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Professional Telemarketer

	Objective
	A part- or full-time, home-based position with a highly reputable telemarketing organization sponsoring and representing solid products and services.

	Areas of Strength
	· Powerful telephone skills, able to establish immediate trust and confidence

· Dale Carnegie trained—highly professional and effective closer

· Persistent, patient, and sensitive to customer’s needs and apprehensions

Effectively overcome objections to sales in a calming and convincing manner

	Highlights of Experience
	· Awarded Diamond Award (Lucerne Publishing) for consistently 
exceeding quota

· Maintained strong 64% closing ratio (Northwind Traders) and 59% closing ratio (Litware, Inc.)

· A top producer, consistently in the top 10% nationally

Had lowest return rate in SW region - 4.8% (Litware, Inc.)

	Experience
	A. Datum Corporation, New York, NY
	1994 - 1996

	
	Home-Based Telephone Surveys, 20 hours/week

	
	Lucerne Publishing, New York, NY
	1990 - 1994

	
	Home-Based Telephone Sales, 20 hours/week
	

	
	Northwind Traders, Portland, ME 
	1987 - 1990

	
	Home-Based Telephone Sales, 25 hours/week
	

	
	Litware, Inc., Baltimore, MD
	1987 - 1990

	
	Home-Based Telephone Sales, 25 hours/week
	

	Education
	Associates Degree: Secretarial Administration
	

	
	Elm Junior College, Cleveland, OH

	
	Darren Parker
	Effective Telephone Selling
Influencing Purchase Decisions
How to Speak in Public
	1995

1994

1993

	
	Keith Harris
Ari Bixhorn
	Seminar on Public Speaking
Seminar on Increasing Sales
	1993

1995



	INterests
	Tennis, golf, hiking, celebrity autograph collecting, theater, personal development

	
	References Furnished Upon Request
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