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Landline: + 54 11 4867-1260

[image: image2.jpg]



Mobile: + 54 9 11 6526 8772


eleonoracortizo@gmail.com


Villa Crespo, City of Buenos Aires, Buenos Aires, Argentina


	40 years old, Married, Argentinean.
	

	Identity Card: 26587751
	

	
	



Experience Gained 

From January 2011 – up to now


Center Director / senior manager at Wall Street English – Education Group S.A (for 8 years and 1 month) 
Palermo Center Manager (since 2016) (380 students) duties are mentioned at the end of the paragraph. Caballito Center Manager (the largest center in the network) (500 students) duties are mentioned at the end of the paragraph. Tribunales Center Manager (for 3 years) (320 students). Duties and Responsibilities: Comprehensively managing of the center with full focus on reaching commercial targets and service objectives.  I have an extensive experience in leading commercial and service teams, carrying out motivational techniques of organizational development. KPIs follow up. Inbound MKT. Reaching Agreements. Recruiting, hiring, and training new members of the staff. Training new center directors and supervisors. Coaching and Leadership. Achievements: - 2013 & 2014 Annual Award of Best Center in the network. – 2013 Best Director of the year (second place) – 2014 Best Director of the year (first place) – 2015 Best Director of the year (first place).
From January 2010 to Feb 2011

Senior Consultant at Wall Street English – Education Group S.A.  (for 1 year and 2 months) Customer Service. Effective Complaint Handling. Debt Management.  English Course Sales and Consultancy. Study Plans Follow up.  Management of Commercial and Study Forms. 
From July 2009 to January 2010
Call Center Supervisor at Tecnocall S.A. (Smartphone) (for 7 months)

Supervision of two out of the three Call Center advertising campaigns for Movistar: mobile bandwidth and positive mobile migration. I was in charge of 2 Team Leaders and 25 operators. Recruiting, hiring and training operators and Team Leaders. Recurrent training and coaching. Outstanding selling techniques and Managing of Complains. Following up on Sales and Sales Monitoring. Metrics Evaluations and Follow up.  Since I was in charge of the teams previously mentioned, I managed to enhance production by 75% by means of training and techniques.
From July 2001 to January 2009
Sales Manager at Image Campus S.A. (for 7 years and 7 months)
· Direct Marketing. Coordination of Web Contents. Drafting of Commercial Speech. Supervision and coordination of educational contents. Assisting in the development of new products. Supervision and Planning of Advertising strategies. Creation of New Business Opportunities. Sales Management and Supervision. Generating Files on Statistics. Market Evaluation and Market Competency. Analysis and Approval of the Company Forecast.  Analysis and Payment Arrangements. Developing and Evaluating New Advertising Campaigns. Academic and Commercial Planning. Recruit, hire and training members of staff by means of training manual and personal techniques. Coordination and Supervision of Academic Activities. Assisting in the making of the Academic Structure. Assisting in the making and organization of the academic year with a commercial focus. Assisting the Management Board of the Company. References: Mariela Corral: + 54 11 4383 2244 intern 36.
From July 1999 to June 2001
In charge of Training and Development at Audiotel S.A (for 2 years)

In charge of recruit, choosing and training the Call Center Officers.  Conducting audits about sales management and customer service. Recurring Quality Evaluation. Generation of statistic reports about the efficiency by means of which targets and gifts are implemented and given. 
From March 1997 to April 1999

Coordinator of Events – Management Assistance at Fundaciòn Banco Patricios (for 2 years and 2 months)

- Assisting on the press related practices. Carrying out Press Release. Bordeaux Payoffs, managing petty cash.  Assisting and coordinating event organizations. Creating marketing and promoting material for specific events that took place at the workplace. 
From December 1996 to March 1997
Customer Service Representative at Banco Patricios S.A (for 4 months)
* Customer Service (amounts in accounts, saving account) *Opening of Checking Accounts and Saving Accounts *Following up on VIP Accounts *I was promoted at Fundación del Banco Patricios.
Studies 
	From Mar 2018 – up to now
	Course of Studies on HR Managment (University /in progress)

	Argentina
	Universidad Empresarial Siglo 21

	
	Field of Study: Human Resources/ Independent Relationships

	From March, 1999  to October 2001
	Teaching Training Course on Philosophy and Psychology (College Studies)

	Argentina
	IES nª 1 Alicia Moreau de Justo 

	
	Field of Study: Philosophy 

	From March, 1992 to December 1996
	High School Diploma with Specialization in Pedagogy (High School / Graduated)

	Argentina
	Normal Nª 8 Julio A. Roca

	
	Field of Study: High School Specialization


Knowledge 
Languages
English:  Advanced Oral and Written Skills.

French:  Basic Oral and Written Skills. 
IT SKILLS 
Android: Seniority Intermediate 
IPhone: Seniority Intermediate
CRM: Seniority Advanced
MS Office: Seniority Advanced
FURTHER KNOWLEDGE 
Office Tools (Advanced)

I know how to use all the Office Package. 
Database (Advanced)

I am familiar with Database Management Software: Calypso - Goldmine - Tàctica - Access

Graphic Tools (Basic)

Adobe Photoshop - Adobe Illustrator

Management Software (Advanced)

Maverick - Lucent - Calypso - Goldmine – Táctica -Hansa 
Course on Recruitment and Hiring Personnel
In charge of Trend Set Comunicación – Coordinated by Lic. Vanesa Rosenthal y Lic. Marcelo Esper. (1999)
Training for the middle management.
In charge of Audiotel S.A (Grupo Clarín)- coordination techniques and team management  (2000)
Software Management and CRM

Software Management and CRM: Calypso – software to carry out management and invoices. Lucent Technology: software for carrying out call centers or teamwork audit. Maverick: CRM software and Sales Management. Goldmine CRM software and Sales Management. Tactica soft: CRM software and Sales Management. 
Leadership and  Coaching
Intensive Course on leadership and coaching for sales purposes. Motivation and Integration. In charged of Nielsen y Asociados. (2003)
Leadership and Coaching
Leadership styles – Leadership skills – Effective Coaching – Evaluation techniques.- In charge of Brain Motion: Marketing & Factor Humano. (2003)
Business Professional Techniques to Salespersons
Sales and Business Negotiation Professional Techniques.- In charge of Brain Motion: Marketing & Factor Humano (2003) 
Prevention and Settlement of Disputes 
Workshop focus on settlement of disputes by Managers. - In charge of Brain Motion: Marketing & Factor Humano (2004)

Middle management Workshop
Introduction to management on business, administration and human resources. Term of duration: 3 months. 

In charge of Instituto Madero para la Universidad Austral (2005)

Strategic Sales Management 
Workshop carried out by UADE 40 hours. (2006)

Official Course on Direct Management 
Distance-Learning  Course on Marketing – Term of Duration: 6 months. In charge of Escuela Argentina de Negocios (2007) Strategic Negotiation

Lecture carried out by Esama consultora  y capacitación empresarial, at Hilton Hotel in Buenos Aires, Argentina. (2002) Coaching y Leadership
At Universidad de Palermo – Term of Duration: 3 months. Professional Programs.
Career Goals
· My main goal is to continue to learn and provide all my potential and full capacity of leadership. I am interested in proposals that allow me to keep learning and using each of the tools so far acquired in search of the achievement of goals"

