STEVAN KOYE

stevankoye@gmail.com | 214-499-0559
PROFESSIONAL SUMMARY

Business Development Professional with a history of building new commercial relationships through targeted
prospecting, direct outreach, and persistent follow-through. Develops B2B partner networks by identifying
decision-makers, earning meetings, and uncovering needs through relationship-building techniques. Connects
cold contact work with new business development.

SKILLS

Top Down Selling: Executive targeting, Decision-maker access, Relationship development

Sales & Business Development: Cold calling, Direct outreach, Negotiation, Follow-up, New client acquisition
Corporate Evaluation & KPI Development: Corporate evaluation, KPI development, Performance measurement
Recruiting & Workforce Development: Talent pipeline development, Candidate sourcing, Applicant screening,
Employer branding, Hiring process coordination

Training & Employee Development: Employee training, Onboarding, Coaching, Training systems, Knowledge
transfer, Performance development

EXPERIENCE

APPARELFACTORY.INK 2022 to Current
Founder/ Business Development Manager

¢ |dentified an underserved market opportunity and built a B2B fulfillment channel serving commercial print companies.

« Set a goal of developing 25 active clients and grew the customer base to more than 100 customers.

« Acquired 100+ customers through cold calling methods, door-to-door prospecting, networking, and direct outreach efforts
targeting business owners and decision-makers.

» Maintained an 80% conversion average from qualified partner presentations to first fulfilled orders.

- Created ShirtRoute, a B2B partner model enabling commercial printers to expand their services through outsourced DTG
production.

« Built the customer base and partner network from the ground up using bottom-up, ground-level techniques, with no inherited
territory, accounts, or lead pipeline.

» Managed the complete sales cycle from prospect identification and cold outreach through discovery, closing, production, and
fulfillment, typically converting new business within one week.

* Maintained 40% gross margin.

PACIFIC TABLE CONCEPT AKA FAR OUT HOSPITALITY Jan 2022 to Aug 2026
Regional Manager

* Led daily restaurant operations across Pacific Table locations in Southlake and Las Colinas; maintaining service, hospitality,
and operational standards in fast-paced, high-pressure environments.

¢ Directed both front- and back-of-house operations; balancing staffing, guest needs, kitchen execution, service issues,
facilities, and constantly changing priorities in real time.

¢ Recruited, hired, trained, coached, and developed employees while establishing clear expectations and holding teams
accountable to company standards.

¢ Served as the central point of coordination between management, FOH, BOH, employees, and guests, identifying problems
quickly and directing resources where they were needed most.

* Maintained operational control during high-volume service, making rapid decisions while protecting the guest experience,
employee performance, food quality, and service standards.

* Managed opening and closing procedures, shift execution, staffing needs, employee performance, training, and day-to-day



operational accountability.
* Developed training and operational systems to improve consistency, communication, knowledge transfer, and employee
development.

¢ Created FarOutTraining.com and developed the Ghost Infrastructure operating framework to document training, standards,
processes, and institutional knowledge required to build stronger, more consistent organizations.

¢ Led from the floor and remained hands-on, stepping into any role necessary to solve problems, support the team, and keep
the operation moving.

CROWN AUDIO VIDEO, INC. May 2018 to Nov 2021
Director of Sales & Marketing

¢ Built the company's outbound commercial business-development strategy expanding an existing inbound sales model into
proactive B2B client acquisition and partnership development.

* Generated $100,000 per month in commercial sales opportunities through prospecting, cold outreach, networking, referrals,
and relationship development.

* Created a network of developers, construction professionals, property decision-makers, business owners, and commercial
partners capable of producing larger B2B opportunities.

* |dentified target companies and projects, researched the people involved, established relationships, and created
opportunities where no prior relationship existed.

* Developed commercial partnerships and referral relationships that positioned the company to identify opportunities earlier
and compete for larger projects.

* Entered the commercial AV industry, which required discovery and research to uncover client needs, qualify opportunities,
and bring the appropriate technical experts into the sales process.

¢ Strengthened relationships managed from inception and initial outreach through discovery, presentation, proposal,
negotiation, and execution while coordinating internal specialists around the client's objective.

¢ Supported the outbound strategy with marketing, photography, presentations, sales materials, and communications designed
to strengthen the company's commercial positioning.

TEXAS EXECUTIVE MANAGEMENT 2004 to 2018
Owner / Commercial Real Estate & Business Development

* Managed approximately $10M in commercial assets with responsibility for creating value and liquidating underdeveloped
and underperforming properties.

* Built opportunities through aggressive cold calling, prospecting, networking, research, referrals, and direct B2B relationship
development with property owners, investors, developers, buyers, lenders, physicians, business operators, vendors, brokers,

municipalities, and other decision-makers.

* Recruited investors, business partners, operators, and other participants into opportunities by identifying the right people,
gaining access, understanding their objectives, and developing relationships around a shared commercial opportunity.

¢ Built a physician network from the ground up with its primary focus centered around the development of a gastric-bypass
hospital, identifying and recruiting physicians necessary to develop the opportunity.

* |dentified and recruited 12 physicians to invest in physician-owned imaging centers, developing the relationships and
investor participation required to move the concept forward.

* Located and developed investor relationships for private-placement offerings that resulted in investment capital raised
through preferred stock for the development of Burleson Power Sports.

* Built an independent commercial real estate practice averaging approximately $1.4M in active property listings while
simultaneously developing investment and business opportunities.

* Created transactions by assembling the people and resources required to make them possible: owners, investors,
developers, buyers, operators, lenders, municipalities, vendors, and strategic partners.

* Managed long and complex business-development cycles involving multiple stakeholders, competing interests, financing,
negotiations, development considerations, due diligence, and changing market conditions.



¢ Developed business through a repeatable process of identifying the target opportunity, profiling key executives, prospecting
and recruiting the necessary participants, establishing relationships, understanding each party's objectives, creating alignment,
and moving the opportunity toward execution.

APPLEONE EMPLOYMENT | DIRECTFIT | TEKSYSTEMS 1997 to 2003
Staffing Industry Sales & Business Development

¢ Specialized in cold calling, prospecting, market penetration, and opening new employer accounts across finance, healthcare,
software, and capital equipment markets.

* Achieved 20% access with targeted companies, converting cold outreach into active, in-person meetings with hiring decision-
makers.

* |dentified and pursued large enterprise prospects through cold calling, company research, networking, referrals, and
persistent direct outreach.

* Built new relationships from the ground up, identifying hiring decision-makers, finding a path into the organization, and
creating enough relevance and trust to earn the meeting.

¢ Developed employer accounts by uncovering workforce and hiring needs to connect those needs with appropriate staffing
and recruiting solutions.

¢ Used staffing as a business-development platform to identify target markets of value, contact key executives and hiring
authorities, open doors, develop relationships, and create opportunities where relationships had not been established.

* Built relationships across multiple industries without relying on an existing book of business, established accounts, or
inbound leads.

* Learned to penetrate unfamiliar markets quickly by understanding the industry, mapping target companies and their decision-
makers, and consistently creating conversations with prospective clients.

EDUCATION

The University of Texas at Austin Plan | Honors Studies - Liberal Arts / Government



