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Charles M. Donahue
 1423 Tasker Street
                                  Philadelphia, PA 19145
                                           charlied0530@gmail.com 
                                    (c) (610) 908-6461

EXPERIENCE:

ACME Markets, Inc., Philadelphia, PA				      November 2016 – April 2017
Cashier
· Responsible to greet and accurately check out customers in a timely manner, recommend additional
    products based on purchases, balance register at the end of shift and keep area clean and orderly

U.S. Securities Corporation, Philadelphia, PA
Security Officer at Hahnemann University Hospital		      March 2016 – July 2016
· Responsible to secure and protect the people, property and businesses of the Hahnemann Hospital and University complexes.

Allied Barton Security Services, Philadelphia, PA	       	      August 2014 – September 2015
Security Officer at UPENN
· Responsible to serve and secure the people, property and businesses of the UPENN community.
· Responsible for main building to which all seven locations reported any issues and risks.  Determined the best course of action then acted accordingly for each circumstance.
· Began in a part-time floating position and was quickly promoted to full time day shift at main hub.

Sears, King of Prussia, PA				             March 2012 – May 2014		
Sales Representative				
· Promoted 3 times in 2 months.  Sales representative in Tools, Hardware, Outdoors and Sporting Goods Departments.  Accomplished Best of Blue for stringent sales goals 3 times.

Farmers Insurance Group, King of Prussia, Pennsylvania     	      June 2011 – January 2012
Agency Owner
· Built business from ground up through prospecting and establishing clients’ trust.
· Met and exceeded all corporate sales goals for Property and Casualty and Life sales.
· One of 24 Agents hired for Pennsylvania’s first Agent Class out of over 900 interviewed.
· Obtained Property and Casualty as well as Life and Health Licenses within one week.

Capitol Securities Management, Inc., McLean, Virginia	     May 2004 – November 2011
1st Vice President, Investments
· Work as an independent office within framework of corporate structure.
· Compiled book of business from zero to three million dollars in assets.
· Analyze potential client needs and concerns to develop a tailored, comprehensive financial plan and strategy.
· Continue to service existing clients, recommending changes when necessary to enhance portfolio return and ensure goals are still intact.

Morgan Stanley, Bel Air, Maryland				     May 2002 - May 2004
Financial Advisor
· One of a small percentage nationally to complete firm designed financial planning program.
· Worked within firm’s guidelines to utilize targeted products when appropriate for clients.





Hartford Life, Simsbury, Connecticut				  May 2001 - May 2002
Regional Sales Director, Retirement Plan Solutions
· Responsible for sales of qualified plan products in the Mid-Atlantic region of the United States.
· Conduct sales presentations at the corporate and broker/dealer levels to prospective Hartford clients.
· Provide technical assistance to financial advisors/plan sponsors regarding ERISA, plan design, implementation, and conversion.
· Manage territory travel with regard to sales opportunities and territory budget.
· Conduct competitive analysis between Hartford products and competition.

John Hancock Funds, Inc., Boston, Massachusetts		  March 1998 - February 2001
Sales Vice President, Retirement Services
· A leading sales representative responsible for sales of qualified plan products in the Mid-Atlantic region of the United States.
· Twice eclipsed the largest-sized plan sold within the organization without assistance from large plan team.
· Within first year, increased territory sales by three hundred percent.
· Concentrated on 401(k) plans within the one to one-hundred million dollar market.

Van Kampen American Capital, Oakbrook Terrace, Illinois	  1997 - 1998
Vice President, Retirement Plan Consultant
· Hired as Small Retirement Plan Sales Liaison and promoted to Mid-Atlantic Retirement Sales Vice President in three months.
· Concentrated on 401(k) plans within the five-hundred thousand to ten-million dollar market, but also sold various other corporate products such as deferred compensation plans.

Putnam Investments, Boston, Massachusetts			  1995 - 1997
401(k) Sales Specialist/Inside Wholesaler.
· Responsible for sales of Putnam Qualified Plan products in Mid/South Atlantic regions of the United States.
· Dealt with plans in excess of three million dollars.
· Increased each territory over one-hundred percent in the first year.
· Senior team leader responsible for interviewing, training and ongoing support of retirement sales group; provide client support during implementation of sold plans.

Massachusetts Financial Services, Boston, Massachusetts	  1989 - 1995
   Worked my way up from Teleservice Representative to Inside Territory Sales Manager.
   Promoted six times in five years.
· Increased territory sales by over two-hundred percent in first year; continual increases throughout tenure.

EDUCATION
Villanova University, Villanova, Pennsylvania			  1983-1987
Bachelor of Science, Business Administration



