Jocelynn Dortch 
Sales Enablement Leader 
Advancing company growth, value, and profitability
JocelynnDortch@outlook.com | 312-209-1643 | LinkedIn.com/JocelynnDortch 

Professional Summary: Technology and Business Executive with a proven record of driving company growth, penetrating global markets, and executing successful business turnarounds in B2B environments. Skilled in both high-level strategy and detailed-oriented execution, with a focus on aligning operations and culture for maximum impact. Expanded demand generation efforts, resulting in $13M in pipeline growth from 2022 to 2023 – a significant increase from the previous pipeline value of $2M – across North America and specialty products. 

Skills 
Strategic Planning | Corporate Strategy | Business Planning | Strategic Partnerships | B2B Sales | Investor Relations | Strategic Thinking | Relationship Building | Communication | Product Marketing | Thought Leadership | Corporate Affairs | Project Management | Market Research | Media Relations | Social Media Management | Relationship Management | Account Management | Problem-Solving | Emotional Intelligence 

Experience

NielsenIQ – Chicago, IL                                                                                                         June 2022 – Present
Sales Manager

Responsible for advancing the global B2B product and program portfolio strategy, overseeing operations, sales, business development, market expansion, and new product initiatives.  

· Increased team productivity by 20% and revenue from $300K to $963K in Canada by leading and developing a tram of 8 through data-driven enablement programs; also raised Health & Wellness team revenue from $87K to $553K with targeted sales insights. 
· Supplied strategic insights to global leadership, aligning product positioning with market needs, resulting in 50+ new meetings booked and a $2.9M pipeline increase. 
· Enhanced brand visibility and lead generation through B2B enablement strategies, including product-specific training and customized collateral, facilitating entry into new markets and heightened sales performance. 
· Developed and reported on KPI sales performance to senior leaders, driving quarterly adjustments and implementing a campaign calendar that increased outreach effectiveness and alignment with growth targets. 
· Partnered with DEI leaders to coordinate events for over 2,000 employees at NIQ and Gfk, fostering inclusivity and enhancing team engagement by incorporating diverse perspectives into organizational initiatives. 

Accenture | Chicago, IL                                                                                                 Oct 2020 to June 2022 
Business Development Executive – Partnerships 

Responsible for elevating Google Cloud’s platform by managing product innovation, technology advancements, and driving sales and marketing strategies. 

· Drove Google Cloud’s sales strategy, landing meetings and partnerships with enterprise clients like Wayfair, ABInBev, and the American Cancer Society, significantly boosting client adoption and engagement. 
· Partnered with product and sales teams to implement cloud transformation strategies, crafting personalized outreach to capture executive attention, building a strong client pipeline. 
· Conducted targeted research on client infrastructure and objectives, tailoring messaging to successfully engage new prospects and expand business opportunities. 
· Organized and led weekly workshops on account planning and targeting research methods, and client engagement tactics, contributing to client acquisitions. 

PNC Bank | Mount Prospect                                                                                        Oct 2017 to Oct 2020
Account Manager 

Responsible to advance client’s financial portfolio’s and strengthened relationships with PNC Bank products. 
	
· Managed a portfolio of 40+ SMB clients by deeply understanding their financial goals and aligning suitable products to support their objectives, which improved client retention and generated sustainable portfolio growth. 
· Fostered long-term client relationships by asking open-ended questions, building rapport through careful management and risk assessments, and promptly following up to cater to each client’s unique needs, achieving a 95% customer satisfaction rating. 
· Streamlined account processes by collaborating with product and risk teams, optimizing internal workflows to enhance customer experience. 

Additional Experience: 

DePaul University | Chicago, IL 
Social Media and PR Manager 
Public Relations & Advertising Program – Graduate Assistant 

· Established the PRAD department’s Instagram and TikTok presence, growing followers and engagement across multiple channels while boosting the visibility of faculty and program initiatives.
· Increased PRAD program enrollment by promoting events and developing targeted digital campaigns that drew the interest of students and industry leaders alike.
· Created high-impact initiatives like #FacultyFridays and #IndustryTipsTuesday, driving increased interest in PRAD’s portfolio show and fostering connections with notable industry figures.

Education 

DePaul University 
Master of Arts, Public Relations & Advertisement 
Bachelor of Arts, Communications and minor in Marketing 
