Corinne E. Wallace

901 Kennedy Court, Norristown, PA  19403

cwallace447@comcast.net
610-564-9205 (cell)
EXPERIENCE:

Sr. Account Executive







8/08 to 2/09
Project Assistants, Wilmington, DE

Prospected, qualified, and closed project and portfolio management consulting engagements, SharePoint implementation and staff augmentations to CXOs at Fortune 1000 Mid-Atlantic companies.

· Consistently exceeded 100% of individual $2.5M quota. 

· Negotiated solution sales with average contract value in excess of $100K to over $1.5M. 

Sr. Account Executive






7/06 to 7/08
Burton Group, King of Prussia, PA

Hunter and closer of  IT research & advisory services and complex consulting engagements for network architecture, identity management, security, collaboration, data center and web services  to new and existing Fortune 500 accounts in the Mid-Atlantic region such as Capital One, Merck, Wyeth, Avaya, SAP, CIGNA, State of NJ OIT, Unisys, and Marriott. 
· Consistently exceeded 100% of individual $2.5M quota. 

· Top consulting sales finder and closer at over 200% of quota.

· Negotiated annual subscription contracts averaging between $100K to $300K. 

· Maintained renewal quota and upgraded clients with new services in excess of 92%. 

Sr. Business Development Manager





1/01 to 6/06
(SMC) Software Marketing Consultants, Blue Bell, PA

Prospected, qualified, and closed  Enterprise software and infrastructure solutions to CIOs at Fortune 1000  Mid-Atlantic companies for managing Security, Networks, Applications, SANs, and Databases.

· Consistently exceeded 100% of individual $1.5M quota. 

· As a “selling” manager, duties include mentoring of 3 sales associates, negotiating and closing of larger contracts and managing channel partnerships.  

· Implemented “Solution Sales” coaching program to improve team performance that resulted in a 28% increase in gross profit.  

· Managed channel vendor partnerships, wrote and executed co-marketing programs.

· Negotiated solution sales with average contract value in excess of $250K to over $1.5M. 

Sr. National Account Executive






7/99 to 1/01

InterNAP Network Services, Philadelphia, PA

Hunter responsible for closing “New” sales of  T-1 to OCx internet access and co-location facilities to “C-level” executives in major accounts.   

· Exceeded quota of $540K by 45%.

· Booked a $1.6M contract with SAP for InterNAP.

· #1 Philadelphia Branch Salesperson  & Nationally Ranked in the Top 10% of the sales force.

Account Manager








11/97 – 7/99 (SDRC) Structural Dynamics Research Corp., Blue Bell, PA
Sold CAD/CAM/CAE/PDM software and services by demonstrating ROI initiatives to CXOs.  

· Exceeded $800K quota by 20%.

· Converted a 15-year incumbent (Acco Chain $285K).
· Ranked #1 in Branch Sales.
Channel Marketing Manager







9/93 to 11/97

(CPL) Computers for the Professional Ltd., King of Prussia, PA
Managed staff and channel activities for this $50M VAR Systems Integrator.

· Doubled vendor market development funds from $112K to $225K within year one. 

· Wrote vendor business plans and negotiated contract; created marketing campaigns.

Marketing Specialist








 5/89 to 9/93

Steuler Industriewerke GmbH, Allentown, PA

Managed new product introduction, acquired state EPA sales authorizations, gained preferred vendor status in the cogeneration industry, winning 3 system sales over $900K each.

EDUCATION:  B.A. Communications, 1989 Bloomsburg University

Cum Laude, 3.65 GPA  -- Financed 100% of education

CERTIFICATIONS:  Miller Heiman Solution Selling
