Jane Smith
jsmith@email.com
	Home: 555-555-5555
	123 Sample Road

	Cellular: 555-555-5555

	City, State, 12345


Career Profile

Business development, sales management and marketing success in B2B/B2C, Customer Relationship Management and Hospitality sectors. Strong background working with start-ups and Fortune 1000 companies

· Top producing sales expert with 10 years experience maximizing sales within highly competitive markets

· Successful record of identifying, developing and closing major accounts

· Establish genuine rapport with prospects and clients. Utilize comprehensive product knowledge and enthusiastic personality to quickly determine the needs of clients with diverse cultures and personalities in order to recommend appropriate solutions.

· Confident, articulate, and professional speaking abilities. Team leader, and team player.

· Windows NT/98-2000, Word, Excel, Outlook, ACT, Power Point, Visual Basic 6, and WAN, LAN and ASP networks

Experience

	Software Company, INC.
	March 2001 to Present

	
	

	DIRECTOR, BUSINESS DEVELOPMENT
	


Software Company Inc. provides Personalized Relationship Marketing (PeRM) via the Internet. Software Company is a B2B/B2C service that automatically updates databases and Personal Information Manages (PIM), using an electronic business card called the “LiveCard”

· Responsible for business development, marketing and sales of the service to hospitality, banking, insurance and executive search industries

· Develop corporate strategy to market and sell Software Company to CIO’s, CEO’s, and COO’s

· Successful introductions to majors.  Examples include Marriott Corporation, Starwood Hotels and Resorts, Disney Corporation, Nationwide Insurance, and Provdian

· Create marketing material and collateral, including direct mail, e-mail and Power Point presentations

· Demonstrate the service to IT professionals and CEO’s of Fortune 500 companies

	ABC SOFTWARE
	September 1999 to March 2001

	
	

	DIRECTOR OF SALES - NATIONAL ACCOUNTS
	


Director of Sales for the U.S. and Europe in a fast-paced environment that requires teamwork and initiative. ABC software is a customer relationship management (CRM) and sales force automation (SFA) database tool that manages all contacts and account information, with custom reporting using the Online Analytical Process technology (OLAP). 

· In an industry long dominated by a single entrenched competitor, successfully positioned ABC at major accounts, such as Four Seasons Inc., Destination Hotels and Resorts, MGM/Mirage Resorts, and Starwood Hotels and Resorts

· Developed key clients; personally generated 30% of ’99 sales, and 50% of ’00 sales

· Initiated software strategic partnerships with Springer Miller Systems, AremisSoft Software, and Inter-American Data Software

· Negotiated and closed deals ranging from $30,000 to over $1,000,000

· Effectively demonstrated the software to senior line management and CIO’s

· Through intensive research, represented ABC at industry trade shows

· Trained ABC’s partners in the UK and Sweden

· managed the RFP process 

	XYZ HOTELS AND RESORTS
	1996-1999

	
	

	NATIONAL SALES MANAGER
	


Progressed through several positions at three XYZ properties to become National Sales Manager.  Responsibilities included: Associations, incentive market and corporate accounts from California, Chicago/Midwest and Europe. Increased business through new accounts, trade shows, outside sales calls and presentations. Served a high net worth clients, including CEOs of Fortune 1000 companies. Achievements included:

· Quota of 30,000 room nights and 6 million dollars in room revenue per year 
· Forecasted, budgeted and negotiated contracts on all tentative and definite bookings
· Maximized revenue of 100,000 square feet of meeting space and 1700 sleeping rooms
· Through excellent service and follow up, maintained strong repeat corporate and association customers
· Established large scale relations for the first time by successfully landing Ameritech, Liberty Mutual and American Association of Neuroradiology
· Identified in the Boston Sunday Globe Magazine as one of the people responsible for bringing conferences to Boston
ABC Restaurant Group 1995-1996

Assistant General Manager

XYZ Restaurant Group 1992-1995

Assistant General Manager

Company ABC International Hotels 1990-1992

Front Office Manager

Personal and Education

· Bachelor of English.  ABC College

· Tennis, outdoor sports

· Member MPI, NEMICE, Greater City ABC Convention Bureau, State ABC Lodging Association

· Completed sales training of Advanced Strategic Selling, and Professional Selling Skills

References available upon request

