RICHARD L. ADAMS

Email: richardadams123@yahoo.com , 508-505-7193

123 South Street  (  Walpole, Massachusetts  02081
SUMMARY

A Sales Professional with a strong track record of developing new business, producing value added sales, account penetration, and generating repeat and referral business. Proven ability to build and maintain client relationships, overcome objections, and close the sale. Recognized for the ability to develop sales strategies that penetrate new markets and meet targeted sales quotas. 

SELECTED ACCOMPLISHMENTS

· Increased base business by 40 % in six (6) months.

· Secured new preferred vendor status resulting in $1 million dollars of new business. 

· Managed $1.5 million territory of after market copier supplies and improved value added services by 30%.

· Penetrated existing account and exceeded sales plan by 5% and generated an additional $200,000 in revenue.  

· Improved repeat and referral business by building strong client relationships. 
EXPERIENCE

Ames Color-File, Somerville, MA                                                     
2007-2008

 Account Representative

· Managed $5,000,000 sales territory of medical filing solutions and custom printed records solutions and label products.

· Provided internal support to two outside field representatives with custom quotes, literature requests, client contact and follow-up.

· Daily outbound sales activity with existing direct sales customer base focusing on medical records filing solutions, labels and custom printed folder products.

· Travel to regional FHIMA Tradeshows to provide territory support.

· Promoted use of customized medical records labeling solutions -Create A File.

Arthur Blank & Company - Division of ABNote, Boston, MA                                                              2006 – 2007

ID Products Sales

· Researched and developed $750,000 in new sales for a new product line.

· Created pricing framework for new products and establish price points.


· Increased sales by prospected existing and new accounts 10%. 

· Travel 10%-25% to out of state accounts which increased base business by 40%

Pilgrim Plastics Products/Star Printing, Brockton, MA                                                                           2005 – 2006

Promotional Product Sales 
· Provided daily support of internal CSR’s for technical information and high volume quotations and specifications.

· Performed outsource vendor interviews to support fulfillment goals of company.

· Conduct internal training of CSR’s and production personnel on laminated card and UV card markets and expectations.

· Supported thermal imaging department for layout and specifications for all jobs coming to department.

· Oversaw all internal quality control audits of all card jobs during production and lamination.

· Performed outside sales when required in the Eastern U.S and New York City territory.

· Used Telemarketing to penetrate new accounts, prospect for new business and support existing promotional products opportunities.
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Jet Litho, Dowers Grove, IL                                                                                                                     2004 – 2005                                         

Vice President of Sales – Eastern Region
· Acted as liaison between Internal Sales and Marketing with 40% travel within territory.

· Provided continuous telemarketing and promotion of commercial paper printing and custom printed plastic cards for gift, loyalty, casino gaming and hotel access cards.

· Interacted daily with client, Marketing and Purchasing personnel to secure custom printed plastic card projects.

· Supported Jet sales activity as Regional Director of Region One — New England/DMIA (Document Management Industries Association) through regional Trade Marts and national show focusing on forms distributors. 

· Sold a variety of custom printed cards to ID badge and system integrators of ID badging software systems through ISG dealers.

Plastag Holdings, LLC, Elk Grove Village, IL                                                                                         2000 – 2004


East Coast Sales Manager

· Increased sales from $3 Million to $5 Million.

· Managed thirteen-state territory to distributor/dealer base.

· Secured preferred vendor status from large $6 Billion direct retail store for gift card and in-store signage.

· Utilized competitive/marketing analysis for pricing and cost awareness.

· Attended national direct and distributor industry tradeshows for DMIA, ASI and ISG.

· Sold through ISG Dealers blank and composite card product with and without magnetic stripe.

Ikon Office Solutions, Waltham, MA                                                                                                       1998 – 2000

Telesales Manager

· Managed $1.5 million territory of copier supplies, parts and various value-added services.

· Achieved highest gross margin recognition five times.

· Developed sales literature promoting after-market products.

· Traveled weekly with machine representatives to cross-sell accounts and drive Ikon’s “Total Solution” program.

Arthur Blank & Co., Boston, MA                                                                                                             1989 – 1997

Account Manager, New York and Connecticut

· Developed and managed a $3 million dollar sales territory of non-security dealer based plastics business.

· Exceeded corporate sales plan by an average of 5% per year, generating additional $200,000 revenue.

· Interacted with corporate departments (e.g., art department, production, customer service).

· Ensured quality and timely delivery of products and services to customers.

· Attended regional and national trade shows to increase customer base.

EDUCATION

Northeastern University, Boston, MA                                                                                              1981




B.A., Business Administration, Marketing

PROFESSIONAL AFFILIATIONS

Document Management Industry Association

2004-2005 Regional Director

New England Chapter Boston Litho & Craftsmen’s Club

1987-1993 Board of Directors

2009  Member
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