Steven Szablewski
New Lenox, IL
815.592.3023
sebs3322@gmail.com
https://www.linkedin.com/in/steven-szablewski-21a5743aa/

AGGRESSIVE OUTSIDE SALES HUNTER
High-volume field prospector experienced in territory saturation, cold approach selling, and pipeline generation. Comfortable initiating conversations anywhere and converting strangers into opportunities. Known for operating with integrity, prioritizing long-term value over short-term gain, and building trust through honest communication and disciplined follow-through. Motivated by performance-based environments where activity, urgency, and resilience drive results. 
SALES HIGHLIGHTS
· Averaged 400-500 door knocks per week in prospected territories
· Canvassed up to 150 homes per day with structured qualification process
· Self-generated pipeline through cold approach, networking, and organic conversations
· Managed multi-city territory spanning up to 2-hour driving radius
· Raised $6,000 in 72 hours through direct outreach with zero prior fundraising experience
· Coordinated international logistics for shipment of 15 tons of disaster relief goods

PROFESSIONAL EXPERIENCE
Sales Contractor | Expert Roofing
November 2024 – June 2025
· Saturated storm-damaged neighborhoods through disciplined canvassing (500–750 doors weekly).
· Initiated cold conversations in neighborhoods, coffee shops, barbershops, and local businesses to generate inspections.
· Delivered concise product education (~5 minutes) and conducted in-depth roof assessments (15–20 minutes) to qualify opportunities.
· Built structured lead segmentation system (high-potential / nurture / dead) to maximize efficiency and follow-up effectiveness.
· Advanced prospects through insurance adjustment processes while maintaining consistent communication.
· Managed scheduling, material coordination, and project logistics in collaboration with production teams.
· Operated independently across broad territory and adjusted routes strategically to maximize contact rates.

Project Estimator / Sales Support
Sturdi Iron | Structural Steel Fabrication | Frankfort, IL
January 2024 – October 2024
· Reviewed architectural and structural drawings to define accurate project scope and pricing strategy.
· Prepared and delivered detailed proposals outlining scope of work, specifications, and project timelines.
· Built relationships with General Contractors (GCs) and maintained consistent follow-up to advance bid opportunities.
· Communicated directly with customers to clarify project requirements and provide consultative solutions.
· Coordinated with internal departments to align pricing, fabrication lead times, and production schedules.
· Delivered project estimates on deadline while managing multiple active bids simultaneously.
· Developed creative problem-solving approaches to meet client needs within structural and budget constraints.

Mission Operations & Fundraising Lead
Independent | June 2025 – Present
· Raised $6,000 in 72 hours through structured direct outreach and persuasive communication.
· Built donor network from zero contacts under deadline pressure.
· Planned and executed extended outreach initiative (Aug 19 – Sept 29, 2025) independently.
· Coordinated cross-border logistics for 15 tons of disaster relief supplies.

Non-Sales Work Experience
· Network Engineer – GEHC | 2012 – 2016 
· Technical Analysis Financial Trader – Independent | 2016-2018
· Systems Implementation Specialist – TAM Retail | 2018-2019
· Metal Fabricator – Sable Iron Works | 2019-2024

Education
Bachelor of Science – Network Communications & Management
DeVry University | 2012
Coursework emphasized critical thinking, logical analysis, systems administration, and structured troubleshooting — strengthening analytical problem-solving and disciplined process management applicable to consultative sales environments.
Professional Development (In Progress)
· HubSpot Inbound Sales Certification
· HubSpot Sales Enablement Certification
· Salesforce Trailhead – Sales Basics

CORE COMPETENCIES
Door-to-Door Prospecting • Territory Development • Cold Outreach • Lead Qualification
Objection Handling • Face-to-Face Selling • Pipeline Management • Flexible Field Scheduling

