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D A N I E L    L I T A N I
CAREER OBJECTIVE
A rewarding challenging position offering personal growth, self-motivation and responsibility, that will capitalize into a successful sales/marketing and management experience.
FOCUS ON
□ Management of  teams of diverse backgrounds to achieve set targets

□ Sales Management, specifically in the area of Pharmaceutical  products

□ Development and adaptation of  innovative Marketing strategies to different 

environements     


 Sales Director,Lebanon                                                                                  Oct2017- till present
 Property Finder-Beirut Lebanon
My Key responsibilities include:
       . Setting all sales KPI’s as well as market strategies to be implemented

       .  Coach and manage 21 sales people through joined visits,objectivies setting,

          Annual appraisal performance.

        .  Plan&manage all marketing activities.

        .  Establish and maintain productive relationships with key influential customers.


Field Sales Manager, Lebanon 



                                        Jul 2015-Sep 2017
Pharma International - Beirut Lebanon
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  http://picpharma.com/
My key responsibilities include:

· Achieve the In Market Sales target
· Achieve the To Market Sales target

· Coaching of 16 Medical Reps through joined visits, objectives setting with annual appraisals on performance

· Establish and maintain productive relationships with key Doctors, Pharmacists and KOL for our business

Marketing Manager Coordinator - Egypt, Libya, Yemen & East Africa                   Jul 2014 - Jul 2015
Arwan Pharmaceutical Industries - Beirut Lebanon
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  http://www.arwanlb.com/  
My key responsibilities included:
· Coordinate all business related issues between Arwan and all distributor agents in the different countries we are registering in and exporting to.
· Conducting primary market analysis for potential new products. 
· Fully managing all Tender Business requirement and following up on their completion with all relevant department

Sales Manager 






                         Feb 2006 - Jul 2013
Bayer Healthcare, Consumer Care - Beirut Lebanon
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  https://www.bayercare.com/     
My key responsibilities included:      
· Achieve the In- Market Sales Targets and the IBT of the Country

· Achieve the To Market sales target
· Setting all Sales KPIs as well as Market strategies to be implemented
· Coach and manage 12 Medical Reps through joined visits, objectives setting, periodic objective reviews, annual appraisal performance.
· Plan & manage all marketing activities (Group meetings, Medical conferences, Pharmacies awareness activities, DTC, Congresses’ sponsorships planning, Medical journeys… etc. )
· Establish and maintain productive relationships with key influential Doctors and Pharmacists, MOH Connections & KOL potential for our business
· Prepare Sales forecast, customers’ offers, special deals, stocks, tenders
· Administrate tasks per the company’s Code Of Conduct in addition to the local laws
· Coordinate with the agents (Sales & Regulatory) to prioritize our products’ registration, with continuous training of the Sales force, special campaigns, daily orders & intelligence on new competitors 

Field Sales Supervisor

    
 



        Mar 2003 - Jan 2006
Fattal Holding, Nature Made Lab -  Beirut, Lebanon
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  http://www.naturemade.com
My key responsibilities included:
· Achieve Sales and Market share targets, ensuring products evolution objectives
· Effective field supervision and coaching of representatives to ensure that

Key selling messages are adhered to, and product strategies are implemented
· Monitor and evaluate the performance of the overall Sales team and the individual members versus set plans with other performance metrics per agreed objectives.

Senior Medical Representative                                                                                 Mar 1999 - Mar 2003
Fattal Holding, Nature Made Lab - Beirut, Lebanon
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   http://www.naturemade.com

Medical Representative                                                                                                Feb 1997 - Feb 1999
SPEPHAL Laboratories - Beirut, Lebanon

http://www.medicagroup.com
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EDUCATIONAL BACKGROUND  

    □ 2017                          Doctorate In Physiotherapy, Université St. Joseph (USJ)
`
                                           (DPT| Doctorat D’Exercise En Physiotherapie)

              □ 1996       
B.A. Science And Physical Therapy
                             
L.U. Lebanese University
              □ 1993       
Biology
              □ 1991 

          Lebanese Baccalaureate, Collège Des Rosaires
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 COURSES/ TRAININGS

□ Communication & Value 



□ Coaching Workshop

□ Negotiation Skills 




□ Business communications
□ Advanced Selling Skills 



□ Managerial skill
□ Managing change 




□ Leadership Coaching

□ Negotiating 





□ Time Management Fundamentals

□ Advanced Sales Strategies 



□ Sales & Marketing Practices
□ Sales Planning & Category Management                 □ Business Management Excellence
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 LANGUAGES
□ Arabic  

□ French

□ English 
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 REFERENCES   
  Dr.Jacques Choucair-ID,Dr.Nancy Moufarej-Derma,Dr.Carla Irani-Allergo  .
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