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STEPHEN DEVRIES
Delray Beach, FL 33445 
 561 843 8316
devries_steve@hotmail.com  
www.linkedin.com/in/stevedevriessales
ENTERPRISE SOFTWARE SALES EXECUTIVE
Results-driven hunter with national and international business experience.  Top performing software sales executive with proven record of meeting and exceeding annual sales targets by as much as 171%.  Aggressive pipeline development.  Expert closer committed to solutions-based sales approach.  Rapid learner with technical background with demonstrated success in relevant areas.  Team player and team builder.  High energy sales professional known for integrity, structuring win-wins, getting the sale and retaining customers. 

Extensive business experience throughout the U.S., Canada, Europe, Asia and Latin America
	· Analytics
· Public Safety
· Pipeline Development
· Artificial Intelligence

· Strategic Selling

	· Enterprise Software
· Industry Forum Presentations

· RFP Strategy & Planning
· Cloud
· Salesforce



PROFESSIONAL EXPERIENCE
Motorola Solutions
2022 – present
Enterprise Sales Representative

Promote and sell multi-million dollar enterprise software solutions to state, county and local government organizations. 
Mark43  Inc.
2020 - 2022
Strategic Account Executive

Promote and sell multi-million dollar cloud native solutions to state, county and local government organizations. 
· Augmented pipeline 2.5x during pandemic
· Assisted with company messaging and product direction
· Worked with lobbyist firms on opportunity strategy
CentralSquare Technologies (Formerly TriTech Software Systems)
2018 - 2019
Account Executive

Promote and sell multi-million dollar enterprise software solutions to state, county and local government organizations.  Solutions offered in the cloud or as on premise. 
· Developed 3x quota pipeline 

· Worked with BDR team to refine strategy resulting in increased pre-sales activity
FACEFIRST INC
2015 – 2018
Sales Director

Promote and sell surveillance based facial recognition platform across multiple industries, including commercial security, healthcare, stadiums/arenas, casinos, education, law enforcement, airports and government.  Solutions offered in the cloud or as on premise. 
· 127% quota achieved in new market

· Developed messaging and go to market strategy across all assigned verticals

· Coordinated and directed inside sales for lead development to quickly ramp activity in region

· Work with multiple partners for new business development
PITNEY BOWES SOFTWARE INC
 2014 – 2015
Solutions Specialist
Promote and sell GIS/location intelligence analytics and data quality software solutions across multiple industries, including law enforcement, federal agencies, gaming, stadium security and transportation.  Solutions offered in the cloud or as on premise. 
· 100% annual quota achieved in new territory
· Coordinated and directed BDR for lead development and inside sales for transaction business to quickly ramp activity in region
· Engaged partner network for solution differentiation and account penetration
INTERGRAPH CORPORATION 
2010 – 2014
Regional Sales Manager
Promote and sell multi-million dollar enterprise software solutions to state, county and local government organizations.  Management of all sales activities from lead generation to closing. 

· Met or exceeded annual quota targets including performance of 145%
· Introduced next generation wireless mobile data/GPS solution to marketplace

TRITECH SOFTWARE SYSTEMS INC
2003 – 2010
Regional Sales Manager
Promote and sell multi-million dollar enterprise software solutions to state, county and local government organizations.  Management of all sales activities from lead generation to closing.
· Met or exceeded annual quota targets including high point of 171% one year
· Awarded top performer Sales Achievement Award
· Introduced leading edge mobile data product for early adoption into key customer base
FAIR, ISAAC AND COMPANY – HNC SOFTWARE INC
 2001 – 2003
Product Sales Manager 

Promoted and sold new market entry segmentation application for financial services organizations.  Brought credit and risk services analytics, (fraud, risk, bad debt) platform to market into leading telecommunications carriers worldwide. 

· Introduced neural network product-based concept to marketplace resulting in domestic and international wins over established competitors
· Broke barrier to entry through paid consultant concept to introduce new technology
· Helped define product positioning, competitive strengths and pricing

PRE-1999 RELEVANT EXPERIENCE
FAIR, ISAAC AND COMPANY – HNC SOFTWARE 
INC





       1996 - 2001
Technical Sales Director

Director, Technical Services
INTEGRATED SYSTEMS INCORPORATED 






       1995 - 1996
Field Applications Engineer (Pre – sales activities)

DOCTOR DESIGN INC









       1992 - 1995

Software Engineer

INDEPENDENT CONSULTANT 








       1989 - 1992
Software Architect
MINIMED TECHNOLOGIES INC







                      1986 - 1989
Software Engineer
RESEARCH AND DEVELOPMENT LABORATORIES INC




                      1985 - 1986
Programmer
EDUCATION 
Bachelor of Science (BS), Computer Science and Mathematics
Colorado State University, Fort Collins, CO
TRAINING
Strategic Selling, Miller Heiman

Power Base Selling, Holden International

Sandler Sales System, Objective Management Group

Dale Carnegie Sales Advantage, Dale Carnegie Center of Excellence
MEDDPICC
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