KORY BENKEN, MBA      407-289-9554 - korybenken@gmail.com - 6807 Habitat Dr. Harmony FL 34773
	   
REMOTE INSIDE CONSULTATIVE SALES EXPERT
COMMUNICATING value to customers, MOTIVATING and INSPIRING customers to action, SOLVING complex problems with a win-win approach. MAXIMIZING market potential, consistently PRODUCING high revenue growth through exceptional customer experiences that DIFFERENTIATE products and services, DELIVERING results with strong VALUES. 
 
	Skills Summary 	 
Expert, proactive, consultative sales leader with 11+ years of experience in inside sales. My strengths include inside consultative sales, admissions, customer retention, negotiation, leadership, training, KPI analytics and sales management. I am passionate about consultative sales which make a positive difference in the lives of my customers.  
 
Highly skilled in SAAS sales, B2B sales, consultative sales, sales process management, prospecting, closing, remote sales, direct sales, sales plan development, communication, interpersonal skills, critical thinking, problem solving, leadership, teamwork, professionalism, ethics, presentation, and emotional intelligence.  Fluent in Salesforce, Salesloft, Hubspot, Zoominfo, Loom, Vidyard, Slack, Mac software and OS and Microsoft software and OS.

	     Accomplishments 
· #1 salesperson in 2 previous roles, achieving the highest sales volume and highest long-term retention of customers. Created effective sales presentations using online presentation software.
· Exceeded goals/quotas for 6 years, top 10% of admissions sales out of 1,000-person salesforce. Received the highest performance based pay increase, of anyone at my campus of 500 salespeople. 
· Led an admissions team with the highest percentage of top performers which earned remote sales positions: a company perk at the time.
· Ranked #2 New Realtor, first year, at office which hired 50 new Realtors that year: 2005
· MBA graduate. Studies included accounting, marketing, accounting, human resources, value chain, ethics, and leadership. 




Experience 
SAAS Sales, Jungle Scout, Austin, TX - Remote		                      	 July 2021-Current
Prospected new accounts in SMB, and Mid-Market
Led US sales team in prospecting activity. Developed pipeline. Conducted Intro calls, Demo Calls, Proposal Calls, and Negotiation calls
Worked with Sales enablement to develop use-case training, coaching initiatives.
Worked in Start-up culture. New enterprise business unit. 
B2B Marketing Sales, Gravitational Marketing, Orlando, FL- Remote 	                         	 	                    September 2017-May 2021
Achieved top performance metrics for sales and retention. Drove new business, monthly recurring revenue, and membership count. 
Met new dealerships and conducted in-depth interviews to assess the effectiveness of their marketing and provided recommendations. 
Became an expert in branding, direct response advertising, radio, TV, Google AdWords, and Facebook advertising. 
Developed marketing proposals and virtual presentations outlining plans, budgets, and performance expectations. 
Developed and implemented sales processes for the sales org. Created marketing budget calculators, presentations, email templates, etc. 
	   
Director of Admissions - Sales, Kaplan University, Orlando, FL                	                    June 2014-September 2017 
Led team of new advisors to a top 10% ranking performance and quality while building a fun, open, trusting culture. 
Developed and coached new advisors into top performers, achieved highest percentage of top tier performers. 
Recruited, hired, and managed new staff. 
Led effort to train new hires, improve quality, and increased performance of 40 new hires. 
Trained managers and employees on Salesforce software. 


Admissions Advisor and Lead Trainer, Kaplan University, Orlando, FL                       	 	 	June 2009-June 2014 

  Led organization as a top performer in new sales. MVP in new hire class.  Top 10% of salespeople first 90 days.
  Led team of new advisors ranging from 8 to 20 new advisors at a time. 
  Consistently received monthly and quarterly sales awards for highest sales, quality, and training others over a 6-year period. 
  Developed strategies to increase conversion rates, start percentages (retention), daily production metrics, and team goals. 
  Considered a Subject Matter Expert (SME) by management in the areas of sales, operational procedures, and technology. 
  Achieved sales     awards, training awards, quality awards and participated in management led focus groups designed to improve      
  operations. 
Education
Kaplan University
Master of Business Administration, January 2017
Bachelor of Business Administration, June 2012
