ALEX MORGAN
Sales Leader | Revenue Growth | Enterprise Accounts
alex.morgan@email.com | (555) 012-4567 | linkedin.com/in/alexmorgan | City, ST
PROFESSIONAL SUMMARY
Sales leader with a record of building pipeline, coaching teams, improving forecast discipline, and closing strategic accounts in competitive markets.
CORE SKILLS
- Enterprise sales, pipeline management, forecast accuracy, account planning
- Team coaching, CRM hygiene, negotiation, executive presentations
- Salesforce, territory planning, MEDDICC, revenue reporting
PROFESSIONAL EXPERIENCE
Regional Sales Manager | Horizon Cloud | 2020-Present
- Led eight account executives to 118% of annual quota and $9.4M in new annual recurring revenue.
- Improved forecast accuracy from 71% to 89% by introducing stage criteria and deal review cadence.
- Closed three strategic accounts valued above $750K ARR each.
Senior Account Executive | NovaTech | 2017-2020
- Built a $4M pipeline across enterprise accounts through outbound prospecting and partner referrals.
- Exceeded quota for nine consecutive quarters.
SELECTED PROJECTS
- Created an onboarding playbook that reduced ramp time for new sellers.
EDUCATION & CERTIFICATIONS
- B.S. Business Administration, Western University
- Certified Sales Leadership Professional
CUSTOMIZATION NOTES
- Replace the placeholder name, contact details, employers, dates, and metrics with your own information.
- Keep section headings simple and use measurable results for best ATS and recruiter readability.
