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Address: Lebanon, Beirut, Tarik El Jadida, Hamad Street. 
Mobile: +9613 085 877

D.O.B: 14/03/1993
E-MAIL: ayasoleiman@gmail.com
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PROFILE
With more than 8 years’ experience in the sales field in so many diversified industries - I came to realize that it is only your identity, and the way you communicate with people what matters. 

Customers buy for emotional reasons, and then they justify with logic. 

The more influence and value you show your client, the more chances for a successful deal!
EXPERIENCE 
SUITSHUB








 Feb 2019 – Present

Founder / Business Development Manager
· The Core partners to NASP – National Association of Sales Professionals 

· Taking on the challenge to let sales people be aware of an international certification

· Handling budgets, forecasts, sales plans, & Sales Strategies

· Expanding to new markets

EDM









Aug 2017 – May 2019

ERP Business Consultant (Senior Account Manager)
· Reporting directly to the Managing Director, and head of Microsoft Business Suit

· Initiating a long term relationship with potential customers

· Negotiating offers and closing deals

· Promoting and expanding EDM’s clients pool

· Participating in Business Development through working with enterprises that might support EDM’s market share, and opening up to new markets. 
· Following up with clients, and providing support in case of having an issue in the system
· Training new joiners on EDM’s products and ERP solutions from non-technical aspect
· Presenting Microsoft in a professional manner, and EDM’s Partnership 
· Initiating and launching Seminars specialized in EDM products

· Creating and enhancing EDM brand in the industry

· Managing the Clients account from initiating contact to closing deal and going live

· Managing Presales consultants and customer service officers in their relationships with the clients, and making sure that job is being done as client request

· Planning and executing sales plans to increase sales 

· Forecasting sales target/quarter and reporting to higher management analytics

serVme Co








 Sep 2016 – July 2017

Senior Sales Associate
· Reporting directly to the CEO about the sales progress in Lebanon
· Cold Calling to expand the horizon of customers

· Meeting with customers indoors or at their venues to demonstrate the product

· Maintaining long lasting relationship to sustain client satisfaction

· Following up with clients to solve any essential request for their continuous benefit and serVme’s growth 

· Collaborating with internal teams (e.g. sales, developers, senior management) to address customers’ needs

· Serving as the lead point of contact for all customer account management matters

· Negotiate contracts and close agreements to maximize profits

· Ensure the timely and successful delivery of our solutions according to customer needs and objectives

· Develop new business with existing clients and/or identify areas of improvement to meet sales quotas

· Preparing proposals for clients

· Following up on collection and customer service whenever needed

· Monitoring and reporting market research with relevant information

· Participating in all business development meetings

Formatech Business Division





Sep 2015-June2016

Account Consultant 

· Expanding our horizon of customers

· Meeting with customers in Formatech Business Division premises or in the customers’ premises; Customers could be individuals or people working in organizations

· Maintaining personal relationships with customers to build long lasting business relationships

· Insuring the overall maintenance of the customers’ database

· Preparing proposals for clients

· Achieving sales targets; 

· Issuing invoices for individuals and/or organizations

· Self-Development

· Researching

· Monitoring and reporting on market and competitor activities and providing relevant reports and information

· Insuring alignment with Organization’s vision

· Participating in all business development meetings
· Maintaining open communication with all departments

· Consulting Key personnel Decision makers in the training needed to best enhance their employees’ skills. 


bank med 








Mar 2015-Jul 2015

Outbound Telemarketer- sales
I am responsible for performing up to 100 calls per day within different projects (sales and non-sales phone calls). As a project owner, I distribute leads to other agents, prepare daily, and cumulative report with deep analysis to give concrete and clear outcome. I am also responsible of sales approach to sell the bank’s services, products within daily targets. 
EDUCATION
Bachelor Degree of Science in Business Management


Oct 2011 - Sep 2014

American University of Science and Technology - AUST


Senior Project: The Impact of Leadership on Change Management – Graduated with Honors

CERTIFICATES
English Competency






Michigan University 2011



Business Communication






ACT Leaders 2013



Emotional Intelligence & Body Language 




ACT Leaders 2014

Straight line Selling and Influence



Formatech Business Division 2015

Creative Problem Solving and Decision Making

Formatech Business Division 2015

Microsoft Customer Relationship Management Training

            Microsoft UAE 2018

CPSP – Certified Professional Sales Person




            NASP - 2019

SKILLS
Complete command of Microsoft Office software and operation

Ability to respond positively to sensitive complaints and to act professionally in critical situations


Internet savvy 

Strong interpersonal and communication skills

Negotiation Skills & building Raport

REFERENCES 
Available upon request.
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Dedicated to your Success ~








