 Barbara Miller-Webb
1442 Lucerne Place
St. Charles, MO  63304

636.244.0391 (H)   816.668.6333 (C)
bmillerwebb@yahoo.com

Professional  Qualifications

· More than 20 years of top diversified experience

· Exemplary staff training and supervision

· Proven sales record and extensive experience in marketing related services
· Proficient public relations and trouble shooting

· Solid organizational, communication, analytical and people skills

· Thrives in a busy, fast paced working environment

· Interfaces exceedingly well with all levels of management, co-workers and the public

· Proficient with Windows, Excel, Microsoft Word,  PowerPoint and other applications

Professional Experience

Tridaq Inc. St. Louis, Mo  2006 – 2009
Regional Account Manager
Primary focus on new business development based in our St. Louis office.  Responsibilities include developing business relationships with prospective  and existing customers, conducting technical sales presentations in a team environment, leading the sale to a proper conclusion, and ongoing account management. 
Self-Employed  2003-2006
Health and wellness Sales Consultant for Arbonne International.

Owner/operator ladies fitness center.  
DST Systems, Inc.  Kansas City, MO   1998 – 2003
Procurement Contracts Administrator
IT Software, Hardware, and Third Party contracts administrator and negotiator for DST Systems, Inc.   Duties included managing, negotiation, implementation of contacts up to $1 million.   Savings of 20%-50% for contracts.  Managed day-to-day vendor relations across multiple vendors.  Identified opportunities and implemented solutions to improve vendor productivity and reduce operating expenses.

Corporate Marketing Administration
Vertical market research and plan development for the AWD division.  Managed MDF for specific vendors. Various duties included writing vertical market business plans, documenting company profiles for the sales department, coordinating off-site sales seminars and event coordinating, governing sales leads from various sales conferences, and researching competitors.        

Brother International Corporation,  Somerset, NJ   1995 - 1998

District Sales Manager - Commercial Marketing Division

Sales territory including 6 states for all business machines.  Managing account base of distributors, VARS, and dealers.  Commercial account and Government sales on direct basis and through dealer base and distribution channel.   Responsibilities include sales projections and analysis, creation and implementation of sales promotions, marketing strategies, training presentations, proposals, order management and managing inventory levels.  Attained Presidents Club and consistently maintained 100% of quota.

ACC Technology (Computer Peripherals and Acculogic)  Irvine, CA   1991 - 1995
Distribution/Retail Sales Manager

Responsible for all distribution and retail accounts nationwide for sales of data communication and storage products.  Managed fourteen Manufacturer Representative Groups.  Responsible for sales projections and analysis, creating and implementing sales promotions, marketing strategies, training programs and soliciting order for national and regional distributors and mass merchants (Fry’s Ingram Micro, Merisel, London Drugs, CompUSA).  Increased sales by an average of 25% in all positions.

Western Regional Sales Manager

Accounts Executive

Convergent Technology   Chatsworth, CA     1989 - 1991

Customer Support Representative

Responsible for installation and support specialized automotive software for automobile dealerships nationwide.  Hardware support performed on DOS operating systems with mini computer systems.  Training facilitation, answering telephone inquiries, create, develop, introduce and follow-up on communications and materials associated with clients. 

OMD Corporation  Jefferson City, MO     1982-1989

Manager of Field Support Activity

Implementation of full integrated software package for several hundred office machine and supply dealerships.  Installation of accounts ranged in size of $500,000 to $80,000,000 in annual sales.  Job functions were customer support for total problem determination, hardware installations on IBM mini-computer systems, creation and development of documentation, coordinate and conduct client training programs, tutorial responsibilities, staff management and training, on-going maintenance of software to clients, and coordination of special projects 

Western Sales Representative

Professional Development

Missouri State University
Springfield, MO     

Bachelor of Science Degree Marketing/Data Processing

References

References available upon request.
