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Phone: 71 612 410 Email: sbawab961@gmail.com


Business Development Manager | Sales Executive
Qualifications Profile

Highly accomplished, results-driven, and multifaceted professional with broad-based experience in product offering management, account administration, and new business development within the technology field; coupled with expertise in lead generation, product sales, strategic planning, and employee coaching. Known for unparalleled work ethic and proven ability to introduce products by delivering informative demonstration, while securing business deals and transactions and establishing long-term, strategic relationships with key customers and partners to identify opportunities, maximize client base, and gain repeat business. Articulate communicator; bilingual in English and Hungarian.
Areas of Expertise

Territory Sales Management | Account Development | Digital Products and Service Management |     Mobile App & Web Solutions
Cold Calling | Solution Selling | Customer Support | Resource Management | Revenue Growth | Process Improvement
Professional Experience

Carpolo (  Beirut, Lebanon  (www.Carpolo.co)
Senior Consultant 
Career Highlights:                                                                                                                                                               April 2019-Present
· Spearheading the international sales effort by establishing relationships with top companies in the Middle East, Europe, and United States. 

· Scheduling (3) discovery / needs assessment meetings a week with new clients and providing demos of the Carpolo mobile app and web solution 
· Securing (2) new clients a month and generated $20,000 in revenue for the company so far
· Building target lists of contact from large telecom,   that include CEO’s, Directors, CSR Managers
· Acting as the main point of contact for all current client needs and issues

· Developing and executing multiple outreach that include customized email templates, phone scripts, and LinkedIn Inmail messaging

· Attending large industry conferences representing the Carpolo and gathering leads for new business opportunities 

· Managing all social media channels by creating, curating and scheduling content leveraging tools like Feedly, and Buffer
· Working closely with the technical team (developers, designers, QA testers) to solve our client’s unique challenges by providing recommendations.

OMNI Systems (  Cleveland, Ohio  (www.Omnisystems.com)
Business Development Manager       
Career Highlights:                                                                                                                                                               Jan 2019-March 2019
· Lead cold-calling effort by making (30) prospective calls daily to decision makers at some of the largest companies in the United States

· Developed and executed various outreach strategies for all sales reps that included effective email templates, phone scripts, and LinkedIn InMail messaging

· Sent (50) emails a day with a 70% response rate
· Booked (5) discovery meetings a week with new prospective clients via Skype, GoToMeeting, or conference calls

· Built targeted lists of companies / contacts from a handful of verticals that included consumer goods and retail, financial, technology (hardware), healthcare, and logistics  

· Met with the Director of Sales each week and the rest of my team to share updates from current clients, prospects, new leads, as well as advise on best practices moving forward 

· Brought (4) new U.S based clients to OMNI Systems that included deals that ranged from $25,000-$150,000 
· Acted as the main point of contact and liaison and the client and the technical team to ensure all requirements were being met

· Implemented a successful social selling strategy by leveraging platforms such as Facebook, LinkedIn and Twitter to build my lead funnel 
42connect (  Cleveland, OH (www.42connect.com)
 Business Development Manager       
Career Highlights:                                                                                                                                                               March 2018-Oct 2018
· Managed (5) client accounts that included Moen, Nestle, The Original Mattress Factory and Caruso’s Coffee 
· Added (3) new clients to 42connect’s existing client base by leveraging my personal and professional network to gain commitments from each business owner & marketing director

· Successfully planned and executed a Lunch & Learn and Morning Mingle event which included a live website audit of a registered participant. These efforts also generated (1) new client per event.

· Regularly attended networking events, conferences and industry focused seminars which included generating my own leads from each event.
· Created standard outbound strategy for acquiring new clients by working closely with the owners, and top managers that included 
Vectorform ( Royal Oak, MI  (www.vectorform.com)
New Business Development Manager
Feb 2017–Feb 2018 
Career Highlights:
· Teamed up with discipline leads in generating new business opportunities and driving growth of existing accounts

· Maximized opportunities with a large real estate investment trust that invests in shopping centers based out of Michigan with 12 additional malls branches across the world by delivering effective assistance with the new design and development work for current iOS application

· Provided accurate response to an RFP while facilitating on-site visit and closing project deal worth of $65K to $200K that led to long-term partnership with high-profile clients
· Successfully secured a $20K 3-day Web Discovery Workshop deal with a group, that led to the development and launch of a customized e-commerce site for the construction and heavy machinery industry
· Administered and reported billing updates weekly; generated internal weekly status reporting and timely status reporting to clients
Tegrit ( Livonia, MI  (www.tegrit.com) 
Senior Consultant | Account Manager
Jan 2016–Feb 2017
Career Highlights:
· Brought (7) additional clients to Tegrit's customer base which boosted revenue by $100K for the year
· Received appointments as the account manager for:

· Talent Management Division designed to source top talents for internal needs and service external clients in defining top talents in IT and Engineering fields in support to two business development associates and three recruiters; 

· Managed Services Division, focused on delivering outsourced IT services, including desktop support services, cloud consulting, virtual CIO, office moves, and help desk support 
· Trained and spearheaded a team of five business development representatives in attaining quota and closing four MMR client deals and two T&M engagements, which generated a total revenue increase of $100K
· Took charge of placing two engineering resources for a manufacturing company that drove $60K revenue growth, along with three IT resources for a healthcare company in Detroit which brought $50K increase in total revenue
Business Development Associate
Jan 2012–Dec 2015
Career Highlights:
· Contributed in winning bigger projects that drove significant growth to the company, while increasing staffing-level from 40 to more than 65 employees in 2013
· Supported the team in managing RFP response and demonstration for public employee retirement in Baltimore, Maryland, which led to a project award to Tegrit worth of $2.5M in a three-year project

· Earned transfer from a leadership role to re-seller position for OnBase product, supporting organizations with document management and Enterprise Content Management solutions

· Completed a one-week software sales training in 2013 and 2014 at Hyland Software’s headquarter in Cleveland, Ohio
Education

Bachelor of Science in Business Marketing, 2011 ( Ohio University, Athens, OH, USA
Dean’s List | GPA: 3.5
Coursework in Political Science, 2008 ( Cleveland State University, Cleveland, OH

Dean’s List | GPA: 4.0

Professional Development
Hyland Software On-Base Training | 2012; 2013

Inbound Marketing and Sales CRM, HubSpot Certifications | 2016; 2017; 2018
Selling Through Curiosity, Barry Rheins Sales Training | 2016
Activities 

Mentor, Mentorship Program, Michigan Women in Technology, Dearborn, MI | 2017–2018
Young Leader Member, Detroit Economic Club, Detroit, MI | 2015 – 2018
Member, Detroit Regional Chamber, Detroit, MI | 2015–2018

Member, Automation Alley, Troy, MI | 2014–2018
Technical Acumen
Atlassian Product Suite: Confluence and JIRA | Slack 
Quosal Proposal Creation Software | Salesforce | HubSpot | Microsoft Office 
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