Peter Smith 
202 Sample Road

Glenview, IL 60025
Home: (847) 724-2222      Cell: (847) 644-2222
Email: psmith@gmail.com

SUMMARY OF QUALIFICATIONS
Professional experience selling customer-focused solutions across diverse industries, including 15 years of business development success in Market Research.  A proven sales performer skilled in leading a company's success in growing revenues and profits despite challenging economic and industry conditions.  The ability to perform in fast-paced environment tasked with complex problem-solving initiatives and to provide cost effective solutions. Track-record of delivering consistent revenue streams and vaulting sales to unprecedented levels.


Core competencies: ability to:

(
Grow a company's market share in industries such as Advertising, Automotive, Consumer Product Goods, Financial Services, Media, Pharmaceutical, Retail, Sporting Goods, and Travel and Hospitality as a rainmaker in accordance with its overall strategies and objectives utilizing relationship, technical, strategic and value-selling approaches;


(
Think strategically, contribute vital ideas, inspire creativity, ensure quality, and enhance profitability by negotiating win-win solutions that benefit both the client and company;


(
Keen understanding of diverse business environments and drivers, enabling client relationship building at the highest levels of the organization; generating solutions that solve client’s toughest business challenges;


(
Provide relevant feedback to organization from customers’ on market activity, forecasting demand, competitor activity, industry trends, and other information to help manage business;


(
Prepare sales strategies for targeted accounts and utilize resources of other staff members to prepare and make proposals and presentations to customers.

PROFESSIONAL EXPERIENCE
Company Name, Chicago, IL









2015 – 

At Company our aim is to be the premier leader representing the Voice of the Customer to drive improvement of products and services, and ultimately business results, for companies globally. J.D. Power has been capturing and analyzing the Voice of the Customer across more than a dozen industries globally for nearly 50 years. We know measuring customer experience is not easy, but that’s where we come in. Through our proprietary index model, we identify the many drivers of customer experience, accurately measure and link their impact to business results, and uncover insights to drive results for our clients.

Account Director, Travel and Hospitality Practice 


· Sold over $1.1 Million Syndicated and Proprietary Research of revenue, including $350,000 of new business
· First Account Director to sell new Destination Study initiative

· Key Contributor to selling proprietary work into the Cruise Line industry

· Member of the SITE Foundation and Chicago Business Travelers Association
Company Name, Chicago, IL








   
2011-2015


Research Now, the leading digital data collection provider, powers market research insights. We enable companies to listen and interact with the world’s consumers and business professionals through online panels, as well as mobile, digital and social media technologies.
      Manager, Client Development

· Developed over 75 new and revived clients  resulting in over $700,000 in revenue over past 4 years
· Exceeded previous year’s sales revenue in 2012, 2013, and 2014
· Exceeded 1st Quarter new business target in 2015 by 300%

· Managed territory revenue of $2M to $3M on a yearly basis
· Sales Leader in New Products – Digital, Mobile, and Online Qualitative 

Integrity Packaging Solutions, Palatine, IL







          2011

Integrity Packaging Solution is a customized solution based packaging company that provides an array of goods and services from Corrugated Shippers, Folding Cartons, POP Display units, Pallet Design, and Shrink Wrap. Services include On-site Material Consulting and Supply Chain Management Consulting.

       Business Development


· Identify and Prospect High Level opportunities

· Provide customized solutions to exceed customer’s needs

Risk Strategies Company (RSC), Northfield, IL                                                                                                               2009-2010
Risk Strategies Company's (RSC) health and welfare team partners with management to deliver sophisticated consulting and brokerage services


Employee Benefits Consultant


(
Aligns the interests of Finance, Human Resources and senior Management to provide world-class employee benefits; provides analytical and plan expertise for the health, welfare and retirement programs to include responsibilities for the design, administration and communication of the medical, dental, vision, flexible spending accounts, 401(k), Deferred Compensation and certain other benefit and retirement programs for perspective clients


(
Identifies through personal research prospects that might meet Risk Strategies ideal client profile

Incite, Chicago, IL                                                                                                                                                                 2008-2009

Full Service Research Firm focused on developing insights in the Advertising, CPG, and Pharmaceutical industries

Business Development Director


(
Initiated customer acquisition strategies centered on intelligent market segmentation, market revenues, contribution margin, customer penetration, satisfaction, retention, market share development and value-added products and services across the business spectrum


(
Collaborated with clients to review all stakeholder touch points and ensure a strong and distinctive brand image is consistently delivered


(
Ensured client satisfaction by proactively providing expertise, guidance and support to clients integrated communication services that generated measurable results

Focus Pointe Global, Chicago, IL                                                                                                                              2007

Qualitative Market Research Company specializing in the Advertising, CPG, Healthcare, IT, Legal, and Media industries


Vice President, Client Services


(
Identified marketplace opportunities, prospect and engage new clients, develop proposals, and manage the contract process


(
Proactively identified, developed and drove strategies and initiatives to drive rapid growth & superior execution


(
Developed and designed appropriate market research solutions for clients, based on the approaches that are best suited to meet their needs


(
Initiated recommendations based on the data, leading to actionable next steps for the client to take in addressing their business issues


(
Successfully generated early successes with Master Service Agreements with Campbell Soup Company and Lexmark

Delve, LLC (formerly a business unit within Maritz, Inc.), Chicago, IL/St. Louis, MO                                                 1998-2007

Delve was founded in 1973 to support the market research industry through qualitative and quantitative data collection


Senior Account Manager – Market Research


(
Developed, cultivated, and managed relationships with mid-market and Fortune 500 companies driving service sales to over 200 active companies, producing a contribution margin of 40.1%


(
Accountable for achieving specified revenue targets based within a base of clients


(
Promoted customer satisfaction and loyalty by demonstrating an understanding of customers’ critical business issues and delivering products and services that helped clients meet their toughest business challenges 


(
Identified and qualified new business opportunities within client companies


(
Generated incremental revenues from existing clients by selling additional products and services.


(
Drove early-stage opportunities through the pipeline


(
Developed an understanding of clients’ business issues and how to apply Delve products and services to develop strong value propositions
EDUCATION

Bachelors Degree, 1990

University of Kansas, Lawrence, KS

References are available upon request

