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NADIA 
Nadia.356332@2freemail.com
BUSINESS  DEVELOPMENT – SALES & MARKETING
CONSULTANCY
Results-oriented Sales Professional with global perspective and consistent record of exceeding performance goals while managing complex sales cycles. Proven track record driving sales in collaboration with channel partners. An excellent negotiator, communicator and man-management skills, capable of maintaining executive level relationships within multicultural environments. Utilizes background in solutions selling and systems engineering to accurately analyze business and technical requirements, create high impact cost justifications, proposals, and presentations, and to negotiate high value contracts. Refined prospecting skills with the ability to develop qualified account pipelines and sales forecasts. 
Business and sales expertise includes:

· Business Case Analysis

· Partner Sales Operations

· Sales Leadership 
· Price/Contract negotiation

· Planning/Forecasting

Confident individual, with an outgoing personality, good sense of humor, very easy to get along with. Self-motivated, adaptable and a team player.
PROFESSIONAL EXPERIENCE

SAHARA INTERNATIONAL, Italy, France, UAE                                                                                                     04/1994 – till date
Business Development, Sales & Marketing, Consultancy Middle East
· Set up my own business and therefore responsible for all sales & marketing, business development, import/export to Middle East-Africa for LOVATO ELECTRIC – ELCA-STE-CO.SI.ME, etc. 
· This position, being on a self employed basis as a start up operation to increase market penetration mainly of LOVATO products in Middle East / Africa

· Trading and supplier of electrical and electro mechanical equipment and lighting to the industrial sector in the Mena region.

· Responsible to manage existing distribution relationship developed over the past years, as well constantly seeking new distribution within the GCC and broader Middle East. My annual objective/targets are to increase the productivity revenue by 15% year on year from my existing distributors, as well as add at least 1 new partner each year.
· As a business owner, my responsibility also includes, pre and post sales activities, such as customer prospecting, product propositions and presentations, sourcing, pricing, invoicing.

· Extensive experience in different industrial sectors and a strong understanding of how the industries operate in the Middle East.
· Establish strong long-standing business relations with various distributors and consumers, developed proposals, and managed complex sales life cycle 
B IN HAM ELECTRO-MECHANICAL – Abu Dhabi – BIN HAM ELECTRICAL EQPT TRDG - Dubai (my sponsor since 1999)

03/2015 – current

Branch Manager
AUDOLI, Turin, Italy                                                                                           

 04/1991 – 03/1994
Export Manager (electrical components – switchgears)
· Responsible for the export sales, import/export to Middle East, Africa, South America.
· Coordinating and managing the entire sales process with pre-sales, services, packing and shipping division teams
· Proposals, quotes, client presentations, organize exhibitions
· Traveling 
TRUCK SYSTEM - CORNAGLIA GROUP, ITALY                                                          01/1990 – 01/1991
 Sales Manager - manufacturer for trucks security system device) 
· Responsible for promoting, selling and marketing Track System device, this included lead generation and qualification, sales strategy and account/opportunity planning, presentations and proposals 

· Coordinating entire sales strategy in account, including interfacing with product specialists, virtual sales team and outside sales 

GST NUOVA – CORNAGLIA GROUP, ITALY                                                                   03/1987 – 12/1989  Sales Manager – spare parts manufacturer for cars
· Extensive prospecting in order to identify and develop new sales opportunities for Middle East, North Africa  and South America
· Establishing and maintaining partnerships with regional vendors

· Organize exhibitions
O.C.A.P ITALY





                                        04/1984-02/1987
Export Sales Manager – spare parts manufacturer for cars
· Responsible for sales in the Middle East Area.

· Regional exhibits and trade shows

CAREER ACCOMPLISHMENT
LOVATO ELECTRIC – Increased market share in the Middle East from a turnover of USD 400.000 to USD 2Mil year, in 6 yrs (1995-2002)
AUDOLI – Increased worldwide export sales from USD 200.000 to USD 1 m over a period of 3 years (1991-1994)
CORNAGLIA GROUP – Increased sales of 35% average in a short period of time
OCAP – Developed sales and increased market share over 50%
Set-up own multi card consultancy business for many Italian companies for introducing, promoting, selling in the Arabic speaking countries

Research and established potential client contacts and relationship throughout the Middle East, Gulf and Africa.

25 year, worldwide travel, knowledge in internationalization, commercial strategies, sales and partnership (joint-venture)

QUALIFICATIONS AND SKILLS 

· Diploma in international marketing management & sales + Management Master Degree 
· Extensive knowledge of import/export processes

· Very good experience in business travels

· Fluent in Italian, English, French

INDUSTRIAL SECTORS
· low voltage  - medium voltage electrical / electro-mechanical products
· cables, bus bars system
· lighting – residential/commercial
· pumps

· explosion proof equipment

· valves

· generators

PERSONAL DETAILS
Nationality: Italian

UAE driving license – Italian driving license
AVALABILITY

Flexible

REFERENCES

On request
