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SALES MANAGEMENT 
Dynamic, Self Motivated sales management professional with an MSc and 17 years of experience driving rapid business growth, competitive market share expansion, and forging customer loyalty. 
Adept at identifying and cultivating business opportunities to propel the organization to the top-tier of its industry. Motivational management style with a history of building high-performance teams. looking for challenge, growth and being a part of the Success Story
 AREAS OF COMPETENCE
	· Business Acumen
	
	· Management By Objectives

	· Executive Negotiation
	
	· Sales Channels Development
· 

	· Competitive Market Growth
	
	· Target Account Selling (TAS)
· 

	· Sales Training & Team Leadership
	
	· Marketing Activities planning
· 


PERSONAL INFORMATION
	· Name:
	  Mohamed S. Ali   

	· Language:
	Arabic (Native) & English

	· Age:
	   39


PROFESSIONAL PROFILE
(  Sales Manager      


             


                12/2000 – Present
Hoshan Co. Ltd., Jeddah, KSA 
Dominant market player and exclusive franchise operator for over 75 most recognized international brands.
Assumes full responsibility for sales quota achievement, strategic planning and development, sales channel development, P&L, Budget, forecast, sales, team building, ongoing training and KPIs, marketing plan, brand Recognition, operational and contractual aspects, DSO and collections..
Responsibilities & Experience: 

· Create Business Development Strategy in consultation with the Managing Director and implement through tactical plans to meet agreed targets (volume and value).

· Meet assigned revenue targets by generating business from new and existing clients.
· Support developing, and pricing proposals, and oversee the submission of the packages.

· Development of the new business lines and markets and present business case/plan to senior management for approval and implementation.

· Effective lead generation of credentials, pitch, maintain and build active pipelines.

· Direct and monitor marketing activities, mapping competitors, and trendsetter.
Selected Achievements: 
· Successfully Developed a strategy that resulted in reversing negative business growth, and boosting sales turnover within less than 2 years while maintaining one of the highest profits.
· Boosted wholesale channel sales revenues by 350% in 12 months only. 
· Rebuilt wholesale business and generated 75% of the company revenues in this segment for a three consecutive years [2005-2008] with the best business terms.

· Directed over 170 successful marketing activities including trade shows, seminars, and promotional campaigns to promote PR, brand awareness, and lead generation. 
· Achieved or exceeded sales target for 11 consecutive years, despite market circumstances.

· Successfully achieved Brand Recognition strategies to shift from market segmentation to brand recognition state of mind. Increased product range from 4 to 25 within 2 years.
· Achieved an average revenue growth of 25% and profit margin of 31.4% along 10 years.

· Recruited, trained & coached 60+ salesman on Knack of selling, consultative selling, product knowledge, developing proposals and presentations, and closing best techniques.  

· Tripled salesmen individual turnover by adopting and implementing solution-based training programs that transformed salesmen from order takers to sales consultants.
· Expanded customer base while maintaining excellent client rapport, despite intense market competition.
· Constantly achieved one of the highest profitability in a highly competitive market adopting managing accounts for profit, and focusing on service sensitive customers.
· Reduced and maintained Average Collection Period from 180 to 40 days.
· Identified and capitalized emerging business ventures e.g. Managed print services and blanket contract to propel the company to the top-tier of its industry. 
· Acquired & maintained  400+ lucrative accounts spanning different industries e.g.
	· Banking (NCB, Aljazira Bank, G4S)
	· Semi Govt. (Saudi Airlines, SCECO) 


	· Construction (Binladen, Almuhadeb)

· 
	· Government (KFSH, GACA, MOH) 

· 

	· Groups (ALJ Group, Dallah)

· 
	· Education (KAAU, MOE., KAUST)
· 


· Achieved 95% employee retention, by creating a driven, engaged workforce environment.
·   Increased company market share by transforming competitors to loyal distributors.
·   Conducted  Sales & Marketing strategies that converted competitors to business partners.
·   Coordinated ongoing training sessions to educate clients and wholesalers on products features and operations.  
·   Saved the company SR 2.5 million of contract penalties. 

·   Effectively converted loss-making contracts to profitable.

·   Acted as trusted Subject Matter Expert (SME) to the company leaders, conveying key competitive analysis and market data to inform strategic planning and marketing.

( Sales Manager





                  

            2 /1997– 12 /2000
Technology light Co., Riyadh, KSA
Full responsibility for quota, P&L, Budget, Forecast, Expenses, KPI's performance, Operational and contractual aspects, DSO and collections.

  Selected Achievements: 

·   Successfully negotiated and closed a groundbreaking 6-year, SR. 6.5 million agreement with the Saudi directorate of post offices that increased revenue for by 300%. 
·   Generated SR. 8.4 million from a new business in less than 2 years.
·   Overachieved sales target constantly for four consecutive years.
EDUCATION & PROFESSIONAL DEVELOPMENT 
MBA, Major in Marketing [2009], Orlando Univerity, FL, USA
Bachelor  (Hons), Computer Science [1996], Sudan University of Science & Technology, Sudan 
TRAINING extensive courses in the following
	· Strategic Marketing
	· Customer Loyalty

	· Key Account Management
	· Consultative Selling Skills


Extensive training and experience in organizational change management (OCM) received by pioneering consulting company, including Wipro, Deligata, and Philadelphia.
AWARDS AND RECOGNITIONS
· Award & certificate of appreciation KonicaMinolta Top 100 club, recognition of performance.
·  Award & certificate of appreciation: Sharp sales champion year 2009.
· Certificates of achievement from key accounts e.g. Ministry of education, Saudi Electricity Co., King Faisal Specialist Hospital.
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