CURRICULUM VITAE

MAARTEN DE WANDELER
Stoofstraat 46 bus 6,
1785 Merchtem

+32 (0)472 068 273
maartendewandeler@hotmail.com
Profile: Partnership Management, International Account Management in Technical Solutions, Outsourcing projects, New Markets aiming at optimal client satisfaction 

(tri-lingual NL-EN-FR – willing to travel or relocate)
PROFESSIONAL EXPERIENCE: 
GeoDynamics NV








03/09
Key Account Manager

Responsible Sales for International Corporate Accounts and Public Organizations. Entering new markets and negotiation frame agreements and SLA’s on high level. The array of products are Track & Trace module’s for cars, trucks, trailers, people, etc combined with software for time registration (payroll), data management and advanced reporting (ASP model)

Achievements: ISS Group negotiated 4 years Framework Agreement for Support, Maintenance and purchasing. Flemish Government/Province of Antwerp Fire Department won a project called GeoBlipp. (Performance Measurement) Ministry of Internal Affairs/Civil Safety won a Performance Measurement project for Public Safety Cars.
HP Technology Solutions Group






02/07 – 11/08

Account Management 

Responsible Sales Belgium and Luxembourg markets for Network Solutions. Interacted as account manager between the customer, understanding their needs and translating their requirements to the technical specialist HP staff, managing the total process from customer interaction, first bid, negotiations till the final installation for a wide array of products, Design, Implementation, Maintenance and Outsourcing Services for Solutions like LAN, WLAN, Security, IPTel, IPCC, UC etc in partnership with industry leaders like Cisco, ProCurve, Riverbed, Tandberg, Checkpoint etc.
Achievements: Elia (GDFSuez) negotiated 3 year Framework Agreement for maintenance and product purchasing. Electrabel (GDFSuez) negotiated Global WAN Acceleration project. Belgian Senate: new Network with maintenance contract.

(was headhunted by HP)
Cisco Systems International (Amsterdam)





02/06 – 01/07
IS Account Manager

Responsible Sales in the Belgian market of 150 Large and Medium sized Companies mostly Manufacturing Business like Akzo, 3M, Balta, Domo etc. Direct touch with customers providing a range of technical solutions through various business partners like Dimension Data, Belgacom/Telindus, HP, etc
Achievements: searched for new non-existing Cisco Customers and established long term commercial relationships in order to infiltrate these markets and growth of revenue. Maintain established relationship with existing Cisco Customers with a focus on selling a higher range of solutions like IPTel & Video. Revenue growth of 250pct, due to good lobby work and close partnership with Cisco Business Partners.
(was headhunted by Cisco)
Avalanche Enterprises BV (Tradimus)





03/04 – 02/06

Sales Contractor

In charge for two major customers, Microsoft and StepStone for the outsourcing of technical staff

StepStone: 

Sales Executive

Responsible for large and medium Accounts in the Flemish part of Belgium. Was promoted to Supervisor. Search for new customers to boost up the Sales in order to let the Revenue and Sales team grow.
Microsoft:

Internal Account Manager / Partner Account Manager.

Advising Business Partners (Registered Members) to become a Microsoft Business Partner on a higher level, with specific qualifications and certifications; understanding their Business and strength to guide them in the right direction of Microsoft Certifications. Also advising them on Software and Licensing matters in order to give full Microsoft support. 
Responsible launching several promotions and events.
Was promoted to Internal Account Manager, responsible for the Small and Medium sized Business mainly dealing with the Manufacturing industries Belgium, 600 Customers.
Achievement: New Sales approach – sold to Companies never contacted by Microsoft before. Analyzed their needs and problems of the Business Decision takers and Technical Decision takers and offered solutions like: Operating Systems, Office suite, ERP, Communication Software but also Licensing Solutions, advising how to Manage their Licenses like Software Assurance working very close together with Microsoft Business Partners in order to manage all these customers. 
Ubbink Vijver & Tuin NV






08/02 – 11/03


Sales Representative

Bacob Bank NV (Dexia)






2002


Bank Clerk

KBC Bank NV







2001


Bank Advisor

Green Care NV (own company sold in 98)




98 – 2001



Sales Manager

Education:
1996 Diploma High School

2001 GroepT, Marketing Management

Technical & Sales Trainings:

Presentation Skills 


ITIL Foundation for IT Service Management


Cisco Product Training


Solution Selling


Microsoft Product and Licensing Training

Computer Skills:


Windows XP Pro/Vista

Office (Excel, Word, Powerpoint, Visio)


Sharepoint


CRM (Siebel, SalesForce)

Additional Information: 

Civil Status: Single Belgian born. Dendermonde 07/03/1977

Driving license 


Willing to travel and to relocate.
Leisure

Sports: running and fitness


Cooking, wine tasting, traveling
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