial screening methods for selecting candidates.
· Be able to analyze and apply additional methods for selecting candidates.
· Be able to discuss validity, ROI, and other factors that impact assessment method choices.
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Email
Alfred! Sales Reps — Positions to be Posted
From: Evelyn Unger, Senior HR Generalist
To: Lindsey Lafond
I wanted to let you know that we decided to move ahead on hiring the Sales Reps for the Smart Home Technology Group (Alfred!). I know you are working on a Recruiting and Hiring Plan for that job, and we want you to keep moving forward with that.
However … the regional sales managers say they really need to fill three of these slots so they can get the new hires trained with the current sales reps. The job analysis and plan are still high priority, but they really needed to move on the regional reps. The job has been posted, using the old job description and we've received quite a few applications already.
I'd like you to work with Arthur Ruiz, the Sales Manager for the Southwest region, on candidate selection. You will need to figure out a screening and assessment strategy that will allow you to select the three best candidates for interviews. There is some money left in the budget for some assessment tools — it's pretty much up to you on how you should apply it. The job description and resumes for applicants in the Southwest region are in your folder on the network.
Let me know if you have any questions or concerns.
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Intranet
Company Announcement: Alfred! Limited Only by the Imagination
Over the past several months, we've achieved tremendous progress with our smart-home project, including acquisition of the Mahomet facility, which will be headquarters for manufacture, delivery and support for the Alfred! system and all associated components. This expansion will support a 5-year growth plan for our wireless capabilities and will build on industry-leading delivery and service capabilities.
CapraTek is well positioned to enter this new market, particularly in terms of creating systems that simplify integration by the average consumer. Our goal is to provide the means for our customers to control whatever aspect of their environment they want, from home entertainment systems to specific lighting needs to security, energy use, and more. The only limitations will be their imaginations … or ours.
Press Release: CapraTek Expands Manufacturing Operations Into Illinois
URBANA, IL (June 10, 2013) — CapraTek today announced it will expand capabilities for its manufacturing operations with the addition of a 500,000-square-foot building in Mahomet, Illinois, located in the Lake of the Woods Industrial Park. The expansion will be accomplished in phases over the next two years and will include a capital investment of up to $40 million and the addition of up to 300 new, highly skilled jobs. The expansion comes on the heels of the company's recent $70 million investment to upgrade existing plants in South Carolina and New Mexico.
CapraTek is recognized globally for its tower and server systems, high-end workstations, storage server systems, motherboards, chassis, and server components. CapraTek offers its products through value-added resellers, system integrators, and original equipment manufacturers, as well as through its direct sales force.
“Our continued investments in innovation, combined with expanding wireless technology have fueled the need for more manufacturing space to meet the increasing demand for our products and services,” said Fred Barton, CEO of CapraTek. “We are delighted to expand our operations here in Illinois, which offers a quality workforce, particularly due to the proximity to Research Park and the University.”
View additional Capratek Intranet Content »
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Sales Representative Job Description
Job Title: Sales Representative #NP_02309
Department: Alfred! Smart Home Technology Group
Reports To: Regional Sales Manager 
CapraTek is a leading player in the new digital era. We have met the demands of today's digital economy by offering the widest range of server products, chassis, rack, and server management tools available today. With the most extensive product line in the industry to meet the widest range of customer needs, it is easy to understand why CapraTek has become a world leader in server design and manufacturing. Now CapraTek is poised to become the leader in smart home technology with the release of the Alfred! product line.
CapraTek is currently seeking an experienced, dynamic, and highly motivated sale representative to join our Smart Home Technology Group sales team. The ideal candidate for this position has to be a quick learner, bring a positive energetic attitude, and have the desire to excel with a rapidly expanding company. This position offers continuous variety of learning opportunities. Successful sales representatives must have experience selling consumer electronics in either retail or business-to-business environments.
You will be responsible for the entire sales cycle; from developing accounts, prospecting, communicating, and negotiating with buyers as you develop, manage, and grow your account base.
Requirements:
· 5+ years of current experience computer or consumer electronics sales.
· Strong consultative sales approach.
· Proven track record of exceeding annual revenue and profit targets.
· Ability to travel up to 50% to customer sites.
· Bachelor's degree.
· Cold calling experience.
Additional Skills Preferred:
· Demonstrated ability to build “C” level executive relationships within named accounts.
· Seasoned negotiator and strong closer.
· Solid communication and presentation skills.
We are proud to be an equal opportunity employer; all applicants will be given full consideration under state and federal laws.
CapraTek offers excellent benefits including medical, dental, and vision, tuition reimbursement, and a 401K retirement plan for qualified employees.

Pre-Employment Assessment Keys
Cognitive Ability:
Reported as far below average (1), below average (2), average (3), above average (4), far above average (5) "as compared to benchmark group." The benchmark group is a national pool of candidates for a similar position.
Background:
The background check generates a full report on the areas that were investigated. The summary dashboard indicates whether the investigation yielded findings in the area and categorizes them.
Summary Dashboard:
· Criminal History (1= traffic, 2=DUI, 3=assault or robbery, 4=charges dismissed, 5=other)
· Credit (1=negative report(s) in last 12 months, 2=negative report(s) older than 1 year, 3=charge-off, 4=bankruptcy, 5=foreclosure, 5=tax liens
· Education X = number of discrepancies between candidate claim and verified data.
· Employment X = number of discrepancies between candidate claim and verified data.
Sales Interest Inventory:
Score is reported as an overall percent. The score is compared to CapraTek sales staff who have been identified as strong performers.
2013 Benchmark
	
	Below 55%
	55% – 65%
	66% – 79%
	80% and Above

	CapraTek Sales (n=197)
	4
	25
	61
	107

	
	Weak match
	Moderate match
	Good match
	Strong match


Personality Test:
CapraTek uses the Dunlop Personality Inventory which provides a detailed candidate overview, which matches the candidate to one of 10 personality styles. Also included in the report is a discussion of the candidate's strengths and limitations, suggested interview questions, and information on the communication, team, and workplace values for each personality type.
1. Makers: Prefer to look for and create their own solutions. They know what they want and usually that includes the freedom to produce on their own terms. Inventers set goals for themselves and then determine how to meet those goals. Inventers love challenges and overcoming obstacles. They are direct in communication and behavior. They can be critical and are sometimes seen as impatient by others.
2. Achiever: These individuals have an abundance of self-confidence and actively seek opportunities that test their ability to succeed. Forceful and direct, they can be seen as arrogant or overly independent. Achievers love competition, rank, and challenges. They can become impatient in quiet times or routine activities.
3. Consultant: Consultants are usually seen as very moderate individuals, though that is perception that consultants work hard to establish. Consultants are able to work well with others and match their efforts to the situation, brining focus and determination to goals. Consultants know what they want or need and are able to express those desires well.
4. Discoverer: Tend to be strong willed, forceful individuals. Persistent when pursuing what they desire and will do whatever it takes to succeed. Can be critical of others. They use planning and organized actions to accomplish their assignments. Discoverers willingly take on significant responsibility and are very detail oriented. They learn from their successes and failures and are able to apply new information or conditions to take corrective action.
5. Motivators: Motivators are able to get things done through others. Leading, persuading, and sometimes manipulating, these control their environment by influencing others to take action that leads to the motivator's ultimate objective. The motivator uses the values, desires, and values of others to achieve cooperation, rather than relying on intimidation or other forms of power.
6. Inventive: Inventive types are often seen as contradictory. They want instant results, but they also can be perfectionists. They can be volatile and aggressive, but can also be extremely insightful, caring, and sensitive. They are quick to act or express themselves, but usually have thought through multiple options before acting. Inventives are great planners, but in their focus on perfection, they sometimes struggle in their interpersonal relationships.
7. Influencer: Good with people, likes challenging assignment and variety. Seeks assignments that offer the chance to excel and shine. Influencers are well liked because of their outgoing and persuasive personality. Influencers sell themselves and their ideas through charm, personality, and other interpersonal strengths. Influencers like change and variety in their tasks and activities. Influencers are motivated by how they are perceived by others and they like to be seen in a positive light.
8. Evaluators: Evaluators are usually skilled at communicating as they choose their words well and are also able to use language to influence others. They are seen as considerate and this often helps them when they need to involve others in projects. They are creative, straight-forward, and get things done. Evaluators are planners, but their practical nature helps them anticipate real world obstacles and create contingency plans. They are competitive and like to win. Evaluators can be intolerant when their expectations are not met.
9. Socializer: Socially adept, Socializers seek environments where they can develop personal and professional networks. They are supportive and can create enthusiasm and a strong team dynamic. Socializers are the people who know everyone. They are able to leverage their contacts to support their organization or projects. Socializers thrive on interaction and social events, and often dominate meetings, committees and conferences. Socializers can sometimes be more influenced by perception, without researching all facts.
Job Knowledge Test:
This is a standardized test that assesses the applicant's knowledge of the tasks and knowledge of the specific job. This is scored on a standard percentile.
Sales Simulation:
The sales simulation is an online simulation where applicants can demonstrate their skills and ability to respond to real world considerations. The simulation is scored on a standard percentile.
Integrity Test:
CapraTek uses the Hilliard Pre-employment Inventory for integrity testing. This tool helps identify how an applicant will perform in terms of number of organizational outcomes such as overall performance, misuse of sick days, break company policy, offering unauthorized discounts, and other counterproductive behaviors. The inventory provides a report on each candidate and an overall rating of Low, moderate, or high risk.
Handwriting Analysis:
The Heilstadt Institute offers graphology analysis specifically meant for use by human resource professionals. The full report describes and evaluates the various traits revealed by handwriting analysis according to how they affect business situations. The summary comments provide a snapshot of the overall analysis.
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Resumes
Brian Weber
45 Willow Road, Riverbend City
Phone: (728) 513-5643
E-mail: BWeber@qmail.com
Objectives
A results driven, committed and articulate sales representative with excellent communication skills and a high level of customer commitment. Highly focused and effective, with the ability to plan & manage territory while developing and maintaining new and existing customers through ethical sales methods and consistent high customer service.
Goal and deadline orientated team player with the proven ability to succeed in a demanding sales environment, now seeking the opportunity to make a significant contribution with an ambitious company that offers a genuine opportunity for growth.
Experience
Sales Representative June 2010 – present
Skill Center Electronics
Contacting prospective clients, assessing their requirements then selling them the company's products and services that match their needs. Also responsible for maintaining ongoing relationships with customers to foster repeat business.
Duties:
· Working as part of the sales team to develop both new and existing markets.
· Involved in developing sales & pricing strategies.
· Identifying and then researching potential leads and opportunities.
· Constantly developing existing sales processes which will generate sustainable growth.
· Collecting all the information required to create a request for an estimate.
· Writing accurate & informative sales reports and documentation.
· Contacting prospective clients by phone and email.
· Evaluating competitor activity and developing appropriate responses.
Skills
Strong communication skills and an excellent telephone manner.
Education
Beck University, Riverbend City MN
Bachelor's of Science, Business Administration (2007)

1220 Astoria Blvd, Queens, NY • (471) 782-1342 • EFoster@hott mail.com
Eric Foster
Professional Profile
Motivated, results-driven sales professional with over 3 years experience seeks challenging sales position which will utilize my ability to develop and maintain client relationships. Proven ability to exceed sales objectives through targeted prospecting and follow-up. Excellent communicator focused on providing excellent service to outside clients as well as fellow employees.
Experience
2010-Present Omni Computer Wholesale New York, NY
Sales Representative
Sell computers and accessories to retail computer stores throughout New York, New Jersey and Pennsylvania. Provide ongoing account support through dedicated account management team. Provide ongoing discounts and incentives to existing clients.
· Exceeded sales objectives by at least 12% for past 3 sales quarters.
· Average 4 new clients monthly, adding $13K to monthly revenue stream.
· Provide focused solutions based on clients' targeted customer base.
· Manage 4 major retail chain accounts, accounting for 70% of monthly sales.
· Identify potential clients through targeted prospecting, cold calling and networking.
· Recommend new product ideas to marketing team based on client needs, most recently adding products for integrated telephony solutions.
· Develop and maintain client relationships by personally contacting each client monthly.
· Address client grievances with management, and recommend solutions.
· Utilize ACT to track and manage client accounts.
· Create purchase order numbers and electronic sales forms for efficient order processing.
· Recognized as monthly "STAR" sales employee twice.
· Meet weekly with account management team to develop strategies and improve processes.
Education
2010 New York University New York, NY
Bachelor of Science, Business Administration
References
References are available on request.

Wayne Price
790 Wadsworth St • Empire, New York • 10591
Home: (230) 536-5497, Cell: (230) 977-4809 wayneandellen@treetop.net
Seek the Challenging Position of Sales Representative
A highly talented Sales Representative with huge experience in selling electrical, electronic, and related products or services, such as communication equipment, radiographic-inspection equipment and services, ultrasonic equipment, electronics parts, computers, and EDP systems.
Summary of Qualifications
· More than eight years experience.
· Strong knowledge of electrical and electronics.
· Immense ability to start the day at Company's office at 6:00 AM to call into eastern and South Central territory.
· Remarkable ability to build and manage customer relationships and to effectively manage time.
· Highly self motivated with strong ability to successfully work independently.
· Excellent verbal and written communication and interpersonal skills.
· Uncommon ability to motivate sales people to aggressively promote and sell Company products.
· Exceptional ability to consistently bring necessary tasks to completion.
· Remarkable ability to manage a high volume of disparate tasks while maintaining quality results.
· Strong understanding of 2-tier distribution and VAR reseller market.
· Strong interpersonal skills and deep ability to achieve the desired results in a fast paced, highly competitive, multi-tasking environment.
· Profoundly detailed and organized in approach to work and follow through.
· Uncommon ability to take initiative to ensure that tasks are completed regardless of circumstances.
· Exceptionally strong client relationship skills.
· Proficiency in basic Microsoft Office tools such as Word, Excel and PowerPoint.
Professional Experience
Global Electrical Inc., Tarrytown, NY 2003 – Present
Sales Representative
· Analyze communication needs of customer and consult with staff engineers regarding technical problems.
· Train establishment personnel in equipment use, utilizing knowledge of electronics and product sold.
· Recommend equipment to meet customer requirements, considering salable features, such as flexibility, cost, capacity, and economy of operation.
· Negotiate terms of sale and services with customer.
· Sell electrical and electronic equipment, such as computers, data processing and radiographic equipment to businesses and industrial establishments.
· Sort out contracts and payment details with clients.
· Arrange for delivery or installation of products.
· Keep in contact with clients and answer their enquiries.
· Arrange servicing of goods if they are faulty, even after they have been sold.
· Find and contact potential new customers.
· Advise management and staff of the clients' needs.
· Keep sales records and write reports.
· Organize sales budgets.
· Predict future market trends.
· Attend trade shows and conferences.
Global Electrical Inc., Tarrytown, NY 1997 – 2003
Electrical Engineer
· Designed electrical systems/equipment to provide a useful and safe workplace.
· Devised and outlined maintenance procedures for electrical systems/equipment to ensure maximum service life and utilization.
· Advised requesting departments regarding systems/requirements available to meet their needs and complied with safety codes.
· Monitored installation of designed equipment/systems to ensure compliance with design specifications and safety codes.
· Responded to departmental requests for changes in existing systems/equipments to modify/enhance the system/equipment to obtain desired results in a safe and cost effective manner.
· Determined which systems will satisfy the client's needs and determined the specifications to show how the systems will be utilized.
· Confers with personnel from Crafts & Trades to receive input on existing systems and practices as well as possible alternatives to using existing conditions and equipment.
· Reviewed existing electrical designs and specifications being purchased or fabricated.
· Provided requested services while meeting safety codes, specifications and budgetary limitations.
· Ensured new systems are compatible with existing systems and operate without causing an overload.
Education and Professional Training
Registered Professional Engineer
New York Technical University, NY
Bachelor's Degree in Electrical Engineering (1997)

Denise Harvey
2013 
2112 Maple Grove Trail
Eden Prairie, MN 55132
(235) 220-7318
DHarvey@qmail.com
Objectives
A confident, natural and driven sales person who is interested in working for company's who are market leaders in their respective fields. Possessing clear evidence of achievement in areas such as lead generation, sales and niche markets, Denise is an exceptional person who is willing to go that extra mile to deliver superb results. She is able to unlock volume, availability, space and promotional opportunities through building effective and collaborative business relationships with key customers. An exceptional person who can explore new territories and push existing limits by following up new leads or referrals fully. Presently looking to join a company where success is rewarded and internal succession is given priority.
Education
Cheyenne State University
2008
BS Business Administration
Graduated with Honors
Experience
Sales Representative | FBN Insurance Co.
2009 – Present
Working closely with the sales management team and marketing staff to initiate marketing strategies that support the sales objectives of the company. Always representing the company professionally, ethnically and morally at all times.
· Identifying and maximizing revenue from existing customer accounts.
· Maintaining high levels of product and customer knowledge and participating in training programs as appropriate.
· Submitting detailed proposals and quotations to customers.
· Providing regular and accurate sales forecast updates to Senior Managers.
· Preparing and delivering sales presentations.
· Identifying, contacting and qualifying leads.
· Monitoring competition and analyzing competitor activity.
· Attending sales conferences and industry marketing events.
· Aligning selling prices with company guidelines.
· Travelling to the homes and offices of potential clients for appointments.
· Developing customized territory plans.
Skills
· Can easily settle in to any role and take over the management of an existing client base.
· Conducting accurate market research.
· Able to keep up a continuous high rate of cold calling potential customers.
· Evaluating marketing campaigns.
· Able to build relationships with customers.
· Confident and able to take the initiative.
· Getting feedback from customers.
· Tactfully handling any complaints.
· Able to make professional sales presentations and product demonstrations to audiences.
· Building and maintaining positive working relationships with key decision makers.

Stephen Ramos
175 Liberty Lane, Milwaukee, WI 53403 (261) 428-9952
SRamos@hottmail.com
Objectives
A results driven, committed and articulate sales representative with excellent communication skills and a high level of customer commitment. Multi-skilled with the ability to plan and manage territory and maintaining and developing existing and new customers through ethical sales methods and consistent high customer service. Possessing a good team spirit, deadline orientated and having the ability to succeed in a demanding sales environment.
Now looking forward to a making a significant contribution in a ambitious and exciting company that offers a genuine opportunity for progression.
Experience
2008 – Present
Milwaukee Computer Sales
Milwaukee, WI
Sales Representative
Contacting prospective clients, assessing their requirements then selling them the company's products and services that match their needs. Also responsible for maintaining ongoing relationships with customers to foster repeat business.
Duties: 
· Working as part of the sales team to develop both new and existing markets.
· Involved in developing sales & pricing strategies. Liaising with customers & the dealer network to answer and resolve their queries.
· Identifying and then researching potential leads and opportunities.
· Constantly developing existing sales processes which will generate sustainable growth.
· Responsible for developing own portfolio of customers.
· Collecting all the information required to create a request for an estimate.
· Writing accurate & informative sales reports and documentation.
· Contacting prospective clients by phone and email.
· Identifying the customer's needs.
· Dealing with a diverse range of clients in the private and the public sector.
· Evaluating competitor activity and developing appropriate responses.
· Attending sales appointments at clients' premises.
· Attending trade shows and exhibitions when required.
· Cold calling potential clients via telephone or personal visit.
· Making appointments to meet new and existing clients.
Education
2003 to 2007
College of Saint Mary, Milwaukee, WI
BA Communication Arts
References
References are available on requests

Beau Hutchins
(322) 713-1313
3210 Grand Reserve Pl
Deltona, FL
Bhutchins12@palmettomail.com
Objectives
To obtain an Electronics Sales Associate position in an environment where I will get a chance to utilize my knowledge and my experience.
Education
2008 | BA Communication Arts
Deltona State University, FL
Experience
2009 – Present | Electronics Sales Associate
Micro Electronics | Deltona, FL
· Promoted merchandise displayed appropriately on show room floor.
· Campaigned directly with customers and coordinated with employees across all departments.
· Assisted with any problems associated with merchandise in conjunction with customer service and warehouse operations.
· Maintained work area and followed sales floor standards to enhance sales.
· Adhered to company policies as outlined in Employee Policy Guide and Code of Business Conduct.
· Communicated all customer requests to management.
2007 – 2009 | Electronics Sales Associate
Conn's Appliances and Electronics| Deltona, FL
· Greeted all customers and provided excellent customer service.
· Maintained an awareness of all promotions and advertisements.
· Assisted in maintaining, merchandising and housekeeping.
· Processed, refilled and monitored floor stock.
· Demonstrated effective communication when interacting with customers, co-workers and managers.
· Follow-up with customers after date of purchase which includes call-backs and thank-you cards.

Patrick Brown
15 Park Lane ▪ Franksville, RI 02918 ▪ 560-772-2173 ▪ pbrown78@newportnet.com
Award-Winning Sales Manager
· Top-ranked sales manager with a four-year history of sales success. Recognized for contributions to record-setting sales figures, territory startup/expansion and new account development.
· Proven ability to lead sales teams to achieve multimillion-dollar revenue gains. Offer an in-depth understanding of the sales cycle process and remain focused on customer satisfaction throughout all stages.
Expertise
· Sales Team Supervision
· Territory Management
· New Account Development
· Relationship Building
· Presentations & Proposals
· Closing Strategies
· Sales Training
· Lead Qualification
Professional Experience
Barton Company — Franksville, RI
Sales Manager, 1/2010 to Present
Recruited to lead startup of Northeast sales region and manage a 12-member team within $8.2 million, 12-state territory. Grow market share by increasing electronics product-line sales to warehouse distributers and retail stores.
Results:
· Increased territory sales from less than $4 million to $8.2 million within two years, exceeding quota by 12% in 2011 and 15% in 2010.
· Ranked as #1 sales manager (out of 12) in 2011 and 2010.
· Fostered a robust, sustainable network of buyers from Maine to Florida, leveraging strong listening, presentation and closing skills to optimize sales results despite previously dominant competitor advantage.
· Introduced new electronics lines into the market, often closing sight-unseen sales of newly released products.
· Demonstrated an unwavering commitment to customer service, adding new customers while maintaining premium service levels with existing accounts.
DQC Company — Providence, RI
Sales Manager, 2/2008 to 1/2010
Sales Associate, 6/2007 to 2/2008
Managed daily operations of computer parts sales department generating $12.5 million annually. Provided floor sales leadership and supervised eight associates. Rapidly promoted from initial sales associate position.
Results:
· Surpassed sales goals by 19% in 2009 and 14% in 2008.
· Recognized for superior performance as a two-time district “Employee of the Month” honoree.
· Increased sales of company-owned server parts by 24%, selling $245K in server products in 2009.
Education
Portsmouth University — Providence, RI
Bachelor of Science in Business Management, 6/2008

Christina Cho
2534 Wynnhaven Lane, Apt. 216
Springfield, TX 77048
Home: 627-391-9220
Cell: 625-921-0036
ccho93@springnet.com
Inside Sales Representative / Telesales
Goal: To aggressively prospect, maximize sales, provide exemplary customer service and squash the competition
· Quota-surpassing sales representative with a history of exceeding employer expectations across diverse industries. Enjoy talking to people and establishing a long-term, loyal customer base.
· Persuasive communicator; use consultative selling skills to identify opportunities, overcome objections, build relationships and turn cold canvassing into sales.
· Tenacious negotiator and closer; adept in conveying the benefits of products/services and generating customer interest. Quickly learn, master and sell new product offerings.
Sales Skills
· Account Acquisition & Retention
· Cold Calling & Telephone Sales
· Territory Management & Customer Support
· Powerful Presentations
· Business-to-Business & Business-to-Consumer Sales
· Lead Qualification & Generation
Career Progression
RealTech Company — Houston, TX — 1/08 to Present
Inside Sales Representative
Initiate and close sales for a leading supplier of telecommunications solutions. Sell service renewals and expand customer base within the Houston, TX, territory. Build relationships with key decision makers and match customers with the right solutions for their needs.
Sales Results:
· Served as integral member of team that delivered single-year sales increase of 18%, benchmarking year-end revenues of $5.25M in 2006.
· Consistently exceeded 300 cold and follow-up calls weekly, earning recognition as one of the top 10 reps (out of 125) based on call volume.
· Awarded “Rep of the Quarter” (12/08) for sales, service and relationship-building excellence.
· Nominated by manager for “Sales Rep of the Year” award (2009).
DFC Computer Company — Houston, TX — 1/06 to 12/08
Sales Representative
Solicited business for a major computer supplier's suite of products. Managed customer accounts, built positive relationships with customers and grew account base within territory.
Sales Results:
· Achieved $785K in sales in FY2009, exceeding gross profit objective by 150%.
· Gained President's Club membership for outstanding sales achievement in 2007.
· Earned "Channel Performance Award" for total channel sales in 2006.
Education
Texas State University, Houston, TX
Bachelor of Arts in Communications, 5/2003

Gary Hammond
252 Poplar St.
Jersey City, NJ 07087
Home: (232) 987-2447
ghammond@flashnet.com
Computer Parts Sales Representative
· Top-ranked sales professional with an eight-year record of success within the manufacturing industry.
· Strong business development skills demonstrated through #1 ranking among 14 first-year employees, membership in Million-Dollar Club and delivery of $5.22 million in revenues in 2008.
· Adept at building a strong bond with each prospect and customer — from lead generation to close and beyond — through consultative, solution-based approach.
Experience
Sales Representative
4/2009–Present, DGC Company (printed circuit board manufacturer), Brooklyn, NY)
Recruited to rebuild New York territory, with responsibility for maximizing revenues through aggressive networking, cold calling and consultative sales. Fostered strong customer relationships throughout territory; produced weekly reports documenting sales activities; and kept abreast of trends, competitive products and industry developments.
Key Accomplishments:
· Awarded “Sales Representative of the Year” for delivering $1.2 million in revenue and achieving 123% of plan within first year of hire.
· Continued to exceed sales objectives, outperforming quota by an average of 20% throughout four-year tenure.
· Conducted regional seminars for new product, which increased company growth by 12% despite a sluggish economy.
· Created sales campaigns that catapulted market-share gains from 1% to 14% to dominate specialized markets within the industry.
· Transformed minimally producing territory into one of the company's most lucrative revenue generators. Built trust, salvaged damaged relationships and won back product loyalty.
Education
9/2005–6/2010, Lindner College, Brooklyn, NY
· Bachelor of Science degree in business management; minor in communications
· Completed degree while working full-time
Professional Development Courses:
· Sales Optimization Training, New York, NY
· Zig Ziglar Sales Achievement Program, Jersey City, NJ
Skills
	Skill Name
	Skill Level
	Last Used / Experience

	Consultative Sales / Solution Selling
	Expert
	Currently used / 8 years

	Key Account Management
	Expert
	Currently used / 8 years

	Channel Development & Growth
	Expert
	Currently used / 8 years

	B2B and B2G Sales
	Expert
	Currently used/8 years

	Client Relations / Customer Care
	Expert
	Currently used / 8 years

	Sales Tracking & Forecasting
	Expert
	Currently used / 8 years

	PowerPoint Presentations
	Expert
	Currently used / 8 years

	MS Office (Word, Excel, PowerPoint, Access)
	Expert
	Currently used / 8 years

	Lead Generation / Pipeline Development
	Expert
	Currently used / 8 years

	MS Project and ACT!
	Intermediate
	Currently used / 8 years


Additional Information
Entrepreneurial business development professional with a passion for sales and service excellence. Consistently recognized for superior performance and contributions to company profitability. Here's what others have to say:
“We will greatly miss Wesley on our sales team. He has proven to be a dynamic sales leader who will not stop until the sale is made. His next employer will be very lucky indeed.” — Alison Yu, VP Sales, DGC Company

89 Lafayette Street #106
New York, NY 10037
Home Phone: (232) 497-0321
Email: KelvinBates@qmail.com
Kelvin Bates
Skillful and dedicated Executive and Sales Assistant with extensive experience in the coordination, planning, and support of daily operational and administrative functions. Maintains excellent written and oral communication skills, problem resolution abilities, and a high level of confidentiality. Interacts effectively with executives, co-workers, clients, sales teams, and management.
Skills & Abilities
· Self-motivated, highly organized, and detail-oriented.
· Quickly absorb and retain new information and procedures.
· Works effectively and efficiently with fast paced environment.
Work Experience
Microtech Inc. New York, NY 2009 – Present
Sales Assistant
· Provide support to a sales team, ensuring all sales contract information from new and existing customers are input into a data base.
· Work with customers to ensure that contractual service expectations are exceeded.
· Covers switch board as needed.
· Take customer payments over the phone.
· Input technician hours of service during service calls to generate customer invoices.
· Maintain and update customer information as it may change in a data base.
· Copy customer contracts to forward to our corporate department for approval.
· Capture customer information accurately.
American Financial Corp. New York, NY 2006 – 2008
Sales Assistant
· Provided marketing assistance to existing and prospective clients.
· Mail merged documents to potential and current clients.
· Provided the highest level of customer service to the bank's clientele with timely responses to all inquiries.
· Transferred funds, provided accurate account statements, opened new accounts.
· Prepared annuity and account sales documents.
· Assisted in all aspects of investment management, business, and development.
· Organized client appreciation events.
BEC Inc. New York, NY 2003 – 2006
Sales Assistant
· Entered sales orders from customers purchasing standard stock items or orders with specialized processing.
· Input daily adjustments for scrap to help maintain exact current inventory.
· Responsible for tracking customers' orders or responding to questions or concerns from customers.
· Quoted customer pricing utilizing windows based system to assist customers in purchasing standard sizes or calculating extra cost for special processes.
· Experience working with Excel spreadsheets to calculate quarterly pricing for repeat orders for specific customer and for tracking customer orders.
Education
Bachelor of Science, Marketing
University of Southern California 2002
Computer Skills
Operating Systems: Windows 7
Software Applications: Internet Explorer, Microsoft Word, Works, Outlook, Publisher, Excel, Access, PowerPoint, Share Point, Oracle, Sales Force, and Taleo, Type: 50 WPM
References
Furnished Upon Request.
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Assessment Tools
Excluding the cost of initial screenings and the three interviews, you have $2500 remaining in your hiring budget.
Decide which additional assessment methods you want to use to help you select the three candidates you want to bring in for interviews.
Assessment Methods and Cost
· Cognitive Ability Test: $70
· Background Check: $75
· Sales Interest Inventory: $50
· Personality Test: $150
· Job Knowledge Test: $150
· Sales Simulation: $250
· Integrity Test: $70
· Handwriting Analysis: $`50
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Interactive
[session content goes here]
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Conclusion
Activity Complete!
You have completed all the modules of the Candidate Selection activity. Based on your completion of this activity, you should have the following:
· Knowledge of how to apply initial screening methods for selecting candidates.
· Knowledge of additional methods for screening and selecting candidates.
· An understanding of the roles validity, ROI, and other factors have on assessment method choices.
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