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EDUCATION:
University of Massachusetts, Amherst, Massachusetts, U.S.A.

Bachelors of Science in Electrical Engineering.

Minor in Political Science. May 1998.
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SUMMARY OF QUALIFICATIONS & EXPERIENCE:

Strategic director level executive with 15 years experience in building & maintaining various brands across the Middle East & North Africa. Worked in all aspects of lighting; lighting control systems, lamps, and luminaires.

Specialist in Lighting Controls, Energy Management, Home Automation (Smart Homes), Building Automation. Experienced in developing a wide network of dealers/distributors across the Middle East & North Africa.

Presently responsible for all GE Energy Efficiency, Building Automation/Technology and Lighting projects activities across the Middle East.

Through strong leadership skills, built a strong team of sales, technical support and specifications to enhance market position and project successes. Knowledgeable in competitors' business network, market positions, systems and activities in the Middle East and North Africa.

EXPERIENCE:
GENERAL ELECTRIC (Current powered by GE)

Dubai, United Arab Emirates

SALES DIRECTOR – Middle East & Africa, 5/2016 – Present

Identify growth segments and regional market potential.

Define new strategy for capturing geographic market shares.

Align opportunities within other GE businesses to create wider value propositions to clients.

Engage & coach staff members in taking critical decisions.

Create commitments and long term relationships with new partners across the region.

Conduct C-Suite discussions with high potential clients and ensure target opportunities are either profitable, strategic or (preferably) both.

EATON

Dubai, United Arab Emirates

SALES DIRECTOR – Lower GULF, 2/2014 – 4/2016

Responsible for all Eaton Electrical and legacy Cooper sales and customer support activities in UAE, Oman, Yemen & Pakistan.

Develop a high-performing multifunctional team to deliver growth.

Engage performers into cross-selling mind set to optimise opportunities. Create & implement End-to-End business transformation program.

Restructure sales organisation to optimise synergies. Engage and coach high-performing team members
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COOPER CONTROLS (acquired by EATON)

Dubai, United Arab Emirates

REGIONAL SALES DIRECTOR – Middle East & North Africa, 12/2012-1/2014

Establish a new strategic way of working for going to market.

Restructured the roles and responsibilities of existing team members. Set the sales plan & technical strategy for MENA region.

Facilitate interdepartmental cooperation and leverage sales.

Create a culture of teamwork within my department and with other business units

Train and motivate existing & new channel partners across the region. Review targets and performances of staff members monthly.

Drive market share and market expansion via collaboration with channel partners.

Coordinate with factory customize product solutions to secure strategic projects.

PHILIPS DYNALITE

Dubai, United Arab Emirates

REGIONAL DIRECTOR – Middle East & North Africa, 11/2005 – 12/2012 AREA MANAGER - ASIA & MIDDLE EAST, 9/2004 – 11/2005

Setting & achieving annual target (Budget & Action plan), managing and developing proper communication with Channel partners, setting measurable objectives and follow up on performances.

Directed integration effort in the Middle East, North Africa & Turkey post Philips acquisition of Dynalite.

Ensured the channel partners work is aligned with business direction and is contributing to building the business.

Analyzed & penetrated building automation segments: Architectural Dimming & Lighting Control, Energy Management & Home Automation

Organized commercial conditions, annual targets, strategy and action plans for channel partners.

Successfully segmented geographical markets focussing on core strengths of channel partners

Succeeded in cultivating new joint ventures and established new path for growing in different market segments.

Conduct presentations and training sessions for various government, consultants and dealers.

Strategically secure and pursue major project opportunities in the region Established branch offices in UAE, Kuwait and Jordan

Hired suitable sales & technical staff and placed them in existing Philips offices in the region (Saudi Arabia, Qatar & Egypt) to fulfill company objectives

Set short term and long term objectives for the company and staff

Investigate technical & commercial challenges and recommend appropriate solutions

Analyze competitors’ products and regional activity

Educate consultants and developers on Dynalite products and system to ensure strong positioning in specifications
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DYNALITE (acquired by PHILIPS in March 2009)

SYDNEY, Australia

CUSTOMER SERVICE REPRESENTATIVE, 5/2004 – 9/2004

Support sales staff to ensure prompt response to all customer support issues Entered purchase orders in the system.

Generated weekly order reports to ensure on-time delivery.

Provided troubleshooting support on technical issues as 1st line of support. Coordinated with various departments to ensure customer requirements are

achieved.

Gulf Advanced Lighting (Lamp Division)

DUBAI, United Arab Emirates

(Licensed to manufacture and distribute Westinghouse lamps in ME & Africa)

REGIONAL SALES - Middle East & Africa, 3/2002 - 1/2004

Develop a market for Westinghouse and GALUX brand in Middle East & Africa

Fortify brand’s penetration in markets already present in through distributors/dealers/OEM manufacturers.

Provide a strategy plan, sales quota, annual advertising program for each distributor/channel partner in all countries of the region.

Conduct a market study/research for each country visited, ensuring proper updating is done upon subsequent visits.

Ensure appropriate launch of brand in untapped markets.

Maintain close liaison with all channel partners. Offer guidance, management skills, local support, assurance of stock availability and assistance of liquidation in their markets.

Thorn Gulf L.L.C., DUBAI, United Arab Emirates

PROJECT SALES ENGINEER, September 2000-February 2002

Introduce new lighting products to consultants.

Conduct presentations and training sessions for engineers from various government bodies, consultants and contractors.

Obtain approval for company products from consultants and clients. Prepare quotations and break down specifications.

Supervise on-site installation of products for major projects.

Prepare sales orders along with follow up of payments as per agreed terms and conditions.

Middle East Switchgear Industries, Ltd.

Sharjah, United Arab Emirates.

ELECTRICAL SALES ENGINEER, September 1998-September 2000.

Promoted the company’s various switchgear products which include  MDBs,

SMDBs, Final DBs, MCCs, and ATS.

Established a network of clients consisting of consultants and contractors of various different fields.

Coordinated with production effectively to meet deliveries on time.

Followed up with CAD department to implement the best and most cost-effective panel board designs.
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INTERNSHIPS:
C-GRAMS Unlimited, Inc. Kingston, New Hampshire, U.S.A.

PROCESS CONTROL ENGINEER (Intern), July 1996-July 1997.

Maintained manufacturing lines using a software program called Ladder Logic. Redesigned mechanical and electrical drawings using AutoCAD R13.

Maintained Motion Control, Programmable Logic Controller and Graphics User Interface software.

The Foxboro Company, Foxboro, Massachusetts, U.S.A.

SYSTEMS TEST ENGINEER (Intern), January 1995-August 1995.

Created and modified graphics for control systems based on customer specifications.

Installed and maintained current and voltage control boards. Assembled test panels and performed module system tests.

	COURSE
	
	

	HIGHLIGHTS:
	Feedback Control Systems
	Signals & Systems

	
	Microprocessors
	Analog Electronics

	
	Digital Electronics
	Electromagnetics

	
	Managerial Behavior
	Material Science

	PROJECTS:
	SENIOR DESIGN PROJECT:  “Temperature Controller”.

	
	Designed and built the electronics necessary to control the temperature of a piece

	
	of copper tubing by sending pulses of current through a heater.

	ACTIVITIES
	Minority Engineering Program, Society of Hispanic Professional Engineers,

	
	International Students Association.
	

	
	Soccer and Volleyball Instructor:  Physical Education Department.

	LANGUAGES:
	Fluent in English and Arabic.
	


Page 4


