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Objective:  


Obtain a marketing position  utilizing my experience in web development and analysis

Qualifications:

· Proficient in Access, FrontPage, HTML, Excel, PowerPoint, Windows, MS Office, Word, Lotus Notes, Quark, and Photoshop

· Ability to multi-task in a deadline orientated environment

· Exceptional communication as well as team building abilities

· Capable of seeing the big picture and breaking it down into obtainable goals

Experience:

VWR Scientific Products, Buffalo Grove, IL        


Web Administrator






January 2004-Present

· Increased web sales by nearly seventy percent

· Analyze web traffic statistics and implement changes to improve navigation as well as search optimization.  Current efforts have increased average site time visit by fifteen percent 

· Developed our company’s first site map

· Responsible for updating, adding new, and removing old content (resources) from the site

· Run multiple CPC (cost-per-click) campaigns, currently returning an 8:1 ROI

· Instituted and maintain weekly specials

· Manage over 14,000 products including updating images, prices and copy

Marketing





    

March 2003-December 2003

· Reduced time needed for yearly catalog pricing by twenty-five percent as a result of creating and maintaining an electronic filing system

· Successfully consolidated and resourced strategic product lines that will lead to an estimated 5% business growth in 2004 

· Successfully negotiated a 2-4% reduction in vendor pricing for many of our current products

· Condensed yearly catalog indexing from four weeks to less than one week using various Excel techniques

· Designed and completed the first science education page sale analysis and competitor catalog analysis

· Forecast customer spending and industry trends

Administrative Assistant






May 2002-March 2003

· Prepare company wide weekly, monthly, and quarterly sales reports

· Developed a new bid method using Excel, Access and scanning capabilities to cut bid time by an expected eighty percent

· Maintain and update customer relations database

· Streamlined the fulfillment of customer literature requests

Intern - Bids/Quotes Department 


    

Summers 1999, 2000, 2001
· Strengthened customer relationships with personal bidding methods

· Presented managers with possible opportunities of growth

 
Orange & Blue (Distributor of Miller Products), Champaign, IL



Assistant Regional Sales Manager


    

January 2002 – May 2002
· Developed specific sales strategies

· Assisted clients to maximize promotional events leading to an increase in sales

· Organized and executed nightly promotional events
Sears, Champaign, IL







Hardware Sales Associate



    

October 2000 – January 2002
· Consistently met or exceeded daily commission based sales goal of $500 and up to $4,500 during the holiday season

· Marketed warranty sales associated with product consistently at or above company standards (In excess of 3.7%)

Education:


University of Illinois at Urbana-Champaign
Bachelor of Arts in Speech Communications 

    

May 2002 
· Grade Point Average (4.0 Scale): Major 3.4 /  2.8 Cumulative

· Dean’s List; Fall 2000, Fall 2001


References Available on Request 









