Adenike
Nationality – British  
Personal Statement
A versatile individual seeking an active role within a well-regarded organization where my strengths in analytics, communication and problem solving can be put to good use. 
· Hands-on experience in Corporate Sales and Account Management, supporting and coordinating project delivery
· Excellent skills in developing and maintaining a smooth flow of communication across all hierarchical levels within an organization, connecting with globally distributed teams and working with numerous multifunctional teams
· Equally adept at multitasking and time management in a demanding work environment
· Conversant with Microsoft applications, SAP and CRM tools
· Holds a UAE driver’s license 
Skills Matrix
Business Development | Account Management | Service Sales| Value & Solution Sales |  Sales Planning  | Negotiation | Relationship Management | Account Planning | Client Retention | Client Relations | Presentation | Business Support| Development Solution Proposal | Communication  | Lead Prospecting | CRM | SAP| KPI | Leadership | Team Player | Training | Project Management| Strategic Planning | Workload Management | Time Management  | New Business Development| Business Planning | Administration | Trend Analysis | Direct Marketing | Client Quoting & Invoicing
                                                    Professional Experience
Dubai, UAE                                                                                                                           March 2015 to March 2016
One of the leading language services providers in the region, providing localization software and language services including, translation, content creation, and digital platform globalization.
REGIONAL ACCOUNT MANAGER                                                                                                         
Managed a regional portfolio of over 80 clients’ accounts within various industries (including consulting, government, energy, oil & gas, hospitality, finance, education, PR, telecoms industry).  
Facilitated solution sales process through active client engagement, sales management, and business development. Prepared meeting presentations and proposal development, coordinated projects with Project Management team. Negotiated contracts and project terms and prices, handled complaints and provided resolutions.
Selected Accomplishments:
· Successfully managed bidding activities and developed proposals for RFP’s in line with Qordoba’s processes, while ensuring adherence to technical and commercial proposal requirements. Efforts were credited as instrumental in closing numerous high-level deals
· Consistently achieved optimal levels of customer satisfaction by maintaining strong relationships and exhibiting a positive attitude, building trust, and ensuring commitments were met and expectations were exceeded
· Achieved personal sales targets and closed new business with value of USD 429,824.00 
· Planned and managed a personal and business portfolio according to regional development plan
· Provided constant support that enabled the Head of Sales to focus on high-priority issues by taking leadership of a customer-focused team, training new recruits and responding to all requests for information
· Worked closely with the Project Management team to facilitate proper communication of project terms and delivery processes 
· Coordinated daily scrum meetings to update the team on current opportunities, new prospects and on-going projects to reinforce the account strategy, project execution and identify highly lucrative accounts
· Attended and presented at external customer meetings and internal meetings with other company executives in a bid to aid business development efforts. 
· Maintained daily upkeep of company CRM (Vtiger), updated records with client quotes, invoices, and logging of feedback as well as handling client complaints
· Leveraged strengths in solution based selling and service negotiations without compromising business profit goals
· Facilitated proper communication of project delivery processes by collating clear instruction packs with project details for the Project Management team to ensure seamless delivery of final deliverables to clients
MARA EVENTS INTERNATIONAL, Dubai, UAE                                                                                              Nov 2014 to Feb 2015
A newly established events management outfit in Dubai with offices in Riyadh and Abu Dhabi, and a GCC-wide portfolio of clients that cut across the private and public sectors.
BUSINESS DEVELOPMENT MANAGER                                                                                                         
Developed sales pitch that spoke to client pain points and identified new leads. Planned meetings, and coordinated day-to-day operations.

Selected Accomplishments:
· Closed a lucrative new account in excess of USD 30,000 
· Managed approaches for meeting proposals that spoke to the client’s needs, concerns, and objectives
· Supported the Managing Director with a tailored pricing system for services provided
· Attended industry functions, such as conferences and exhibitions, and reported feedback and information on market and creative trends
· Developed and created social media presence on LinkedIn to generate interests from prospective clients
· Identified opportunities for campaigns, services, and distribution channels that led to a 10% increase in sales

BULGARI UK LIMITED, London, UK                                                                                                                  July 2011 to Jan 2014    
A major Italian jewelry and luxury goods brand founded in 1884. Bulgari is now largely owned by Louis Vuitton Moët Hennessy S.A (LVMH) the French luxury goods brand with 2012 annual revenue in excess of EUR 28 billion and close to 90,000 employees employed worldwide. 
SALES SUPPORT ADMINISTRATOR                                                                                                                  
Worked across various Bulgari boutiques. Secured and managed client relationships with ultra-high net worth (UHNW/HNW) accounts, and provided direct sales process support and management for diverse clients, trained new recruits on Bulgari operational systems, compiled daily and monthly sales report for the Finance department.

Selected Accomplishments:
· Achieved revenue targets & objectives in excess of GBP 390,000 per annum in line with the Area Business Plan
· Supported the marketing team in promoting Bulgari special events, which resulted in increased sales performance/brand recognition.  
· Maintained regular analysis of sales information – Collated sales trends and performance results for presentations to boutique manager in order replenish appropriate stocks for sale.
· Identified purchasing patterns through analysis and review of existing accounts in order to contribute to strategies for expanding the company’s market share in the niche luxury goods market.
· Daily upkeep of SAP and Bulgari’s internal CRM business application (Taxi), updating records with client details, feedback, invoices, and incoming and outgoing consignments
· Maintained internal and external product displays to meet Bulgari standards

FENCHURCH ENGINEERING & CONSTRUCTION, Lagos, Nigeria



      May 2009 to Sept 2009
A privately held Nigerian Engineering and Construction firm with outposts in several locations around the world from London in the United Kingdom to Luanda in Angola; a dynamic firm that places a high emphasis on the quality of its projects.
ASSOCIATE INTERN – PROJECT MANAGEMENT
(Directly reported to the Senior Manager)
Provided administrative and business support for organization teams on new projects with proposals and documents gathering
Selected Accomplishments:
· Supported the Project Management team in putting together proposal for building a power station valued at over USD 85 million for PHCN (Power Holding Company Nigeria), Nigeria’s state-owned power company
· Assisted the execution of new projects; tracking and reporting progress of project
· Designed and analysed safety standards, health, and environmental procedures during the construction of the power station construction project to improve my planning and project management skills
· Worked with the project management team on providing a detailed project schedule
· Established and maintained project documentation archive for document management
BLOOMBERG LP, London, UK





                                   June 2006 to Sept 2006                                                                        
Bloomberg LP is a financial software, media, and data company with 2013 annual global revenue of USD 8.3 billion and headquartered in New York. The company employs more than 15,000 people in various roles in 193 locations around the world. 
ASSOCIATE HR INTERN (Directly reported to the Senior Manager)
Recruitment support, documentation management for HR audits and major HR projects, visa processing, new hire documentation and updates on the People Soft application.
Selected Accomplishments:
· Successfully managed assigned day-to-day HR activities such as induction training, writing official HR letters (references, visa requests), HR audits and updated procedural documents following management approval 
· Networked across various departments within the Bloomberg organization to get a clear view of the daily activities of various departments
· Supported HR manager on special projects as assigned and/or required. Duties included new hire training on company policies and procedures, as well as training on basic Bloomberg system navigation, planning of Bloomberg’s annual philanthropy events and exhibitions
· Organized travel arrangements for senior Bloomberg employees
· Maintained multiple calendars simultaneously and scheduled meetings with various team members as needed or requested with other internal/external contacts; coordinated various office meetings, events, and functions
                                                              Education
University of wollongong, Dubai, UAE
Masters of Art, 2014 to Present
· International Business
BRUNEL UNIVERSITY, London, UK
Bachelor of Sciences (Hons), 2007 to 2011
· Economics and Management
BRooke House Sixth Form College, London, UK
BTEC National Diploma, 2004 to 2007
· Business Management
· Personal and Business Finance
References available on request
Adenike / CV No: 1734462
Click to send CV No & get contact details of candidate
 [image: image1.png]XGulfjobseeker.com

Helping you to search bestjobs & talent since 2002!




