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Mobile: +961 76 441053
E-mail: alecco1313@hotmail.com


OBJECTIVE:
To join a company where my skills and experience can be effectively utilized for increased profitability and product sales volume; this can be done by developing a dynamic team and using my sales oriented skills in the best possible way to achieve the company’s sales goals and revenue.

PROFILE
	•	Strong relationship/team building skills.
	•	Fast learner and enthusiast with work experience gained in multinational and multicultural work environment (GCC market).
	•	Highly effective at delivering quality requirement documentation ahead of tight deadlines.
	•	Enthusiastic to take new tasks with broader scopes that would allow me to grow intellectually and professionally.

WORK EXPERIENCE:
Company: Provincial Group 
Service Period: September 2018 – present
Position Held: Executive Manager
Company Profile: Hotels, Restaurants and Catering Business
Reporting Line: Chairman

Responsibilities:

	•	Developed, implemented and managed business plans to promote profitable food and beverage sales. 
	•	Interacted positively with customers whilst promoting hotel facilities and services.
	•	Maintained a safe working and guest environment to reduce the risk of injury and accidents.
	•	Led and directed team members on effective methods, operations and procedures.
	•	Promoted a positive atmosphere and went above and beyond to guarantee each customer received exceptional food and service.
	•	Built relationships with customers and the community to establish long-term business growth.
	•	Improved customer service level
	•	Promoted the hotel brand through marketing campaigns and media
	•	Manage marketing campaigns and social media promotions
	•	In charge of on premises events (Restaurant facilities, Weddings and Events)
	•	Maintaining a constant business relation with the suppliers







WORK EXPERIENCE:
Company: GTA - HBG Group - Lebanon
Service Period: July 2017 – August 2018
Position Held: Business Development Manager
Company Profile: B2B Technology Solutions 
Reporting Line: Chairman - Regional Head Office - UAE- Dubai

Responsibilities:

	•	Initiating plan and strategies to ensure growth in the market place and achieve revenue based Individual Targets.
	•	Create and set yearly Incentive programs for the clients.
	•	Finalize and update database for all distribution channels.
	•	Expand the coverage of the online system in the market.
	•	Achieving an incremental business revenue of 20% year on year in 2018.
	•	Convert 10% from non-active clients to active clients in 2017.
	•	Grow client portfolio by 30% between 2017 and 2018. 
	•	Gathering and analyze market trend and communicate to higher management with necessary recommendations.
	•	Create product awareness by launching flyers / promotions / Awards / Creation of new market campaigns.
	•	Prepare and Conduct a monthly market feedback presentation for the Head Office.
	•	Negotiated prices, terms of sales and service agreements.
	•	Evaluated current service needs and product satisfaction levels with established customers.
	•	Plan Strategies with and coordinate with the higher management, accounting department and sales team to prospect and make sure all is implemented.
	•	Collaborated with account executives to penetrate new accounts, identify potential customers and coordinate product demonstrations.
	•	Created alternative business plans to improve customer relationships.
	•	Participate in International exhibitions related to product development.





Company: GTA KUONI- Lebanon
Service Period: July 2015 – July 2017
Position Held: Head of Sales
Company Profile: B2B Technology solutions and Business Development
Reporting Line: CEO – Head Office -  UAE- Dubai

Responsibilities:

	•	Implement and monitor the monthly sales plan and targets to ensure all points are action by sales department and their team.
	•	Collecting and collating competitor activity within the territory on pricing, promotional and other commercial initiatives and give feedback to maximize revenue and yield.
	•	Exceeding target and hitting budget by 11%. 
	•	Prepare and Conduct a market feedback presentation for the each quarter for the Head Office
	•	Created alternative business plans to improve customer relationships.
	•	Led sales forecasting, market trend evaluation and segment strategies.
	•	Negotiated prices, terms of sales and service agreements.
	•	Evaluated current service needs and product satisfaction levels with established customers.
	•	Plan Strategies with sales team to prospect and qualify potential customers within assigned geographic territories.
	•	Built relationships with customers and the community to establish long-term business growth.



Company: IHG Kuwait, Crowne Plaza and Holiday Inn Hotel, KUWAIT
Service Period: Apr. 2011 – July 2015
Positions Held: Senior Cluster Sales Manager
Company Profile: Hotels 
Reporting Line: Sales Director

Responsibilities:

	•	Maintain high market and sales visibility in the surrounding local and International community as appropriate
	•	In charge and maintaining on contractual basis Top Corporate accounts (General Electric , Schlumberger, ITT, Thales, Agility, EADS, Areva, Alstom, Somfy)
	•	Overlooking UAE accounts as well as in charge of planning and conducting Regional field sales trips for UAE, Bahrain and Qatar
	•	Study and plan for sales budgeting, sales forecasting, trading review and three years future plan
	•	Managing, coaching and training Sales Managers
	•	Create and implement exclusive Corporate and Business Packages for companies to acquire more market share and maximize revenues
	•	Reviewed operational records and reports to project sales and determine profitability.
	•	Planned and directed staff training and performance evaluations.
	•	Maintained knowledge of current sales and promotions, policies regarding payment and exchanges, and security practices.
	•	Supported the sales team in writing proposals and closing contracts.
	•	Analyze customer activity, business trends, and areas of concern.
	•	Developed and implemented creative, cost effective programme which increased client retention rates compared to the prior year.



Company: IHG Kuwait, Crowne Plaza and Holiday Inn Hotel, KUWAIT
Service Period: Jun. 2008 – Apr. 2011
Positions Held: Cluster Sales Manager
Company Profile: Hotels 
Reporting Line: Sales Director

Responsibilities:

	•	Conduct face to face sales calls
	•	Support and direction to all members of the sales department
	•	Design new programs and sales campaigns to develop additional sales from the various market niches
	•	Ensure the prompt and systematic servicing of all business accounts(i.e. tracing, booking, contacting, communicating with hotel departments and following up with group for feedback and future bookings) 
	•	Built relationships with customers and the community to establish long-term business growth.
	•	Oversaw sales forecasting, goal setting and performance reporting for all accounts.
	•	Monitored market activity and quoted pricing to maintain healthy profit margins.
	•	Negotiated prices, terms of sale and service agreements.
	•	Created sales contacts with on- and off-premise accounts.
	•	Trained peers and management team on internal system supports and implementation plans.
	•	Contacted regular and prospective customers to explain product features and solicit orders.
	•	Created proposals for new and repeat customer business transactions.





Company: Intercontinental Hotels Group, Doha- Qatar
Service Period: Oct. 2006 – Jan. 2008
Positions Held: Marketing Manager
Company Profile: Hotels 
Reporting Line: General Manager


Responsibilities:

	•	In Charge of 5000 Loyalty Club Members
	•	Develop Marketing plans and activities exclusively for Privilege Club members
	•	Created effective messaging using language, graphics and marketing collateral.
	•	Construct different campaigns for members using Customer Relationship Management software
	•	Monitor business trend of rooms and restaurants outlets and proactively make special events and promotions that increase business demand in low periods
	•	Responsible for all rooms and restaurants bookings in Qatar and overseas
	•	Generate meeting and business functions
	•	Assist to sell and solicit memberships to the private label program
	•	Increase total food and beverage revenue and increase of room nights bookings
	•	Enhance Top of mind awareness and increase members retention
	•	Coordinate with Hotel staff training and induction training for new team members to ensure that all Hotel personnel have complete knowledge and understanding of their in house program. 




Company: Provincial Restaurant, Lebanon
Service Period: Jan. 2005 – Sep. 2006
Positions Held: Floor Manager
Company Profile: Food and Beverages and Hospitality
Reporting Line: CEO


Responsibilities:
	•	
	•	Assigned customers to tables suitable for their needs and according to rotation.
	•	Assisted diners with obtaining food from buffet/serving table as needed.
	•	Assisted in maintaining preparation and service areas in a sanitary condition
	•	Checked temperatures of freezers, refrigerators, and heating equipment to ensure proper functioning
	•	Received and delivered quality products to restaurant from supply warehouse in a timely manner.
	•	Inspected and cleaned food preparation areas to ensure safe and sanitary food-handling practices
	•	Spoke with customers to ensure satisfaction with food and service
	•	Maintained adequate supplies of items such as clean linens, silverware, glassware, dishes, and trays
	•	Managed guest checks, collected cash and processed credit cards
	•	Presented menus to customers and answered questions about menu items, making recommendations upon request
	•	Diligently informed kitchen staff of customer concerns, recook orders and dish availability.
	•	Booked events and created events menu
	•	Monitor flow of operation and managed floor and kitchen operation




Company: Crepaway Restaurant, Lebanon
Service Period: Jan. 2003 – Aug. 2004
Positions Held: Assistant Floor Manager
Company Profile: Food and Beverages and Hospitality
Reporting Line: Floor Manager


Responsibilities:

	•	Ensuring guest satisfaction and exceeding their expectations, monitor restaurant flow of operation
	•	Daily trainings and briefings concerning hospitality issues as well as stressing on theoretical, technical and practical skills
	•	Responsible of two big summer event was in charge of costumes design, as well as distributing 50000 flyers across all Lebanon on premises and off premises summer event manager and on the spot implementer
	•	Organized special events in the restaurant, including receptions, promotions and corporate lunches.
	•	Interacted positively with customers whilst promoting hotel facilities and services.
	•	Led and directed team members on effective methods, operations and procedures.
	•	Developed, implemented and managed business plans to promote profitable food and beverage sales.
	•	Met, greeted and encouraged feedback from customers and used feedback to implement positive changes within the restaurant.






EDUCATION
	•	
	•	B.S. Hospitality Management, State University of New York, Empire State College. (New York, Saratoga Springs) (Affiliation with AUT, American University of Technology, Lebanon) June 2003
	•	
	•	Certificate of participation for the Annual GTA / GSA Conference APMEA held in Indonesia in the month of November 2015
	•	Certificate of Training and Development for "Strategic Selling Techniques” Level 1, Level 2 and Advanced Level 3 at IHG Kuwait.
	•	Certificate of appreciation from the Embassy of Brazil in Kuwait for the outstanding contribution for the Brazilian Commercial delegation event held at IHG Hotels in Kuwait.
	•	Certificate of appreciation from Airbus Corporation (EADS) Kuwait Branch, for the services provided for the inbound / outbound mobilization phase.
	•	Certificate of Appreciation for Lycee Francais de Koweit for the various services provided.
	•	Created the Corporate Plus Package that was targeted to Corporate Companies in the GCC region. ( Package was able to attract additional business revenue as well as enhancing higher market penetration and product value )
	•	Certificate of Training and Development for "My Guest, My Customer" at InterContinental Hotels Group.
	•	Completed IQ training and FLS at the InterContinental Doha, Qatar
	•	Certificate of Achievement for Managing EQ's at work, Human Resources Management workshop held at the   Mzaar Intercontinental with Dr. Naji Bijjani
	•	Completed TQM at Cepaway Corporation, Lebanon.
	•	Completed HACCP training, Diversey – Johnson's culture, implementation of ISO at Crepaway Corporation
	•	Attended and Completed Train the Trainer seminar
	•	As a University Mega Project was part of the study for the rehabilitation of the touristic site of Cana of Galilee, Lebanon .TV Interviews were conducted and recorded. The study was adopted by the Lebanese Ministry of Tourism and the Municipality of Cana




LANGUAGES
Perfect command of Spoken and Written Arabic, English and French.


REFERENCES
Available upon request.




