    Yolanda Perez

      (408)-529-8006
Yperez_2014@yahoo.com
QUALIFICATIONS

Inside Sales~ Lead Generation~ Account Manager~
Results-oriented, customer-focused Inside/Account Manager with more than 22 years of account management, enterprise, technology sales experience. Proven track record generating new business, leading the sales process from start to finish, and maintain customer relationships in competitive market conditions. 

PROFESSIONAL EXPERIENCE  

BitDefender, Santa Clara, CA                                                                                     Sept 2012 to Present
OEM Inside Sales

Achieved 100% of my MBO’s for Q1 & Q2 of 2012 for the OEM BU. Scheduled 100 + prospect &

Qualified appointments for Sales Directors. 

Built OEM pipe line that closed business over 1 million dollars, conservatively. 

Worked closely with team members on strategies to reach prospective targets to create the appropriate pitch and value add the target vertical would respond to.

Ran campaigns for specific vertical markets, gathered company and contact information though research to present BitDefender as the security partner of choice.

The Baxley Group, Lafayette, CA




                    Jan 2012 to Sept 2012

Business Development Rep Contract, Work from home 


Called for both website optimization for mobile e-commerce and cloud-based Data Quality solutions for suppliers, retailers and distributors for hard line and food services sectors. 

Prospect, penetrate, and create new relationships with large enterprise and SMB markets by phone. 

Generate interest in both companies through 60-80 outbound calls daily. 

Identify, initiate and nurture relationships with prospects both over the phone and via e-mail.

Develop relationships at all levels from CMO to E-Commerce to IT teams. 

Qualify and allocate leads for sales teams.

Work with a weekly and monthly quota.

Develop and sustain knowledge of client’s offerings and associates technologies.

Data-entry and lead management of company records into our CRM

Celestix, Fremont, CA






       
Sept 2010 to Dec 2011
 Inside Sales Rep East Coast Territory

Conduct in-bound and out-bound campaign calling activities to business prospects in assigned territory. 

Recruit new channel partners

 Prospect for and develop leads, made 50-60 calls per day

 Contact, qualify, and manage marketing leads from demand generation activities

 Rate leads per established criteria and pass off as appropriate; 10 leads per month; 30 leads per quarter

 Work with Regional Sales Managers to develop opportunities in target companies

 Cold calling into companies to uncover projects and create awareness and need for our data security solutions

 Analyze customer needs in terms of current business obstacles, identifying opportunities and scoping potential celestix products

Collaborate with sales reps to maximize prospect potential

 Support of partner programs and events 

Abaca, San Jose, CA







May 2009-Aug 2010

Maintenance Renewal Representative
An innovator in email protection and messaging security. 

Provided excellent customer service and telephone sales skills

Up-sell contracts and cross-selling added new features to for anti-spam

 Made 75-100 calls a day 

 Follow up with RSM, ISR, Channel partners and end users to bring in renewals before expiration.

 Work within existing renewals database and collaborate with Sales Ops and IT to drive process. 

OnStor Inc, Campbell, CA 


                            

Apr 2008 – Mar 2009

Inside Sales Rep (East Coast-Enterprise)
Provides Storage Area Network (SAN) file service solutions for storage area networks that consolidates, manages and scales storage resources.

 Recruit, enable, and sell with key channel partners in territory.

Work the full sales cycle, from cold call to close.

Conduct all sales activities via phone, video or web call. 

Forecasting and account/opportunity detail in Saleslogix

Follow up on marketing campaign, and channel target leads.

Made 40-75 calls a day, 2 web demos a day, closed/exceeded my target of 15 leads per quarter. 

Mirapoint, Sunnyvale, CA






Sept 2003- Mar 2008
Inside Sales Representative-East Coast (Higher-Ed/Enterprise)
Global leader in the mail server appliance market. By combining email security expertise with extensive messaging appliance experience. 
 Managed 40-50 inbound/outbound calls per day.

Instrumental in the closing of key accounts, Yum! Brands, which resulted in a 30% increase

Revenue for my specified territory.

Education: 

San Jose State, BA Marketing/Business   1998-2002

