French S. Montreville

41 Huntington Rd

Newton, MA 02458

Home 617-487-4340

Fmontreville@yahoo.com
OBJECTVE

A career oriented position that will best utilize acquired skills in Customer Service, sales and technical skills.

SUMMARY OF SKILLS

Computers Skills

· Languages: VB 6.0, Powerbuilder 6.5, PL \ SQL, HTML

· Database: Oracle 7.3 & 8, MS Access and familiarity with MS SQL Server 7.0

· Applications: MS Office 2000, Crystal Reports, FrontPage 2000

· Middleware: ADO, OLE DB

· Operating Systems: Windows 95/98, NT and A + training. 
 

EDUCATION

New Technology Solutions, Inc. Waltham, MA, July 2000

Acquired advance training in Visual Basic 6.0 with focus in 3-Tier & N -Tier Business Applications. Wrote Stored Procedures in SQL Server 7.0 and heavy emphasis on ADO. 

Client Server Certificate, Worcester Polytechnic Institute, Waltham, MA, June 2000

Intensive, hands-on full-time program emphasizing client/server architecture with focus on relational database analysis and design.  (Oracle 7.3, Access 2000), GUI design methodologies (Visual 6.0, Powerbuilder 6.5) and Networking Essentials. 

· Developed skills in SQL, SQL Plus (including complex queries with multi-table joins), Entity Rational Diagram normalization, integrity constraints, stored triggers and procedures. 

· Exposure to a complete application development life cycle through the completion of many projects. Analyze, specify, and program Client / Server database applications including International Currency exchange rate, sales (order entry), inventory tracking, employee information system, using complex business rules.

· Build a relational database design in Oracle / SQL, PL/ SQL.

· Incorporated front-end GUI and developed event-driven programs with both VB 6.0 and Powerbuilder 6.5 using ADO, OLE DB, and ODBC to communicate with databases.

· Developed ASP, HTML, DHTML, COM and DCOM applications for company Intranet.

Xintra institute of Technology, Malden, MA Summer 1999

· Training in PC Fundamentals and repair procedures, Dos and Windows.

Ecole National Des Arts, Port-au-Prince Haiti, 1986 - 1988

Fine Arts Science, Arts History

Management and Customer Service Skills:

· I’ve worked mostly on teams with clearly defined goals with special focus on cash recovery and managing sales associates’ productivity. 

· Respond well in a fast-paced environment and work efficiently under pressure.

· Motivated self-starter, excellent communications skills, and spirited team player

EXPERIENCE

Bank of America

Brookline, MA June 2003 – December 2004

Teller / Sales and Service Representative (Personal Banker)

· Acted as an ambassador of the bank - smile and greet customers, and provide basic teller services. Built customer loyalty through courtesy and friendliness. Ensured accurate and timely processing of basic transactions for banking center customers and balance daily work in accordance with established policies and procedures. Performed transactions in a professional manner to build customer confidence and trust. Resolved basic service issues or referred to appropriate associate to guarantee customer satisfaction and retention. Promoted consumer services and products, via customer education and cross-sell referrals. Followed fraud prevention and security procedures and worked as a team to assist other associates as needed.

· Trained as Sales and Service Rep Swing to:

· Interact with customers, building or preserving a strong banking relationship. Follow standard service and sales processes and cross-sell and up-sell bank products and services. Provide superior customer service using appropriate technology and software applications to complete daily operations. 
· Selling - Follow standard service and sales process procedures and monitor own progress toward goals. Apply appropriate service and sales processes to meet customer needs and maximize revenue-generating opportunities. Cross-sell and up-sell bank products and services by understanding the diverse needs of each customer. 

· Customer Service - Provide customer service support that achieves customer service goals and makes it easy for customers to do business with the bank. Engage the customer and build rapport to strengthen customer relationships.

· Technology Utilization - Use technology and software application to complete routine activities. Apply the technology appropriate to specific job or function. Use available technology to enhance job performance. Resolve or escalate system problems. 

· Perform Operations Processing - Handle routine aspects of the operation with minimal supervision. Perform daily transactions and process related work. Perform data entry, maintain and update data files and track daily performance against established metrics. 

· Quality Assurance & Compliance - Ensure daily activities comply with applicable regulations and policies. Assess performance against regulatory policies and requirements. Report on and provide guidance regarding areas needing improvement. 

Orbit Communications, Corp.

Sudbury, MA September 2002 – March 2003

Technical Sales

· Sold DIRECTV Satellite Equipments and explained all Programming Requirements.

· Assisted Customers with their Tech Support to complete an Order through Orbit’s Shopping Cart.

· Coordinated the Company’s Technical Sales Training Manual and publish it for all office usage.

Handled customer’s questions, objections and worked with them through the entire online E-commerce experience.

Deutsche Financial Services / Technology Leasing Group.

Waltham, MA, October 2000 – September-2002

Administrative Assistance / Customer Service.
· Dealt with vendors to resolve lessee complaints.

· Worked on Leaseworks a Power Builder Software Program to manage, maintain and update lessee database.

· Dealt with upper management of Fortune 500, 1000 companies to negotiate early lease terminations and buyouts.

· Handled lessee transfer and assumption of all leases.

· Communicated daily with both credit and Sales Department to manage post-sales customer service.

· Used Lotus Notes version 4.6 to communicate via Intranet communications in addition to using Microsoft Office suites.

· Managed lessee accounts and participated in training new temps how to use the software packages.

Leasecomm / Microfinancial, Inc. Waltham, MA, May-97- Janurary-2000

Commercial Collector / Customer Representative
· Interacted via telephone with Business Clients throughout U.S. 

· Updated records and generated reports on company Vax systems.

· Researched credit reports to locate business clients.

· Negotiated with customers to settle accounts and to reestablished business relationships.

· Elected Employee of the Month 

· Worked in a team of highly motivated associates to meet team goals.

Clarks of England / Bostonian Shoes, Boston, MA, May-94 - February-96

Sales Supervisor / Assistance Store Manager

· Supervised all store operations, weekly and monthly cash management. Responsible for merchandising, weekly inventory and monthly sales goals

· Responded to customer inquiries and ensured complete customer satisfaction and services.

· Supervised part-time sales associates and I was responsible for 45% Sales’ Volume. 

REFERENCES

Are available upon request.

