ALAN E. JAKUBOSKI

5 Magnolia Lane  *  Hamburg, New Jersey  07419  *  973-209-4890 * algto49@aol.com
CAREER HISTORY
BROWN & JOSEPH INC.                                                                           Hamburg, NJ          2008-2010
VP OF BUSINESS DEVELOPMENT

Responsible for the creation of new business in the areas of Accounts Receivable Outsourcing:
Charge Off Acquisition Programs of Bad Debt Portofolios; 1st and 2nd time collections: Interactive discussions with CFO’s regarding; AR Management, DSO’s, internal policies and procedures and recommendations.  
· $5.2M in start up sales in 1st year.
UNITED MERCANTILE INC.                                                                       Wanaque, NJ         2004-2008
N.E. DIRECTOR OF SALES

· Championed the revenue growth of the Northeast sector of the US for a Commercial Collection Company from a yearly revenue base of approximately $2.5 M to over $6m  
· As a “Road Warrior” I was in the field over 50% of the time cultivating new business while maintaining existing relationships 
·  At the same time trained new reps for territories in the field
· Proud achievement of being in the top tier of new clients development yearly
 CONNECT-US GROUP COMMUNICATIONS                                          Tarrytown, NY       2001-2004
 NATIONAL DIRECTOR OF SALES/OWNER
Self-empowered responsibility for all facets of a Start-Up Audio/Web Teleconferencing Co.                                                                                                                                     This encompassed many things: Market & Product Research; Technology; Business Plan; Facility Management; Virtual Office Management; Direct Selling; Sales Recruitment; Sales Training/Coaching Agents; Telemarketing & Customer Service. 

· Connect-us has grown to a Full Service Multi – location Company with 30 employees surpassing Sales Revenues of $5 Million in it’s first 2 years and ending as a $9M company when sold
ECI CONFERENCE CALL SERVICES, A TELIGENT COMPANY                   Wayne, NJ       1997-2001 
NATIONAL DIRECTOR OF SALES 
· Proudly grew an audio teleconferencing company’s revenue from 15% to 50% in one year
· Sales revenues grew from $22M in 1999 to $33M in 2000 with an EBITDA of 40%
· Restructure trained and motivated an inside and national account sales force of 20 by focusing on specific vertical markets with the assistance of a new data base management system 
· Introduced and developed enhanced services of data collaboration, web streaming and on line integrated conferencing for the needs of the Fortune 2000  
· Created a client relations department of 10 to maintain and expand revenues through referrals and internet services
· Created 5 year projection plan of $250M
OTHER EMPLOYMENT
FURST & FURST





Regional Credit/Collections Sales Executive
· In top 3 in Business Development in NY/NJ area in direct sales of Credit/Collection management system

· Inside/Outside sales efforts creating lead generation: consistently averaging 5 new accounts/month  
· Yearly revenue generation in excess of $1.5M
ADP                                                                                             
Regional Exec of Satellite Sales/Operations                                                                                       
· Managed the implementation and growth of 2 Branch offices servicing 3200 clients along with an increasing portfolio of $7.2M in annual revenues
· Managed 110 employees in multiple departments
EDUCATION:

Fairleigh Dickinson University      
Bachelor of Science – Business Admin/Marketing

COMPUTER SKILLS:     Microsoft Windows/Word/Excel/Goldmine/ /PowerPoint /Internet Web-Conference
BUSINESS GROUPS:   New Jersey Technology Council   - Advisory Board Member/Telecommunications  

                                        Newark Technology Networking Group         

                                        Big Apple Networking Group   
                                        North Jersey Networking Associates

