     Tarek Mahmoud Abdel Monem             
Mobile: +009717924076
Email : tm014452@gmail.com  
 Objective

I look forward to a professional environment, which encourages continuous education and development of its employees, which I can interact and work efficiently in a dynamic atmosphere to prove myself, build-up a top notch career and attain a key managerial position to take part in shaping the organization’s strategies.
Education

· 2007 - Bachelor Degree, Faculty Of Commerce, Ain Shams University 

Major: Accounting 

· 2002 - Badr Language School, Cairo, Egypt
Computer and Language Skills

· Arabic: Mother tongue
· English: Fluent (writing and speaking)

· ICDL track: Operating system:  wind XP, Application system: Word, Excel, Power point, Access, Internet, outlook, IT.
Current Occupation
JobTitle
Territory Sales Manager

(April 2019 – Present)

DHL Express Worldwide, Dubai , United Arab Emirates 

· Handling Dubai Air Port free Zone (DAFZA) & Ajman 


Previous Occupation


Job Title
Territory Sales Manager (Oil & Gas Sector)

(Feb 2018 – April 2019)

DHL Express Worldwide, Muscat , Sultanate of oman.

Job Title
Territory Sales Manager 

(Dec 2016 – Feb 2018)

DHL Express Worldwide, Doha, Qatar
· Manage and develop a portfolio of prospects and existing customers through building a strong customer relationship to ensure that customers’ needs are recognized and met.

· Establish customer agreements and ensure and that pricing guidelines are always applied and profitability targets for customers are met. Ensure that customers’ prices are reviewed on regular basis and whenever any discrepancy arises between actual and promised volumes a re-negotiation takes place.

· Develop and implement an approach to secure competitors and prospects business in the shortest time possible. Establish Prospects pipeline to support this approach and target them accordingly.

· Exploit all new opportunities from existing and potential customers (prospects) ensuring a maximum penetration of DHL in assigned territory.
· Develop and implement a personal sales plan and call cycle that incorporates initiatives for identifying and gaining new business and maximizes growth of existing customers to achieve the individual sales (volume and profitability) targets.

· Manage all customer-related information by communication to the selling team around specific customers as well as in sales systems so that other DHL staff can access customer and territory information.

· Monitor customer performance, loyalty and satisfaction to measure success, business fluctuation and possible business at risk. Take appropriate corrective action internally and/or with the customer.

· Promote DHL brand image and values through own appearance and behavior so that it reflects DHL high standards and develops customers’ relationship.
Job Title
Tele Sales Executive

 (Feb 2016 –Dec 2016)

DHL Express Worldwide, Doha, Qatar
Job Description:
· Maintain a regular call cycle to existing DHL Customers to build strong, multi level relationships within the company to maintain existing DHL sales revenue as customers continue to trade.

· Probe, question and understand completely the customers needs and requirements to understand where DHL’s service offering can add value to the customers business.

· Identify potential, negotiate and persuade accordingly existing customers to maximise their use of DHL’s services to generate additional sales revenue from existing customers.

· Source and action new business leads and persuade potential customers to utilise the DHL services to generate additional sales revenue from new customers.

· Monitor credit issues and liase with Finance Department and be aware of issues with no payment and take action where necessary to ensure Outstanding money is collected.

· Update and maintain call details on COMET, ensure appropriate IBS forms are updated so that all information is accessible for future reference and monitoring.

· Take ownership of service failures and ensure the correct person resolves the issue so that all customer complaints and problems are handled quickly and efficiently.

· Analyse figures and reports and spot trends and identify issues and take appropriate action where necessary to maximise revenue by addressing issues early.
Recognitions
· DHL Express Qatar Sales of the year 2016
Job Title
SME Sales Executive  

(August 2015 –Jan 2016)

DHL Express Worldwide, Doha, Qatar
Job Description:

· This position requires hunting new SME customers in given geographic territory. Monthly 20 new sign ups (FTB).
· Manage a portfolio of customers and potential customers via personal sales visits, using face to face contact to provide a ‘personal service’
· Develop daily customer call cycle (Planned and Unplanned Maintenance) to secure committed orders with new and existing customers and gain any competitor held businesses to ensure that individual agreed targets are achieved.  This call cycle is to be created annually, reviewed quarterly and updated on a monthly basis
· Build a strong client relationship to ensure that the account performs and grows to its maximum potential, reducing attrition rate and minimizing opportunities for competitors to gain business
· Conversion of qualified leads into customers (First Time Buyers) and develops and cross selling into existing accounts.
· Act as the customers’ main point of contact, by liaising closely with the relevant departments within DHL to ensure that their queries, problems or issues are dealt with appropriately
· To continually develop knowledge of DHL’s products/services and general commercial awareness in order to provide the best possible solutions to the customers.
· Ensure co-operation with other members of the sales team and throughout the sales force
· Ensure all customer agreements are cost sensitive so as to ensure a suggested minimum pricing tariff is set and adhered too.  Any deviations from this tariff require management’s agreement and justifications.
· Develop a working relationship with the relevant support departments e.g. Operations, to ensure they are kept up to date with all issues relating to customers.  All non-sales activities or diversionary activities should be handled by Sales Admin Support or Customer Support Executives.
· Meet regularly with the Marketing and Sales management to evaluate the personal sales plan/strategy so as to ensure that the required revenue and shipment results can be achieved.
    Job Title 
    Sales Lead Qualifer
   (October 2014 –Augest 2015)

   DHL Express Worldwide, Doha, Qatar
Job Description:

· Maintain a regular call cycle to existing DHL Customers to build strong, multi level relationships within the company to maintain existing DHL sales revenue as customers continue to trade.

· Probe, question and understand completely the customers needs and requirements to understand where DHL’s service offering can add value to the customers business.

· Identify potential, negotiate and persuade accordingly existing customers to maximise their use of DHL’s services to generate additional sales revenue from existing customers.
· Source and action new business leads and persuade potential customers to utilise the DHL services to generate additional sales revenue from new customers.

· Update and maintain call details on COMET. (55 calles per day)

· Responsiable of the FTB campaign , preparing commissions for all the company employees.

    Job Title 
    Key Accounts Executive

    (April 2012 – October 2014)

    DHL Express Worldwide, Doha, Qatar

Job Description:

· Provide a high level of customer service and professionalism taking into account the consideration that all DHL customers have an express requirement and are looking for instant and immediate action.
· Follow customer service procedures as outlined in the manual to comply with the ISO procedures and safe working practices.
· Pro-actively monitor and track client shipments to ensure expected or agreed transit times are achieved.
· Liaise with Sales staff and ensure services are being provided in-line with customer and Executive Desk requirements.
· Report, evaluate and investigate recurring operational problems that are highlighted through traces and then direct the information accordingly for corrective actions to be taken.
· Maintain accurate records of the Executive Desk activities and prepare statistical monthly reports.
· Ensure that all traces are action in accordance with Network Standards.
· Visit all your Key Account Clients at least twice a year in order to strengthen relationships and customer rapport.

· Highlight opportunities and suggest solutions to improve DHL’s procedures, technology and service so that DHL can provide continuously universally high level of service to all customers.
· Work effectively both individually and as part of a team to achieve both individual and department goals and objectives and strive consistently to promote a positive team spirit.
· Maintain a thorough knowledge of all departments, DHL network, products and services so that customers are provided accurate information on pricing, transit times, clearance delays, custom paperwork requirements, packing, accounting and sales queries with confidence at all times.
· Handle 23 Key customers out of 50; the major customers in Qatar such as  Qatar Shell , Al-Jazeera Media Network, The USA base (MEDLOG), Qatar National bank, General Electric (GE) and Qatar Electronics system.

Recognitions
· Center of Excellence 2013 

· MENA CS of the year 2013 
· DHL Express MENA & SSA employee of the year 2014
    Job Title 
    Customer Service Advisor                                    

    (August 2008 – March 2012)

    DHL Express Worldwide, Cairo, Egypt

Job Description:

· Handle customer complaints, special requests and shipment’s problems.
· Respond to all tracking and tracing inquires received by the Customers by using 
· Provide real time shipment status information through shipment inquiry module, e-mail and internet. 
· Assisting new colleagues in all inquiries belong to the system and the shipment’s tracking.
· Responsible for handling all issues arises for outbound or inbound shipments within transit until              successfully reaches the receiver side.    
· Respond to all incoming telephone calls, in accordance with DHL telephone   behavior procedures.
· Interact with customers in a friendly and professional manner.
· Help to define and deliver DHL’s services to existing and potential customers
· Investigate and resolve service issues and/or products’ problems
· Provide technical support to customers using maintenance procedure based on the company                                                    products.
· Keep records of customer interactions and action taken including – transactions, comments, and                        inquiries and complains.

        Recognitions
· Employee of the Month Award for the month of August 2009.

      DHL Courses 

Deutsch-post worldwide courses and learning program:

· Progressing through the Complex Sale  

· Conquering Conflict through Communication 

· Problem Solving by Generating Alternatives 

· Using Feedback to Improve Team Performance 

· Coping with Criticism and Feedback  

· Overcoming Internal Customer Service Problems 

· Overcoming Difficult Service Situations 
Personal Data

· Address in Cairo: Street 17, Piece  5155, Mokattem city, Cairo, Egypt
· Address in UAE :  Dubai Silicon Oasis , Platinum Residence 1 , 2nd floor Apart 211
· Date of birth: 8/9/1985 

· Nationality: Egyptian 

· Marital Status: Married 
· Military Service: Exempted 
· Car & license : Available 
References: Available upon Request
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