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Summary
· 10 years of experience as a Regional Sales Manager.
· Working in the Israeli Biotech and Medical sectors.
· Extensive experience in B2B sales working with small biotech startups to large pharmaceuticals manufacturers.
· Generated a revenue of ~800K$ per year and achieved more than 110% in annual quota in 2021.
· Ability to identify candidates and use them as a Champion in order to make first sale \ upsale of the company's portfolio.
· Leverage strong communication skills and strategic planning  to onboard new partners from EU \ US in order to expand the products portfolio. Contribute up to ~$250K to the Total  annual revenue of the company.
· High ability of creating business relationships, high negotiating skills.
· Thrive in fast-paced, collaborative and diverse environments.
· Achieve measurable success in finalizing valuable sales with enterprise and global  companies, such as Teva
· Full flurncy English.
Experience
2015 -2022 
           ●   Managed 50 accounts from start-ups to global enterprises.
●   Responsible for cross-sales and up sales for existing customers as well as                acquiring new customers.
●    Identified new local and international projects, and opportunities.
●   Initiated a broad range of business development initiatives such as       recruiting new partners which significantly impacted the company's   revenue.
●   Outperformed with annual profit- attained 47% profitability, 12% above the company's average.
●   Achieved expansion of 500% in 18 months with an international      company  by working with stakeholders, locating champions, and duplicating the success across the organization
· Achieve measurable success in finalizing valuable sales with enterprise customers, such as Teva and Adama. 
2011 - 2015      Key account manager, BD Israel, Caesarea
· Demonstrated expertise in marketing and selling the pre-analytical systems product line.
· Monitored and maintained the market share of the company's tender based products like blood sample tubes.
· Utilized strong knowledge of company products in order to successfully up-sell and cross-sell whenever possible.
· Researched and assessed competitor products, pricing and implemented measures to exceed competitor sales.
· Onboarded key customers, which had previously not been done by account managers due to the nature of the product.

2005 - 2007      Customer Service Representative, IDT Corporation
· Work with US customers in VOIP technology as a customer service representative.
· Addressed customers issues and resolved them in a timely and efficient manner.
· US Company - English speaking work environment.
Education
2010       B.Sc. in Biotechnology, Hadassah Academic College
Courses
2022     High-Tech Sales Course, Six Figures ( https://www.sixfigures.io/ )
Learning and implementing the wholesale process, discovery \ demo \ objection handling \ closing, with some of the biggest Hi-tech VP sales from Monday.com, Google, AWS, Taboola, Riskified and many more.
Technical skills
· Full Office Domination
· Priority CRM
· PowerBI
Military service
2000 - 2003   Full Service, Combat intelligence
Languages
Hebrew - Native
English - Native Level
image1.png
GALIA WEINER
EXECUTIVE SEARCH CONSULTING




