Daniel J. DeGrado

486 Muscovy Lane

Bloomingdale, Illinois 60108
(630) 935.8776
ddegrado@comcast.net
---------------------------------------------------------------------------------------------------------

SUMMARY
Sales leader with over 25 years of sales and marketing experience. Consistent history of exceeding sales and management objectives. Excels at building relationships with clients and gaining an understanding of what problems they need solved, developing and executing sales and marketing strategies to increase sales and revenue, while maintaining high customer satisfaction. Broad business knowledge in strategic selling, sales forecasting including short to long term projections, new client development, and account management.

--------------------------------------------------------------------------------------------------------------------------------

PROFESSIONAL EXPERIENCE

Targus Inc.
The leading global supplier of mobile solutions, which includes a series of proven notebook computer carrying cases and accessories designed to enhance the efficiency of portable computing. Targus enjoys the dominant market share in the OEM Channel (HP, Dell and Lenovo), the Distribution Channel (Ingram-Micro, Tech-Data, Synnex and D&H), the Corporate Reseller Channel (Connection, Insight, CDW, etc.). 

Director of Enterprise Sales





2014-Present

Managed a team of people responsible for all B2B sales while continuing to build relationships with Enterprise customers, Reseller and OEM partners.
Heritage Travelware, LTD






2013-2014

Heritage Travelware, Ltd. is a privately held company headquartered in Illinois. Heritage has been in the business case and travel goods industry since 1982 and prides itself on having the right mix of skillful employees, designers, and factories to be able to develop product to satisfy a wide range of customers and their needs. 

Executive Vice President of B2B Sales
Developed and implemented a business-to-business sales channel, included establishing and defining the market, creating a competitive product line, professional sales to clients. 
Targus Group International





1997-2013
The leading global supplier of mobile solutions, which includes a series of proven notebook computer carrying cases and accessories designed to enhance the efficiency of portable computing. Targus enjoys the dominant market share in the OEM Channel (HP, Dell and Lenovo), the Distribution Channel (Ingram-Micro, Tech-Data, Synnex and D&H), the Corporate Reseller Channel (Connection, Insight, CDW, etc.). 


Regional Sales Manager
Professional corporate sales management with responsibility for; marketing the entire Targus product line to major enterprise accounts, establishing and maintaining a high level of customer satisfaction and building positive “partnership” relationships with corporate accounts, resellers, distributors and manufacturers within my assigned region.  

Selected Accomplishments  

-Exceeded management objectives every year

-Top performing RSM for the last several years
-Top Accessories sales in 1998 (new products)

-Sold the companies largest corporate deal
SkyTel Corporation







1992-1997

Principal subsidiary of Mobile Telecommunications Technologies Corporation (MTEL) based in Jackson, Mississippi. SkyTel is a $120 Million telecommunications company engaged in domestic and international wireless messaging services.


Major Account Executive

Initial mission: develop and expand on SkyTel’s top customer’s base. Increase account 
penetration. Development of relationships at executive levels within selected accounts. Develop 
strategies for the 
growth and successful management of my accounts.


Selected Accomplishments  


-Exceeded quota 5 of 6 months.


-Effective management of 9000 PIN base.


-152% of quota performance YTD 1996


Customer Account Executive

Responsible for maintaining and developing several F500 accounts. Responsible for accounts in 
Illinois, Missouri, Michigan, Wisconsin, and Minnesota. Established the single-sourcing concept 
with customer base. Developed partnerships for multi-year, large unit volume orders.


Selected Accomplishments

-Increased customer base by over 49%.


-Disconnect rate under 1.5%.


-National Council of Leaders Member.


-President’s club achievement.


-Consistently exceeded quota.


-Top CAE 2nd Qtr 1994.


-191% Quota performance 1995.


-183% Quota performance 1994.


Account Executive

Responsible for developing new accounts in the Midwest Region while growing an existing 
customer base. Responsible for local representation for SkyTel’s National Account Program.


Selected Accomplishments


-121% Quota performance 1993.


-AE of the month two times in 1993.


-Regional Council of Leaders Member.


-New account development Achievement.

-------------------------------------------------------------------------------------------------------------------------------

EDUCATION


Bachelor of Science


Major in Business Administration, Emphasis in Sales and Marketing


Elmhurst College, 1992


Keller Graduate School of Management


Several classes completed towards my M.B.A.

