Jolane DeClercq
(720)352-6891
jolanedeclercq@yahoo.com
Account Manager/Sales Representative
Profile:
Dynamic, high-energy ambitious Senior B2B Account Manager with a demonstrated track record of leading innovative customer-centric account management in the office supply, office furniture, facilities, technology, and industrial equipment industries as well as broad based experience prospecting for new business.
· Extensive cold calling experience
· Exceptional communication and presentation skills

· Experience managing all aspects of the sales funnel and CRM sales tracking

· Passionate about building strong relationships with clients

· Powerful consultative sales approach and a proven closer

Experience
Office Furniture Solutions





Boulder, CO









10/12-Present

Account Executive-Office Furniture

· Penetrate Colorado market for new office furniture opportunities

· Project Manager

· Achieve $500,000 quota attainment for 2013

· Work with manufacturer partners to provide customers with the best products and selection

· Coordinate all marketing efforts to bring brand awareness to the Colorado market for Office Furniture Solutions

Juniper Networks






Westminster, CO  




01/2012-08/2012
Commercial Account Manager-Technology
· Generated net-new incremental revenue through exceptional business development. 

· Lead client relations and expansion of 400 accounts resulting in profitable territory expansion.

· Directed client engagement with decision makers meeting complex networking, and information technology requirements involving engineering and system design products.

· Work jointly with Field Sales Reps and IT resellers to complete the sales cycle and close the sales.

Intec








Frederick, CO









12/2009-06/2011
Sales Representative-Industrial Equipment







· Sales representative responsible for growing company market share and revenue through new business development and penetration of existing accounts.
· Territory US and Canada.
· Clients included builders, contractors, weatherization agencies and big box distributors such as Lowe’s and Home Depot.
· Industries sold to were contractor based.
· Consistently exceeded monthly quotas.
· Product line consisted of insulation blowing equipment and accessories.
Corporate Express/Staples
          




Aurora, CO





         



          



08/1999-06/2009
Corporate Account Manager-Office Supplies, Office Furniture and Facilities Products             

· Prospected for new business while managing an existing account base of $4M including the largest Corporate Express Account in Colorado, the University of Colorado. 
· Hired to maintain and grow a current account base while achieving set goals for new business development and account penetration with additional lines of business such as office furniture and facilities products.
· Territory consisted of Denver and Northern Colorado.
· Targeted a client base of accounts that would either generate in excess of $2000 a month in revenue or companies that had more than 40 employees.
· Sold to all verticals.
· Consistently exceeded monthly quotas associated with each line of business.
· Received President’s Award for exceeding sales for various lines of business 3 years in a row 2003-2006.
· Awarded trip to Cancun in 2004 for sales achievement.
· Consistently ranked in the top 5 sales reps out of 30 in the Colorado Division.
Angel Pines Country Club





Boulder, CO













02/1996-08/1999
Director of Member Relations
· Responsible for marketing to and recruiting and processing all new members.  

· Trained and supervised all employees and developed and implemented all programs. 

· Coordinated and developed all special events.
· In charge of generating monthly statements and member billing. Supervised all payable and receivable processing.

· Recruited 400 members first year (maximum allowed).
· Initiated new programs and activities that created value-add to membership allowing membership revenues to double by second year.

Target








Early Career

Assistant Store Manager
· Store executive responsible for coordinating and implementing all corporate programs and processes.

· Responsible for hiring, training and delegating to 300+ employees and 30 managers.  

· Supervised merchandising and promotions. 

· Knowledge of P & L and responsible for controlling payroll and budget.

· Assisted in managing the largest back-to-school store in the company as well as being the 10th largest in overall volume out of 956 stores.

Education

· Studied Business Administration – University of Minnesota-Twin Cities
· Have attended Miller Heimen and PSS (Professional Selling Skills) training 
· Haverhill Institute of Interior Design

Activities 

· Equestrian Endurance Events
· Volunteer with the American Cancer Society
