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Professional Objective
KEY ACCOUNT MANAGER / CLIENT SERVICES MANAGER / BUSINESS DEVELOPMENT MANAGER
Executive Profile
Highly talented Sales Management Professional with over 10 years of success generating and executing innovative ideas to continually expand market shares, designing, developing, and implementing sales, marketing, business development management strategies for leading companies in UAE / Kenya from Real Estate & Property Development / Automobiles / Duty Free/ Advertising Services Industry. Application of sales methodologies & considerable flexibility in adapting them to specific situations.
· Proactive; consistently identifying areas for improvement and re-aligning strategies and operations to meet organization goals. Recognized as a top performer consistently achieving"annual sales / financial goals.
· Able to identify market opportunities, develop client relationships, negotiate sales terms, close, coordinate and expedite the sale. Have the ability to manage all aspects of a corporate automotive leasing and rentals. This includes negotiations and executing lease contracts with company decision makers.
· A proven performer who moves from vision and strategy to implementation and follow-through. Strategic and creative thinker with effective communication and writing skills. Demonstrated track record of combining sales / marketing leadership with sound business practices to position companies for long-term growth and profitability.
· Track record of crossing set targets and creating new benchmarks for sales team. Qualified to present, negotiate and secure contracts with large revenue producing Key Accounts. Looking for new career challenges where a top producing sales professional will immediately expand market share, create value and increase profits.
Core Competencies
Work History
· Revitalized and strengthened relationships with top management of multinational/ international companies, which accelerated revenue growth and improved, market position.
· Explain advantages of leasing automobiles and reducing capital expenditures.
· Recommend types and number of vehicles needed to satisfactorily perform job with minimal expense.
· Compute leasing charges, based on such factors as length of contract, anticipated mileage.
· Prepare and send leasing contract to companies.
· Perform other tasks to increase sales, such as evaluating advertising campaigns or revising administrative procedures.
· Compile lists of prospective customers for use as sales leads, based on information from newspapers, business directories and other sources.
•
· Key Accounts Handled - Radisson Blu Dubai Media City, Tourism Development and Investment Company Abu Dhabi, Al Manzil and Qamardeen Hotel, Tatweer, Dubai Healthcare City, Department of Health and Medical Services, Dubai Financial Markets, Allen Overy LLP, Deutsche Bank Asset Management, Lloyd's TSB, City Electrical Factors, ADPi, Vopak Horizon Fujairah, Tanqia Fujairah, Emirates Cement Ras Al Khaima, Group 5 Construction, Hutchison Port Holdings, ABB Industries and Ansaldo Transmission & Distribution, Sharjah Islamic Bank, Doha Bank, The One Total Home Experience, Zetas Zemin Teknolojisi, Bin Belaila Baytur, Acico Development, Gensler Architects, Jung Brannen Associates and RW Armstrong, Henkel, Dyncorp, U. S Navy 831st Battalion, Tawam Hospital Al Ain, Seadrill Management just to name a few.
Property Development Co.
Apr-2004 - Dec-2004
Property Consultant
Dubai, UAE
Managed daily sales operations for this Real Estate Company engaged in the
buying and selling of freehold
residential in Globally. Fully accountable to the General Manager.
· Planned and executed comprehensive sales and business development strategy for promoting the sales of Freehold Properties of -DAMAC Properties - (Residential - Apartments & Villas) in the territory of Dubai through HNW Globally .
· Grew Annual Sales Revenue from to AED. 15 Million p.a, surpassing management expectations and forecasts.  Commended by the management for consistently over achieving the sales target.
· Increased overall profitability.
· Proved the ability to architect and solidify win-win outcomes under difficult circumstances of cutthroat competition.
\       •    Interviewed prospective customers. Studied property listings to become familiar with properties for sales.
· Reviewed closing statements and attended closing transactions to represent Property Developer.
· Traveled extensively in the territory as a Corporate Ambassador, generating high visibility for the
company.
Nairobi Diplomatic Duty Free Ltd. Sales & Marketing Manager

Jan-2002 - Mar-2004 Nairobi, Kenya
Provide highly strategic and tactical leadership as Sales & Marketing Manager of this leading company having business interest in Distribution of Duty Free Goods to Diplomatic Community and Leasing and Renting of Properties and producing US $743,750 in Annual Sales revenue. Maintained complete autonomous decision is making authority within the areas of strategic planning, new business development, sales and marketing operations management functions. Worked directly with the Managing Director to set both strategic and operational goals and objectives. Directly supervised a team of 22 staff. Report to the Managing Director.
Key Strategic Accomplishments: -
· Direct responsibility for achieving Revenue Budget set and agreed with the Management including profitability forecast.
· Spearheaded and Grew Annual Sales Revenue of the company from ground zero to US $743,750/-since taking charge of the sales and marketing operations of the company, surpassing management expectations and forecasts.
· Spearheaded and successfully launched Diplomatic Facility thereby capturing 60% of the market share within 5 months of launching.
· Responsible for promoting the sales of - Household Consumer Goods / FMCG / Household Equipments/ Automotive Vehicles/ Renting & Leasing of Properties - Residential & Commercial in the territory of entire Kenya through Diplomatic Community clients through direct sales.
· Directed the development and implementation of sales and marketing plans, and sales targets by Sales staffs, and monitor regularly to ensure that objectives are being met and that any remedial actions are initiated.
· Establish accountability and authority limits for subordinate sales & marketing staff and monitor their performance in execution of sales plans, and organizational objectives, taking corrective action where
Work History
· Skyrocketed new customer acquisition by adding new corporate accounts to the company's list thereby accelerating the revenue growth & improved market position of the company.
· Controlled business relationships with key decision makers to assure client retention, enforce compliance with contract terms and payment schedules, as per credit control policies of the company.
· Performed frequent meetings with the Key decision makers in Institutions like Ministry of Foreign Affairs, Ambassadors and Deputy Chief of Mission and Secretary General for the International Organizations.
· Created high visibility for NDDF as a Brand among the Members of the Diplomatic Corps. Successfully created Corporate Information Data and networked with Key Sectors and relevant Government Authorities, Diplomatic Missions and International Organizations.
The Advertising Company Ltd. (TAC)
Nov-2000 - Dec-2001
Business Development Executive
Nairobi, Kenya
Developed new business and sold 'deeper' into existing account base through diligent efforts in prospecting for, qualifying, and winning major corporate accounts. Identified decision makers, performed need analysis, prepared proposals, made presentations, and closed business. Built and nurtured executive-level relationships.
Key Accomplishments:-
· Responsible for planning, developing and implementing business development strategies to ignite growth and profits, opened new business avenues, and fulfilled corporate objectives of building sales revenues and increasing account profitability.
· Executed daily operations of visiting corporate clients, taking briefs, preparing and making presentations to clients.
· Discussed client requirements for ATL / BTL and scheduling, to outline basic presentation concepts and to coordinate creative activities. Responsible for planning, coordinating and directing advertising campaign for Key Accounts clients of advertising agency.
· Extensively involved in Key Accounts Management- Planning, Annual Budgeting & Implementation of Promotions, Advertising Campaigns, Events Management, Media Coverage and Press Release for promotions and new products launching for major corporate clients.
· Managed advertising initiatives from strategy development to execution for major corporate clients.
· Spearheaded and created 8 major Key Accounts - International Gemstone Exporting Company, Kenya Seed Company, DT Dobie (The Local Mercedes Benz Dealer), Communications Commission of Kenya and Kenya Freight & Forwarders Association, Retirement Benefits Authority and the Central Bank of Kenya generating approximately US $ 500,000 in Annual Sales Revenue.
· Interacted with major local and international clients. Successfully managed to get several pitches of prestigious accounts for the local GSM Provider Safaricom, Jointly owned by the Kenya Government and Vodafone UK.
· Restored fractured relationships and rebuilt loyalty and trust with existing /former accounts to win back business and avert the threatened loss of other Key Corporate Accounts.
Kenya Wine Agencies Ltd. (Voluntary) Undergraduate Program

Jan-2000 - Oct-2000 Nairobi, Kenya
Education & Professional Qualification
Bachelor of Education (Arts)- Honors 1999
Maseno University College, Nairobi, Kenya
Executive MBA (Marketing)
Admitted to S P Jain School of Global Management to start a 2 year EMBA program effective 26th May 2012
	Technical Skills
	

	Proficient in the use of: MS-Office (Word/Excel/PowerPoint)
	

	Personal Details
	


Nationality       : Kenyan Date of Birth     : 20-07-1973 Visa Status       : Residence Visa
♦	Market Research & Analysis                               ♦ Profit Building & Sales Growth


♦	Performance & People Management                     ♦ Complex Negotiations & Deal Structuring Transaction Management


♦	Property- Buying / Selling                                  ♦ Automobile leasing�
�
Work History�
�
�
Al-Futtaim Sons -Hertz Rent A Car Sales Executive


Al-Futtaim Sons -Hertz Rent A Car Branch Manager


Al-Futtaim Sons-Hertz Rent A Car Business Development Manager


Charged with delivering sales growth, and increase in corporate account base of corporate companies, through innovation, planning, and leadership of a full spectri customer acquisition / retention initiatives.


•    Responsible for promoting sales and marketing of automotive-rent / leasi�
May-2005 to April 2007 Dubai, UAE


May-2007 to Feb 2009


Dubai, UAE


March 2009 till date


multi national and international m of business development and


ng services (Long Term & Short�
�






♦	Strategic and tactical Planning	♦ Customer Relationship Management


♦	Marketing & Promotion Campaign Management	♦ Complex Negotiations & Deal Structuring


♦	Key Accounts Management	♦ Cross-Cultural Work Environments


♦	Market Identification / Penetration	♦ Training & Staff Development





Term) to corporate clients in the assigned territory of Dubai and Northern Emirates. In charge of 6 branches •    Spearheaded and grew Annual Sales by AED 22,000,000 p.a.    Key Account base increased from zero to 42.   Onened new market in Ras Al Khaima and Fuiairah for the Comoanv.








