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  Name                  : Marwa Magdy Abdel Mohsen

  Date of birth      : July 11th 1987

  Marital Status   : Married
  Address              : 888 St, Saba Basha, Alexandria, Egypt.

  Telephone          : +201281000091 / +201220089990
  E-mail                : miraelasfahani@hotmail.com
  Driving License: Valid
Summary of Qualifications:
Working experience in Corporate sales and Retail channel at one of the top multinational company in the industry of telecommunications which enhanced my skills with strong insights in sales, marketing and business strategies; strong ability of working in diverse teams under different conditions and executing solid results while balancing to keep the quality of end target achievement.
Work Experience:
Senior supervisor, Corporate Sales /Regional Channel, Abou Ghaly Motors April 2019 – February 2020:
· Compile call lists by contacting prospects, identifying needs and establishing a good rapport with potential prospects.
· Research and identify competitors’ products, services, promotions and sales strategies.
· Work with executive team to create new strategic sales plans, process improvements, improved logistics, new projects and innovative tactics.
· Follow up on inquiries via email, internet forms, and phone calls to ensure customers have all the information they need in order to make an informed purchase.

· Arranging appointments via Internet Leads.

· Negotiate deals on buying and leasing automobiles to the satisfaction of both the customer and the dealership with an average customer satisfaction review score of 85 percent.

· Demonstrating vehicles to customers, including taking them for test drives.
· Educate customers on the features, options, and packages on a range of make and model of vehicles to assist them in making a purchase that fits their needs and budget.

· Reporting to the vehicle Sales Manager on activities, reviews and analyses.
Senior Specialist, Corporate Sales -Regional Channel, Commercial - Orange      
   November 2015 – March 2019:
· Drive new sales and new client acquisitions besides acting as a contact between clients and company.

· Own and grow client accounts by identifying their needs and provide solutions.

· Manage relations between business entities and customers; Develop and maintain account plans to establish forecasts and anticipated revenue streams.

· Evaluate and adapt new strategies to keep up with current business trends, as well as managing a portfolio of current enterprise clients.

· Build personal relationships and trust with the accounts points of contacts and work within governance processes to ensure the best customer experience is achieved.

· Provide solutions from the company product range that fit the clients requirements, Work with entire sales team on large strategic accounts.

· Act as an enterprise customer advocate to influence acquisition propositions and client base growth.

· Studying the market and gathering appropriate marketing intelligence information of the competitor’s accounts to ensure promoting the needed business solutions to win these prospects; provide feedback on market trends / competitor activity relevant to the company sales and marketing management.
 Corporate Stock keeper November 2012 – October 2015                                                             
· Manage stock replenishment on daily basis and require all needed stock from WH and Devices team to ensure safe stock balance.

· Distribute stock among Alexandria’s corporate account managers.
· Performing a quarterly physical count with finance department for commercial stock and company fixed assets. 

Customer Center Specialist for Orange September 2008 – December 2009            
· Actively listen to the customer to clarify service needs, develop trustworthy relation with customers.

· Solving problems in an efficient and timely manner, Suggest sales to customers by introducing products/services (especially new ones).

· Responsible for achieving the company sales target. 

· Increase sales force in order to increase the market share for Orange, achieve sales objective set by supervisor.

· Prepare contracts for new lines and process necessary documents accordingly, filing any contracts and forms needed in the shop. 

· Interacting with other departments for solving problems that cannot be solved through the shop.
Sales executive in Marketing and Sales at Fratelli Spa-Center Club - 2008.

Education:
· Faculty of Tourism and Hotels, Bachelor in Hotels Management Studies
      (Class 2008), Alexandria University.
· Overall Grade: Very good.

Languages:
· Arabic: Mother tongue.
· English: Fluent written, spoken and understanding.

· French: written, spoken and understanding.
Computer Skills:
· Excellent knowledge of MS office.

· Excellent internet research skills.

· Excellent knowledge of internet applications.
Skills:

· Direct sales experience.

· Customer service oriented.
· Cash awareness experience.

· Visual merchandising experience. 

· Ability to work under pressure. 

· Flexible & Adapting to changes. 

· Ability to demonstrate a positive, enthusiastic and friendly attitude.

· Excellent communication & negotiation skills.

Main Training Courses:
· Time management and Communication skills.

· Presentation skills seminar.

· International Computer Driving License (ICDL).
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