\ CURRICULUM VITAE — HUSSEIN AL-JAZZAR

- HUSSEIN SADEK AL-JAZZAR

BUSINESS DEVELOPMENT MANAGER

OBIJECTIVE I

To reach the best results and achieve the desired goals. | am seeking to
apply the experience and skills gained in a competitive work
environment that enhances my ability to progress and improve my skills.
As well as finding the right environment to acquire new experiences and
skills and creating a spirit of honest competition and brotherhood among

CONTACTS the work team.

husseinaljazzar@yahoo.com EDUCATION l

40414
0540414546 BACHELOR OF COMMERCE
eddan, Saudi Arabia AL-AZHAR UNIVERSITY, EGYPT

Egyptian Nationality EXPERIENCE l

Business Development Manager for Al Shawa Group

A group of commercial and electro-mechanical contracting
companies including the Advanced Mechanical Equipment.

Sales Manager for Advanced Mechanical Equipment
Corporation

Middle East agents for CPS products.

SKILLS Sales Manager, Jazan Agricultural Company

= Analysis and identification of strengths Saudi Shareholding company in Jizan.

and weaknesses Sales Manager
" Effective Communication Al Shalal Pure Drinking Water L.L.C, Jeddah
" Motivation and team work Sales Manager of the Eastern Region
= Lifelong learning & self-development . ;
= problemiSolving Bin Zuma Trading Co. (Malfkah W.a-ter Co.)
= Stress Management Sales Manager (Captain Majid food products)
= Planning and organization Khayra Trading & Development Co.
= Seriousness and flexibility in work Sales Representative

Work in a Saudi or foreign work

Khayra Trading & Development Co.

environment

COMPUTER & LANGUAGES

PRACTICAL EXPERIENCES ’

Experience in concluding local contracts and agreements between the

MS Office company and suppliers or between the company and customers.

MS Windows 2. Experience in promoting the sales team to achieve the best targets that

Search Engines satisfy the Management.

Internet 3. Experience in importing fruits from many Arab, European and foreign
countries.

Arabic ' & 6 6 & ¢ 4. Experience in importing and exporting.

English % % 5. Experience in developing plans for all sales team, and in putting a monthly

and annual target, achieving it and using it every quarter as well.
6. Negotiation with all the departments of customers and suppliers to end
all the obstacles that meet us and find right solutions.
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