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RESOLUTION 2009-508
A RESOLUTION CONFIRMING THE MAYOR’S APPOINTMENT OF ERIN B. VANCE, A DUVAL COUNTY RESIDENT, REPLACING ESTELLE W. MCKISSICK, TO THE LIBRARY BOARD OF TRUSTEES, PURSUANT TO CHAPTER 90, ORDINANCE CODE, FOR A FIRST FULL TERM TO EXPIRE JUNE 30, 2012; PROVIDING AN EFFECTIVE DATE.


BE IT RESOLVED by the Council of the City of Jacksonville:


Section 1.

The Council hereby confirms the Mayor’s appointment of Erin B. Vance, a Duval County resident, replacing Estelle W. McKissick, to the Library Board of Trustees, pursuant to Chapter 90, Ordinance Code, for a first full term to expire June 30, 2012. 


Section 2.

Effective Date.  This resolution shall become effective upon signature by the Mayor or upon becoming effective without the Mayor’s signature.

Form Approved:

____/s/ Margaret M. Sidman__________ 
Office of General Counsel

Legislation Prepared By:
Margaret M. Sidman 
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Erin B. Vance

6974 Salamanca Ave.
Jacksonville, FL 32217
Mobile (904) 386-0449
ebvance8@yahoo.com

Professional Profile

Proven success/track record building professional teams in sales, service, management and
administration that consistently achieve corporate goals. Reputation for leadership, innovation,
high energy and results. Impeccable integrity in all relationships. Goal oriented, self-motivated
individual with a positive attitude and a strong work ethic. Keen understanding of internal and
external customer relationship development and satisfaction. Outstanding listening,
communication and interpersonal skills. Strong tactical and strategic skills. Unprecedented ability
to multitask.

Career Highlights

Paramount Performance Marketing 02/05 - Present
VP Sales & Marketing
Privately held company which produces commercial & trade graphics and printing.

¢ Report to President & CEO.

o Retain, develop and service all client accounts through relationship development,
financial analysis and resolution of issues; demonstrate initiative and creativity in
developing tailored solutions that meet client needs.

¢ Develop new business and revenue opportunities.

» Set goals and provide leadership and coaching to sales staff on selling skills, company
practices, and performance management to ensure goal achievement.
Responsible for sales forecasting and reporting.

* Recruit, interview, hire, lead and develop sales team.

Analyze competitive products/services and develop competitive strategies.

Principle Woods, Inc. 03/03 - 02/05

General Manager

Privately held company which provides educational programs and consulting services. The
company Is planning toward establishment of operations in additional service and product lines
while using the company’s products and intellectual property, as well as preparing for significant
growth.

* Reviewed companies current strategic and short-term plans, then worked cooperatively
with the President/owner to establish policies, initiatives, standards, defined goals, thus
enhancing the comprehensive business plan aimed at fulfilling the company’s long term
business strategy

* Analyzed market demographics, competitors, strategic positioning, product pricing,
projected revenues, business development and risk analysis while developing the
business plan for a new education service offering, then assisted in launching this service
into the marketplace

¢ Interviewed key education experts within target markets to identify industry trends and
drivers, while integrating feedback into strategic planning process

e Acted as an integral part of the sales cycle, assisting with Request for Proposal, Grant
applications, providing product/service expertise as needed and accompanying Sales on
strategic customer visits

» Provided leadership for the development of process improvement inttiatives, and other
creative activities for advancing the company’s performance
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Supervised the company's production, content development, customer service,
marketing, training, sales support, operations, research and development activities and
staffs

Managed corresponding timelines, estimates and production schedules

Extracted product/service requirements through analysis of customer workflows
Successfully implemented business plan to generate a profit for first time in company
history.

Computer Associates International, Inc. 08/93 - 07/02

Vice President, Sales 11/01-07/02

Only Sales Manager in Southeast to achieve performance increase April 2002
Successfully assessed and realigned sales territory and staff to optimize efficiency in
current market conditions

Developed and executed Sales & Marketing plan as part of upper level management,
including sales forecasts, account status, pipeline generation, win/loss reports and
competitive assessments

Actively directed Account Managers to consistently achieve team quota objective of $2-3
MM per quarter, through execution of account strategy that prioritizes opportunity
expansion, new business development and maintenance of existing accounts (Target
Account Selling)

Cultivated productive relationships with Fortune 500 company key decision makers
Built team productivity/morale by encouraging positive attitudes, open communication,
and developing training/motivational programs

Managed a team of up to 12 sales executives

Achieved pipeline increase of 400% of quota for start up product line

Implemented Team Strategic Account coverage utilizing “Enterprise Selling Process™
Appointed to prestigious Field Sales Process Excellence steering committee

Aligned product sales group and professional services for complete account penetration
via solution selling to achieve 125% of quota

Increased new client sales and subscription licensing clients by 50%

Built ROl and value based proposition template

Vice President, Professional Services 01/00-10/01

Provided leadership, guidance and mentorship to 17 management and support team
members consisting of Consulting Directors, Consulting Managers, Services
Development Specialists, Resources Development Coordinators, Partner Services
Coordinators, and team assistants

Responsible for managing the Southeast Territory (8 States & Puerto Rico) supporting
product and services sales and implementations.

Managed a consulting and management team of approximately 200 individuals with a
consulting services revenue budget of $14-35MM annually

Responsible for the sales, promotion and growth of a professional services division
Executed full Profit/Loss responsibility; reviewed analysis of activities, costs, operations &
forecast data to determine area business unit progress toward stated goals and
objectives

Implemented process to cut average Aged Receivable outstanding days by 40%, in
addition collected $2.5 MM in payments due over 90 days

Increased average hourly bill rate by 46% in 6 mos. to achieve 42% Gross Margin goal
Out of 6 divisions, consistently ranked 2n highest revenue and maintained a 95%
forecasting accuracy

Developed programs designed to increase customer service levels and increase Install
base revenue opportunities (Achieved 25% increase in customer satisfaction in 6 mos.)
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Vice President, Branch Manager 04/99-12/99
+ Responsible for marketing and selling implementation services
Earned multiple company awards in recognition of performance
o Managed and coordinated with Sales management and pre-sales organization to provide
technically sound service proposals, meeting the clients requirements
¢ Responsible for reviewing discovery and assessment of client requirements against
proposed technical architectures and implementations
o Ensured that business development and staff utilization activities met or exceeded
budgeted and targeted goals
e Instrumental in complete turnaround of underperforming team, instituted individual team
member accountability resulting in profitable division and increased employee morale
within one quarter
Computer Management Sciences Inc. (Acquired by Computer Associates 04/99)

Vice President, Branch Manager 11/98-03/99
s  Successfully launched new branch facility
o ldentified markets and revenue streams, sources, pricing model and market projections
¢ Hired, trained, and developed sales team

Business Unit Manager 08/97-10/98
e Managed largest division within organization; generated over $9.8MM in annual revenue
¢ Mantained above industry average net operating margin ranging from 32-36%
consistently
« Consistently grew & managed largest revenue generating account within organization
{275% annuai growth)

Territory Manager 08/96-07/97

e Hired, built and provided leadership to a division consisting of 95+ technology
professionals
Increased sales to exceed annual budget requirements
Increased efficiency and net operating margins to exceed annual budget requirements
Increased division billable resources by 40% in one year
Initiated, developed and implemented new management structure for large business unit

Senior Systems Marketing Consultant 01/95-07/96
* Successfully recruited more employees than any recruiter in the organization
» Opened new accounts and established long term successful relationships with Fortune
500 companies
o Coordinated the post-acquisition merger strategy of remote Branch operation
Structured, negotiated, implemented and managed business alliances
* Negotiated and administrated contract agreements

Systems Marketing Consultant 08/93-12/94
o Selected to participate in the “fast track” management training program
e Directed the recruitment and staffing process for business unit to include interviewing,
screening, applicant tracking, reference checks, aptitude testing, employment offers and
negotiations
¢ Developed, authored and managed major proposals

Education
University of North Florida Master of Business Administration 1993
Florida State University Bachelor of Science in Management 1991




