Whitney Piatkowski
9 O’Keefe Lane
New Hartford, CT 06057
(860) 738-9357 home; (860) 508-4997 mobile
whitneyp@sbcglobal.net
Energetic professional with an outstanding record of accomplishment in outside sales and marketing.  Experience on a national sales level, including all aspects of running a small business.  Currently seeking marketing/sales position, with a competitive and diverse company in the equine field.  Excellent communication and public speaking skills, training and handling multifaceted accounts.  
Summary of Qualifications
Confidential Equine Company
August 2007-Present
Regional Marketing Manager

Responsibilities include marketing product and training in a variety of both clinical and retail equine environments for a supplement company.  Proven ability to work in a self-directed environment, necessary to build volume and provide consistency within territory.  Call on tack stores, racetracks, veterinary practices, colleges and training facilities throughout region, disseminating information, educating and promoting product to garner contacts and build sales within region.  Management of East Coast territory, which includes Maine to Virginia with ability to manage territory budget.
· Identify opportunities for speaking engagements at associations, regional and national meetings, clubs, and organizations.

· Ability to speak in public to large groups to encompass both veterinary as well as to the end user confidently and clearly.
· Organize trainer meetings and clinical speaking opportunities to work with end-users on overall understanding of health and product knowledge.
· Trainer/rider program; work with existing sponsored riders at both Olympic and regional levels in addition to identifying upcoming talent as needed to cover territory and discipline. 
· Identify and attend key events and shows, required knowledge of territory and discipline to accurately pinpoint events to accomplish goals within territory.  

· Segment and prioritize key accounts within region.  Determine location and suitability of targeted locations for appropriate growth to goal ratio, and provide educational training in-house as well as in a clinical situation with confidence and results.

· Work with veterinarians on the understanding of product and adaptability of uses in application.  Provide training for vets and staff on product knowledge.  
· Work with veterinary clinics, retail account and vet distributors in the field, which include ride-alongs and farm visits, to accurately train staff and employees on product benefits to increase sales and generate new leads for territory.
Key accomplishments:

· Increased territory to include Mid-Atlantic in addition to New England after only four months with company.

· Regional territory sales are up 41% over 2008 

· Led the organization as top sales manager driving more than 80% of the business in 2009

· Assigned the largest national equestrian retail chain and Catalogue Company, after only four months of being with company.  Account is up 239% over 2008 since assigned account and is currently the top account for the company.
· Organized and attended New England Veterinary Conference and was responsible for generating over $58k worth of business in 3 days.  A profit of over $35k for the company.  

· Attended as one of the key note speakers for the USDF FEI level trainers conference in West Palm Beach with Jan Brink 2008 – attendees included both national and international Olympic level riders and trainers 
· Successfully worked with national organizations for two key equine events.  Selected to present at both Equine Affaire Consumer Trade events held in MA 2008, CA 2009 and OH 2009 (largest equine event in country with attendance at events over 90k), Equine Extravaganza NC 2008.  This was the first time our company was invited to speak at any of these events.

· Have organized and held speaking engagements at Universities, Associations, Clubs, Conferences and Trade Shows Nationally.  In addition to speaking at Training Facilities and at Clinics.  
J.Whitney Gallery, Southington, CT
 April 2003-August 2007
Gallery Director, V.P. Marketing & Merchandising 




Owner of retail art gallery with a focus on featuring American artists and local talent.  Gained statewide attention for new design as well as showcase of artists.  Housed the largest collection of equestrian art in the region.  Managed every aspect of a small business including inventory management, marketing and design of all advertising media, website maintenance, and purchasing and gallery events.  
· Maintained and marketed website for events, new artists, and promotions 
· Marketed over 60 artists in 6 categories 

· Responsible for the launch and marketing of new upcoming artists through gallery showings, advertising, special events 

Key Accomplishments:
· Managed and promoted successfully ten solo artists exhibits for gallery 

· National reorganization for several of our events in trade magazines: Art Business News, Wildlife Art; Southwest Art in addition to local papers 

· Designed and produced scripts and concepts for three TV advertising spots that were nominated for year-end Cleo awards.
· Exclusive gallery representation on the East Coast, Nation wide and in New England for several nationally and internationally acclaimed artists 

· National on-line auction to benefit Hurricane Katrina and Humane Society 
Nutro Products, City of Industry, CA

Sept 1998-May 2003
National Accounts Executive
Outside sales representative covering New England and New York.  Responsible for over 100 national retail accounts.  
Time management and knowledge of territory to accurately meet a two week call rotation to meet sales goals and marketing objectives. 
· Required knowledge of several different POS systems, including SAP and managing inventory to accurately maintain the proper truck to inventory ratio with correct turn over to minimize overstock, out of date and space issues.

· Trained vendors’ employees on their inventory management systems; 

· Reviewed monthly and yearly analysis to increase and recognize potential sales growth opportunities for Regional Chains, and any outside programs that would provide a platform for linking vendors and customers to gain more market share.

· Responsible for working with new account executives, to provide training in the new position covering seminars, inventory, displays, POS, and accurate reporting. 
· Responsible for assisting with the national Demo program in our Region with new hires, training on the policies for customer demonstration program on a monthly basis 

Key Accomplishments

· Facilitated the rollout of new computer training program and daily reporting tool for the company. 

· Promoted within six months to National Account Executive with an expanded territory. 

· Awarded most improved territory & highest growth rate in our Region consistently for 3 years, yearly rate 12% growth for  territory
Independent Consultant
 


Sept 1997-May 2006



Motivational & Sales Trainer

· Trained Dale Carnegie Speaker and a sales trainer utilizing the “S.M.A.R.T & Funnel” sales systems; 

· Sales Trainer for private national based wholesale frame manufacture in 2003 To provide on-going sales training program to their vendors and train their employees to help increase profits; 

Key Accomplishments:
· The program developed was incorporated into their website as a tool for their vendors to utilize 

· The company grew 16% as a result of that training 

· Successful re-enrollment in the training program for existing customers

· Keynote speaker in January 2006 for Connecticut Professional Photographers Assoc.
· “Framing for Profit – Maximize your time, work smart and increase your profits” 

Education
&Training 
· CCSU Central Connecticut State University 

· Southington High School

· Dale Carnegie Trained Public Presenter
· Microsoft Certified in PowerPoint; MS Word; Access; WordPerfect; 

· Microsoft Outlook
Other Interests/hobbies
· Horse Rider and Trainer 30+ yrs; Worked with formed Olympic Trainer

· See attached personal horse experience

References Available Upon Request

