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Professional Ambitions
To learn, strategize and lead adaption and execution of global digital initiatives ranging from Cloud transformations to IOT ecosystem evolution for communication and digital services providers.

Employment Summary
	Oct 2017 – to date
	Head of Sales, Middle East and Africa, Optiva Inc.

	Jan 2017 – Sep 2017
	Head of Services Sale, Europe Middle East and Africa, Redknee Solutions

	Jan 2015 - Dec 2016
	Sales Director, Utilities & IOT, Japan and APAC, Redknee Solutions

	Jan 2013 – Dec 2016
	Sales Director, MENA, Redknee Solutions

	Aug 2010 - Jan 2013
	Senior Account Manager, MEA, Nokia Networks

	Aug 2008 - Aug 2010
	Customer Solution Manager, Saudi Gulf & Pakistan, Nokia Siemens Networks

	July 2006 - Aug 2008
	Solutions Architect, CEMEA, Nokia Networks

	Aug 2004 - July 2006
	Network Planning team lead, Pakistan, Nokia Networks

	Apr 2003 - Aug 2004
	Planning Engineer, VEON (Jazz Pakistan)

	May 2002 - Apr 2003
	Systems Engineer, Global Telecom



Professional Experience
	Period
	Company
	Role
	Major Achievements

	Oct 2017 till date
	Optiva Inc.
	Head of Sales, Middle East and Africa
	· Responsible for Sales of Optiva portfolio and Partner solutions to existing and new customers in Middle East and Africa region (MEA constitutes 25% of annual Global Revenue)
· Managing team of 3 Regional Sales Directors/Account Managers
· Contribute to Global Sales and Business Development strategy, designing propositions for Digital transformations and 5G programs
· P&L responsibility of key accounts in MEA region

Focus areas: 
· Direct Sales: Sales funnel build-up, win planning, commercial negotiations and deal closure
· Strategy: Build region specific sales strategy to meet financial targets
· Business Development: Growth strategy formulation and execution specific to clusters: Middle East & Africa
· P&L: Managing Operations and Finances to maintain P&L targets


	Jan 2017 to Sep 2017
	Redknee Solutions Inc.
	Head of Services Sale, Europe Middle East and Africa
	· Responsible for Sales of Redknee and Partner services to existing and new customers in Europe, Middle East and Africa region (Services 25% of company rev, EMEA 40% of services rev)
· Managing Sales and Pre-Sales team in assigned territories
· Develop Services portfolio to address region specific requirements and complement Redknee software products
· Successful sales of first multi-million, multi-year services deal ($3M plus) for agile software factory and managed services

Focus areas: 
· Strategy: Build Services specific sales strategy to meet financial targets and for medium-long term planning
· Business Development: Growth strategy formulation and execution specific to clusters: Europe, Africa and Middle East
· Portfolio Development: Market and competitive analysis and build new services portfolio, in-house and with partners


	Jan 2013 to Dec 2016
	Redknee Solutions Inc.
	Sales (Account) Director, Middle East and North Africa


	· Responsible for Sales of complete line of Redknee solutions in MENA region
· Responsible for P&L of assigned accounts in MENA region
· Functional management of Pre-Sales team in assigned territories including Solution Engineers and Solution Architects
· Awarded as Best Sales Director for closing 1st and 2nd largest multi-year, multi-million deals ($50M plus) for Redknee and overachieving sales quota for three consecutive years in 2014, 2015 & 2016

Focus areas: 
· Business General Management: Managing end to end business in assigned territory/accounts including Sales management, Marketing, Financial management and Operations management for fulfillment of customer commitments 
· Sales and Profitability: Accountable for creating and managing existing and future sales revenues and maintaining profitability at assigned account/territory level
· Business Development: Responsible for creation and implementation of Growth strategy in the region, marketing the IT transformation framework
· Customer Relationship: Owner of executive level customer relationships in assigned accounts


	Jan 2015 to Dec 2016
	Redknee Solutions Inc.
	Sales (Account) Director, 
Utilities & IoT Solutions, Japan and Asia Pacific
	· Responsible for Sales of Redknee solutions for customer experience management in IOT and Utilities industry in Japan & Asia Pacific
· Managing Sales team in assigned territories including Account Managers and Subject Matter Experts
· Establishing partnership models with resellers, solution integrators and vendors with complementary solutions & services (Accenture, L&T, Wipro, TCS)
· Successful sales of largest multi-million multi-year Transformation deal ($10M plus) in Energy Retail billing, Smart homes and Multi-play convergence of tier 1 service provider in Japan (Tokyo)


	Aug 2010 to Jan 2013
	Nokia Networks
	Senior Account Manager, Middle East and Africa

acting Customer Team Head for Afghan Wireless in 2012
	· Senior Account Manager for Emerging markets in Gulf, Afghanistan and Pakistan sub-region leading a cross BU team of sales, operations, finance and customer support
· Proven track record of capturing and retaining market share in priority accounts (80% plus in prime accounts)
· Account Manager for Indirect Sales covering Channel Partners in emerging markets in Middle East and Africa region
· Additional role of Customer Team Head with Full P&L responsibility of assigned accounts/customers 
· Nominated for Middle East Innovation award for successfully defending NSN business while retaining profitability above financial targets in prime accounts
· Successful transition from Direct business to Reseller model in emerging market accounts in Sub-region in 2012


	Aug 2008 to Aug 2010
	Nokia Siemens Networks
	Customer Solution Manager, Saudi Gulf & Pakistan sub-region
	· End to End solution manager with regional assignment of business development in Saudi, Gulf and Pakistan sub-region
· Presented with Solution Manager recognition award for year 2010, for leading solution management team in a must-win deal


	July 2006 to Aug 2008
	Nokia Networks

	Solution Architect, Central Europe Middle East and Africa

	· Subject Matter Expert in network planning and optimization
· Technical consultancy in complex projects leading to project acceptances and closure
· Support in solution sales tasks like creating customer need for evolution, developing innovate solutions and optimizing the cost base line
· Short term assignment of 3-6 months, on optimisation projects across CEMEA region


	Aug 2004 to July 2006
	Nokia Networks
	Network Planning Manager, Telenor Pakistan 
	· Setting up Nokia Networks, Network Planning organization in Pakistan, active role in country start-up team
· Operations management for Network design, leading a team of 10 engineers
· RF Planning, optimization and successful launch of nation-wide green-field Telecom network by Telenor, Pakistan


	Apr 2003 to Aug 2004
	VEON (Jazz Pakistan)
	Network Planning Engineer
	· Planning and optimization of Radio access network in central region
· Contribution in Budget planning for regional expansions
· Vendor management in network planning and optimization domain




Skills Information
	Industry Experience:
	Methodologies & Techniques:
	Strengths:

	Information Technology
Telecom Networks
IOT service providers
Utilities service providers
	General Management
Direct Sales
Account management
Team management 
Business turnaround strategy
Solution sales management
Operations management

	· Corporate Strategic Business Planning
· C-level Relationship Sales
· Strong leadership and organization building skills
· Strong Technical Background in IT Software & Services
· Industry knowledge of Digital initiatives in Telecom and Utilities markets (energy, transport, retail etc.)
· In- depth knowledge, expertise & exposure to business, commercial and technical aspects of:
· 5G, LTE, 3G, 2G technologies and economies
· Customer experience management, analytics and customer care solutions
· Customer revenue management incl. BSS
· Customer relationship management
· Ecosystem evolution from network virtualization to Cloud computing 
· System integration and agile, CI/CD delivery models
· SaaS, PaaS, IaaS solutions and Managed Services






Academic Summary
Experience:			17 years +
Education:			EMBA (Major: Strategy, Corporate Finance), Cass Business School, UK (2013)
BS Electronics Engineering, GIK Institute, Pakistan (2002)
Professional Certifications:	Internet of Things: Roadmap to a connected world, MIT (2016)

Achievements
· Board member of Green Circle Organization, Pakistan; an NGO working in Climate protection/environment sector
· Board member of Mutatio Solutions; a startup for software innovations in blockchain, health and finance sector
*References available upon request
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