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PERSONAL SUMMARY

My experience in the Security industry spans over X years, during this time I have developed a wide range of business skills and extensive understanding of the global electronic security market. Most recently I have been successful in developing a ZYX into an internationally successful company with an annual turnover of £X in less than X years. I am a mature, energetic leader with specialist ability to bring new products to market, open new channels and take an existing business into the next stage of development.

I have extensive experience of working internationally and have excellent communication, IT and presentation skills. I have a high level of education (MBA) and have held the position of European Managing director with full financial, budgetary and P & L responsibility. 

In my role as MD I recruited, managed, motivated and developed a market leading team and have demonstrated the philosophy of leading from the front of the business and contributing significantly to the sales of the business.

EDUCATION & QUALIFICATIONS

MBA -

Masters in Business Administration, X University, Date
OU -

Two year Bachelor Arts (BA) foundation degree study prior to MBA, Date
HNC - 

Higher National Certificate in Electronic Engineering, Date
OND - 

Ordinary National Diploma in Engineering Technology, Date
GCSE’s - 
Seven, Date
PROFESSIONAL MEMBERSHIP

MIOD - 

Member of the Institute of Directors

FinstSMM - 
Fellow of the Institute of Sales and Marketing Management

CAREER PROFILE
2000 - 2000
Company Name - Managing Director
General Responsibilities

Created and directed implementation of business strategy for the UK, Europe, Middle East and Africa (EMEA). Exceeded all financial and trading performance objectives.

· Designed, planned and monitored organisational activities to achieve targets and performance standards. 

· Maintained and developed organisations culture, values and reputation with staff, customers and professional partners.

· Executed in my capacity as the only UK based board director, the responsibilities of managing director and company secretary. 

Sales Performance & Direction

This was a new start up business, which I established in X. Prior to this Co Y did not have any staff, offices, customers or sales history in the UK or Europe. I successfully built sales year on year with annual growths of 100%, 150%, 140% 124% and 142% to a current annual turnover of £X.

Most recently, I have personally negotiated and won a major project at X, considered to be the largest and most prestigious Y project in the UK and possibly Europe. Through a consultative selling process I devised, after a four-year sales cycle I have had Co Y equipment specified throughout. This is the largest worldwide X project outside of RF. Other major successes include: List of other projects and clients.

Developed growth in sales and revenues to establish the business  as the market leader in the UK and Europe with R% market share. 

· Developed and implemented international sales strategies for X countries across EMEA. Created individual business and strategic plans for each country to win new business, grow existing sales or retain and protect business levels.

· Achieved industry-leading levels of growth and profitability year on year.

· Negotiated, opened and managed all corporate accounts in the UK and EMEA. Also negotiated several worldwide agreements with corporate clients and partners (OEM agreements).
· Directed all sales activities including sales targets, budget plans, objectives and long-term strategies. Included competitor analysis, selling techniques, and international and worldwide pricing policies. 

Marketing
Designed, planned and implemented marketing strategies and determined international marketing mix for EMEA. Included advertising, PR, brand development, pricing, promotional strategy and product development. Formulated award-winning strategies. In 1900 Y won two awards at Z for ‘best  A product’ and ‘most T product’. In 1900 my sales and marketing strategy to expand the business into EMEA won the  1900  ‘New Y of the year’ award.

· Created and established complete route to market and channel strategies for UK and EMEA.

· Organised, planned and completed all annual trade shows in EMEA including: List of Shows around the world.
· Developed and organised pan European roll out programs for major blue chip partners, such as X and Y.
· Created numerous advertising, product literature, sales tools and marketing materials in several languages for use throughout EMEA.

Financial Management

Planned, monitored, managed and reported all financial elements of the business including; profit/loss, income, cash management and financial statements. Successfully executed the role of sole UK director and company secretary, directed corporate financial strategy and created credit control policies.

· Achieved industry-leading levels of profitability year on year. Net Profit averaged X% across the Y full trading years from business start up.

· Directed all other financial elements including, insurance, import/export admin, corporate customer agreements and negotiated all supplier/partner contracts. 

Operations Direction

Developed and implemented operational strategy and budgeting to meet business objectives. Fully planned and controlled imports (from Y) and product distribution to X countries in EMEA. 

· Planned, managed and successfully completed within budgets Y relocations due to business growth of sales, stock and staff levels. Negotiated savings of £TK in January 1900 on lease contract commitments.

· Created and managed all forecasting procedures. Developed Just in Time (JIT) delivery process.

· Designed and managed IT infrastructure and policies.

People, Recruitment & Retention

Successfully grew business to staff of Y. Managed, trained and motivated all people in operations, finance, customer service, shipping and administration departments.

· Created personnel and administration tools and policies including company handbook, pension scheme, bonus scheme, expenses, purchasing, customer service and quality standards.

· Managed all personnel issues, performance reviews, holidays, disciplinary and training.

1900 - 1900
Company X – Role R (Director)
· Selected for new role to expand UK, Eire and European sales through £XM level. This was achieved in the first year.

· Created sales policies, targets, plans and budgets. Managed through sales department. Created new sales staff bonus scheme.
· Formulated strategy to retain and grow business from largest customer, recovering sales versus target from Y% to U% within I months.
· Negotiated corporate agreements with the largest customers in each channel. Resulting in product sales increases of between Y% - D%.
1800 - 1800
Co X – Role Y
· Exceeded target with profitable sales of £XM through sales of Y and B systems to key account customers in the south of England.

· Achieved product mix and margin/profit targets.

· Planned and implemented customer development and retention strategies.

· Demonstrated complex Y solutions throughout London, Southeast and at R as a company representative.

· Exceeded requirements in administration, forecasting, reporting and planning systems.

1700 - 1700
Co X -  Role Y
· Successfully managed and developed dealer, distributor and integrator accounts achieving sales of £XM representing G% performance.

· Influenced the specification of F equipment into many major end user projects such as: List of Clients
· Identified, created and managed new distribution network in Y resulting in increased sales of Y%
· Managed and grew business in the largest worldwide G national account.

· Instrumental in setting up the video control center for Y
· Created a new project initiative with C and the V Agency for use in the CCC management scheme. 

1600-1600
Co X – Role G
· Successfully managed, planned, organised and controlled a sales team of Y executives who performed consistently at greater than X% of target. Developed sales targets and measurement tools.

· Designed and executed successful customer acquisition and retention processes. Maintained costs and increased profitability by working closely with other departmental managers. Ensuring smooth sales to installation process.

· Consistently exceeded targets and personally won the largest order for the southern and London region in 1995.

1990 - 1993
IR Group - Area Sales Manager
· Assisted in setting up of new telesales team and operation, conducted training resulting in increased sales of 120%.

· Invented new proposal scheme to enable F% of short term contracts to be converted to long-term revenue streams. Increased the value of one order from £X to £Y.

· Identified a value added niche requirement in the T industry. Created proposal and won the two largest orders in the company’s history from the D group.

· Developed and negotiated several corporate agreements with Blue Chip accounts.

Interest, Family and Current Salary Package – Include 3 references.

