James V. Clemens, Jr

104 Glenview Avenue ( Greensburg, PA 15601 (  C: 724-420-3750 ( clemster01@yahoo.com

Highly Regarded Sales and Marketing Professional with excellent presentation skills, program development, and relationships management experience.  Expertise in contract negotiation, vendor relations, staff development and project management.  Reputation for tenacity and persistence, as well as creative thinking and entrepreneurial drive.
Key Skills Summary
· Excellent Communication Skills
· Consistently Exceed Sales Goals

· Strategic Planning & Execution

· Build and Maintain Relationships

· Project Management 
· Innovative and Creative 
· Ability to Work in a Fast Paced Environment

· Mentoring & Training

· Strong Scheduling Capabilities

· Effectively Manage Multiple Projects

· Prepare & Deliver Presentations

· Quick to Learn New Technology

Professional History
The Vindicator, Youngstown, OH (2008 to 2009)

Single Copy District Manager

· Negotiated contract terms with 12 vendor/subcontractors to deliver over 14,000 daily newspapers including USA Today, Cleveland Plain Dealer and The Vindicator; manage all customer inquiries and drive sales growth.
· Manage staff development initiatives; train and mentor contractors for best performance, exceed sales goals and maintain the highest customer service standards at all times.
Subscription Marketing Services Inc., Greensburg, PA (2006 to 2006)
Owner/Operator

· Directed all management activities of successful contract sales company soliciting newspaper subscriptions through various sources; grew business from inception, cultivated independent contractor relationships and secured lucrative contract with News & Record in Greensboro North Carolina, generating over $45,000 in annual revenue.
Tribune-Review Publishing Company, Greensburg PA (1991 to 2006)

Circulation Sales and Marketing Manager (2001 to 2006)

· Supervised and directed all circulation field sales activities and personnel for a newspaper with a daily circulation of over 53,000 daily copies and 74,000 Sunday subscriptions.

· Gathered industry and marketing data from representatives, customers, and competitors; developed effective subscription acquisition and subscriber retention programs.

· Created highly regarded “Easy Pay Program”, where customers could pay for their subscription using credit or debit cards, resulting in an overall growth of 2% and an increased retention rate.

· Controlled field sales expenses within limits of approved budget, plan and conduct periodic sales meetings for purpose of educating, training and stimulating field sales organization, and periodically evaluate performance against objectives.

· Interacted with internal departments to set budgets and build marketing/promotions programs such as the “Customer Care” website; managed external independent sales channel.

Additional Related Positions
Tribune Review Publishing Company ~ Crew & Field Training Manager (2000 to 2001), Circulation Manager (1999 to 2000) South Hills Home Delivery Manager (1998 to 1999), Pay-By-Mail Manager (1998), District Manager & Senior District Manager (1991 to 1998).    









