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Contact: +96176120130 | Email: J.cherfane@hotmail.com | Present Location: Beirut, Lebanon

SENIOR MANAGEMENT PROFESSIONAL | HEAD OF RETAIL SALES & SERVICES
Business Development & Sales ~ Retail Banking ~ Customer Relationship Management ~ Strategic Sales Plans ~ Product Development ~ Risk Management

Expert with 17+ years of hallmarked career manifested by vertical and horizontal movements in the career ladder and driving growth across industry verticals

High performance Sales & Marketing professional offering rich experience within the Banking and Travel & Tourism industry and demonstrated ability to oversee and supervise Retail Banking operations
PROFILE OVERVIEW

· Driven the management of bank’s retail budget activities, enhancing awareness of retail staff on loans selling and processing, ensuring allocation of credit to the right person, assisting RBD to overcome reasons of rejection, and monitoring whole sales department unit and sales networks of branches.
· Expertise in increasing branch portfolio, discovering sales opportunities, implementing business development activities, designing and introducing strategic sales plans, enhancing bank’s share in various segments, monitoring market developments and competitor activities, and handling launching and training on new products.
· Proficient in presenting new product’s proposal competitiveness, conducting studies on product’s launching period, reviewing retail product campaigns, reshuffling roles to enhance output, attaining sales targets, ensuring abidance of business processes with policies and procedures, performing yearly recruitment procedures, and executing long and short-term marketing plans.
· Experienced in reducing complaints, presenting reports to management, generating unit strategy and plans, managing direct sales teams, establishing fully functioning direct sales unit, acquiring salaried customers via joint venture with branches network, appraising subsidiaries’ performance and target achievements, and conducting direct staffing, training, and performance evaluations.
· Skilled in delivering sales presentation to key clients, assisting sales reps with relationship maintenance and negotiation and closure of deals, harmonizing liaisons between sales department and other units, generating periodic sales reports, comprehending customers’ requirements, promoting company’s product lines, and evaluating activities of competition products.
· Characterized as ambitious, courteous, and loyal hard-worker and quick learner, with ability to work for long hours under pressure, handle customer complaints diligently, and ensuring teamwork while handling uphill tasks.

EXPERTISE

	· Business Development & Sales
· Retail Banking
· Recruiting
· Portfolio Management
	· Business Planning
· Product Development
· Risk Management
· Marketing Strategy
	· Customer Relationship Management (CRM)
· Business Strategy
· Cross Selling  & Finance
	· Training & Coaching
· Strategic Sales Plans
· Team Management



CAREER REVIEW

[bookmark: _Hlk24234637]Creditbank, Lebanon  Head of Retail Sales & Services 	Since May 2013 
Responsibilities
· Managing activities related to the bank’s retail budget.

Al Ahli Bank of Kuwait, Kuwait  Head of Lending 	Jul 2008 to Apr 2013 
Growth Path
Head of Lending: Jul 2012 – Apr 2013
Head of Central Sales Unit: Jun 2009 – Apr 2013
Sales Manager: Jul 2008 – Jun 2009

Key Result Areas as Head of Lending
· Oversaw the awareness of all retail staff regarding the accurate method of selling and processing loans.
· Provided assistance in ensuring the allocation of credit to the right person.
· Coordinated closely with the RLU to assist RBD to overcome any reasons for rejection, be it a branch or CSU.

Key Result Areas as Head of Central Sales Unit
· Entrusted with the management of of the whole sales department unit and 3 branches’ sales network.
· Piloted the strategy and plan which resulted in a real increase in the branches’ portfolio.
· Discovered sales opportunities by means of attraction, expansion, and retention initiatives.
· Introduced business development activities to enhance awareness of the bank’s products and services.
· Designed and implemented strategic sales plans to accommodate retail goals.
· Sustained and augmented the market share in the Auto Loans, Personal Loans, Credit Cards, and Salary Accounts segments.
· Tracked the market developments and competitor activities, and initiated appropriate action based on comparisons.
· Streamlined the launching and training of any new product.
· Presented new retail product’s proposal competitiveness in the market.
· Conducted studies on the launching period of the product.
· Developed and reviewed retail product campaigns via exclusive offers.
· Reshuffled the roles, responsibilities, and people to deliver improved customer, sales, and operation activities.
· Acquired sales targets by directing, coaching, and controlling the activities of the sales team.
· Monitored the process of business generated subject to abidance with the bank policies and procedures.
· Carried out the yearly unit recruitment procedure.
· Designed and executed the long and short-term sales and marketing plans.
· Traced the monthly complain report and made efforts to reduce the number via monthly training meets.
· Presented weekly reports to the General Manager.
· Generated the yearly unit strategy and monthly plans.

Key Result Areas as Sales Manager
· Mentored a team of 30 staff and managed the entire Direct Sales Team.
· Set up a fully functioning Direct Sales Unit.
· Acquired over 10,000 new Kuwaiti salaried customers by steering a joint venture with the branches network.
· Oversaw and appraised the subsidiaries' performance and target achievement.
· Conducted direct staffing, training, and performance evaluations to develop and control sales program.
· Delivered sales presentations to key clients in coordination with sales representatives. 
· Met up with key clients, and assisted sales representatives with relationship maintenance and negotiation and closure of deals.
· Harmonized the liaison between sales department and other related units.
· Developed the periodic sales report showcasing the sales volume, potential sales, and areas of proposed client base expansion.
· Ensured thorough understanding of the customer’s requirements.
· Promoted the company’s product lines by means of presentations. 
· Monitor and evaluated the activities and products of the competition.

PRIOR EXPERIENCE

Jan 2007 – Jun 2008 as Assistant Sales Manager (Acting Sales Manager) with Burgan Bank, Kuwait
 
Jan 2006 – Dec 2006 as Senior Sales Officer with Bank of Kuwait & Middle East, Kuwait

Dec 2004 – Dec 2005 as Marketing Executive with Gulf Bank, Kuwait

Jul 2002 – Aug 2004 as Customer Sales Representative with Anastasia Travel Agency, Lebanon

CREDENTIALS

· Bachelor in Business Administration (Emphasis in Accounting) | NDU, Lebanon | 1999 – 2003
· Certifications: Certified Manager | Institute of Certified Professional Managers | Nov 2011 – Jun 2012
· IT Skills: Microsoft Office (Word, Excel, and PowerPoint), BEAM, RB, and OIS Bank software, MS Outlook, and Banks System

PERSONAL DOSSIER
Date of Birth: 3rd June 1981 | Languages Known: English, Arabic, and French | Nationality: Lebanese

REFERENCES
· Mr. Eugene Galligan: Acting General Manager, Boubyan Bank, Contact: +96597218853
· Mr. Stewart Lockie: General Manager, Al Ahli Bank of Kuwait, Contact: +965972726243
· Mrs. Hanadi Saad: Deputy General Manager, Creditbank, Contact: +96170607600

~ Verifying documents will be furnished upon request ~ 


