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Shmaryahu Hai Cohen
Tel-Aviv   |   050-244-1111   |    shemi8810@gmail.com   |   Linkedin.com
Summary
· Looking for a Sales manager position. 
· 5 years of experience as a Sales manager.  
· 1 year of experience as a VP.
· Business development and sales in a hi-tech startup environment as project manager for a B2B Saas company.
· Managed strategy and the entire sales process, covering prospecting, discovery, demonstrations, proposals, negotiation, contracting, and implementation.
· Proven leadership experience - employee training - Establish and run day-to-day orientations for up to 30 employees.
· Achieve quarterly targets and other KPI metrics.
· Excellent interpersonal communication skills - verbal and written
· Data, target & sales driven; Customer oriented with a strong ability to adapt and respond to a wide customer base
· Experienced with Photoshop, Autocad, and Sketcup.
· Experienced with Jira & Confluence, Google Sheets.
· Familiar with Software Development Life Cycle and Agile environment.
· MBA Business Management, ono academic college.
· A hunger to crush revenue goals, and tenacity to get things done – while having fun.
Experience
2021-2022    VP SALES, Xtra Giftcard.
A company that focuses on the employee's happiness and the business needs to succeed in this field. Compete with "Buyme".
· Managing the sales team.
· Lead sales strategy, B2B market.
· [bookmark: _gjdgxs]Scope and prioritize activities based on business and customer impact.
· Collect and analyze feedback from customers, support, and other stakeholders to reshape sales.
· Proactively engage customers to increase sales.
· Detail-oriented and methodical in solving problems and managing multiple projects and tasks.
· Manage customer interactions – sales cycle, deliver sales volume by securing PO’s, support escalation; maintain CRM.
· Responsible for Business development and margin growth.
· Interacting with other customer-facing teams to achieve targets: Sales Engineers, SDRs, Customer Success Managers, etc.
· Maintaining a high degree of transparency in pipeline management, pricing negotiations, and territory allocations with top management.
· Leadership experience - employee training - Establish and run day-to-day orientations for up to 30 employees.
· Design and implement a marketing plan to increase revenue, lead quality, measurements and analytics.
· Deep understanding of demand and pipeline generation with experience in both inbound and outbound target account strategies.
2018 - 2021     Sales Manager, Algoritmika
A startup company that aspires to teach programming. 
· Manage strategy and the entire sales process, covering prospecting, discovery, demonstrations, proposals, negotiation, contracting, and implementation.
· Responding to customer inquiries and responsibility for their satisfaction and project experience at all stages.
· Customer orientation and ability to adapt and respond to a wide customer base.
· Manage the full sales cycle, including contract negotiation and other deliverables for closing deals. 
· Identify and build relationships with key clients. 
· Responsible for all account operational activities such as billing & payments, equipment orders, software upgrades, presentations, and training.
· Work with local partners to ensure high proficiency and ongoing delivery of services.
· Responsibility for customer recruitment & Internal/external support systems.
· Ensure that projects are delivered on time, and within the scope and budget.
· High service orientation.
· Manage customer interactions – sales cycle, deliver sales volume by securing POs, support escalation; maintain CRM.
· Establish meaningful relationships and maintain customer satisfaction from the onboarding stage through their life as a customer.
· Built Roadmaps, workflows, and gants using Jira, and Confluence.
· Direct work with Business Stakeholders and analyze business requirements.
· Assertive, determinate, and independent.
2016 - 2018     Regional Sales Specialist Manager, S. Schestowitz.
· Manage various operations through sales points.  
· Introduce, educate, and upsell new products and features.
· Focus on understanding an organization's business drivers, challenges, and pain points.
· Responsibility for regional sales performance & service with B2B aspects.
· Data analysis to provide growth.
· Acquiring new business and further developing our B2B clients.
2013 - 2016     Business owner, Caffe Heine
· Founder of a franchised coffee shop.
· Experience in managing and growing direct clients.
2007 - 2012     Training Manager \  Store manager, Adidas
2010 - 2012     Training Manager, Adidas 
· Establish and run orientation days for up to 30 employees.
· Managed 10+ employees at the store.
· Inventory management.
· Hands-on establishing a training program.
· Built a training program from scratch that gave knowledge of the history and products to all the new employees around the country.
· Employee recruitment.
2008 - 2009     Vice Store Manager, Adidas. 
· Shift manager.
· Responsible for employees' knowledge.
· Head of customer service.
· Sales and profitability targets.
2007 - 2008     Salesman, Adidas.
· Selling company products.
· Sales targets
Education
2020                Interior design, studio 6b, certification studies.
2018 - 2019     MBA Business Management, ono academic college
2009 - 2012     BA Business Management, ono academic college
Technical skills
· Office software's, Google sheet, Jira, Adobe, Photoshop, Autodesk
Languages
English - Fluent   |   Hebrew - Native language 
Military Service
2006 - 2009    Operation Manager and Founder "Zur Yam" school, Navy 
Responsibility for logistics operation.
2008  Graduate With Great Honors - logistics unit
2009  Graduate With Great Honors - school’s operation
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