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EXECUTIVE MANAGER FOR TOURISM&MARKETING ORGANIZATION

Entrepreneurial executive, with experience of managing call centers, sales, marketing, operations, personnel, merchandising, problem-solving, and corporate levels for both start-up and established tourism and marketing companies.
PROFESSIONAL  PROFILE
· Goal-oriented, with strong business background and leadership insights to strategically plan, direct and control company operations to capitalize business opportunities.
· Over 14 years of sales, marketing and customer service experience, Fast Career promoted based on strategic thinking, from Sales Executive in 1998 to Call center& Sales Manager in 2000 to Loyalty Program Manager 2003 to Sales operation manager 2005 to current position of Executive Manager in 2007 - Present.
· Track record of building and operating complex sales Teams\organizations.

· Demonstrated ability to research and resolve customer complaints in timely manner and Ability to adapt new ideas. 

· Positive, optimistic and self-starter who excels under pressure and meets deadlines.

·  Computer-literate  performer covering variety of applications including PowerPoint, Excel, Word, InDesign, Adobe Illustrator, and Adobe Photoshop cs5.

· Languages; Arabic native And very good command English

                                                                 AREAS OF EXPERTISE  


-Strategic business planning.

-Negotiation & Decision making.

- Revenue Goal/Growth Attainment.

-Initiative management.

-Team Building/Management.
- Problem Solving.


- Client Relations.

- Networking with corporate leadership, labor & the broad.
- Call Centers operations & Management.

- Budget Oversight/P&L.

- Loyalty Programs Design & launch.
- Customer Satisfaction. 

                                                           PROFESSIONAL EXPERIENCE   

· Development & Operations Manager, RINA TRAVEL & TOURISM Co.
Nov., 2011 to Dec., 2014
· Streamlined divisions and saved company money by creating and developing corporate business and marketing plan.
· Collaborate with customers to define special product-development requirements and translate Customer needs into product\service-line extensions.

· Improved company's competitive market position by reducing product costs, accelerating delivery, and increasing overall product& Services quality.
·  Increased sales by introducing new marketing initiatives, implementing innovative sales techniques.
· Identified and adapted leadership style to situations and people; demonstrated high standards of behavior; provided motivating performance opportunities.
·  Client’s needs follow up, dealing with special requirements and that no client requirement has been overlooked.
 
· Development & Operations Manager, A-CLASS CO. FOR TOURISM MANAGEMENT (ACC)
 July, 2007 to Nov, 2011
· Established new Marketing Department after serving as business/marketing, Operation Manager for companies specialized in marketing solutions for (Banks& hotels) and Loyalty program systems.

· Successfully maintained high qualified sales force loyalty in demand in Aggressive competitive market.
· Managed corporate marketing department and sales staff divisions.
· Developed plan for acquiring new Outsourcing Sales Agencies that increased annual revenue.
· Consulted and managed advertising budget, marketing and promotional campaigns.
· Actively participated in the recruiting, selecting and interviewing employees as well as supervisors and other managers.

· Designed and implemented employee development program that reduced customer complaints on call center.
· Adapted and maintained a customer-focus mindset, with acknowledge of the customer value, and act accordingly.
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- Operations Manager, Club 7Grades Agency, Outsourced HOTEL MARKETING Workforce Agency,      

 (Sales, Marketing and Customer care)                  Nov.2005-July 2007
· Provided experience and resources to execute both businesses-to- consumer & business-to-business programs. These offering a variety of channels support Product Development – Sales, marketing Operations and capabilities; extensive Retail Channel, Tele Sales and Direct sales experience 
· Designed and delivered innovative sales and marketing solutions. , supported the vision and promoted the success of, large and small organizations, AS we have been recognized & trusted to accelerate their revenue growth.
· Managed sales/customer service call center sites, with a total of 50 agents/staff.
· Negotiated agreements resulting in high profitability for organizations specialized in banking and financial services; (personal loans-credit cards).

· Helped Clients to improve business that diagnosed with developmental delays by offered strategic sales\ marketing approach.
· Provided a level of service that exceeds customers' needs and expectations; developed processes which maintain high service quality, and identify problem areas along with providing solutions.
· Remained in Converse and listen to concerns; acted as a liaison between client and organization to  correct issues


- Programs Manager, HOTEL MARKETING COMPANY (HMC)                              May 2003 – Nov. 2005
-   Le Meridien   (Par excellence program)
-   Sonesta Hotels (Sonesta Elite program) 

-   Concorde El Salam (Concorde prestige program)
· Coordinated between the company mission and the Hotels vision.
· Ensured the integrity of organization or work unit policies, procedures, and processes.
· Built and trained tele-sales and field sales staff that improved skills and technique.
· Managed a Dynamic team- of reservation, customer care, admins & 20 sales representatives.
· Constantly data base reviewing and ensuring all records are up to date.
· Supervised high level of in-bound calls that provided to the service request of customers.
· Modified and improved reporting tools, and all payrolls and finance staff preparing. 

· Managed day-to-day operations ensuring weekly sales and client service objectives are met. 
· Provided professional and organizational development direction to Service Center supervisory

- Sales Manager, 1ST CLASS CO. FOR MARKETING & TOURISM MANAGEMENT    May 2000 – May 2003
                       Promoted After serving as sales &marketing rep., then supervisor from May 1998, 1999 till May 2000
· Completed the sales majority; involved in drawing up the client agreement and dealing with any specific customer requirement before & after closing the deal. 

· Adapted High achievement of sales and telemarketing team.

· Gave live presentations direct to clients with follow-up customer-service reports.

· Involved in the planning and setting up of organization’s marketing activities including exhibitions; training courses, seminars and other PR events.
·  Deployed representatives in markets with a unique structure, focusing on areas of greatest potential.
· Periodically, update marketing plans and sales strategies.
· Display lead by example execution of hands-on personalized training and customer service at all levels.
·  Managed customer care representatives and supervisors to obtain high levels of efficiency.

EDUCATION
Bachelor of Commerce - Cairo University, 1998
