Marty Moynihan

SUMMARY

Consultative relationship manager with over twenty-five years experience selling and implementing sales, leadership and organizational development solutions to private and public sector clients.  Experience includes building and developing teams of sales and service professionals. Track record of success in the execution of the consultative selling approach in long-term complex selling situations. Strong believer in the importance of the discovery process. Success in managing client relationships, developing territory and account plans and coaching others to do the same. (See appendix for list of certifications to teach Merit Training Financial Service Curriculum)
Professional Experience

MERIT ASSOCIATES, Minneapolis, MN

Responsible for consulting and training for large financial institutions and commercial clients.  Master Leader/Trainer for developing client trainers on all Merit Curriculum products.  Consultant for all contract services including working with the clients executive team to develop change strategies.  Provides assessment tools for determining gaps in clients strategic initiatives.

Key Account Manager, Client Development 
Responsible for the Central United States, Canada and Mexico.

· Developed new clients and expanded existing customer relationships in the region.

Previous:  

The Bob Pike Group, Edina, MN
 

The Bob Pike Group is internationally known for improving organizational and employee performance.

Managing Director, Client Development (2000 – 2004)
Responsibilities included sales and marketing leadership.

· Led the sales and consulting team in acquiring new business and expanding existing relationships.

· Established corporate re-branding strategy, which included web, print and tradeshow marketing.

· Supervised the selection, management and marketing of 200 public seminars.

· Developed a sales and marketing business funnel that included product catalog marketing and direct mail strategies that drove public seminar, onsite workshops, and consulting service revenue.

· Directed all market communications, new product marketing, and tradeshow management.

· Re-positioned the company’s sales and marketing focus from a single-product strategy to an integrated solutions provider based on a consultative selling process designed to develop client problem-solving partnerships.

Regional Sales Director 
Responsibilities included selling and implementing learning system solutions and consulting services for new and existing Fortune 1000 clients.

BI Performance Services, Edina, MN 

BI Performance Services provides performance improvement solutions to Fortune 500 clients.

Managing Director, Learning Systems

· Led this $6 million division and managed 12 team members, including advanced-degreed professionals, project managers and account executives.

· Division’s consulting and learning systems services contributed to an integrated performance-improvement solution that included measurement, communications and recognition systems.

Focus Learning Systems, Eden Prairie, MN 
 
Managing Director

· Accountable for consulting as well as the sales and facilitation of strategic, sales and service learning systems.

· Marketed and implemented client engagements designed to introduce a shift in financial service clients’ focus from an operations-driven culture to a more profitable customer-driven culture.

· Successfully completed the design and implementation of corporate culture changes within more than fifty organizations facing the challenge of exceeding customer expectations.

Merit Training, Laguna Nigel, CA 


Vice President

· Led the development of key client relationships in the Financial Services, Public Utilities and Government sectors. Training programs targeted at these sectors attracted more than 7,500 participants and generated $7 million in revenue.

· Achieved most successful client acquisition that began with the winning of a $300,000 proposal to provide a learning system for sales management. Up-sold financial institution from three-day workshop to comprehensive solution for prospect’s underlying problem of inconsistent customer relationship strategy. Gained management commitment to change to customer-oriented culture. Through discovery-based, consultative selling techniques, expanded this into a $ 1.7 million account within eighteen months.

Wilson Learning Corporation, Irvine, CA


Account Executive

· Successfully provided business development, consulting and delivery of learning systems in the Southern California marketplace, primarily in the Financial Services, Public Utilities, Automotive and Telecommunications sectors.

· Significant achievements included the sale of a new, all-channel product communication and learning strategy for a German automotive manufacturer, including project management of cross-functional teams of client representatives and internal associates.

IBM Corporation, Sioux Falls, SD

Marketing Representative

Responsible for selling technology solutions to middle-market C-level executives.

· Achieved No. 1 ranking in graduating class.

· Consistent achievement of membership in IBM’s Chairman’s Club.

Education
Creighton University, Omaha, NE

B.A., Communications

Certifications and Capabilities
Merit Training Consultative Selling Skills - master trainer

SPIN Selling Skills – certified leader trainer

Counselor Selling Skills – leader certified

Solution Selling Skills – certified

Miller Heiman Strategic Selling Skills – certified

APPENDIX – Certified to facilitate Merit Training Corporation curriculum.
· ACCOUNT ANALYSIS AND PLANNING 

· COMMUNICATION SKILLS 

· CONSULTATIVE SALES SKILLS 

· CUSTOMER SERVICE SKILLS
· EXECUTIVE MANAGEMENT 

· LEADERSHIP SKILLS
· MANAGEMENT TOOLS AND TECHNIQUES
· MARKET ANALYSIS AND PLANNING 

· NEGOTIATING SKILLS 

· PERFORMANCE MANAGEMENT 

· SALES EFFECTIVENESS SKILLS 

· WORKING IN TEAMS 
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