A2 ACHIEVE WORKING PROFESSIONAL WORKING RESUME
DAVID M. PEEK
MASTER CAREER DOCUMENT — NOT FOR DIRECT SUBMISSION TO EMPLOYERS

This Working Resume is intentionally longer and more detailed than a traditional resume. It is your master career file. It should preserve accomplishments, numbers, stories, responsibilities, leadership examples, community involvement, business experience, and other information that may be useful when creating targeted resumes, LinkedIn content, cover letters, interview answers, executive biographies, or future career materials.

CONTACT INFORMATION

David M. Peek
Decatur, Alabama
256-466-0268
dpeekjrmckesson@gmail.com

CURRENT PROFESSIONAL DIRECTION

Primary Target Areas
Senior Sales
Strategic Accounts
Key Account Management
Business Development
Sales Leadership
Territory and Regional Sales
Enterprise or Complex Account Sales

Titles to Consider
Senior Account Executive
Strategic Account Executive
Key Account Executive
Strategic Accounts Director
Business Development Director
Sales Director
Regional Sales Manager
Regional Sales Director
Director of Business Development
Director of Strategic Accounts
National or Enterprise Account Executive
Healthcare Business Development Leader
Selective Vice President level sales opportunities



Industry Direction
Approximately 40 percent interest in remaining within medical or healthcare sales and approximately 60 percent interest in transitioning into another industry. You are not limited to healthcare. Your strongest transferable value is not simply medical product knowledge. It is your ability to build a territory, win new business, expand existing customers, understand complex purchasing decisions, negotiate pricing, manage significant accounts, identify client revenue opportunities, and build long term relationships with senior decision makers.
You are open to physical products, technology, software, professional services, or a combination.

Work Environment
Remote, hybrid, or onsite.

Relocation
Not currently open to relocation.

Travel
Open to approximately 50 percent travel.

Compensation Goal
Approximately $160,000 or greater total compensation for a move that makes sense. Performance-based compensation remains important, but the next opportunity should also provide stability.

What You Want From Your Next Employer
· Stability
· Loyalty
· Meaningful performance-based earning potential
· A company that continues to reward strong performance rather than progressively limiting it.
· The opportunity to contribute, build relationships, grow business, and eventually lead or develop others.

EXECUTIVE PROFESSIONAL PROFILE

Senior sales and strategic account professional with more than two decades of experience building, managing, and expanding a multimillion dollar book of business within the medical and healthcare sector. Long term Account Executive with McKesson Medical Surgical serving physicians and ambulatory surgery centers throughout North Alabama.

Built territory sales from approximately $800,000 to more than $4 million annually, generating more than $1 million in gross profit while managing approximately 60 to 70 customer accounts. Typically achieves approximately 100 to 105 percent of quota and has ranked as high as approximately 70th among more than 1,000 Account Executives.
Combines new business development with strategic expansion of existing customers, with approximately 40 percent of activity focused on acquiring new accounts and 60 percent focused on growing established relationships. Experienced taking customers from approximately $50,000 to $60,000 in annual spend into six figure accounts through equipment additions, laboratory testing, new procedures, contract strategies, inventory management, and other revenue generating solutions.

Deep experience working directly with CEOs, CFOs, materials managers, physicians, administrators, and other senior decision makers. Skilled in consultative selling, pricing strategy, contracts, GPO relationships, complex quoting, business reviews, diagnostic equipment, surgical products, laboratory systems, inventory management, and identifying opportunities to increase client revenue or reduce operating cost.

Known for a calm, personable, relationship driven approach to sales. Particularly strong at determining the difference between what a customer initially asks for and what the customer actually needs, then recommending a solution that makes operational and financial sense.
Experienced leading through influence, training and mentoring new Account Executives, serving as a surgery center specialist to other sales teams, participating in sales roundtables, sharing specialized market knowledge, and helping colleagues succeed without relying on formal authority.

PROFESSIONAL VALUE PROPOSITION
Your career should not be positioned simply as “24 years in medical sales.” The stronger professional story is:

You know how to enter a market, build trust, acquire business, grow accounts, retain customers, recover lost business, improve client economics, and create long term commercial relationships.

Your career demonstrates the ability to:
· Build a multimillion dollar territory from a significantly smaller starting point.
· Generate more than $1 million in gross profit.
· Consistently operate at or above sales expectations.
· Develop completely new accounts.
· Expand existing accounts into substantially larger relationships.
· Sell to executive and operational decision makers.
· Navigate complex products and purchasing decisions.
· Negotiate pricing while coordinating contractual terms internally.
· Understand reimbursement and market conditions that affect client revenue.
· Identify opportunities for clients to add profitable procedures or services.
· Retain and recover strategically important business.
· Train and mentor other sales professionals.
· Become a trusted internal resource without requiring formal management authority.

CORE AREAS OF EXPERTISE


Sales Strategy
Strategic Account Management
Key Account Development
Business Development
New Account Acquisition
Existing Account Growth
Territory Development
Revenue Growth
Gross Profit Generation
Quota Achievement
Consultative Selling
Relationship Development
Executive Relationship Management
Customer Retention
Account Recovery
Complex Sales
Medical Sales
Healthcare Sales
Ambulatory Surgery Centers
Physician Practices
Surgical Products and Equipment
Diagnostic Products and Equipment
Laboratory Products and Systems
Capital and Equipment Sales
Product Introduction
Solution Selling
Contract Pricing
Contract Negotiation


Contract Implementation
GPO Relationships
Group Purchasing Organizations
Special Pricing Agreements
Large Scale Quotations
Business Reviews
Inventory Management Solutions
Client Revenue Development
Client Cost Reduction
Customer Needs Analysis
Financial Needs Analysis
Sales Forecasting
Pipeline and Funnel Management
Insurance Reimbursement Awareness
Cross Functional Collaboration
Vendor Relationships
Sales Presentations
Client Presentations
Sales Training
Representative Onboarding
Mentoring and Coaching
Leadership Through Influence
Market Specialization
Customer Problem Solving
High Pressure Decision Making
Account Retention
Salesforce
Power BI
Microsoft Office


CAREER-WIDE PERFORMANCE HIGHLIGHTS

· Built annual territory sales from approximately $800,000 to more than $4 million.
· Manages a North Alabama territory generating more than $4 million in annual sales.
· Territory generates more than $1 million in gross profit.
· Manages approximately 60 to 70 customer accounts.
· Typically achieves approximately 100 to 105 percent of quota.
· Achieved a career performance ranking as high as approximately 70th among more than 1,000 Account Executives.
· Identifies 2023 as his strongest sales year to date.
· Has historically earned performance based sales recognition, trips, prizes, and incentive awards.
· Prior career documentation indicates meeting or exceeding plan during the large majority of his McKesson career, including approximately 20 of 23 years. This figure should be verified against the updated employment dates before use on a submitted resume.
· Grew multiple customers from approximately $50,000 to $60,000 in annual purchases to well into six figures annually.
· Helped customers generate hundreds of thousands of dollars in additional revenue through laboratory testing capabilities, equipment additions, and the introduction of new procedures that could be completed within physician offices rather than hospitals.
· Negotiated and managed agreements valued at approximately $300,000 to $500,000.
· Developed new business throughout his territory rather than inheriting an established portfolio of accounts.
· Estimates approximately 40 percent of his sales activity involves new account development, and 60 percent involves expansion of existing business.
· Has helped customers save significant money through special contract pricing, lower cost equivalent products, reduced waste, and improved inventory management.
· Has completed or supported approximately 15 to 20 significant equipment, technology, or workflow implementations.
· Trained or helped onboard approximately 6 to 8 new sales representatives.
· Has served as a specialized surgery center resource for multiple sales teams.
· Has been asked to present internally on specialized surgery center markets and products.
· Successfully regained a strategically significant account worth approximately $1 million after losing the business, rebuilding the relationship over time until the account returned.

PROFESSIONAL EXPERIENCE

MCKESSON MEDICAL SURGICAL
Account Executive, North Alabama
2003–Present

Overall Scope
Manage sales, business development, account growth, customer retention, pricing, product strategy, and relationship development for physician practices and ambulatory surgery centers throughout North Alabama. Serve approximately 60 to 70 accounts with combined annual territory sales exceeding $4 million and gross profit exceeding $1 million. Work directly with healthcare executives and operational decision makers including CEOs, CFOs, materials managers, physicians, practice leadership, surgery center leadership, and other purchasing stakeholders. Sell across an exceptionally broad medical product portfolio encompassing virtually every category required to equip and operate a physician office or ambulatory surgery center, from disposable medical supplies to operating room equipment, laboratory systems, diagnostics, technology, and inventory management solutions.
Territory Development And Revenue Growth
· Grew territory sales from approximately $800,000 to more than $4 million annually.
· Built the territory through a combination of new business development, account expansion, product expertise, relationship development, customer retention, and consultative sales.
· Generate more than $1 million in annual gross profit from the territory.
· Maintain responsibility for approximately 60 to 70 accounts throughout North Alabama.
· Typically perform at approximately 100 to 105 percent of quota.
· Ranked approximately 70th among more than 1,000 McKesson Account Executives during a high performing period.
· Identified 2023 as strongest overall sales year.
· Built essentially all current accounts as new business rather than relying solely on inherited customer relationships.
· Balance new customer acquisition with strategic expansion of established accounts, with approximately 40 percent new business development and 60 percent existing account growth.
· Build long term relationships designed to increase both customer value and McKesson revenue rather than focusing exclusively on individual transactions.
· Maintain recurring sales relationships in which account acquisition may occur within approximately 30 days, followed by weekly or biweekly sales activity and continued relationship management.

Account Growth And Business Development
· Grew multiple customer relationships from approximately $50,000 to $60,000 annually into six figure accounts.
· Expand accounts by understanding the customer’s business model and identifying additional services, equipment, procedures, products, and capabilities that can generate revenue.
· Help physician practices identify procedures that can appropriately be performed in office rather than referred to a hospital, providing additional convenience and creating new revenue opportunities for the practice.
· Help customers add laboratory testing capabilities and other diagnostic services capable of generating hundreds of thousands of dollars in incremental revenue.
· Introduce new equipment when increased patient or testing volume creates a need for additional capacity.
· Recommend consolidation when customers can improve efficiency by moving from multiple smaller systems to a more appropriate platform.
· Develop large price quotes and participate in formal business reviews to support account acquisition, retention, and expansion.
· Continuously evaluate customer operations for opportunities to expand McKesson’s relationship while improving the customer’s financial or operational results.



Consultative Sales And Needs Analysis
A defining characteristic of your sales style is your ability to determine what a customer actually needs rather than simply fulfilling the customer’s initial request. Examples include:
· Evaluating laboratories considering equipment purchases and determining whether proposed equipment is too large, too small, or otherwise poorly matched to anticipated testing volume.
· Assessing customer operations before recommending laboratory, cardiovascular, diagnostic, or other medical equipment.
· Evaluating anticipated usage, reimbursement, patient volume, operating requirements, and financial considerations when recommending products.
· Helping customers avoid unnecessary purchases while also identifying situations in which a customer needs greater capacity than originally anticipated.
· Recommending products and solutions based on practical business outcomes rather than maximizing the immediate transaction.
This consultative approach has helped create repeat business and long term customer relationships.

Client Revenue Impact
You identify revenue generation for clients as one of the most significant components of his career impact.
· Helped numerous physician practices and healthcare customers generate hundreds of thousands of dollars in additional revenue.
· Introduced laboratory testing opportunities that allowed practices to expand services.
· Helped customers add new surgical and medical procedures.
· Supported customers in identifying procedures that could be performed within the physician office rather than being referred to hospital settings.
· Recommended equipment and technology needed to support additional procedures and revenue generating services.
· Helped customers expand capacity when patient or testing volume increased.
· Used knowledge of insurance reimbursement to understand how reimbursement changes could affect customer revenue and ultimately influence McKesson sales opportunities.

Client Cost Reduction And Operational Efficiency
· Help customers access specialized contract pricing when appropriate.
· Identify lower cost alternatives capable of providing equivalent medical quality.
· Help customers reduce unnecessary product and supply expenditures.
· Identify inventory waste and opportunities for better purchasing control.
· Implement inventory management solutions designed to improve ordering practices.
· Help customers make financially sound purchasing decisions rather than simply selecting the most expensive option.
· Balance customer cost considerations with clinical quality and operational requirements.



Customer Recovery And Retention
One of your most important career stories is the recovery of a major customer relationship.
· Lost an account worth approximately $1 million.
· Continued working the relationship rather than accepting the loss as permanent.
· Rebuilt trust and business over time.
· Successfully regained the account.
You identify this as the professional accomplishment of which you are most proud. This story demonstrates resilience, account recovery, long term relationship management, patience, persistence, and the ability to rebuild trust after a significant business loss. Preserve this story for interviews. Additional information that would make this story even stronger later:
What caused the account to leave?
How long did it take to regain it?
What specifically did you do differently?
Why did the customer return?
How much business was ultimately recovered?
These questions do not need to be answered before using the Working Resume, but the story has significant interview value.

Contracts, Pricing And Negotiation
· Negotiate pricing directly with customers.
· Coordinate contract terms with appropriate internal McKesson departments.
· Work with internal purchase agreements.
· Develop and manage local specialized pricing agreements for individual accounts.
· Work with Group Purchasing Organizations, or GPOs.
· Manage and support agreements valued at approximately $300,000 to $500,000.
· Participate in contract renewals.
· Expand existing agreements as customer needs and relationships grow.
· Build large price quotations.
· Balance customer expectations, competitive considerations, profitability, corporate requirements, and internal approval processes.
· Understand the role that contracts and GPO relationships play in customer acquisition and retention.

Products, Medical Equipment And Solution Sales
You have sold products across an extremely broad McKesson portfolio. Rather than limiting your experience to a narrow product category, your career encompasses essentially every supply and equipment requirement associated with physician offices and ambulatory surgery centers. Experience includes:
· Medical disposables
· Surgical supplies
· Operating room equipment
· Diagnostic equipment
· Laboratory equipment
· Laboratory testing products
· Cardiovascular equipment
· Medical technology
· Inventory systems
· Software and information systems
· Physician office supplies
· Surgery center products
· Capital and durable medical equipment
· High volume consumable products
Major manufacturers, technologies, and platforms specifically identified include Abbott diagnostic products, Beckman Coulter, Laboratory Information Systems, McKesson SupplyManager, the company’s inventory and ordering management solution Additional individual manufacturers and product families can be added as useful for specific targeted opportunities.

Technology, Equipment And Workflow Implementation
Your involvement frequently continues beyond the sale itself.
· Has participated in approximately 15 to 20 significant technology, laboratory, equipment, or operational implementations.
· Help customers determine when increased business volume justifies moving to larger equipment.
· Help customers determine when consolidation onto a single platform can improve efficiency.
· Support customers through changes in equipment and workflow.
· Introduce inventory management systems to reduce waste and improve ordering.
· Support laboratory information and technology solutions.
· Help customers understand both the financial and operational case for implementation.

Ambulatory Surgery Center Expertise
Ambulatory surgery centers represent a significant area of specialized knowledge.
· Extensive experience selling into surgery center environments.
· Understand purchasing needs ranging from disposables through operating room equipment.
· Work with surgery center executives, materials managers, physicians, and other decision makers.
· Served as the surgery center specialist for two different sales teams.
· Asked to speak and provide guidance regarding specialized surgery center markets and products.
· Helped train another Account Executive specifically on surgery center selling.
· Helped that representative develop the knowledge and approach that contributed to winning one of his largest surgery center accounts.
This expertise may become especially important when targeting healthcare companies serving the ambulatory surgery center market.



Sales Performance And Recognition
· Mid-South Producers Trip
Earned participation in the Mid-South Producers Trip by meeting or exceeding required sales performance. Qualification required you to operate at or above 100 percent of goal each quarter. Additional years and locations of Producers Trips should be added if remembered.
· DRIVE Program
Earned recognition through McKesson’s DRIVE Program for successfully selling specified products within defined promotional or performance periods. Specific years and award levels should be added if available.
· Specialized Market Recognition
Selected to speak or provide expertise regarding specialized surgery center markets and products. Recognition reflects internal credibility based on product knowledge, market expertise, and sales experience.

LEADERSHIP THROUGH INFLUENCE
You have not built his leadership story through formal people management. Your leadership has developed through experience, credibility, peer influence, training, product knowledge, and the willingness to help others succeed. Your natural leadership description is quiet strength.
Leadership Experience
· Train and onboard new sales representatives.
· Estimate having trained or directly supported approximately 6 to 8 new representatives.
· Teach new representatives how to use McKesson ordering systems.
· Train representatives in:
· Sales fundamentals
· Cold calling
· Quoting
· Customer follow up
· Product knowledge
· Surgery center sales
· General account development
· Serve as an informal resource for newer Account Executives seeking selling advice.
· Provide product expertise to peers.
· Participate in sales team roundtables.
· Serve as a surgery center specialist for multiple sales teams.
· Lead or contribute despite the absence of consistent formal leadership during portions of the past two years.
· Work collaboratively with peers in an environment where team members have increasingly had to help lead one another.
· Lead client conversations, business reviews, presentations, and sales discussions.
· Influence colleagues without relying on title or formal authority.

Representative Development Story
One leadership example you are particularly proud of involves a newer sales representative. You helped train a young representative on the surgery center market, including the specialized knowledge necessary to sell successfully into that environment. The representative later secured a very large surgery center account that became one of the largest accounts in his territory. You identify the success of people you have helped train as one of the most rewarding parts of leadership. Preserve for leadership interviews. This example demonstrates:
Mentoring
Training
Knowledge transfer
Peer leadership
Sales coaching
Team development
Leadership without authority
Investment in other people’s success

Sales Strategy, Forecasting And Market Awareness
· Participate in sales funnel management.
· Evaluate pipeline activity to anticipate future revenue.
· Monitor insurance reimbursement trends that may affect physician and customer revenue.
· Consider how reimbursement changes may affect the customer’s ability or incentive to add procedures, equipment, or services.
· Translate customer market conditions into anticipated sales opportunities for McKesson.
· Help inform territory strategy based on expected customer revenue and purchasing behavior.
· Use account knowledge and market conditions to determine where time and sales effort should be concentrated.

Customer And Decision Maker Experience
Primary customer types:
· Physicians
· Physician practices
· Ambulatory surgery centers
Primary decision makers and stakeholders include:
· CEOs
· CFOs
· Physicians
· Materials managers
· Practice leadership
· Surgery center administrators
· Operational and purchasing personnel
Normal customer spend may be approximately $5,000 to $10,000 per month. Major relationships may exceed approximately $50,000 per month in customer spend. Initial account acquisition can occur within approximately 30 days, although the broader selling relationship becomes continuous through weekly or biweekly customer interaction, product sales, account expansion, and ongoing support.

Relationship Management
Your career is heavily relationship driven. Core approach:
· Learn the customer’s business.
· Understand individual personalities and decision making styles.
· Establish trust before attempting to maximize sales.
· Maintain regular communication.
· Understand what the customer wants.
· Determine what the customer actually needs.
· Identify the financial impact of proposed solutions.
· Recommend the appropriate product, service, contract, or equipment.
· Continue supporting the customer after the initial sale.
· Build the account over time.
· Protect the relationship when problems occur.
· Remain engaged even when business is lost.
· Rebuild damaged or lost relationships when possible.
Your ability to connect personally with customers while maintaining commercial focus is one of your strongest professional differentiators.

Business Reviews And Presentations
· Conduct and participate in customer business reviews.
· Prepare significant pricing proposals and quotations.
· Present product, equipment, market, and financial information to customers.
· Lead client conversations with senior decision makers.
· Explain specialized medical products and purchasing options.
· Present internally on specialized surgery center markets and products.
· Train colleagues on sales strategy, product knowledge, systems, and market considerations.

Technology And Business Systems
· Salesforce
· Experienced using Salesforce for:
· Account management
· Contact management
· Pipeline management
· Forecasting
· Reporting
· Dashboards
· Sales activity tracking
· Power BI
Very comfortable using Power BI for sales and business information.
· Microsoft Office
· Microsoft Word
· Microsoft Excel
· Microsoft PowerPoint
· Microsoft Outlook
· Microsoft Teams
· McKesson SupplyManager
Experienced with McKesson’s internal customer inventory and ordering management platform.
· Medical Technology
Experienced across an extensive range of medical equipment, diagnostic technology, laboratory systems, and surgery center products.

EDUCATION

Spring Hill College
Bachelor of Science
Finance / Economics
2000
Your finance and economics education is potentially valuable when positioning you outside healthcare because your career has consistently required financial evaluation, pricing strategy, customer profitability discussions, revenue analysis, negotiation, and business decision-making.

COMMUNITY LEADERSHIP

PACT — Child Abuse Prevention Organization
Fundraising and Event Planning
2018–2026
Community involvement focused on raising money to support child abuse prevention and help sustain the organization’s mission and operations.
Kentucky Derby Party
· Participated in planning and fundraising for PACT’s Kentucky Derby Party.
· Worked with an event team of approximately 6 to 8 people.
· Helped raise approximately $75,000.
· Assisted with fundraising and event planning responsibilities.
You identify child abuse prevention as the community cause of which you are most proud.
This experience may be appropriate for targeted resumes when community leadership, nonprofit engagement, fundraising, relationship development, or civic involvement strengthens the application.



BUSINESS OWNERSHIP AND ENTREPRENEURIAL EXPERIENCE

Brickyard Landing Marina
Owner / Business Manager
Dates to be documented.
You have owned and/or managed Brickyard Landing Marina. This experience should remain in the Working Resume even if it does not appear on every targeted resume because business ownership can demonstrate:
· Financial responsibility
· Business operations
· Customer relations
· Vendor relationships
· Negotiation
· Decision making
· Leadership
· Problem solving
· Revenue responsibility
· Entrepreneurial judgment
Additional information still worth documenting for the master file:
Years owned or managed
Business size
Number of employees
Revenue or transaction volume
Day to day responsibilities
Financial responsibilities
Vendor relationships
Major operational accomplishments
Reason for ownership transition, if applicable

REAL ESTATE AND FAMILY BUSINESS EXPERIENCE

Peek Properties
President
Dates to be documented.
Participated in real estate and property related business activity through Peek Properties.
· Served as President.
· Participated in the sale and negotiation of real estate.
· Worked with transactions exceeding $2 million.
This experience may provide additional evidence of negotiation, financial judgment, business ownership, high value transactions, deal management, and entrepreneurial leadership.
More information should eventually be preserved regarding:
Number and type of properties
Ownership responsibilities
Purchase and sale activity
Negotiation responsibilities
Financial oversight
Property management responsibilities
Transaction values
Partners or other stakeholders

ADDITIONAL LEADERSHIP AND PROFESSIONAL EXPERIENCE TO PRESERVE

The following information should remain in the master Working Resume even when it is omitted from targeted employer facing resumes.

Sales Team Roundtables
Participated in McKesson sales team roundtables, contributing experience, market knowledge, sales insights, and peer guidance.

Surgery Center Specialist
Served as the surgery center specialist for two different sales teams, providing specialized knowledge to colleagues serving ambulatory surgery center customers.

New Hire Training
Provided training covering McKesson ordering systems, selling skills, cold calling, quotations, follow up, product knowledge, and general sales strategy.

Unofficial Team Leadership
During portions of the past two years, inconsistent formal leadership required experienced members of the sales organization to assume greater responsibility for helping one another make decisions, solve problems, and maintain performance. Your responsibilities increased without a formal change in title.

PROFESSIONAL WORK STYLE

You describe yourself as:
Motivated
Successful
Personable
Relationship oriented
Calm under pressure
Urgent when the situation requires urgency
Consistent
Accountable

You prefer:
· Direct communication.
· Building relationships.
· Selling and creating business.
· Performance oriented work.
· Smaller teams responsible for meaningful initiatives.
· Work where results matter.
· Environments that reward contribution.
· Employers that demonstrate stability and loyalty.

You ae less energized by positions dominated by administrative work and reporting for the sake of reporting. These characteristics should usually be demonstrated through results and examples rather than simply listed as adjectives on a final resume.

DIFFERENTIATING CAREER STORIES

These stories should remain in the Working Resume because they can become powerful material for interviews, LinkedIn content, cover letters, or leadership applications.

STORY 1 — BUILDING THE TERRITORY
Situation: Territory began at approximately $800,000.
Action: You built new accounts, deepened customer relationships, introduced products and equipment, expanded customer procedures and services, managed pricing and contracts, and retained customers over time.
Result: Territory grew to more than $4 million in annual sales and more than $1 million in gross profit.

STORY 2 — RECOVERING THE $1 MILLION ACCOUNT
Situation: You lost a customer relationship representing approximately $1 million in business.
Action: Rather than abandoning the relationship, he remained engaged and rebuilt trust over time.
Result: Successfully regained the account.
Why It Matters: Demonstrates resilience, strategic relationship management, patience, persistence, and account recovery.

STORY 3 — TURNING SMALL ACCOUNTS INTO SIGNIFICANT BUSINESS
Situation: Multiple accounts initially purchased approximately $50,000 to $60,000 annually.
Action: You evaluated their business, introduced new equipment, identified procedures they could perform in office, and helped add laboratory or diagnostic capabilities.
Result: Several relationships grew into well over six figures annually.

STORY 4 — CREATING CUSTOMER REVENUE
Situation: Physician customers had opportunities to expand services but needed products, equipment, or operational guidance.
Action: You identified laboratory testing opportunities, new procedures, and equipment necessary to expand capabilities.
Result: Helped numerous accounts generate hundreds of thousands of dollars in additional revenue.

STORY 5 — SELLING THE RIGHT SOLUTION, NOT THE BIGGEST SOLUTION
Situation: Customers frequently approach you believing they already know which laboratory, cardiovascular, diagnostic, or other equipment they need.
Action: You assess expected volume, business requirements, reimbursement, operational needs, and financial impact.
Result: Recommends the equipment that actually fits the customer, sometimes larger and sometimes smaller than initially requested.
Why It Matters: Demonstrates consultative selling and long term relationship thinking instead of transactional selling.

STORY 6 — DEVELOPING ANOTHER SALES PROFESSIONAL
Situation: A newer representative needed surgery center knowledge.
Action: You provided specialized training and guidance.
Result: The representative subsequently secured a very large surgery center account that became one of his largest customers.
Why It Matters: Demonstrates leadership through influence and your ability to develop other sales professionals.

CAREER POSITIONING FOR NON HEALTHCARE OPPORTUNITIES

Your healthcare experience should not create an artificial limitation on your career options.
For industries outside medical sales, translate your experience into these transferable capabilities:

Instead of: Medical supply sales
Position as: Complex B2B product and solution sales

Instead of: Physician and surgery center accounts
Position as: Executive and enterprise customer relationships

Instead of: Laboratory and medical equipment
Position as: Technical and capital product solutions

Instead of: GPO and specialized medical pricing
Position as: Contract, pricing, and strategic procurement experience

Instead of: Reimbursement awareness
Position as: Understanding external financial drivers affecting customer purchasing behavior

Instead of: Medical inventory systems
Position as: Technology enabled inventory and operational efficiency solutions
Instead of: Surgery center specialist
Position as: Internal market specialist and peer sales resource

The overarching story is not industry dependent:
You acquire customers, grow revenue, manage valuable relationships, negotiate significant business, protect profitability, solve customer problems, and develop people.

POTENTIAL TARGETED RESUME DIRECTIONS

This Working Resume can support several different employer facing resumes.

VERSION 1 — SENIOR SALES / STRATEGIC ACCOUNT EXECUTIVE
Emphasize:
$4M+ book of business
$1M+ gross profit
Quota performance
Top 70 ranking
Account growth
New account acquisition
Executive relationships
Complex sales
Large account recovery
Contracts and pricing

VERSION 2 — BUSINESS DEVELOPMENT
Emphasize:
Building territory from $800K to $4M+
Opening new accounts
40 percent new business activity
Executive prospecting
Complex solutions
Customer revenue development
Strategic pricing
Account conversion
Relationship development

VERSION 3 — SALES LEADERSHIP / DIRECTOR
Emphasize:
24-year sales perspective
Revenue ownership
Territory strategy
Peer leadership
Representative training
6 to 8 representatives onboarded
Sales team roundtables
Market specialization
Surgery center leadership
Funnels and forecasting
Mentoring
Leadership through influence

VERSION 4 — HEALTHCARE STRATEGIC ACCOUNTS
Emphasize:
Ambulatory surgery center specialization
Physician accounts
GPO expertise
Contracting
Surgical equipment
Diagnostics
Laboratory products
Inventory systems
Executive healthcare relationships
McKesson experience
Customer revenue creation

INFORMATION TO CONTINUE CAPTURING

This Working Resume is now substantially more complete. The remaining information is not required before beginning targeted resumes, but these details should be added when available.

McKesson
· Confirm whether McKesson employment began in 2002 or 2003. Current answers state 2003 while earlier resume information listed 2002.
· Exact years you earned Mid-South Producers Trips.
· Trip destinations, if worth preserving.
· Exact years or levels of DRIVE recognition.
· Exact 2023 sales, gross profit, and quota percentage if available.
· Whether the ranking of 70th out of 1,000+ was specifically in 2023.
· Additional career rankings.
· Exact number of years at or above quota.
· Details surrounding the $1 million lost and recovered account.
· Largest single new account win.
· Largest individual equipment or contract transaction.
· Additional examples of client revenue increases.
· Major vendors or manufacturers worth identifying.
· Any President’s Club, Circle of Excellence, or equivalent awards not yet documented.

Brickyard Landing Marina
· Dates of ownership.
· Size and nature of business.
· Revenue.
· Employees.
· Operational responsibilities.
· Major accomplishments.

Peek Properties
· Dates.
· Scope of business.
· Number and value of transactions.
· Specific presidential responsibilities.
· Property portfolio or management responsibilities.

PACT
· Specific years of individual Kentucky Derby events.
· Whether $75,000 represents one event or cumulative fundraising.
· Your direct fundraising responsibilities.
· Additional PACT events or accomplishments.

INTERNAL A2 ACHIEVE POSITIONING NOTE

Your next resume should not lead with the fact that you have simply been with one employer for more than two decades. It should lead with what he has done during those years. The strongest evidence is:
$800K → $4M+ territory growth
$1M+ gross profit
60–70 accounts
100–105% typical quota attainment
Top 70 of 1,000+ Account Executives
Six figure customer growth
$300K–$500K agreements
New account development
Senior decision maker relationships
$1M account recovery
Training and developing other sales representatives

Your longevity at McKesson then becomes an asset rather than the story itself. It demonstrates that you have sustained performance, customer relationships, market knowledge, and value across decades of industry and organizational change. The final employer facing resumes should position you as a proven senior commercial professional who happens to have developed that record within healthcare, rather than as someone whose only option is another medical sales position.
