Beth Ann Falcon

1359 Pinnacle Falls ( San Antonio, Texas 78260

210-683-1416 ( bafalcon@sbcglobal.net
SALES REPRESENTATIVE ( SALES MANAGER

Highly accomplished sales and sales management professional with an extensive history of building territories and managing teams in the consumer goods and building material industry. Proven ability to establish strong rapport and develop solid relationships. Skilled in problem solving to create immediate results, business unit leadership, attention to detail, resourceful, training and assessing clients needs. Recognized as an energetic leader who is sharp, poised, confident and able to convey a warm yet professional image.  
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PROFESSIONAL EXPERIENCE

DALTILE ( San Antonio, Texas ( 2004-2008

A $1.9 billion manufacturer and marketer of floor coverings and natural stone, division of Mohawk Industries

Sales Representative: Charged with driving product sales for floor tile, natural stone, and setting materials to custom and production homebuilders, commercial contractors, designers and retail dealers. Developed revenue generating programs for production and custom homebuilders.  Produced successful competitive bids for commercial projects. Assessed client needs and provided education and guidance on design options, installation products and methods. Outstanding relationship building, training and presentation skills. 

· Produced dramatic sales growth, achieving 150% increase in 2006 and 2007

· Generated over 3.3 million in sales

· Promoted within 16 months and trained replacement
THE GABLER GROUP ( Dallas, Texas ( 2003-2004

A $15 million multi-line manufacture representative company for the giftware and home décor industry

Independent Sales Representative: Developed new business with over 20 manufacturer product lines from home based office, covering North Texas and Oklahoma. Channeled sales to specialty retailers. Targeted key accounts and generated sales growth through building relationships, training on product knowledge, and cold calling. Demonstrated ability to expand opportunities within existing client base.
· Produced over $2 million dollars in sales revenue

· Managed overall account base of 350 stores 
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CANDLE CORPORATION OF AMERICA (CCA) ( Chicago, Illinois ( 2001-2002

Largest United States candle manufacturer with over $100 million annual sales

Southwest Regional Sales Director: Transitioned to work directly for CCA in 2001, while independently representing them through Western Reps from 1995-2000. Managed the top 3 sales representative agencies for Colonial Candles of Cape Cod, a division of CCA. Increased sales revenue by developing market penetration strategies while managing, motivating and training 30 independent sales representatives. Coordinated and managed trade shows, showrooms, and events in 3 major markets. Conducted sales agency reviews and presented regional presentations to corporate management.

· Generated more than $10 million in 19 states, by developing a business plan to successfully penetrate the market
· Launched new company showroom in the Denver market
WESTERN REPS ( Dallas, Texas ( 1995-2000

$7 million company representing multiple manufacturers in home décor and giftware

Sales Manager (1997-2000): Provided coaching and leadership to a sales team of 8 representatives from 4 states. Traveled within region and worked directly with sales force on territory management, product knowledge and motivation to drive sales targets for each region. Recruited new manufacturers for company to represent.  

· Developed target programs to increase sales in the specialty retail market

Independent Sales Representative (1995-2000): Successfully represented over 25 manufacturers product lines selling to specialty retailers and major department stores (J.C. Penney, Neiman Marcus, Hallmark). Increased market share by developing sales plans, setting goals, and providing excellent customer service.     

· Produced an increase in total sales volume each year up to 35%

· Recognized as top sales person, 1999 and 2000

· Increased manufacture Colonial Candles of Cape Cod volume 225% in 2000, generating $550,000 in sales

EDUCATION

University of North Texas, Denton, Texas

Bachelor of Science

