Jennifer DeMartini
729 North 3rd Street, San Jose, CA 95112
Phone: (650) 274-1810                                                                             Email:  jennifer_demartini@yahoo.com


SUMMARY OF QUALIFICATIONS:

Results driven professional. Over 25 years sales and marketing experience. Outstanding leader with proven teamwork, negotiating, and interpersonal skills.  Adept at researching and applying my analytical skills to recognize opportunities and develop strategies to implement successful procedures and training programs to improve service standards. Very detail oriented. Committed to creating and maintaining high levels of customer service. 


PROFESSIONAL HISTORY: 

Catering Sales Manager / Server / Bartender							1/13 – 6/14
The Villages Golf & Country Club
· Responsible for marketing and coordination of all Clubhouse Banquet Events.
· Managed banquet associates which included schedules, training, pre-shift guidance and presence at all events to oversee service standards.
· Created monthly revenue forecasting system for Food & Beverage Director.
· Generated all banquet related communication to all departments, including Community Affairs, Public Safety and Kitchen Staff.
· Accountable for all contracts, billing, deposits and incentive calculations related to banquet events.
· Assured banquet associates schedules were efficient use of manpower and assisted in payroll management.

Senior Vice President, Premier Market Manager 						7/04 – 8/08	
Bank of America, San Francisco, CA 									
· Developed strategies, processes and plans to enable team of 28 to meet their clients’ expectations.
· Measured and managed progress of team to exceed major milestones and business based metrics.
· Resolved complex client issues and managed work flow to ensure client demands were met.
· Controlled operational budget and all expenses for San Francisco regional market.
· Executed sales and service strategies and applied changes to enhance efficiency and high quality client interactions.

Vice President, Commercial Premier Client Manager						5/02 – 7/04
Bank of America, Palo Alto, CA
· Managed $250 million client portfolio comprised of approximately 225 corporate executives and business owners in Middle Market Bank division. Primary industries included Venture Capital firms, Biotech companies, Health Care, Law Firms and Private Investment companies.
· Increased portfolio size from $80 million by targeting and qualifying prospective clients, assessing needs and presenting customized proposals on products and services.  Consistent top-level performer.
· Worked closely with Commercial Client Managers and Relocation Team to develop a profitable and balanced portfolio.
· Evaluated accounts to present complete financial solutions often involving complex investment portfolios to provide downside protection to highly compensated executives.
· Consistently developed new approaches to blend multiple banking divisions and increase market penetration.
· Managed and nurtured the total client relationship to maintain high level of customer satisfaction.



Implementation Manager, Major Accounts							11/00 – 5/02	
Automatic Data Processing, Santa Clara, CA
· Responsible for implementation plan of $49 million in Payroll / HR start dollar revenue.
· Established programs to bridge gaps between Sales and Implementation.
· Accountable for the performance of 20 Account Executives and 8 Client Service team members.
· Developed processes to improve quality control, service levels and department efficiencies.
· Trained associates on how to conduct a thorough analysis of client Payroll / HR benefit needs.

Vice President, Community Lending Marketing						5/99 – 11/00	
Bank of America, San Jose, CA
· Developed and implemented real estate campaigns for retail sales and community lending divisions. Included managing business partnerships, strategic plan, direct mail, communications, advertising, merchandising, tracking, goal setting and measurement.
· Worked with national marketing teams to build exposure and education of community lending.
· Identified and drove tactical initiatives to improve the customer experience.
· Supported home buying seminars to build retail marketing, mortgage and regional relationships.

Vice President, Northern California Market Manager, San Francisco, CA			2/98 – 5/99
· Developed marketing programs to ensure increased revenue, including campaigns not fulfilled by national programs.
· Completed new brand rollout for the consumer bank in Northern California territory.
· Managed all activities related to regional trade show events and corporate sales rallies.
· Communicated scope, objectives and goals of sales programs to regional teams.
· Monitored competitive environments and performed local market research.
· Consistent top-level performer for Northern California marketing relationship team.

Assistant Vice President, Financial Relationship Manager, San Mateo, CA			4/97 -2/98
· Managed customer relationships for a $100 million portfolio of 800+ high value clients.
· Proactively evaluated accounts and presented solutions to meet specific objectives while increasing and retaining client relationships.
· Sourced new clients for global private bank and other business partners to increase cross sell ratios.
· Provided training and assistance to new hires and led product training sessions.

Business Relations Manager									5/95 – 4/97
Alliant Partners, Palo Alto, CA 
· Managed public relations pertaining to merger & acquisition announcements.
· Summarized and produced business marketing plans for client sales presentations.
· Executed plan for company merger including advertising agency selection, corporate name development and brand management while overseeing office consolidation.
· Assisted in coordination of MAC to PC network platform conversion.

Vice President of Marketing									4/93 – 5/95
Cooperative Center Federal Credit Union, Berkeley, CA
· Responsible for all marketing functions, including price and delivery, development of business advertising plan, direct mail campaigns, forecasting and budgeting.
· Negotiated purchase of Information Database System used for membership analysis, profitability measurement and relationship pricing strategies.
· Designed press releases, brochures, newsletters, direct mail and other communication devices.
· Conducted ongoing membership surveys to effectively evaluate member needs.
· Established CAL University branch, trained and managed staff, built brand and promoted membership.

EDUCATION:
	Industry Licenses:
		Series 26 Principal, Series 7, Series 6/63 Investment License and California Notary Public

	Graduate:
		July 1994, Western Credit Union National Association Management School.  Received Honors
		July 1990, Dale Carnegie Human Relations and Public Speaking
		March 1990, Dale Carnegie Leadership Training for Managers

Professional Courses:
Managerial Finance, Corporate Finance, Certified Credit Union Executives Program, Strategic Marketing, Management Communications, Techniques of Supervision and Principles of Banking


