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Career Summary
Currently a senior technology recruiter, self employed and contract.  Since 2000,  placed over 500 candidates with a 98% retention rate.  Successful recruiting tenure at SAP America, Oracle Corporation and Deloitte Services.  Prior years a sales executive with 14 years front-line experience in high tech products and services in executive searches, sales and pre-sales and professional services.  Through leadership skills and use of team building sales techniques, generated record setting revenues and exceeded sales quotas.  Areas of expertise have included: ERP, CRM, BI, content management, merchandising, supply chain collaboration, warehousing, third party fulfillment, direct marketing, complex order management, master data management, and electronic commerce across all verticals and geography’s in the US.
Significant Qualifications / Accomplishments

Adrianne Wellman is currently a Founder and Partner of Envision Forward Consulting, LLC where she is responsible for recruiting quality and the best candidates for companies as well as advise IT companies in searching and hiring the right candidates.  Adrianne also supports and teaches for the Center of Inner Knowing in Atlanta in Consciousness Work and Corporate Consciousness Work.  Areas of expertise in technology have included: ERP, CRM retail & retail systems, financial services, decision support, merchandising, supply chain collaboration, warehousing, third party fulfillment, direct marketing, complex order management, master data management, and electronic commerce.   

Bachelor of Science in Business Administration, Youngstown State University. 
Seven Years Training by Apolonia Fortino in Consciousness and Inner Development at the Center for Inner Knowing in Atlanta, GA
Professional History

Envision Forward Consulting LLC  





(since 2000 to present)

Self employed

Advisor to the IT Industry in how to provide the most cost effective way to recruit the best and top quality candidates.  Also a Senior Recruiter placing technology candidates, sales, sales VPs and management, pre-sales, functional and technical consultants, project  managers.  I place consistently 8-12 candidates per month.  I am a hands down sourcing recruiter that has skills in cold calling into competitor accounts, I buy lists and cold call into the competitors for clients and I use a strong referral base.  I am currently equipped with 75,000 resume database and I utilize Bullhorn.  My unique cold calling talents have led me to teach fellow recruiters as a paid instructor once a month.
 

SAP America







(4/2007 to 4/2008)

Contract Senior Recruiter 

Recruit for the North America Sales, Verticals included Retail and Utilities.    Recruited for Large Enterprise, Global Strategic Accounts and Mid Market.   Cold called for the best AE’s in the country that were in my current database.  All AE’s hired are still at SAP.
Deloitte Services, LP







(12/05 to 6/2/06)
Contract Senior Recruiter 
Recruit for the North America Group for SAP, PeopleSoft and Oracle Functional Consultants and Project Managers.  Used Lists of Competitors and Deloitte resumes to cold call for candidates.  
· Had the first hire within 3 weeks of start date.

Oracle Corporation







(7/29 to 12/04/05)

Senior Recruiter 
Recruit for the North America Sales, Pre-sales and Consultants in the North East.  Used Lists of Competitors, my database and Oracle resumes to cold call for candidates.  

· Had 2 sales hires within first month of start date.

First Choice Consulting, LLC   self employed





          (5/00-7/05)
Envision Forward Consulting LLC (new name)
Started an e-commerce, IT recruiting company.  Recruited for companies such as SAP, JDEdwards, Oracle, Siebel, Compuware, PeopleSoft and many start up’s of the dot.com era.  Recruited executive level, sales, pre sales channels and technical consulting candidates.    Recruited for IT technical consultants for named consulting firms and individual organization’s IT departments.  
 
SAP America







                               (6/98-5/00)


Global Account Executive

Launched the retail group at SAP.   During the earlier years, started as a Client Account Executive.  Promoted within six months as a Global Account Executive and became part of this new industry segment.  Achieved quota within the first year.   Consistent in establishing relationships with “C” level executives, expert in analyzing a client’s requirements and creating vision match by navigating corporate complexities to achieve results.   Provided sales support to penetrate new market space and position SAP.  Established programs to communicate business vision and streamline processes.   Joined the Financial Services Group in 1999.  Achieved quota within the first year.  

· Closed Bank of Butterfield for $3 million in enterprise software licensing with new financial services products in 2000.

Computron Software, Inc



                                                         
                (10/94-6/98)
Team Lead for the Financial Services Group


                               (10/95-6/98)

Responsible for new territory development in the Financial Services Vertical.  Became successful within the first year, added three more sales people in the Financial Services Vertical nationwide to train and manage.  Lead sales executive by finding new opportunities and turning client problems into solutions sales, leveraging my ability to understand a client’s business issues.  Implemented a sales strategy to facilitate a highly skilled team to demonstrate the client’s requirements and adapt to the complex sales by communicating with the “C” level executive, or the users on the warehouse floor.  Achieved quota consistently every year.

· Closed Bank of America for $2.5 million in Computron’s COLD product (Computer Output to Laser Disc).  Started as a $350,000 pilot license in Dallas and expanded to Atlanta, GA and Charlotte, NC.

· First Union Bank followed Bank of America and also implemented Computron’s first Expense Payable Application with Workflow.

· Competed with Filenet in Blue Cross Blue Shield of Georgia in a $1.5 million stand-alone Workflow opportunity within their claims department.  Due to my strong desire to excel and high level of competitiveness, was able to effectively turn the opportunity at the “eleventh hour” to Computron’s favor.


Senior Account Executive






 (10/94-10/95)

Closed first contract within one month of hire date.  This was Atlanta’s first client for Computron Software.  Within one year closed nine new clients without a previous local reference.  Ranked number one in the Southern region and number two out of twenty six sales representatives in 1995.  First Account Executive promoted to a head the Financial Services Vertical with sales associates to train as an experimental position.  

· Closed BellSouth PCS within first month of hire date for $350,000 in Financial Application Licensing and second year added another $350,000 in license revenue.

· Implemented a sales and marketing model corporate wide that was used by all sales representatives successfully. 

· Recognized for numerous sales awards for consistently achieving quota. 
Lawson Software, Inc.







               (10/93-10/94)

Account Executive

Responsible for establishing market position, building and executing a growth plan for new accounts in North Carolina.   Responsible for prospecting and cultivating new evaluations into customers, new territory development, promote and grow relationships using strong partner networks.  Worked in the AS/400 Retail Vertical and established new accounts within the geographic territory of NC/SC. 

· Closed Lawson’s first furniture opportunity, Century Furniture in NC.  

 Legent/Computer Associates International, Inc.





 (10/91-10/93)

            Product Sales Representative

            Sold mainframe and client/server systems management software to accounts in assigned geography 

            Territory for the obtainment of new product revenue.

· 1992: 106% of Quota on $2.5 million dollars of new product revenue.

· Attained quota consistently, attended President’s Club.

· Closed $1.8 million in 1993 and was the sales representative for 2nd quarter.

Computer Associates International, Inc.





                (7/88-10/91)


Account Manager

Regular servicing of existing users and new prospects.  Developed unique marketing strategies for prospecting through cold calling, organizing seminars with hardware vendors and consultants at a local level.  Demonstrated strategic sales and knowledge of industry trends and negotiation skills.

· Promoted to Account Manager from Associate Trainee within three months and received the Florida territory. 

· Received company recognition for cultivating thru cold calling and implementing the first AS/400 Project Costing Client Nationally without a reference in 1990.

· Developed a client base, which included fortune 1000 companies.

