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Erfan Abou Ltaif 
	Objective

	
	To establish product management and business development career with a reputable company that values a combination of proven IT sales, account and channel management, product development and relationship building skills. Willing to start a new challenge with a reputable telecomunication company.


	Summary of Qualifications

	
	
· [bookmark: _GoBack]Almost 13 years of experience in sales, channel management, business development and customer relationship building coupled with strong technical understanding in the Saudi Market.
· Excellent analytical and planning skills. 
· A team player.
· Strong negotiation and presentation skills in both English and Arabic.
· Effective skills in assessing needs of customers; planning and delivering effective presentations and demonstrations to high level executives for highlighting advantages of various products and solutions or professional services, qualifying opportunities; project management; assuring customer satisfaction. 
· Ability to understand client's business model, workflows, strategic objectives, pain points, and be able to provide solutions, products and services that meet expectations.
· Strong knowledge in IT security and Networking for both hardware and software solutions.
· Excellent communication skills.
· Ability to adapt with new challenges and changes.
· Work under pressures.
· Self-motivated.
· Strong knowledge in CRM and providing weekly updates and forecast. 
· Holding a certificate of course attendance for Project Management Professional.


	Employment History




Majid Al Futtaim/ Carrefour                                               June 2018 – May 2019  
                                                                                                            Lebanon
Sales Supervisor                       
                                                         
   ▪ Ensuring service excellence and customer satisfaction.
    ▪ Leading day-to-day order management with suppliers.
    ▪ Ensure updated system information and no out of stock items.
    ▪ Supporting team with tips on professional behavior, communication skills and how to
        build relationships with customers.




	
Exclusive Networks FZ LLC                                                       May 2015 – April 2017 
Riyadh, KSA  
Business Development Manager
 
Managing and developing Fortinet business in KSA with end users and through channel partners. 
· Achieve key Fortinet partners and end users in the region.
· Build revenue and non revenue business plans.
· Provide ongoing sales and technical trainings to channel partners to help with certifications.
· Build marketing plans to drive incremental sales pipeline and revenues with development funds.

· Partner with vendors' sales, channel and engineering teams to drive revenue growth within region.
· Provide geographic channel coverage for the region
· Carry quarterly and annual revenue targets.







Security Matterz                                                                      April 2010 – April 2015
                                                                                                            Riyadh, KSA  
                  
Sales Account Manager 

· Sales management for McAfee, Juniper, Websense, F5, Infoblox, Quest, PaloAlto, Clearswift, Xceedium, Cryptzone and GFI products and solutions covering Riyadh, Jeddah and Eastern Province supported with strong technical knowledge. 
· Understanding customers’ technical issues to enable the technical team to find a solution. 
· Developing and managing the creation of client-facing documents including proposals, presentations, and request for proposal (RFP) responses.
· Achieved the target assigned supported by long term relationships with new government, financial and private customers that wasn’t available as company’s references. 
· Worked on ISO 27001 projects successfully. 
· Closed many professional services projects including vulnerability assessment and penetration testing.  
· Sales Certifications in McAfee, Palo Alto and F5 products and solutions.     
· Weekly opportunities forecasting and qualification.  
· Focusing on the accounts that have gaps in security for cross sale.
· Well understanding of the competitors’ solutions.      









Symantec Security Services Holding Ltd.                            March 2009 – March 2010                                           Riyadh,KSA 
                                                                                                                                         
Channel Manager                                                                                      

· Managed 6 Symantec channel partners of different levels
· Built stronger relationships and improved Symantec’s image with the managed partners
· Introduced new partners into the Symantec partner program and managed their on-boarding process                                      
· Participated in improving the channel engagement process
· Created training and enablement plans for Symantec Partners
· Helped the partners to produce strong and effective channel pipelines through lead generation activities.
· Increased the Symantec business through my managed partners by 41%. 
· Leading and managing the partners and customers training delivery programs in Saudi Arabia and UAE. 
· Symantec Sales Expert SSE. 

 

February 2008 – February 2009
	
	Symantec Security Services Holding Ltd.          

Sales Coordinator  

	                             Riyadh, KSA


	
	· Provided sales support for named accounts in banking and telecommunications sectors.
· Participated in account strategy and planning
· Managed account forecasting, opportunity qualification and planning. 
· Created a homogeneous sales process involving the combination of presales involvement, sales coordination, solutions proposals, post sales and professional services coordination with project management.
· Attended high level customer meetings with the Symantec Account Managers.
· Well understanding of the competitors’ solutions. 



		
	Arabic Computer Systems (ACS)/ Arabsoft                                             
	           February 2007 – January 2008
Riyadh, KSA


	
	Account Manager

	

	
	· Managed the sales responsibilities for the governmental, educational, banking and private sectors for Microsoft and Symantec products and solutions. 
· Established Strategic long term relationships with new customers.
· Managed delivery teams for design, development, and implementation for several enterprise and medium projects for major customers.
· Researched & wrote sales proposals and delivered strategic product and solution presentations to high-level executives that resulted in secure orders.
· Sold and managed solutions involving software and services for major new government accounts like King Saud University and Ministry of Telecommunications and for private companies such as Saudi Oger Ltd and municipalities that wasn’t in the company’s portfolio resulted in large dollar value contracts.
· Cultivated positive client-centered relationships to grow more repeated business and produce substantial growth in sales.

	
	· Achieved 106% of the yearly target, including a 200% in the last quarter, with above the average margin and ranked 3rd among ACS sales achievers. 
· Collected all invoices that were more than 90 days old that contributed significant values.
· Holding Microsoft certificate in security initiative sales.

	

	
	BS – Telecommunication Engineering
	2002 - 2006

	
	
Lebanese International University (LIU)
	Beirut, Lebanon

	
	


	

	
	Date of birth: 16 July 1984                           Languages: Fluent in English and Arabic  
Nationality: Lebanese, Brazilian                                   





	Arabic Computer Systems (ACS)/ Arabsoft                                             
	           February 2007 – January 2008
Riyadh, KSA


	
	Account Manager

	

	
	· Managed the sales responsibilities for the governmental, educational, banking and private sectors for Microsoft and Symantec products and solutions. 
· Established Strategic long term relationships with new customers.
· Managed delivery teams for design, development, and implementation for several enterprise and medium projects for major customers.
· Researched & wrote sales proposals and delivered strategic product and solution presentations to high-level executives that resulted in secure orders.
· Sold and managed solutions involving software and services for major new government accounts like King Saud University and Ministry of Telecommunications and for private companies such as Saudi Oger Ltd and municipalities that wasn’t in the company’s portfolio resulted in large dollar value contracts.
· Cultivated positive client-centered relationships to grow more repeated business and produce substantial growth in sales.

	
	· Achieved 106% of the yearly target, including a 200% in the last quarter, with above the average margin and ranked 3rd among ACS sales achievers. 
· Collected all invoices that were more than 90 days old that contributed significant values.
· Holding Microsoft certificate in security initiative sales.

	Education



	BS – Telecommunication Engineering 
	                                                        2002 - 2006 

	Lebanese International University (LIU) 
	                                                        Beirut, Lebanon 



	
Date of birth: 16 July 1984                                                        
	

	Nationality: Brazilian, Lebanese
	


Fluent in Arabic and English
	Personal Information


Marital Status: Married 
