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Eric J. Belmont
7184 
Cedarwood
 Circle
Boulder, Colorado 80301
(303) 921-6498 (cell)
stakes@earthlink.net
Objective: 
Sales Leader, Sales Manager/Trainer, Marketing Manager,
 Marketing                                       
Director
 
Business
 Development Professional
CRMs Used:
 
Salesforce.com, ACT
!,
 Calyx Point, Paradox
Experience
March 2010 
–
 Present:
 
Senior Tax Consultant, Berkshire Capital Partners
•
Consistently produced $50,000 per month; top producing
 Senior Consultant on staff
•
Cross-trained as Paralegal to maximize value of contribution to company
•
Strong leader of others, both by example and instruction
November 2008 
–
 March 2010:
 
Senior Tax Consultant, Summit Tax Resolution
•
Began as Opener, became Senior Consultant within six months
•
Earned Top Consultant honors third month in this capacity, have achieved this honor thrice
,
despite competing with much more experienced Consultants
•
Strategize with tax payers to solve their problems most effectively
•
Propose solutions based upon their 
needs,
 follow up to ensure satisfactory completion of work
 
January 2005 – Present:  Self-Employed Mortgage Broker
•
Develop and maintain relationships with realtors and borrowers
•
Consult and advise borrowers on loan programs that most closely correspond to their goals
•
Work with processing staff ensuring smooth progress to closing
April 2007 – December 2007:  Admissions Representative, Westwood College
•
Set appointments and interview prospective students, determining areas of interest and most
suitable curriculum
•
Provide campus tours to prospective students
•
Follow up, post-enrollment, with students, ensuring their attendance and completion of education
•
Maintain strong relationship with students, assuring steady stream of referrals
•
Consistent high performer; awarded representative of the month first full month of employment
December 2002 – January 2005:  Sales and Marketing Manager, Replay Rich Media
,
a highly innovative web-based conferencing and conference recording company
•
Develop and manage channel sales partners
•
Sell services directly to end-users
•
Create, draft, and disseminate marketing materials
•
Recruit, hire, and train new members of sales team
•
Develop direction of company marketing effort including, but not limited to, writing the sales and         marketing segments of the business plan, and drafting an outreach plan for developing customer base
• 
Identified, pursued, and acquired several key accounts, including Minolta, Pentax, Yellow Freight
,
and the National Association of Automatic Transmission Rebuilders
Education
Kent State University, English – Journalism/Public Relations major
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