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           Isabella Barbato             
35, Jurong East Avenue 1, Block D, Unit 1104 - Park Oasis Condo,  609774 Singapore - Mobile: +65 83986025 - ID Skype: isa1980rg - mail to: barbato.isabella@gmail.com - Age: 28


Qualifications and skills
Meticulous, strong team-worker and multi-tasking, able to complete projects within time and budget. Organizational and cultural skills and strong abilities in problem solving experienced in working both individually and in groups, and in planning activities accordingly to the targets of the team. 
Able to integrate knowledge developed through work experience and education in Customer Relationship Management concepts such as: Relationship Marketing & CRM, Process Management, CRM Project Management, Strategic Marketing, Consumer Behavior & Customer Satisfaction, Loyalty Management, Cooperative CRM, Data Mining & Business Intelligence, Web Analytics & Internet Marketing. 
Willing to find a suitable position in the Marketing division of a growth-oriented company offering challenging responsibilities and the potential for advancement.
I really do believe in the powerful advantages of Loyalty Management: especially in times of downturns, when spending drops, companies who effectively strengthen loyalty and focus on protecting and growing their most loyal, profitable customer segments, instead of trying to catch every potential customer group through aggressive discounting, indiscriminate cost-cutting and reducing investment in customer-focused innovation, are those who manage to stabilize their business and survive. In this way they may even attract new customers as competitors falter.
Education and training

STOGEA




         BOLOGNA, ITALY
Executive Master in Marketing & CRM




                       April, 2009

Skills in analysis tools to measure and increase customer satisfaction towards service level and to build lasting and profitable relationships with customers.

UNIVERSITY “CA’ FOSCARI”




             VENICE, ITALY

Bachelor of Arts in Foreign Languages




                     March, 2004

Languages and Cultures of Eurasia and the Mediterranean

Arabic Language and Linguistics

Culture, History and Archeology of the Middle-Eastern and the Mediterranean area

Marketing, Communication and Sales Experience

WEBSTER SRL, PADOVA, ITALY – Publishing company, market  leader in the on-line trade of text books. From January, 2009 onwards.
Marketing Executive: Evaluation of promotions and market analysis in order to increase customer satisfaction and gain returning business contacts. Great  deal of time spent communicating with customers. Developing customer database and analyzing the target audience, so as to plan a marketing strategy that will give the product maximum exposure. 
I gave advices on the choosing of the CRM application for the customer care division, thus managing to create and coordinate activities related to the development of customer loyalty and the increasing of customer satisfaction through advertising, and direct mail campaigns. 
BENQ ITALIA SPA, MILANO, ITALY – IT multinational company. From November, 2008 to January 2009

Trainer: Training on technical features of mobile devices and sales strategies of the firm’s products to retailers based on north-east Italy. I experienced in travelling for a great deal of time and in organizing my work autonomously.  My past working experience gained in the post-sales Telecom field gave me the necessary knowledge of the type of business.
VODAFONE OMNITEL NV, PADOVA, ITALY – Multinational company leader in  Telecommunications - April, 2007 to October, 2008
Marketing Assistant to the Sales Director: Analyst in order to plan promotional and sales actions to increase customer loyalty. Responsible for completing research used to identify or monitor competitors and markets. Gained knowledge of B2B markets. Suggested changes and developed promotional campaigns through customer and prospects analysis and clustering. Responsible for internal communication and organization of events and meetings for the Business Sales Department. I was hired as a telemarketer but very soon, as I demonstrated my interest in learning the use of analysis tools, I managed to move to the post sales marketing division first and soon after, to gain a position as Marketing Assistant to the Sales Director.
TELECOM ITALIA SPA, PADOVA, ITALY – Multinational company leader in  Telecommunications From March, 2005 to March, 2007
Marketing Research Analyst at the Customer Care Department: Evaluation of leads or potential customers. Spent a great deal of time communicating with customers using both written and oral methods. Also dealt with check and verification of the subscribed documentation in the contractual stage.   
Other relevant experiences
Student’s Collaboration at the Ca’ Foscari University as the responsible of the Eurasia and Mediterranean Department Library. 7 months
Student’s Collaboration  at the Ca’ Foscari University as employee at the Orientation and Tutoring office. 10 months

Computer skills and additional information
Proficiency in Microsoft Office programs, especially Excel, Power Point and Access. Competent in using CRM programs SAP, Siebel, PeopleSoft, SalesForce, Sugar, Zoho. Italian mother tongue, English fluency. Very organized, creative and sensitive to art in general. Love for music. Main hobby is listening to music, going to concerts. Also playing guitar and drums.

Enjoy reading novels and poems and writing too. I’m currently developing some research about the impact of social media on traditional CRM and writing an article about it.

Recent professional readings: Emotional intelligence by D. Goleman, The Blue Ocean Strategy by W. Chan Kim, Renée Mauborgne.
My Links:

http://www.linkedin.com/in/isabellabarbato
https://twitter.com/isa1980rg
http://www.viadeo.com/
http://www.mycrmcareer.com/
