Max Sell

Regional Sales Manager
PROFESSIONAL SUMMARY

Results-driven sales professional with 7 years of full B2B sales-cycle experience, from cold
outreach through enterprise close. Currently leading a 6-person regional sales team at Quota
Crushers Inc., with a track record of exceeding quota every year since 2021 and mentoring reps
to promotion.

* Closed $2.4M in new business in 2025 — 118% of annual quota

e Grew assigned territory revenue 340% over 3 years ($650K -» $2.9M annual run-rate)

Built and led a 6-person sales team; 3 members promoted internally under my mentorship

* Maintained a 32% cold-outreach-to-meeting conversion rate (team/industry average ~12%)

¢ Cut the average sales cycle from 54 to 31 days by introducing a streamlined discovery framework

CORE SKILLS

* Consultative & solution selling, full B2B sales cycle (prospecting - close)
e CRM: Salesforce, HubSpot

* Negotiation, objection handling, contract closing

* Pipeline management & forecasting

* Cold outreach & warm-lead conversion

* Team leadership & sales coaching

* Client presentations & public speaking

» Bilingual: fluent English and Russian, client-facing in both



PROFESSIONAL EXPERIENCE

Regional Sales Manager (Team Lead) — Quota Crushers Inc.
2023 - present

Leads a 6-person regional B2B sales team selling a Saa$S pipeline-analytics platform to
mid-market and enterprise accounts.

* Closed $2.4M in new business in 2025 (118% of quota)

e Grew territory revenue 340% over 3 years

¢ Coached 3 reps to promotion; team consistently ranks #1 region company-wide

e Introduced a streamlined discovery framework, cutting the average sales cycle from 54 to 31
days

Senior Account Executive — Dealwell Corp
2021 - 2023
Owned a full-cycle enterprise sales territory for a B2B logistics-software vendor.
¢ Maintained a 32% cold-outreach-to-meeting conversion rate (industry average ~12%)

¢ Named “Quota Crusher of the Year,” 2024
¢ Grew average deal size by 45% through consultative, solution-based selling

Junior Sales Representative — SoldOut Solutions

2019 - 2021

Entry-level B2B sales role selling office-productivity software to small and mid-size businesses via
outbound cold calling and email outreach.

* Exceeded first-year quota at 108%
¢ Promoted to Senior Account Executive after 2 years

EDUCATION
Close College of Commerce — B.A. in Persuasive Arts & Client Relations, 2015 - 2019

AVAILABILITY & LOGISTICS

* Availability: immediately (prefers a 2-week courtesy notice to the current team)

¢ Salary expectations: $95,000-$115,000 base + commission (OTE ~$160,000), negotiable
* Work authorization: authorized to work, no sponsorship required

* Relocation: open to relocation for the right role; prefers remote/hybrid otherwise



Makcum lNpopnoBaHOB

PervoHanbHbI MeHeaXXep No npoaakaM
MPOPECCUNOHAJIbHOE PE3IOME

Pe3ynbTaTUBHLIN CNeynaancT no npogakam € 7-N€THUM OMbITOM NOJIHOIO UnkKa B2B-npogaxx —
OT XOJIOAHbIX 3BOHKOB A0 3aKPbITUS KPYMHbIX KOPMopaTMBHbIX cAesok. Cenyvyac pykoBoaouT
pernoHanbHOM KOMaHAOM NpoAaXk N3 6 4yenosek B KoMnaHun «KBoTa Kpalwlepc», exxerogHo
nepeBbiNONHAET nsiaH ¢ 2021 roga v BbIBOAUT COTPYOHUKOB Ha NoBbileHWe. B obuxoae —
npocto Makc.

e 3akpbi caenok Ha $2,4 maH B 2025 rogy — 118% oT rogoBoro nnaHa

e BblpacTui BbIpy4Ky Ha 3aKkpennéHHon Tepputopumn Ha 340% 3a 3 roga (¢ $650 Teic. A0 $2,9 MsH
B roOBOM MNepecyéTe)

* CchopMupoBan 1 BO3raasua KOMaHAy rnpofaxk U3 6 4enosek; 3 COTpPyAHMKA NOAYHUIN
MoBbILLEeHNE NOA ero pyKoBoACTBOM

* Moonep>XnBaeT KOHBEPCUIO XOJIOAHbIX KOHTAKTOB BO BCTPEYM Ha ypoBHe 32% (cpenHss no
oTpacnm — okono 12%)

e CokpaTunn cpefHuin umkna caenkn ¢ 54 no 31 gHA 6narogaps BHEAPEHWIO YNPOLLEHHON METOANKN
BbISIBNIEHUS MOoTpebHocTeN

KJIIOHMEBbIE HABbIKU

* KOHCy/bTaTUBHbIE MPOAaXKW, MOJHbIA LKA B2B-npogax (0T infa A0 3aKpbiTUSA)

e CRM: Salesforce, HubSpot

* [eperoBopbl, paboTa C BO3pakeHUsaMU, 3aKpbiTUE KOHTPAKTOB

* YnpaBseHue BOPOHKOW MPoAak 1 NpPorHo3npoBaHme

* XonopHble obpalleHns N KOHBepCUs TENbIX TNL0B

* PykoBOACTBO KOMaHAOW N HAaCTaBHUYECTBO

* [lpe3eHTaunu onsa KAMeHTOoB, NybanyHbIe BbICTYNNEHUA

o [BYyA3bIYHbIN: CBOOOAHBLIN aHIIMNCKNIA N PYCCKUIA, BKOYasa obLieHne ¢ KimeHTaMmum



OonbIT PABOTbI

PernoHanbHbIn MeHep Xep no npoga>xam — 000 «Keota Kpawepc»

2023 - HacTosLlee BpeMs

PykoBoOouT pernoHanbHOM KoMaHOon B2B-npogax (6 4enosek), npogatouien SaaS-nnatgopmy
@HaJINTUKN BOPOHKM NPOAaXk CpeHeEMY 1 KPYMHOMY B13Hecy.

e 3aKkpbin caenok Ha $2,4 maH B 2025 roay (118% oT nnaHa)
e BoipacTun Bbipyyky Tepputopumn Ha 340% 3a 3 roga
* BbiBes 3 cOTPyAHWKOB Ha NOBbILWEHNE; KOMaHAa CTabuabHO 3aHMMaeT 1-e MecTo Mo KoOMMNaHuK

Ctapwmi MeHep>Xep no paborte c knmeHtamm — AO «Cpenka Beka»
2021 - 2023

Bé&n nonHbIN UMK KOPMOPaTUBHbLIX MPO4aXk Ha 3aKpensiéHHOW TeppuTopun ons
B2B-pa3paboTymka noructumyeckoro Mo.

* Noppep>xmBas KOHBEPCUIO XOJIOAHBLIX KOHTAaKTOB BO BCTPEeYM Ha ypoBHe 32%
* [pu3HaH «lpogasuom roga» B 2024 rogy
* YBeNn4ua cpefHuin pasmep caesnkm Ha 45% 3a cH4ET KOHCY/IbTaTUBHOIO NoAxoAa K npogakam

Mnapwun MmeHep>kep no npoga>xam — 000 «Bcé PacnpopaHo»

2019 - 2021

Ha4anbHag no3mumnsa B B2B-npogaxkax: npogaxka ocducHoro NO manomy n cpegHemy busHecy
MeTOZO0M XOJIOOHbIX 3BOHKOB 1 email-paccbisioK.

e [lepeBbIiNOAHWA MN1aH NepBoro roga Ha 108%
e [loBbIWEH OO0 CTapwero MmeHeg)xepa no paboTte ¢ kAMeHTaMum Yepes 2 roga

OBPA30OBAHMUE

Konnep>x kommepuum «Ténnbii Jing» — crneunanbHoCcTb «MICKycCTBO ybexxaeHns 1 AesioBble
KOMMYHUKauun», 2015 - 2019

AOCTYNHOCTb U ycJioBus

¢ [OTOBHOCTb NMPUCTYMNUTb: HEMEANIEHHO (NpefnoynTaeT 2 Hegenn Ha nepepadvy aen us
BEXXJINBOCTU K TEKYLLEN KOMaHAE)

¢ OxwunpaHusa no 3apnnate: $95 000-$115 000 6a3a + komuccus (OTE ~$160 000), obcyxoaemo
* Pa3peweHune Ha paboTy: eCcTb, CMOHCOPCTBO He TpebyeTcs

* [lepee3n: OTKPLIT K Nepee3fy Npu MHTEPECHOM NPEOJSIOKEHWN, NMpeanoyYmTaeT
yOanéHHbln/rnbpugHein choopmaTt



