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Executive Profile
A management professional with 18+ years of diversified experience in managing key sales initiatives for major corporate accounts in the oil and lubricants, security systems, home and office automation, fashion, cosmetics and jewelry industry in addition to competencies in event management, planning of MICE for major clients and customer delight management. Seeking a position within the sales, events and MICE verticals to implement twin benefits of acquired business expertise and comprehensive market savvy to catalyze business development.

Skills Summary

	Strategic:

Key Account Management

Sales and Marketing Management

Client Development

Revenue Optimization 
Event Management

MICE Planning
	Operational:

Territory Management

Relationship Management

Negotiation

Contracts Management

People Management
  
	Value-Added Attributes:

Team Management 

Relationship Management 
Communication & Interpersonal Skills





Career Progression

Business Development Manager                                                                                                                        August 2011 - Present
Mirabelle Trading, UAE
Key Responsibilities:

· Retaining key focus on business development, planning, implementing and coordinating sales activities to achieve sales and gross profit margins, evolving sales strategy, ascertaining budgetary requirements and contributing to critical assignment decisions as necessary.
· Locating and proposing potential business deals through prospecting, discovering and exploring opportunities, developing and negotiating contracts in addition to integrating contract requirements with business operations.

· Managing key customer relationships and negotiating customer agreements according to annual operating plans while successfully delivering against the customer's expectations.

· Evaluating and motivating the sales force, maintaining strong vendor relationships, arranging review meetings with distributors and performing quarterly and year end forecasts, conducting inventory management, expediting payment, following up on current and back orders to ensure liquidity of sales cycle.

· Spearheading product launches, training sales staff, resolving customer problems and reporting to higher management periodically.

· Working with production support to ensure that future demands can be accommodated, handling the export and the re-export for different products in addition to coordinating with cargo and logistic companies to ensure timely delivery.

· Conducting market research and ascertaining new opportunities as well as keeping abreast of latest trends, reading professional publications, maintaining personal networks and participating in professional organizations.

Key Account Manager                                                                                                                                January 2010 – August 2011
AMCO Lubricants, UAE

Key Responsibilities:

· Handled the Middle East and Africa account, established a network of distributors in designed areas and developed sales strategies for the territory in liaison with the General Manager.
· Maximized sales opportunities across existing client portfolio, liaised with intermediaries and formulated strategic account plans in order to create sales proposals yielding profitable account development and growth.

· Implemented, monitored and reported on performance achieved against targets envisaged in the sales plan and devised strategies to maximize performance.

· Boosted volume and revenue in key assigned accounts by utilizing innovative selling strategies and initiated exciting promotional incentives.
· Analyzed business trends to formulate business growth strategy, researched market structure and distribution methods of major accounts to identify key areas of improvement.
· Initiated overseas cold calls to generate new business, coordinated all logistics functions with multiple cargo companies in addition to advising the General Manager on strategy and market intelligence periodically.
Sr. Sales Account Manager                                                                                                                 January 2009 – December 2009
Group 4 Securicor, UAE
Key Responsibilities:

· Handled the Northern Emirates account, successfully dealt with the government and other public sector entities in addition to reporting to the Area Manager.

· Planned and implemented overall strategy involving major accounts within the product range and created avenues for development of potential key accounts.

· Developed sales and marketing programs, established volume levels, sales account plans, formulated market strategies and initiated new account formation.

· Maintained direct contact with clients, negotiated terms of sales, coordinated logistics and economics of supply and resolved service issues if any.

· Evolved strategies, aims and objectives, set territory specific targets across different product lines and worked on methods to achieve the same in a cost effective manner.

· Delivered sales and account growth, serviced all aspects of the sales plan across designated key accounts and business prospects.

· Resolved conflicts and mitigated complaints, settling disputes and grievances among customers to ensure smooth operational relationships.
Sales Manager (Operations)                                                                                                         September 2006 – December 2008
Smart Media Communications, UAE
Key Responsibilities:
· Promoted home automation systems to projects owners and contractors, responded to sales enquiries, monitored market trends and facilitated the development of profitable business and sustainable relationships.
· Marshaled personal business portfolio, territory and business according to an agreed market development strategy, managed and led the sales team. 
· Conducted studies and prepared the proposals, BOQ and designs, managed the entire sales cycle, negotiated proposals, prepared demonstrations rendered technical advice and closed deals. 
· Worked closely with project owners to understand their needs, tracked and supported the day-to-day activity of the sales team and the technicians in all projects.

· Followed up the projects across all the phases, checked the accomplished work on site according to (contract, drawings and check list), followed up on the payment with the client as per the contract's payment terms and meeting deadlines.

· Prepared the LPO`s, followed up with suppliers to ensure successful deliveries on the scheduled time and in a good manner, performed market and competitor analysis, formulated sales strategy and evaluated market presence.

· Reported and provided feedback to the Operations Manager. 

Previous Professional Experience:

· Jun ‘05 – Sep ’06: Sales Manager, Arabian Group for Information Technology, Syria 

· Oct ‘02 - May ‘05: Sales Manager, Al Bahaa Exhibitions Organizing & Equipment, Syria 

· Oct ‘99 – Aug ’01: Sales & Customer Service Supervisor, Standa (Lootah Trading), UAE. 
Education & Credentials

Damascus University, Syria








          June 1999
Bachelor’s Degree in French Literature
Courses Attended:

· Jul 1999: Intermediate Certificate in Business Administration, French Cultural Center, Syria, Certified from the Chamber of Commerce & Industry, Paris. 

· Jun 1998: English Language, Dar Al Alson Language Institute. 

· Jan 1998: MS Office Certificate, Al Rheeda Computer Learning Institute.
Personal Information
· Date of Birth: June 1974
· Marital Status: Single
· Nationality: Algerian
· Driving License: UAE
· Language Fluency: English, Arabic and French
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