Personal Information:

Name


: Mohamed Helmy Ibrahim
Date of Birth

: 12-2-1985
Mobile


:+965_ 60067048
Marital Status

: single  
Religion


: Muslim
E-mail


: h_helmy@hotmail.com

Education:

· Bachelor of Social Work from the University of Alexandria 2013
Language Skills:

Arabic

English


PROFESSIONAL COURSES :

· ICDL
· Customer Service
· Seals & marketing  
· AUTOCAD   2D
EXPERIENCE:

· Egyptian Company for Car Trading
· Customs clearance at the port of Alexandria
· Al Rajhi Company for General Trading and Contracting
· AL SAYER COMPANY-TOYOTA  as sales executive 
Vehicle sales toyota
Career Objective

Eager to work for a leading organization as car salesman, utilizing my extensive knowledge and experience in working with clients, to accomplish my ambition of succeeding as an integral part of the company through increased car sales.
----------------------------------------------------------------------------
AUTOMOTIVE SALES PROFESSIONAL
Dynamic sales professional with experience boosting organizational profitability and performance through high-impact sales. Client-centric approach with inside and outside sales expertise. Notable success building rapport, analyzing customer needs, and overcoming challenging obstacles. Consistently exceed challenging sales objectives. Willing to relocate. Areas of expertise include :

· Complex Problem Solving



       Deductive Reasoning   
· Conflict Resolution




  Customer Loyalty

· Active Listening




   Persuasion

· Negotiation




· Sales Cycle Management Team Building/Leadership

· New Product Introduction



   Revenue Growth
· Consultative Sales

 Key SKILLS, core competencies
· Good sales skills – Effective, persistent negotiator determined to close sales deals and increase sales. Independently sets personal goals and deadlines to reach sales targets.

Skills:

· listening to customer requirements and presenting appropriately to make a sale   .
· maintaining and developing relationships with existing customers in person and via telephone calls and emails;

· cold calling to arrange meetings with potential customers to prospect for new business;

· responding to incoming email and phone enquiries;

· acting as a contact between a company and its existing and potential markets;

· negotiating the terms of an agreement and closing sales;

· gathering market and customer information;

· representing their company at trade exhibitions, events and demonstrations;

· negotiating on price, costs, delivery and specifications with buyers and managers;

· challenging any objections with a view to getting the customer to buy;

· advising on forthcoming product developments and discussing special promotions;

· creating detailed proposal documents, often as part of a formal bidding process which is largely dictated by the prospective customer;

· liaising with suppliers to check the progress of existing orders;

· checking the quantities of goods on display and in stock;

· recording sales and order information and sending copies to the sales office, or entering figures into a computer system;

· reviewing your own sales performance, aiming to meet or exceed targets;

· gaining a clear understanding of customers' businesses and requirements;

· making accurate, rapid cost calculations and providing customers with quotations;

· feeding future buying trends back to employers;

· attending team meeting and sharing best practice with colleagues
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