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OBJECTIVE

Seeking a senior role in sales or business development, where my extensive experience in sales (North America and International) in the aerospace, satellite, defense, computer hardware/software and hi-tech industry and can be utilized to sign up new customers, grow sales revenues and company expansion.
PROFILE 

Senior Technology Sales, Business Development and Management Professional with several years’ hands-on experience in the satellite and remote sensing industry, defense and surveillance solutions, computer hardware/software, CRM and information technology industry. Extensive sales and business development experience in Canada/US as well as the Middle East, Far East, India and Asia Pacific regions. I have a bachelor’s degree in Electronics Engineering coupled with several sales (Miller Heiman’s Strategic Selling, SPIN Selling, etc.), business development, product and management certifications

I have worked in positions where I had overall P/L responsibility for the business unit including Sales/Finance/HR. A meticulous planner with tremendous energy, creativity and enthusiasm, I work well with a team as well as independently selling to new and existing customers. I have many years of experience managing and expanding existing operations and setting up Representatives, Agents, Partners and Distribution channels in international markets. 

Well versed with leveraging and selling internally within the organizational to gain support and obtain resource commitments to help the sales process.
Excellent skills with opportunity qualification, time and resource allocation, working on and leading medium and long-lead complicated sales pursuits that require both long-term and short-term wins and sales strategies for international commercial and government organizations. 

Extensive experience selling G2G leveraging support from government agencies (local Embassy, Trade Commissioners, Defense Attaché, Ambassador, etc.) other Government channels, Export & Credit Finance Agencies, in-country agents and partners, etc.
Expertise, at a glance, includes:

( Sales & Sales Management
( Account Management & Development
( Selling to C Level Management
( International Business Development
( Agent Setup & Management
( Leveraging in-country Embassy 
( Strategic Planning 
( Contracts negotiation and setup
( Garnering govt. support for sales effort
PRODUCTS & SERVICES HANDLED 
· Earth Observation (EO) Space Missions including EO satellites, ground stations, satellite data and related products
· Remote sensing applications including land & maritime surveillance, GEOINT solutions, commercial applications (agriculture, deforestation monitoring, DEM’s, Land & Property Cadaster and taxation, etc.) & Oil & Gas solutions
· Space robotics, airborne radar and communications antennas, payloads and electronics 

· Active Optical 3D Motion Capture Systems for Robotics, Virtual Reality, Biomechanics & Gait Analysis.
· ERP Software Applications (Oracle and proprietary) and CRM (Oracle, Maximizer & Goldmine) solutions, implementation and post-implementation support 

· Computer Servers, workstations (Sun, IBM, PC’s, etc.), Storage and Networking products.
PROFESSIONAL EXPERIENCE 

I worked in several different roles with short, medium and long sales cycles for companies in Canada, Middle East and India selling and traveling extensively into the Middle East, Asia Pacific region, Far East, North America and Europe.
Aug 2011 to Mar 2019:

MDA Corporation, Vancouver BC Canada   &    DigitalGlobe Westminster CO USA

· Part of rebranded - Maxar Technologies, Westminster, CO, USA
Maxar Technologies Ltd., (formerly MacDonald, Dettwiler and Associates (MDA), Vancouver BC, Canada), is a 60-year space technology company now headquartered in Westminster, CO United States, specializing in manufacturing communication, earth observation – electro-optical & radar satellites, on-orbit servicing satellites, satellite products, Earth imagery, geospatial data and GIS remote sensing applications & services. DigitalGlobe and MDA (including Space Systems Loral & Radiant Solutions) merged to become Maxar Technologies in Oct 2017. 
Maxar, is listed on the NYSE & TSX with 6,500 employees generating annual revenues of US$ 2.3 Billion (FY 2018), 
August 2011 to December 2015: 
Director, International Business Development - Surveillance & Intelligence 
MDA Corporation, Vancouver, Canada
In this role, I led the sales efforts for the company’s earth observation satellite missions, satellite ground stations, airborne radar and geospatial applications in the Asia Pacific and Middle East region. Significant successes were achieved India, Thailand, Malaysia, Japan, Philippines, Korea and the Middle East (GCC countries). 

Responsibilities included generating short-term and long-term prospects and customers, growing existing customer accounts, creating a network of in-country partners, creating market visibility through local trade shows and other events and meeting the allocated revenue targets for the region. Also developed short-term and long-term sales and market strategies for the region.
Achieved significant year–on-year revenue growth of between 10%-25% for each of the assigned years in many of the assigned countries.

January 2016 to February 2018: 
Director, International Business Development - Information Systems Group
MDA Corporation, Vancouver Canada.
Beginning 2016, aside from leading Sales for the Surveillance and Intelligence group for the Middle East, India, Thailand and Japan, my responsibilities expanded to support MDA’s Communication Satellite group in Montreal (antenna’s, payloads and electronics) and Space Robotics group in Brampton for the Middle East and India.
Sales strategy included selling to C-level executives within the customer agency and leveraging support from Canadian Provincial, Federal and other government channels, finance agencies, government guarantors, Canadian Embassy and Trade Commissioners, in-country government agencies, in-country MDA partners and representatives, local influencers, etc. 
I made significant inroads for MDA ISG group’s sales efforts into the Middle East and India in 2016/17.
March 2018 to March 2019:
Director, International Defense & Intelligence Programs
Digital Globe Inc., Westminster CO USA
Post-merger between MDA Corporation and DigitalGlobe, I transitioned into the “International Defense & Intelligence” group within Digital Globe. In this role, I was responsible for ~US$ 49 Mil annual revenues and lead the sales, business development and account management activities in the Middle East region for 

(1) Digital Globe’s ID&I product suite of Direct Access stations, Rapid Access Program and SecureWatch as well as 

(2) MDA Corporation’s Geospatial Services Inc. (GSI) and Satellite Ground Stations (GS) lines of business.
(3) Radiant Technologies (part of Maxar) geospatial and analytics solutions
May 2005 to July 2011: 
Phoenix Technologies Inc., Vancouver, BC Canada. 

Phoenix Technologies Inc. designs and manufactures Active Optical 3D motion tracking hardware and related software for Real-Time motion tracking with many applications in the fields of Robotic Control, Virtual Reality, Bio-Mechanics, Sports Science, etc.
April 2005 to March 2006:
Technical Sales Manager, North America
Responsibilities included sales to achieve forecasted North American annual revenues for the company's 3D Motion Capture Systems by extensive prospecting through trade and journal listings, periodic technical, product and sales presentations and participation at Conferences and Tradeshows. Responsibilities also included maintaining and growing existing customer base.
I achieved sales revenue growth of 15% for year-on-year sales for the North American region.

April 2006 to July 2011: 

Sales & Marketing Manager 
In my role as Sales & Marketing Manager my responsibilities included achieving the forecasted global annual sales revenues through my own direct sales efforts, sales engineers in Vancouver and Taiwan offices and the Distributor Channel 
My achievements included year–on-year revenue growth of 10% for the first year, and 10-15% for subsequent years. Also established a global network of Distributors and Resellers to help grow sales revenues internationally.
September 2003 to April 2005: Staples, Vancouver, Canada. 

As Computer Consultant, in addition to direct sales my responsibilities included managing the sales team and achieving the department's daily/weekly/monthly sales targets for all Products as well as Service/Support plans. Responsibilities also included planning and implementing product launches, seasonal re-organization planning and implementation of products on shelf, associate sales training, liaison with product group managers for product stock variation requests, liaison with external representatives of different products for associate training, issues related to stock, joint promotional campaigns, etc. 

October 1989 to July 2003: 
GULF COMPUTERS L.L.C., Dubai, UAE
Gulf Computers, a company headquartered in Dubai in the UAE, is a leading provider of Computer hardware, Software solutions, IT Services, ERP Implementation, Infrastructure Outsourcing, Geographical Information Systems (GIS) Services and Solutions across the Middle-East and Europe.

I worked in different capacities with Gulf Computers starting out as a “Marketing Executive” in 1989 until I left the company in 2003 as “General Manager-Business Process OutSourcing”. 

October 1989 to July 1993: 

Marketing Executive 

· Based in Dubai initially and then transferred to Abu Dhabi in November 1990 
August 1993 to December 1995:
Large Account Manager 

· Managed Large Customer Accounts in the Banking, Telecom and Education industry
January 1996 to March 1998:

Area Sales Manager 

· Sales responsibility for Dubai and northern emirates region with a team of self and 3 sales persons.
April 1998 to March 1999: 

Sales Manager 

· Sales responsibility for middle-east region through a direct sales force team 
· Led company transformation from product sales only to Integration Services and Managed Resources & Services. 

Achieved 20% revenue growth, despite transition process– promoted as General Manager Managed Resources Group, Middle East 
April 1999 to Dec 2001:

General Manager-MRG Middle East 

· Overall responsibility (Sales/Finance/HR & P/L) of Managed Resources Group (MRG) across the Middle East region. 

· Secured several contracts with banks, oil companies, defense, government, etc. for Managed Resources
Grew the IT consultants’ team from 12 to 210 with deployments across the Middle East and Europe

Jan 2002 to July 2003: 

General Manager-Business Process Outsourcing 

· Overall responsibilities (Sales/Finance/HR & P/L) to set-up, develop initiatives, win and implement Business Process Outsourcing projects for Gulf Computers across the Middle East & Europe region. 

· Established and nurtured strategic relationship with Oracle ME & IBM Middle East establishing Gulf Computers as an IBM eHosting Partner. 
April 1988 to September 1989: 
Marketing Executive with OMC Computers Ltd., Mumbai, India 

SECURITY CLEARANCES

· Canadian Controlled Goods

· Secret/NATO Secret

EDUCATION 
· Bachelor of Engineering - Electronics 

PROFESSIONAL DEVELOPMENT AND CERTIFICATIONS 

“Strategic Selling” from Miller Heiman Canada
“SPIN Selling” from Huthwaite (a Miller Heiman company) Canada
“Creating Winning Solutions” from MDA, Canada

“Pursuit Management” from MDA, Canada

“Anti-Bribery Course” from Trace International

“Emotional and Social Intelligence” from MDA, Canada

“Introduction to Satellite Orbits” from MDA, Canada
“Sun in Telecom Markets” from Sun Microsystems, Munich, Germany 
“Sales and System Introduction to Document Imaging Systems” from FileNet Corporation, CA, USA 

“Oracle Sales Champion” from Oracle Middle East, UAE 
“Solution Selling” from Staples, Vancouver, Canada 

“Expert Level 1500” from Sun Microsystems Dubai, UAE 

“Expert Level 1000” from Sun Microsystems Dubai, UAE 

“Selling for Success” from Dubai World Trade Centre, Dubai, UAE 

Attended and presented at several Trade Shows, Conferences and Industry Seminars globally. Sold into & familiar with customs, business ethics, etc. in many countries including UAE, Saudi Arabia, Qatar, Kuwait, Bahrain, Oman, Egypt, Lebanon, India, Indonesia, Japan, Malaysia, Singapore, Thailand, Philippines, Korea, USA, Canada, United Kingdom, Germany, France and Netherlands,
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