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Dear Madam / Sir 

My name is Karim El Shalakany and would like to express my interest to have the opportunity of joining your reputable company. Working for more than 14 years in the service/commercial market, gives me the courage and trust to apply in a related field like yours.

The sales & commercial market made me gain solid experience in the sales & commercial field from promoting various solutions, introducing and developing new ideas, dealing with different types of clients. Moreover creating strong relationships along with gaining their commitment with strategic partners, managing Key accounts, following up sales, collecting feedback, generating reports, analyzing the market, setting and implementing strategies to achieve my company objectives. 

I am confident that my strong interpersonal, communication, and team work skills with my commitment to hard work, will help me build a successful career at your organization. Further more, I am a leader by nature, self-motivated and a person that is willing to understand different cultures and change in accordance with the surrounding environment along with creating a positive atmosphere within my team.

Kindly contact me at your convenience to discuss the potential employment opportunities at your company.

Should you have any inquiries, please feel free to contact me at: 

+2 012 2318 7566

Thank you for your time and consideration.

Sincerely yours,
Karim El Shalakany

Karim A. El Shalakany

5, Hassan Abdel Aziz Str., Nasr City / Cairo

Tel.: +202 247 10 295 - Mobile : 002 - 012 2318 7566
E-mail: alpokouky@hotmail.com
Career Objective

Seeking to be a key player in a proactive international enterprise, where I can capitalize and enhance my acquired knowledge and experience for over 14 years in the service/commercial market, communication and outfoxing the competition to win a wider market share, and where I would be in a position to add value to my organization and gain more professional experience.
Education:
1980 – 1992

Primary to Secondary Education at the German School in Cairo /Egypt (Deutsche Evangelische Oberschule –DEO)
1992 – 1993

High School Diploma from Riverside Military Academy in Gainsville / USA

1993 – 1997

Arab Academy for Science & Technology, Alexandria / Egypt

B.Sc. in Hotel Management 

Grade: Good

Graduation Project: Cyber Space Café
Working Experience:
January 2011 – Present
Employer : Easy Fresh Egypt – Specialized Freight Forwarder in the Reefer Market (one of Gulf  Badr Group)
Position   : Logistics Manager & Deputy General Manager
Period      : January 2011 – Present
Duties of Logistics Manager:
· Responsible for employing and assigning personnel and workers to facilitate coordination of transfers of goods. 

· Responsible in maintaining a feedback system to improve an employee’s efficiency at work including facilitating scheduled performance appraisals. 

· Responsible for overall supervision of operations among employees and support to clients. 

· Determine the specific needs and requirements of client in terms of identifying solutions applicable to the situation at hand. 

· Consults with the clients as well as discusses the arrangements to ensure safety and on-time transfer and delivery of goods. 

· Responsible for total customer care and satisfaction in terms of services provided. Also responsible in maintaining good business relationships with internal and external customers. 

· Modify design and applying operational changes to better serve customers and facilitate a more efficient process with standard operating procedures ‘SOP”.

· Ensure complete understanding and knowledge of the system and processes of logistics by the clients. 

· Monitor the quality, cost and efficiency of the movement of goods.
· Analyze data to allow for monitoring performance and plan any necessary improvements

· Allocate and manage staff resources based upon changing needs

· Develop the business as needed by analyzing logistical problems and developing new solutions.
Duties of Deputy General Manager:
· Assist and support the General Manager by providing executive level management  oversight and strategic direction to the District’s divisions. 

· Analyze and implement policies and procedures; assist in the development and modification of District short- and long-range plans.

· Assist in the preparation of the District’s overall financial plan and budget.

· Respond to and resolve clients inquiries and complaints.

· Plan, review, and evaluate the work of subordinate management and professional staff; direct the selection of assigned staff; and act as General Manager in General Manager absence. 

· Confer with District management regarding operational and support service activities and programs.

· Direct and interpret District policies and procedures, ensure governmental and policy regulations are enforced.

· Serve as project manager for a variety of special projects; facilitate project activities and resolve issues. 

· Develop and submit project reports to the General Manager and the Board of Directors.

· Select, motivate and evaluate personnel. Resolve personnel concerns and issues; and   provide for training and professional development.

· Explain, justify and defend District programs, policies and programs; and negotiate and resolve sensitive and controversial issues.

· Maintain communication with other agencies to coordinate regional issues and represent the District; and serve as liaison to executive managers, department heads, Board of Directors, and other external agencies.
· Ensure follow up on the outstanding on regular basis.


May 2010 – December 2010
Employer : DB Schenker Egypt – Second Freight Forwarder world wide

Position   : Ocean Freight Manager
Period      : May 2010 – Dec 2010
Duties:

A. Strategic:
· Define and execute Ocean Product Strategy
	· Ensure Country Market Penetration - Volume; Market Share etc

	· Participate to work out Carrier Strategy/manages Non Preferred Carriers

	· Vets Country Ocean Personnel Hiring 

	· Establish strategic priorities, and resource allocation

	· Provide directives and guidelines in response to changing market conditions.

	· Aid in the establishment of country level SWOT, product strategic 

	· Capitalize on Global Funds & Re-invest in product development

	· Subsidize and support country strategic accounts


	 

B.  Operational:



	· Responsible for the Product Development

	· Support Unique Global Operational Framework

	· Implement global solutions / products

	· Maintain Competence Centers - Specific to Product / Commodity

	· Support Standardize SOPs / Processes / Benchmark / Audit

	· Establish & Supports Regulatory Compliance (Global initiatives) 

	· Establish & Maintains Gateway (national) Solutions

	a. Work with Regions/Countries to define product offerings within Global framework.
b. Work with Global product to define global IT requirements & solutions for pricing , sales & operations

	· Country (product specific) Key Account Management Support

	C.  Procurement :


	· Monitor carrier performance / allocations.

	· Responsible for ongoing carrier relations and issue resolution at a country level.

	· Establish trade lane procurement / pricing strategies

	· Ensure Hub (international) usage as per regional guidelines

	· Manage Payment Terms / Carrier Equipment Free Time.

	· Interact with Sales for Country Account Volume Budgets

	· Provide product expertise to help close large strategic accounts

	· Provide pricing methodology and guidelines for Regional Sales

	· Support New Regional Accounts Implementation (On boarding)

	· Make pricing decisions on country level accounts.

	· Responsible for Ocean Tender Management - Global, Regional and Country Tenders.

	· Monitor key ocean customer performance


August 1999 – May 2010
Employer  : CMA CGM (Compagnie Maritime d’Affrétement – Compagnie Gènèrale Maritime). The third shipping line world wide.

Position  : Egypt Reefer Manager 

Period     : July 2005 – April 2010 
Duties:

· Managing and administrating the whole Reefer team (sales, customer service, documentation and sales support)
· Targeting and troubleshooting VIP and Key Reefer Accounts.

· Promoting, implementing and sustaining outbound and inbound shipments.

· Surveying Reefer market on regular basis regarding competitors to enhance the company’s marketing capabilities.

· Developing alternative solutions to enhance the performance of the company for the sake of achieving efficiency of shipping.

· Designing & executing the weekly/monthly sales plan.

· Maintaining excellent relations with strategic and VIP clients.

· Personally supervising Golden and VIP accounts.

· Offering technical support to clients if needed.

· Administrating logistic solutions to clients via sister company CMA CGM Logistics.

· Issuing monthly and quarterly reports on the activities and achievements of the export and import Reefer business to our Head Office with the needed tools to continue our growth in both volumes and revenue.

· Setting and negotiating rate tariff with Head Office and designing pricing policy as well as the yearly budget.

· Signing medium and long-term clients’ contracts.

· Implementing a quarterly staff evaluation.
Position: Export Sales Manager

Period: January 2003 – June 2005
Duties:

· Managing the whole sales team.

· Targeting and troubleshooting VIP and Key Accounts.

· Planning quarterly sales team budget.

· Leading customer service team in handling clients’ shipments and inquiries.
· Carrying out Head Office vision regarding the Egyptian market.

· Signing medium and long-term clients’ contracts.

· Monitoring new as well as current VIP clients’ volume performance.

· Implementing a quarterly staff evaluation.

· Visiting potential clients; aiming to adequately ensure their regular support

Position: Assistant Export Sales Manager

Period: November 2001 – December 2002
Duties:

· Targeting medium clients through extensive market research and studies.
· Monitoring market, competition rate policy and changes, by collecting competitors’ info so that they are usable by sales team members.

· Extending rate validations in co-operation with Head Office on quarterly basis after scanning market and negotiations with clients’ outcome. 

· Preparing weekly reports concerning the monthly volume and new/lost clients.

· Identifying potential problems and qualifying them in an effort to prevent service failures.

Position: Export Sales Executive

Period: August 1999 – October 2001
Duties:

· Performing daily sales visits to scheduled clients.

· Reporting daily visits outcome.

· Follow up clients’ shipments on daily basis.

· Following up quotations offered to new clients.

· Assisting the department by performing other job related duties as required.

October 1998 – July 1999
Employer :National Organization For Shipbuilding
Position   : Administrative and Development Assistant Manager
Duties:

· Responsible for marketing activities

· Advertising and promotion

· Coordination with travel agencies

January 1998 – Sept. 1998

Employer : BICC Egypt (British International Cables Company)

Position   : Commercial Officer
Duties:

· Maintaining a system for handling inquiries

· Keeping track record of offers for clients
· Coordinating with other departments in relation to supply of products

· Dispatch of goods

· Dealing with freight companies

· Dealing with customers regarding inquiries

Summer 1997

Trainee at the office of the Friedrich-Ebert-Stiftung in Cairo. The FES being a German NGO working in a variety of socio-economic activities.

Duties:
· Assisting in organizing seminars and workshops

· Assisting foreign experts visiting Egypt and providing interpretation services
Relevant Skills & Experiences:
· Have very good international commercial skills (exportation / importation), that makes it easy for me to establish good formal relations abroad with key persons and reach high level of professional negotiations.

· Very strong leadership capabilities.

· Proficient with computers; Microsoft office applications etc.

· High inter-personal communication skills (local/domestic/international) and able to work in a team and under pressure.

· Excellent and fast learning abilities
· Reefer knowledge – understanding of the technology involved in refrigeration equipments, commodities characteristics/requirements and reefer service capabilities.
· Organizational and time management skills: multi-tasking and prioritizing, planning work activities efficiently to meet deadlines.

· Good listening and questioning skills to probe and close  deals effectively.

· Knows what questions to ask and seek information.

· Gains trust of other parties and can win concessions.
Languages:
Arabic 
(spoken and written )
Mother tongue

German (spoken and written)
Very good

English 
(spoken and written)
Very good

French 
(spoken and written)
Fair

Personal Information:
Date of Birth      : 21.02.1974

Place of Birth
: Cairo / Egypt

Marital Status
: Married  

References:
Furnished upon request

