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                Essam 
(  essam.374525@2freemail.com 
· CAREER STATEMENT:

A reliable, honest and self-motivated Sales Professional with a proven 20 years experience of Sales Management for Caterpillar equipment. Specialized in managing sales teams and sales process in business-to-business selling for Oil and Gas industry, private, and governmental sectors; working in demanding and high-stress environments. 
A multi-skilled Sales Practitioner with core competencies in most aspects of Sales interventions and a passion for leading global teams in Egypt, Russia, Liberia and Iraq to unleash the organization’s opportunities for growth and development. Possess excellent interpersonal and communication skills, in a global context, with the ability to liaise with customers and colleagues at all levels. 

· CAREER GOAL:

To work, in collaboration with professional teams, in order to use my knowledge, skills, abilities, education, and leadership expertise in human resources to serve the organization to the best of my efforts.

· EDUCATION:

Bachelor of Science in Mechanical Engineering; Production, Mansoura University, Egypt, 1992.
· QUALIFICATIONS & CERTIFICATIONS:

· Certified Organizational Manager COM, The Florida State University, Florida, USA, 2009.
· Certified Supervisory Manager CSM, The Florida State University, Florida, USA, 2008.

· AFFILIATIONS:

· The Florida State University Alumni, 2014 
· Caterpillar Corporate University.
· KEY SKILLS:

· Global Market Expansion Strategies.

· Business and Channel Development.

· Sales Team Training and Development.

· Global Teams’ Leadership and Influencing 
· Complex Negotiations and Sales Cycles.

· Mentoring and Coaching. 

· Strategic Partnership Building 

· Performance Management System.
· Territory Business Startup.
· Key Account Management.
· Forecasting and Market Analytics.
· CRM Software and SalesForce® web.
· Microsoft Office Suite.
· LANGUAGES:

· Fluent English and Arabic; reading, writing, and speaking.

· CAREER ACCOMPLISHMENTS:
· Liberia Equipment -CATERPILLAR® Liberia


November 2016 to Present
(Dealer of Caterpillar in 12 countries)  

Product Support Division Manager:  
· Handover the Dealership and Leading the Liberia Product Support 5 member team; Improving forecasts accuracy; annually, monthly, and quarterly basis, to deliver the annual sales plan for the division.

· Mentoring and coaching; prospecting, pre- and post-sales calls, and closing the deal.
· Setting

· Participating in all major sales’ negotiations with customers to drive sales’ growth.

· Following up on and working with the team in customizing customers’ focused and specific solutions.
· Leading the team in multiple sales interventions; addressing customer feedback, sharing market knowledge, and enhancing product and commercial strategy.
· Participating in strategic planning process to establish sales and profitability goals.
· Iratrac-CATERPILLAR® Iraq


February 2014 to Present
(Dealer of Caterpillar in 12 countries)  

Product Support Division Manager:  
· Leading the Iraq Product Support 20 member team; 3 Sales Supervisors, 12 Account Managers, 2 products specialists, and 1 administration.

· Improving forecasts accuracy; annually, monthly, and quarterly basis, to deliver the annual sales plan for the division.

· Achieving the full 100% ($22,000,000) of the 2014 sales target.

· Mentoring and coaching; prospecting, pre- and post-sales calls, and closing the deal.
· Setting the following year; 2015, objectives and sales targets.

· Achieving the full 100% ($24,000,000) of the 2015 sales target.
· Participating in all major sales’ negotiations with customers to drive sales’ growth.

· Following up on and working with the team in customizing customers’ focused and specific solutions.
· Leading the team in multiple sales interventions; addressing customer feedback, sharing market knowledge, and enhancing product and commercial strategy.
· Participating in strategic planning process to establish sales and profitability goals.
· Mantrac-Group CoE CATERPILLAR® 

January 2013 to February 2014       

(I Iraq, Russia, and East & West Africa)  
Center of Excellence “Used & Rental Business:”
· Working with Business Units to develop plans for the Rental and Used Cat machines.

· Working with Caterpillar’s Representative to review the strategic plans in the different territories (countries) to match them with the Caterpillar vision. 

· Working with the Business Units, among the different territories, to revise and set the annual target plans.

· Developing new local teams, who are able to run and carry out the business plans.
· Mantrac-Vostok CATERPILLAR® Russia
July 2009 to December 2012       

Product Support Sales Manager:
· Leading the organization’s Product Support Sales team.

· Working with a variety of customers’ segments; Heavy Construction, Public, Waste Management, and Oil & Gas. 

· Developing the business in assigned geographic location; $5 M to $18 M in 4 years.

· Developing new local teams, who are able to run and carry out the business plans.
· Participating in all major sales’ negotiations with customers to drive sales’ growth.

· Coaching the team and monitoring the necessary activities. 

· Working closely with my team to gain customer satisfaction and loyalty through customizing solutions and starting new CAT® Program; CPT for the first time in CIS. 
· Setting up the 2013 sales target and the strategic plan for the assigned geographic location.

· Mantrac-Egypt CATERPILLAR® 

February 2005 to June 2009       

Product Support Sales Manager:
· Leading the Alexandria jurisdictional geographic location for the public sector.

· Setting up the strategic plan, sales targets and the sales’ goals and targets.
· Starting the mining business in Egypt with Centamine Company; the Sukari Gold Mine project.
· Starting new CAT® programs in the Egyptian market; an example is Certified CAT machines Rebuild-CCR ™ program, which succeeded in performing the first CCR in the Middle East region. 

· Developing new local teams, who are able to run and carry out the business plans.
· Mantrac-Egypt CATERPILLAR® 

March 2003 to February 2005   
Product Support Sales Supervisor:
· Leading the Alexandria jurisdictional geographic location.

· Setting up the strategic plan, sales targets and the sales’ goals and targets.
· Developing new local teams, who are able to run and carry out the business plans.
· Collecting all overdue debts, outstanding since 1992, with key account customers. 

· Mantrac-Egypt CATERPILLAR® 

January 1996 to February 2003   
Product Support Sales Representative:

· Managing the sales for 300 customers. 

· Setting up the strategic plan, sales targets and the sales’ goals and targets.
· Utilizing all available Cat Programs.

· Achieving the set-target and developing the sales in the assigned Delta area.

· Creating and managing strong Customers Relationship.
· Misr El-Kalubia Garment Company, Egypt
January 1994 to January 1996   
Field Engineer:

· Responsible for mass production and quality control. 

· Mansura Garment Company, Egypt

July 1992 to January 1994   
Field Engineer in HVAC Projects:

· Responsible for mass production and quality control. 
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