ola 
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	export / international business development manager / account manager

	International Business Development Manager • Export Manager • Account Manager 10 Years in Progressive Roles in Africa, ME, and Europe with Large Regional Enterprises • Financial Responsibility to $15M


International Sales / Export
Business Development
Customer Relationship Building & Managing
Cross-functional and cross-cultural leadership
Branding
Market Research, Analysis & Intelligence
Marketing Communication
Employee Training, Development & Leadership

	professional experience

	Egyptian German Industrial Corporate EGIC                                                                    2010–2016
Industry: Manufacturing Building Materials. Company Size: More than 1000 employees

	Export Business Development Manager ($15M sales/year)                                                                  2013-2016 
Export Manager ($10M sales/year)                                                                                                                  2010-2013
Responsible for developing and maintaining commercially productive relationships with both new and old clients. Also in charge of identifying every sales lead and of making the most out of every opportunity to increase revenue and profitability, in addition to ensuring that sales, product marketing and business development tactics and processes meet compliance of each country.
Notable achievements:

	· Profitably managed 50% growth in total business while increasing profits by 20% during last three years.

· Attainment of 8 new international accounts each year.

· Successfully launched products in international markets and achieved million dollar sales of them, and participated effectively in their development by reporting market insights.

· Developed, managed, and tracked marketing communication, promotions, and international publicity campaign budgets of up to $200K.
· Maintained high level of accuracy in export documentation and trade finance operations and adhered to the legal and governmental laws and procedures with 100% conformity rate. 

Tasks:

· Planning and developing strategies for new business opportunities for markets and specific potential customers. 

· Generating and following-up sales leads, with the aim of converting leads to customers and accumulating market and company data. 

· Developing relationships with bodies or individuals able to assist in market development or intelligence (i.e. export councils, chambers of commerce, etc...) 

· Developing personal relationships with key personnel in potential future customers. 

· Conducting in-house market research into new or existing markets and identifying new potential customers via both “desk” and “in-market/field” researches.

· Scanning key international exhibitions, and then make the yearly exhibition plan.

· Assisting in establishing effective local marketing and PR for existing international customers to maximize the demand pull.

· Building the corporate’s export department from scratch, this involved setting the organization chart for the department, setting the policies and procedures governing the work inside the department, and preparing and issuing the department’s manual.

· Releasing an export price list for all company’s products, this involves market investigation to study competitors’ prices, market study to gain insights into customers and markets’ sales policies and marketing offerings, in addition to cross-function internal negotiations concerning cost model and pricing.  

· Understanding customer and market needs and developing solutions to meet them.



	Harvest Foods Group (Harvest & El Bawadi)                                                         2006–2010
Industry: FMCG, Food and Beverage Production. Company Size: 101-500 employees

	Export Manager ($5M sales/year)                                                                                                                 


· Achieved a yearly increase in sales of 25%-30%.

· Utilized extensive knowledge and skill of logistics to significantly improve efficiency of deliveries by 35% and accuracy to 95%.
Tasks:

· Plan and manage overseas sales through distributors and other relevant sales outlets.
· Manage the movement of products out of the country in accordance with organizational policy and procedure, and comply with relevant local, country and international law and process. 
· Manage the necessary documentation for the efficient, cost-effective and lawful execution of all export activities. 

· Manage financial and currency processes and transactions in accordance with policy and law, and to optimize cost-effectiveness of activities. 

· Plan and implement export strategy and activities consistent with overall aims and requirements of the organization.
· Liaise with other departments in order to establish and maintain effective and relevant export activities and support in relation to the organization's sales, purchasing, materials management, production and overall operating functions. 

· Adhere to local and externally relevant health and safety laws and policies.
· Monitor, record, analyze and report on activities, trends, results and recommendations relating to export activities.
· Prepare and submit relevant administration in a timely and accurate manner, for example: shipping schedules; licenses; declarations; packing, routing, transport and safety documentation.
· Negotiate contracts for sales and manage, renew, review contracts as required to enable effective trading, operations and customer relations.
	American Soybean Association                                                                               2005–2006

Industry: Marketing, Agriculture Products. Association Representing American Soybean Farmers

	Marketing Assistant                                                                                                                 


· Successfully participated in creating brand awareness for the American soybean.

· Created demand pull for the product by educating target customers through events such as seminars and conferences.
	education


	MBA with a major in Marketing, Cum Laude (GPA 3.71), 2014 • ESLSCA Business School, Paris
Thesis: The Relationship among Brand Experience, Brand Image, and Customer Satisfaction • Grade: A



	language skills

	· Fluent Arabic and English speaker
	· Intermediate French speaker



	sales & business development skills

	· Spotting Business Opportunities

· Identifying important decision makers
· Maximizing revenue at every opportunity
· Developing solutions to meet market needs and customers’ requirements

· Budgeting & cash flow optimization

· Target attainment
· Assigning distributors  
	· Understanding customer requirements
· An articulate negotiator
· Experience selling new products

· Local & offshore operations
· Financial & contract negotiations

· Profit & loss management

· Problem solving & analytical skills

· Managing channels



	marketing skills

	· International marketing plan

· International exhibition plan
· Market research & analysis
· International marketing communication


	· Branding
· Positioning
· Product launch
· Market intelligence



	technical skills

	· Excellent internet researcher
· SAP user

· Web Development
	· Microsoft Office
· Oracle user

· SQL




