Janine Hallimarket

 330 South Green Road – Cleveland, Ohio 44121
Phone: (216) 879-1234

 E-mail: janiehaine@netscape.com
Mobile: (216) 545-4545

PROFESSIONAL SUMMARY


A management position in sales and marketing, utilizing proven abilities to develop new territories, improve market share, maximize profits by building management teams and strong customer relationships, and conducting solid market research.

QUALIFICATIONS


A resourceful, highly motivated sales and marketing professional with experience encompassing:
· New business development

· Marketing and cross-selling

· Presentation and demonstration skills

· Planning and implementing promotions

· Negotiation and contract development

· Training and motivating teams

· Troubleshooting, crisis management

· Computer proficiency within a Windows format: spreadsheets, word processing, database management

ACHIEVEMENTS


Team Builder & Coach:  Created and motivated an innovative sales team by recommending and implementing realignment and retraining a 35-member inside/ outside sales staff for more flexible, responsive customer service.  Results:  Annual sales increased by 15% to $3.5 million; staff morale, motivation, and performance improved markedly.


Communications Facilitator:  Increased customer satisfaction by instituting and conducting daily sales strategy meetings for a staff of 25, significantly improving staff harmony and communication.  Results:  Customer satisfaction index rose by 85%; “peak time business” expanded by 35%.


National Account Sales:  Developed exceptional rapport and trust by “hand feeding” new technology to a prospective customer who had previously single-sourced an established competitor; coordinated with technical department to demonstrate the company's all-around strengths to the customer.  Results:  Captured a new account within 7 months, took over 45% of this major customer's business.


Goal Oriented:  Exceeded all sales goals consistently for 18 months.  Results:  Grew new B2B sales from $1.8 million to $2.75 million, achieving “Top 5% Club” among 250 peers.


Technical Expertise:  Researched and wrote promotional direct mail sales letter, used (with ongoing revisions) for four years; wrote monthly 500-word column on consumer concerns in a professional association journal reaching a targeted circulation of 12,000+.  Results:  Established identity and credibility of self and company as authorities in the field.
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EXPERIENCE


REGIONAL SALES DIRECTOR
1997-Present


MARKETING MANAGER
1992-1997



BuckEye Cleaning International, Highland Hills, Ohio


Managed eight regional sales territories for multi-national cleaning manufacturer; established goal-oriented sales objectives measuring performance criteria; developed over 50 motivational tapes and training seminars; developed and administered strategic policies for ten offices; utilized and taught TQM applications for customer service.


CUSTOMER SERVICE MANAGER   
1989-1992


SALES REPRESENTATIVE   
1985-1989



Kazamm Corporation, Medina, Ohio


Directed scheduling and training of customer service representatives for service company in nine states; annual sales in excess of $125 million.  Hired, trained, supervised and evaluated a staff of up to 25; conducted sales meetings, instituted “Quick Step” customer care process.  Developed client base, introduced new product lines, audited office sales reports.


SALES TEAM LEADER   
1983-1985



The Corner Store, Elyria, Ohio


While attending college full-time, managed evening and weekend retail sales operations for a craft and antiques consignment cooperative; coordinated schedules of craftspeople and customer service staff; handled cash, inventory records, and incoming orders; handled customer inquiries and complaints.

EDUCATION


Bachelor of Business Administration with an emphasis in Marketing, Cleveland State University, 
Cleveland, Ohio, 1985.  Graduated with Honors.
COMMUNITY ACTIVITIES


Charter Member, Buckeye Area SCUBA Club, Ohio, 6 years.  President, 3 years.










