	Marc Magnone
680 Mission St, Apt 34F
San Francisco, Ca 94105
marcmagnone@gmail.com
415-218-3325



	Overview
	Performance-driven hands-on sales manager with leadership experience in developing, optimizing, and delivering results. Pursuing a challenging Sales Management opportunity with an innovative and progressive Radio or Television company


	Employment
	Clear Channel Communications

	8/2000 – 10/2010

	
	General Sales Manager –Total Traffic Network, KNEW & KKGN, (San Francisco)
	5/2009 – 10/2010

	
	· Managed 15 station Total Traffic Network (TTN) overseeing sales, operations, and inventory. Hired to streamline sales operations, increase efficiency, and grow revenue.
· Led and coached sales team of 6 Account Executives for KNEW & KKGN 
· Led team of Account Executives increasing TTN revenue 25% YOY growth from $3.8 million to $5.1Million
· Developed a targeted selling strategy for Account Executives to focus on new business development which generated $500,000 in new business revenue to the Total Traffic Network
· Created digital sales strategy growing digital revenue from $0 to $100,000 for TTN Account Executives

	
	· Created and developed “The Green Morning” & “thegreenmorning.com” concept that generated $195,000 in new business.
· Identified and built out show opportunities for KNEW that included signing talent, content creation, and developing sales structure


	
	Local Sales Manager – WKTU – (New York City)
	1/2008 – 2/2009

	
	· Managed, recruited, trained, and developed team of 11 Account Executives
· Outperformed the New York Radio Market by 1% in 2008 with revenues totaling $23 million
· Managed KTU’s  signature events growing revenue YOY by $100,000
· Over saw the Clear Channel Recruitment Advertising team growing revenues 4% YOY totaling $1.5 million 


	
	Local Sales Manager - KODA – (Houston, TX)
	1/2006 – 1/2008

	
	· Managed new business sales efforts and station revenue totaling $27 million in annual sales
· Led, mentored and coached 14  Account Executives at all levels
· Accurately forecasted revenue and priced station based on pending business & market conditions
· Developed and implemented training program for the 8 station cluster, with over 100 Account Executives,  that included  Direct and Agency Training
· Created internship program for 8 station cluster
· Achieved sales force recruiting goals for 8 station cluster


	
	Account Executive – KODA, (Houston, TX )
	3/2003 –  1/2006

	
	· Consistently led team in new business development billing an average of $1.3 million year
· On average developed or grew 2-3 new accounts per month
· Received monthly sales awards for outstanding sales/marketing achievements


	
	Account Executive– (Raleigh, NC)
	8/2000 – 2/2003

	 
	· Responsible for designing marketing and advertising programs for an account list of 30+ clients



	
	Infinite Technology, Inc., (Raleigh, NC)
	5/2000 – 8/2000

	
	· Responsible for supporting market research and business development activities	


	Education 
	Florida Atlantic University, Boca Raton, FL
	5/2000

	
	Bachelor of Arts in Communications


	Training
	Clear Channel University - Solution Based Selling, Advanced Solution Based Selling, Leadership for Managers, Recruitment and Selection


	Organizations
	Bay Area Society for Television, Advertising, and Radio (Board of Directors)


	Other Interest
	Sports (baseball, flag football, golf), Coaching (Little League ballplayers), Traveling, Music, New Media, New Technologies







References

	Scott Eisenberg - WKTU GSM
 212-549-0767 
Scotteisenberg@clearchannel.com

Sandy Capell – KODA GSM Clear Channel Houston
713-212-8440
sandycapell@clearchannel.com

Mike Hartel – WBBB GSM
919-274-6995
mhartel@curtismedia.com
	Mark Kopelman – Clear Channel Regional VP
713-212-8010
Markkopelman@clearchannel.com

Eddie Martiny – Houston Market Manager 
713-212-8005
Eddiemartiny@clearchannel.com

Chris Jones – WQAM GSM 
954-540-2288
Chris@wqam.com

Charlie Wilkinson – Charlotte Market Manager
713-397-9996
charliewilkinson@clearchannel.com 



