CURRICULUM VITAE

MR DAVID KING
99 PARADISE ORCHARD
BERRYFIELDS
AYLESBURY
BUCKINGHAMSHIRE
HP18 0WQ

Tel: 07702 565244
Email: king.dave@live.co.uk

Nationality:		British			
Driving Licence Held:	Yes – Full British Licence (clean)

PERSONAL PROFILE

As an employee I offer total reliability and commitment. I possess excellent sales skills paired with good organisational and interpersonal qualities. 
I have experience of working under pressure and with targets both independently and as a team and thrive on the challenge. 
I am adaptable and can quickly deal with change and prioritising. I am personally looking for a position where I can utilise my skills and knowledge together with my high-level sales and customer service experience. My main asset is rapport building and developing lasting relationships quickly.
I played Softball both Divisionally and Nationally reaching the pinnacle of my sport by representing Great Britain, this level of dedication and determination to be the best is transferred into the workplace. 

EMPLOYMENT HISTORY

NRS Healthcare
2025 – present 	Service Quality Lead Assessor (Central & North regions)
· Facilitate external audits such as CECOPS & QSF
· Conduct internal audits, Infection Control & Site Security
· Advisory to depots to ensure compliance and help achieve highest accreditation

NRS Healthcare
2023 – 2025	Driver Technician
· Deliver and install medical equipment to NHS customers across Buckinghamshire
· Vehicle loading and unloading 
· Daily vehicle checks 

Inchcape Mercedes 
2021 – 2023	Regional Business Development Manager Corporate
· Secure new business within National Corporate Accounts
· Retain and develop existing client accounts
· Main Achievement: Securing Eon & KwikFit accounts

Jardine Motors Group (Acquired by Marshall Motors – 2019)
2015 – 2021	Audi accredited LBDM Amersham Audi
· Secure new business locally
· Retain and develop existing accounts
· Main Achievement: Jardine Motors group LBDM of the year 2016 (all brands).


Nordic Recycling
2012 – 2015	Senior Sales Executive
· New Business Sales focusing on Blue Chip Clients in Central London along with National Brokers, FM and Cleaning Companies.
· First line of cover for the Field Sales Manager
· Position was 80% New Business and 20% Account Management, so was responsible for building relationships with existing portfolio as well as  new opportunities
· Main Achievement: Secured 250K revenue in the first 6 months and consecutively hitting target month on month.

CarCarc Waste Management Ltd
2010 – 2012 	Sales & Account Manager
· New Business Sales specialising in 250,000 + contracts
· Negotiated new contracts to the value of 2.5 million pounds in 2 years through specific Sales and Marketing strategies
· Biggest Achievement: Secured 3 year contract for Warner Bros Studios including the new Harry Potter Studio Tour worth over 1Million per annum
· Achieved over 140% of my sales target two years in a row 
· Obtained best market value for selling recyclable materials to third parties from our Material Recovery Facility
· Management of Key Accounts inc Disney films, Fox UK, Universal Pictures, Metro-line, London United buses, Veolia Environmental Services and SITA UK Limited.  

Veolia Environmental Services Ltd
2008 – 2010 	Business Development Executive
· 90% new business Sales
· Prospecting
· 10% account retention
· Tenders and Proposals
· Producing weekly sales reports
· Achieving company set targets
Main Achievement: Achieved highest annual sales figures in the South East Region achieving 157% above the National average.


SITA UK Ltd
2004 - 2007 (Redundant) 

June 2006 – Jan 2007: National Business Development Manager
· Prospecting
· Prepare & present SITA to potential National Clients
· Prepare tenders to corporate 
· Site surveys
Feb 2006 – June 2006: Senior Sales Executive
· As FSE job spec plus:
· Field Accompaniment days
· New starter training
· Site Surveys
· Overseeing 15+ Field Sales Execs
Nov 2004 – Feb 2006: Field Sales Executive
· Prospecting for new business
· Meeting set company targets
· Quoting prospective customers
· Producing Weekly Sales Reports
Main Achievement: Promotion to Senior Sales Executive after hitting 12 consecutive targets providing 181% of annual target and receiving Salesman of the Year award

EDUCATION

Holmer Green Secondary School (1976-1980)
GCSE’s obtained:  English Language, English Literature, Mathematics, Technical Drawing,           Art, Geography and Science.

FURTHER EDUCATION

City & Guilds qualification in Painting & Decorating
Certificate in ‘First Line’ people management – 1 year course
12-week Italian Language Course - Beginners


KEY SKILLS / ATTRIBUTES
· Strong experience of organising corporate events, including sporting events and functions.
· Able to interact with personnel at all levels
· Team player
· Achieved intercompany Salesman of the Year Award

COMPUTER SKILLS
· Windows					     PowerPoint
· Word						     Outlook
· Excel						     CRM
											
