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PPRROOFFEESSSSIIOONNAALL  PPRROOFFIILLEE  
15 plus years experience in medical sales selling cardiac and radiological equipment to hospital administrators, medical directors, 
doctors, director of nurses, OR directors and other medical professionals. I effectively sold and trained other sales reps to sell 
these products to hospitals, outpatient surgery clinics, imaging and surgical centers. Experienced in penetrating untapped markets 
and creating materials and presentations to establish mutually beneficial business relationships with C-level executives. 

  
BBUUSSIINNEESSSS  EEXXPPEERRIIEENNCCEE  

 

Company One         August 2005-Present 
MAJOR ACCOUNT EXECUTIVE 
Sell both hardware (office products) and software solutions to various companies. Make sale presentations to corporations (law offices, 

creative art companies, manufacturing and financial intuitions etc.) with sales in excess of twenty-five millions with multiple site 

locations at the C-level.  

 

Company Two         June 2004- February 2005 
WOMEN’S HEALTHCARE SPECIALIST 
Responsible for assisting 6 reps in closing women’s healthcare products (mammography, CAD etc) in their respective territories.  
 
 

Company Three        March 2003-June 2004 
REGIONAL SALES MANAGER 
Selling newly introduced full field digital mammography, CAD (computer aided detection) for breast imaging and core biopsy 
equipment to hospitals, radiologists, breast surgeons and breast cancer clinics. 
 

• Sold three FFDM devices within first 4 months of employment for $1.4 million to one of the most prestigious Breast 
Centers in the Country 

• Implemented policy of attending local radiological society meetings to enhance relationships with key decision 
makers 

• Sold first Stereo Tactic Biopsy Table to breast surgeon in Xxxxxx, XX. 
 
 

Company Four               December 1997-March 03 
PRESIDENT, MORTGAGE BROKER 
Started the company and designed on-line interactive web page to initiate loan process and sell mortgage loans. 
 

• Met face to face with Mortgage Bankers (GE Capital, American Sterling Bank, World Savings…. etc.) to establish 
business relationships to originate loans through their banks. 

• Met with Bankruptcy Attorneys, Financial Planners and Stock Brokers to develop relationships to help customers 
obtain new mortgages. 

• Gave first time home buyers seminars in various public locations to obtain new business 
 
Company Five                                           September 1996-December 1997 
DISTRICT SALES MANAGER 
Responsible for selling portable semi-automatic defibrillators to hospitals, medical directors, paramedics, fire/police departments, 
casinos, airlines and airports. 

 

• Started first Police Department AED program in County 

• First to sell AED devices to cruise ships (Princess) 

• Responsible for selling over 40 AED’s to LPFD for bike paramedic program 

 

• Started cardiac resuscitation program with the VP of Security, of Xxxxxxx Hotels and Casinos 

 
Company Six         August 1995-September 1996 
WESTERN REGIONAL SALES MANAGER 
Sold newly introduced breast imaging equipment to hospitals, doctors and breast cancer clinics. While cold calling my accounts I 
sold a mammography unit to a physician within first three days with company. 

 
Company Seven                                             May 1983-August 1995 
SENIOR ACCOUNT REPRESENTATIVE 
Effectively sold cardiac equipment including physiological monitors, bp (invasive & non-invasive), SPO2, defibrillators with 
external pacing & diagnostic 12 lead in the So Cal region and trained sales team for effective presentations in all of California. 
Successfully sold physiological monitoring products in all areas of the hospital including OR, ICU, CCU and recovery room. 

 
• Earned First Team Ambassador-122% of plan; No. 1(8)-District & No. 5/(78)-County 

• Earned First Team Status-116% of plan; No. 2/(8)-District 

• Advanced to District Sales Coordinator/Trainer 

• Earned First Team Status-113% of plan; No. 2/(8)-District 

• Earned First Team Status-116% of plan/ No. 2/(8)-District 

• Promoted to Senior Account Consultant 

• First individual to reach $1M in sales in the country 3 times 

• Trained new sales force for effective sales and presentations-of whom 2 became “Rookies of the Year” and 1 became 
Ambassador 

  
EEDDUUCCAATTIIOONN 

UNIVERSITY OF XXXXXXXX                   June 1993 
BS, Business Administration/Finance 
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Sales Executive who leverages expertise in business development, national account management, training and client relationships in 

emerging markets and high-tech arenas to drive revenue, profit and competitive advantage. 

 

Expertise spans sales of medical device product lines including cardiac and radiological equipment to hospitals, clinics and imaging / 

surgical centers.  Effectively works with administrators, medical directors, physicians, nursing directors and other medical industry 

professionals.  Experienced in operating room (OR) environments. 

 

SELECTED ACHIEVEMENTS 
 

� Drove 1st-year sales from zero to $1.5 million, surpassing plan by 34%. 
� Won contracts for 3 full field digital mammography (FFDM) devices 1st quarter on the job. 
� Launched company and grew business volume to an average $1.5 million per year. 
� Led new product sales to $1+ million annually within just 12 months. 
� Repeatedly earned top performance awards for landing key contracts and delivering 100%+ of sales plan. 

 

Profile 
 

Proven performer who develops long-term, loyal relationships by using innate ability to zero in on customer needs and 
motivations.  Carefully analyzes issues and creates solutions that achieve customer objectives, building rapport and 
credibility.  Sets aggressive goals and consistently exceeds expectations as an individual and team contributor.  Polished 
communicator and professional presenter with outstanding interpersonal, organizational and training abilities.  Has earned 
a solid reputation for the highest levels of integrity, ethics and reliability.  
 

BS, Business Administration / Finance, University of Xxxxxxxx, Xxxxxxxx, XX, 1993 
 

 
 
 

“… developed strategies that aligned with the abilities of our company and the requirements of the customer … Xxxx 
got the job done, whatever was required … strong drive for success.” 

- Xxxxx Xxxxx, Sales Manager, Xxxxxxx, Inc. 
 

“… persistent closer … self-starter that has a drive to succeed … knows that it takes hard work to win and will put in 
the time and energy to make it happen.” 

- Xxx Xxxxx, XX, Xxxxxxx Healthcare Specialist 
 

“ … trustworthy and moral … always put the needs of the client in the forefront … A class act all the way!  If I had a 
company and was looking to staff it, Mr. Strobel would be the first person I’d want on my team!” 

- Xxxxx Xxxxxxxx, Xxxxxxxxxx Breast Center 
 

 

PROFESSIONAL EXPERIENCE 

 
COMPANY ONE, 2005 – Present 

Major Account Executive 
 

♦ Designs and develops hardware and software solutions to meet the business needs of large ($25+ million in annual sales) 
corporate clients in the Xxxx Xxxxxxx area.  

♦ Creates presentations and meets with C-level executives across a broad range of industries including law, graphic arts, manufacturing and 
finance to provide best-possible solutions to achieve strategic growth and market objectives. 
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PROFESSIONAL EXPERIENCE (continued) 

COMPANY TWO, 2004 – 2005 

Women’s Healthcare Specialist 

♦ Recruited by diagnostic imaging firm to train and lead team of 6 account representatives. 

♦ Led team in building sales across territories; coached staff and assisted in closing women’s healthcare mammography and CAD product 
sales. 

 

COMPANY THREE (formerly Xxxxxxxx Xxxxxxx, Inc.), 2003 – 2004 

Regional Sales Manager 

♦ Recruited to introduce new imaging product. Built revenue from zero to $2.3 million, exceeding corporate objectives for 1
st
-year sales.  

Sold 3 full field digital mammography (FFDM) devices within 1
st
 4 months of hire. 

♦ Built strong relationships and developed client base of early adopters for proprietary technology by co-sponsoring local radiological 
society meetings with key decision makers. 

♦ Closed sale of 1st Stereo Tactic Biopsy table in Xxxxxx County, XX. 

♦ Introduced new imaging product and core biopsy equipment to radiologists and surgeons in hospitals and clinics in California and Nevada. 
Developed presentations to educate users on product features and benefits. 

 

COMPANY FOUR, 1997 – 2003 

Principal / Broker 

♦ Launched company to initiate and sell mortgage loans. Established relationships and originated loans with leading financial and lending 
institutions including GE Capital, American Sterling Bank, World Savings and others. 

♦ Developed and conducted educational seminars for 1st-time home buyers to assist them in obtaining financing. 
 

COMPANY FIVE (formerly Xxxxxxx Xxxxxxxxxx /Xxxxxxxxxxxx), 1996 – 1997 

District Sales Manager 

♦ Recruited to increase revenue and grow sales of portable semi-automatic defibrillators to broad base of clients including hospitals, 
paramedics, fire/police departments, casinos, airlines and airports. 

♦ Spearheaded revenue growth from zero to $1+ million annually within 12 months. 

♦ Sold 40+ AED’s to  XXFD for bike paramedic program. Started 1
st
 police department AED program in XX County. 

♦ First to sell AED’s to cruise ships (Princess). Launched cardiac resuscitation program with Xxxx Hotels and Casinos. 
 

COMPANY SIX. (formerly Xxxxxxxxxxx Imaging), 1995 – 1996 

Western Regional Sales Manager 

♦ Sold leading-edge imaging equipment to medical facilities and clinics. Sold mammography unit within 3 days of hire. 
 

COMPANY SEVEN (formerly Xxxxxxxxxxxxxx), 1983 – 1995 

Senior Account Representative / Field Sales Trainer / Field Engineer 

♦ Built sales of cardiac equipment including physiological monitors, bp (invasive and noninvasive), SPO2 and defibrillators in southern 
California and Las Vegas, Nevada region. 

♦ Trained new sales force; 2 trainees became “Rookie of the Year” and 1 achieved Ambassador status. 

♦ Three-time achiever of First Team Status (110%+ of plan); earned First Team Ambassador (122% of plan). 

♦ First representative in the country to reach $1 million in sales in 3 separate years. 

♦ Developed effective strategies for new product launch to successfully sell against competitors; led highly successful rollout, far outpacing 
sales of nearest competition and eclipsing corporate revenue objectives. 


