Y O U R  N A M E
Address ( City, ST   ZipCode
Phone ( E-Mail Adress
_________________________________________________________________________________________

 OBJECTIVE

Type in an objective specific to the position you have a desire for.
 EXPERIENCE

COMPANY NAME

     


               City, ST
Title of Position



                              January 2002-Present

Responsibilities
· Manage $7.3 MM in Name of Product business at clinics and community hospitals.

· Review reimbursement information regarding Medicare and Managed Care on a quarterly basis with Physicians, Practice Managers, and Pharmacy Directors.

· Develop strategic account business plans and implement them by utilizing resources, such as Clinical Affairs, Business Solutions, Reimbursement, and Patient Advocacy.

· Execute contracts and perform monthly business reviews to ensure that clinics and hospitals achieve their contractual requirements.

· Responsible for planning and coordinating the district’s Plan of Action meetings.

Accomplishments

· Asked to speak at National Meeting regarding consistent performance

· Increased Name of Product business by 8.8% after four years of a new competitor on the market.

· Maintained 94.0% market share in hospitals despite four years of a new competitor on the market.

· Maintained 76.2% market share in Name of Product retail sales.
AWARDS AND RECOGNITION

· Presidents Club winner for 2004 and 2005
· Received Presidential recognition for consistent performance (stock option grant).
· Serve as Reimbursement Manager for the district.
· District Trainer 2003 - 2006.
COMPANY NAME

     


               City, ST

Title of Position



                             June 2000 – January 2002

· Responsible for entering vital documentation into the official company repository.

· Developed a new system, which increased daily production by 80 percent.

EDUCATION

UNIVERSITY NAME

     


    City, ST

B.S. in Pharmaceutical Marketing                                             December 2000
TRAINING

Strategic Planning/Selling Training

Assertiveness Training

Pharmaceutical Sales School (Phases I, II, and III)

Reimbursement Training






