Kyle Richie
112 Seascape Drive Unit 1110 Miramar Beach, FL 32550
(850) 598-4006 ▪ krichie3@gmail.com  ▪  www.linkedin.com/in/KyleRichie


Proven results-oriented, self-driven, team player with 11 years of experience in outside sales.  Strong talent for building dynamic customer relationships while growing business consistently through high standards, extensive knowledge and creativity.  Highly motivated and excited to resume my professional career. 
PROFESSIONAL EXPERIENCE

BURCH CORPORATION,  Tampa, FL                                                     

 March 2019 – April 2020
Service Sales Representative,  Tampa, FL                                                        

 
· Pure hunter, business development and territory planning for industrial Refrigeration and HVAC customers in the South/Central Florida region. 
· Graded solely on service contract sales. I Sold $127,000 worth of service contracts, exceeding my total first-year sales goal by 127% while adding an additional 6 facilities/sites to the Burch portfolio. 
· Cold calling wizard!  The ability to discover potential customers through rigorous prospecting and networking.  I can quickly identify key decision makers to develop potential organizations into long term customers. 
· Partnering primarily with commercial, industrial, and medical facilities.  I regularly work with purchasing, operations, engineering and the C-suite.   
· Assist the customer by probing for problems within their operation, assess goals with the customer, and evaluate where opportunities lie.  Together we develop solutions to improve upon the customers’ facility to meet various temperature constraints.

· Collaborate with internal and external team of engineers to identify new product development needs where we are lacking, the retrofitting of equipment, system changeouts, cold storage construction, and any other temperature related necessity to exceed the needs of the customer’s operation.
UNITED-JOHNSON BROTHERS OF ALABAMA, Bessemer, AL          

 August 2017 – March 2019
Chain Division Sales Representative, Birmingham, AL                          
· Managed sales and relationships with key chain accounts in order to attain targeted performance goals for priority brands across total wine, beer and specialty drink portfolio.
· Achieved increased incremental sales at a rate 63% higher than company target.  I accomplished an average 4.7% increase versus a company-wide growth goal of just 3%.  My annual sales were roughly $800,000 throughout my assigned territory.
· Called on and presented sales opportunities to local chain store decision makers in order to sell in priority items across portfolio.
GEORGIA CROWN DISTRIBUTING COMPANY, McDonough, GA        

 April 2010 - May 2015
Package Division Sales Representative, Alpharetta, GA
            

 June 2014 - May 2015
· Achieved and exceeded sales and distribution goals for priority brands across wine and beer portfolio.
· Achieved increased incremental sales at an average of 11.5% annually in comparison to a 9% company-wide growth goal with average annual sales of roughly $1.2M throughout entire portfolio. 
· Maximized sales opportunities by implementing company sales practices and negotiating pricing in order to ensure floor space, cold box facings and optimum shelf space/placement.
AWARDS
2014 Diageo Salesman of the Year Award
Out of roughly 100 sales people nationally, given annually to the top sales person for exceptional sales execution and product growth.
EDUCATION
Bachelor of Science in Business Administration ▪ University of West Georgia ▪ Carrollton, GA ▪ 2008
