J. ALEXANDER OBERMAN
311 E. Nakoma, San Antonio, Tx. 78216 ¢ {210) 394-8824 ¢ john.oberman@gmail.com

Goals:

To contribute to a company and its success with my passion for the energy industry and to better myself in all things
do. To earn the respect of the people | interact with and to mature as a young professional in the energy industry, To
excel at all my responsibilities. To emulate businessmen who share the passion for their work as | do. To work for and
build a career with a respected company who is a leader in the energy industry. To represent my employer with
honor, excellence, professionalism and class.

Experience:
Association of Energy Engineers - Certified Energy Procurement Professional-(CEP) April, 2010

Admiral Energy LLP, Chicago, Il, 2008-2009 {full time) Manager, Chicago
e  Worked in emerging markets {Maryland and lllinois) training new sales representatives.
s Coordinated electricity buying groups. Executed retail electricity and natural gas contracts.
s Studied and followed closely intrastate and interstate electricity and natural gas deregulation.
e Prepared comprehensive analyses for and proposals to large commercial users of electricity and natural gas.

Seven Utility Management Consultants, Houston, Tx, 2007-2008 {full time)
National Account Manager, Chicago
® Independent Contractor. Conducted 250 cold calls per week to potential clients.
® Generated $300,000+ revenue in 18 months brokering natural gas and fixed price electricity contracts in Texas
and Illinois including three {3} 10+ MW contracts.
¢ Developed new client relationships with high level executives by articulating the benefits of outsourcing energy
management to my firm as an independent consulting firm.

American Energy Solutions, Inc. , Summer 2006, Dallas, Tx Sales Representative, Dallas
e Generated $45,000 brokering end-user electricity contracts to small and medium class load businesses.
e Expressed strong interest in deregulated electricity markets.

NTS Communication, Spring 2006 (part time), Lubbock, Tx Salesman, Lubbock
s Top Salesman, generated $50,000 revenue executing fiber optic cable service contracts with video, voice and
data services to commercial and residential customers.
e Introduced Fiber Optic Cable to residential and commercial markets via door to door sales.

Colonel Shurtz, 2003-2006, Lubbock, Tx Co-Owner, Lubbock
e Co-founded “Colenel Shurtz Urban Regalia” start up T-Shirt company.
¢ Recruited investors and partners. Managed and motivated 3-8 salesmen.
e Targeted college demographic: Greek Society, Red Raider Home Sporting Events, Presidential Campaign.
e Sold 7,500 units in 2 ¥ years.

Education: Texas Tech University, 2003-2009, Lubbock, Tx
Bachelor of Arts & Sciences,Major: Political Science  Minor: Economics

Alamo Heights High School, 2001, San Antonio, Tx

Skills: Moderate fluency in Spanish Microsoft Office, Outlook, Power Point Excel

Interests and Activities:
Dove hunting, skeet shooting, water & snow skiing, wake boarding, golf, avid foothall & baskethall enthusiast.
Organizations: Young Texans Against Cancer, Mensa International, Fireworks Category 5 Permit.

Personal Traits:
I am a quick learner and self-starter. | work well with minimum supervision and excel as a team player. | am
dependable, punctual and work hard. | believe in honesty and integrity as imperatives to good character and long-
term relationships. | have excellent intrapersonal skills and enjoy meeting new people. | regularly exercise to keep
my mind sharp and body healthy. Well dressed, | am always “selling” myself. I
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