Curriculum Vitae

1. Personal Data

Name:


Michael 

2. Educational Background

Certificate

Sales and Account Management (From AFRI Aviation and Tourism Training Center)


January 2016

Certificate

Sabre Reservation System (From Ethiopian Airlines Aviation Academy)

Basic Sabre Reservation, Fares and Ticketing Courses from 02 September -31 December 2013

Certificate

Galileo Reservation System (From Ethiopian Airlines Aviation Academy)

Basic Galileo Reservation, Fares and Ticketing Courses from 18 February -29 March 2013

Certificate

ACI Culinary Institute

Food Preparation course from October 2009- September 2010

High school

Ambo Comprehensive Secondary School from 2001-2002

Lideta Catholic (Cathedral) School from 1998-2000

Elementary

Lideta Catholic (Cathedral) School from 1988-1997

3. Computer Skill

Basic computer knowledge and Browsing internet & email, computer networking and Office Automation

4. Other Interests and Hobbies

Volunteer Co-ordination, working with groups, reading, watching news, cooking, swimming…

5. Language

English and Amharic

6. Objective

To explore a new horizon in the field of hospitality and any related fields, to gather different knowledge and to make optimum use of my potential for leading and able to develop a good cooperation among my colleagues.

7. Work Experience
-     From June 2014 till the present
Account Manager at Best Travel and Tours PLC | BCD Travel (Ethiopia Exclusive Partner)

· From April 2014 till June 2014

Travel Consultant at ILAMO PLC, The Express Travel Group
· From September 2013 till December 2013

Ticket and Reservation Agent at Ethiopian Airlines
· From April 2013 till August 2013

Ticket and Reservation Agent at KIDICHO Tour and Travel
Major Duties: -
1. Account Management Unit

A. Planning and executing Sales Call visits to Current and New Clients and listening to

comments and introducing our services
B. Sales report preparation and arrangement of Discount agreements with Airlines
C. Client Profile collection from each company for enrichment of Client Data
D. Follow up on requests from clients and consistency of replies from Agents
E. Help Agents with Waiting List confirmations they may need
F. Making sure Current and New Clients get Newsletter
G. Read from BCD Travel Account Management Documents to learn more on this field.

H. Delivering Tour Packages and other updates to clients
I. On Holidays and National Days following up and delivering Flowers to Clients
J. Coming up with new ideas for value creation among clients
K. Following up on each Clients Agreement and Renewing Contract and Finalizing

Signings
L. Following up Bids and submitting before deadline with Service offerings, Company

Profiles, Service Charge list...etc
M. Follow up on complaints, lagging refund issues to keep clients happy
N. Following up on booking quality( Special Meal,Frequent Flyer Programs, Seat

 Preferences and more)

O. Following up on Chatter on new things that appear on Salesforce
P. Submit International BIDs for BCD Travel EMEA(East Africa, Middle East and Asia )

in collaboration with other partners and Commercial Managers.

2. BCD Travel Ethiopia Unit

A. Working with Galileo on Queue Manager, E Tracking, Travcom and Client Profile

Management system
B. Reading new materials and trying to learn from the global experience and applying it

to the way the local market can accept

C. Corresponding on different matters with BCD Travel EMEA(East Africa, Middle East

and Asia)
D. Attending calls on BCD Travel trainings and meetings.

3. Marketing and Networking Unit

A. Attend networking events in Embassy invitations, Airline seminar, Hotel networking

Events and exchanging business cards and introducing the company and its services
B. Monthly Newsletter preparation and Newest Industry updates on Travel, Tour, Events

 and Places to visit, Also making sure this gets to each client monthly
C. Networking with Tour and Travel Operators abroad for client exchange in the end

bigger market share
D. Working on enriching our website on being more interactive, easy to use, fun and

informative
E. Participate in recurrent events to create great image about our company and the

Travel Industry
F. Discussing with Airlines to get good rates on Hotels in Outside Destinations in order

 to work better with Airlines in fields like these
G. Creating proposals for events with promotional value to EK/ATM, KQ/ KTB, LH/ITB,

SA/INDABA, TK/TURKISH TRAVEL AND TRADE FAIR
4. Event/ Tour Desk Support Unit

A. Prepare small promotions that can explain the company in the Event Desk and send

out to clients
B. If BID arises then produce budget plan, service provider list, venue list and more, then

do presentations for clients, if won, and then follow up on great execution of each

task on, during and after event, as per agreement
C. New Package building and Promotion
D. Follow up on religious celebrations and holidays and prepare attractive promotions so

that it can be distributed to specific interested clients.

5. Holiday Package Unit

A. Prepare Emirates Holiday Packages to clients
B. Try and Lock the business by selling Holiday Packages
C. Send out promotional materials with regards to Holiday Destinations

8. Etihad Airways 

A. Working as General Sales Agent in Ethiopia 

B. Making of Sales Call to the top Agents

C. Preparation of Sales Report and update EY HDQ
D. Sending out promotional emails to the trade 

E. Securing promotional materials up to distribution

F. Coordinate with EY Headquarter and preparation of training to the trade

G. Access the need for promotional company upto selection in coordination with EY

H. Check if Special Fare is well communicated

I.  Following up agency sales

J. Following up Refund issues to keep customers satisfaction.
9. Declaration

All statements stated above are true to the best of my knowledge and belief.
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