CONTACT INFO HERE

OBJECTIVE :

· Seeking a Direct Sales, Business-to-Business, Sales Management Position developing and growing top accounts. 

· Seeking a challenging sales opportunity to significantly contribute to volume, productivity, and profitability. 
SUMMARy:
· High-caliber Sales professional with more than 14 years of experience in business development.  
· President’s Club Award winner – European Sales.
· Successful track record of meeting/exceeding goals for sales and customer retention.
· Excellent ability to develop new accounts through face-to-face, cold calling, and customer referrals. 
· Proven leadership and coaching skills.

· Strong knowledge of US and Europe.
· Self-motivated individual with excellent decision-making skills and proven ability to identify and capitalize upon new market opportunities.  

PROFESSIONAL EXPERIENCE:

Company 1
 New York

Senior Sales Representative
   August 2005 – present 

· Surpassed sales quota by 250%.

· Gained 60 new accounts in 5 months. Began with zero. 

· Secured new accounts through cold calling and knocking on doors.

Company 2
New York and Paris

Sales and Marketing Director
 February 2003 – August 2005
· New company. Began a detailed study of the U.S. market and utilized information to create potential sales targets and dynamic marketing plan.  
· Co-wrote the business plan that initiated company start-up. 
· Responsible for sales negotiations with top accounts.
Company 3
    New York, Paris, and Luxemburg

Sales Consultant
September 2001 – July 2002
· Undertook a market survey and determined there was great sales potential in the U.S. 

· Determined appropriate prices, sales goals for profitability and growth, risk coverage plan, and payment processes. 

· Negotiated transport/distribution agreements for operations between Europe and the U.S. 

Company 4
Paris and Bordeaux

Sales Representative
July 1998 – March 2001
· Demonstrated a superior expertise in rapid market development. Prospected and created a solid portfolio of 60 new customers.  
· Organized trimester business workshops and networking activities which generated 20 new accounts. 
· Provided excellent service to customers, which led to high customer satisfaction scores, repeat business, and numerous referrals. 
· Consistently exceeded company sales and profit goals averaging 3 new customers a week.
Company 5
      Paris and Ohio

Sales Manager
   January 1994 – May 1998

· Brought in first customer.
· Secured 6 annual national contracts worth 1 millions dollars or more.
· Successfully launched sales in the Paris area, significantly boosting company revenue and profit, creating a shining example for new markets. 
· Led business development which included establishing new accounts, managing repeat business, and exploring new market acquisitions. 
· Developed a sampling process to demonstrate the technical efficiency of products resulting in a 15% increase in sales on sampled products.
· Cultivated and maintained an exemplary relationship with clients, ensuring strong loyalty, repeat business and referrals.
· Selected, recruited, trained, and coached 10 salespeople. Organized “Field Observation Day” to demonstrate best sales elements.   
· Presented with the President’s Club Award – European Sales. 
Company 6
Paris

Sales Area Representative
       January 1991 – December 1993 

· Built excellent business relationships and solid networks.

· Designed and implemented displays to increase overall sales and profitability.

· Managed operational marketing budget (5% of sales). 

Education:

CNAM University, Paris, France, 2000

Diplome d’Etudes Superieur Economique (Masters in Business)
BTS, Paris, France, 1990

Sales Degree

OTHER:

· Fluent in English, Arabic and French.

· Willing to relocate.

