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Telecom Operations & Business Development Management
Sr.Product Management, IoT/Managed Services  B2B Product Marketing, Wireless 
	Global, trilingual professional with extensive knowledge in delivering IoT and Managed Services products to market. Strong technical and commercial background in M2M / IoT, wireless operations, B2B enterprise solutions, business development, value added services (VAS), product marketing and account management. Talent for identifying market needs and implementing innovative programs, expanding market share and boost profitability.


Enterprise Mobile Solutions  

Commercial Processes 

Vendor Management

Managed/Cloud Services
	Product Lifecycle Management 
GSM/CDMA, 3G, LTE, VoIP, Wi-Fi
Machine to Machine (M2M/IoT) Marketing
Major Account and Channels Management
	
B2B2C Marketing Strategy    

Build cross-functional teams

International Marketing

Fixed and Wireless Solutions



Professional Experience
Lightpath (Division of Cablevision) – Jericho, New York                                                               2014-2016
Product Line Manager (Telecom Managed Services)
Initiated and defined CPE/Cloud DDoS and Managed Security Services (Email & Wi-Fi protection, compliance bundles, Mobile Device Management and Enterprise AV), Managed WIFI and IoT solutions for midmarket.   
· Developed Green Lights and market/product requirement documents and business cases for Managed Security Services, taking into consideration market and customer problems addressing exact solutions to resolve them.
· Product Managed Cloud-based Managed Wi-Fi Services including retail/usage analytics for midmarket where I succeeded in closing important deals after matching customers’ financial, operational and functional needs. 
· Initiated B2B IoT/M2M pilot service and conducted market analysis / research and finalized a Green Light document to identify the industrial needs priorities and provide asset management and healthcare IoT services. 
· Initiated and contributed to new project launches and strategy development including: ideations, business cases, product feasibility/pricing, researches, marketing strategies, go-to-market, KPIs and support strategies. 
· Conducted mystery shopping, customer interviews and research, identifying solutions to market problems. 
· Contributed to new product development process and council deployment, managing new services launches, which coordinates cross-functional tasks and renders work to be more efficient and transparent.
Vimpelcom (Orascom Telecom new merger) – VTE/Laos, Hoboken/NJ                                           2013-2014                        
Head of Products & Services (Beeline Lao Commercial department)  
Headed and restructured Beeline commercial operations as its products offerings, including FTTH and wireless pre/postpaid services, sales, marcom and customer care as well as implemented effective commercial processes.  
· Focused on wireless / fixed products development and marketing management, direct / indirect sales, VAS, digital content, B2B offe  b  rings for SMEs and Enterprises, M2M solutions / services and customer operations (COPS) which improved both data revenues as well as net acquisition in both consumer and business markets.
· Built Beeline Business function, B2B 3G data / voice / SMS bundles and M2M services such as tracking, surveillance / security and mobile banking POS /ATM solution, winning strategic accounts, developing sales channels and turning negative net-adds into positives via creative acquisition programs.
· Synchronized products and services’ launches with sales activities, ATL/BTL communication campaigns and customer support services efficiently using effective product development and commercial processes.
· Launched new MFS and value-added services such as risk-free mobile advance loans and payments, PSMS mega-promotions, 3G Mobile Wi-Fi, smart phones bundles on installments, FTTH and M2M solutions.
· Managed consumer postpaid / prepaid and Enterprise / SME market segments including offerings.
· Collaborated on aggregation consultancy for ethnic digital content & VoD for former-employer Mobizone,   
Mobizone (VAS Provider for WIND Mobile) – Toronto, Canada / Hoboken, NJ                           2007-2013
Country Manager, North America: Commercial Operations and Products/Services Management
Business development for WIND VAS, PSMS, Content & Digital/Social Media. Managed P&L & KPIs’ reporting.  
· Introduced Mobizone Digital and VAS business in North America, establishing and launching branch office, building tem, signing contracts with content providers and starting up operations.
· Launched and managed WIND Multi Access Digital Multimedia Platform project including mobile content.

· Directed HQ offshore Web & SW Solutions Development Projects for WIND Mobile Canada, such as Customer Activation Portal, WIND Website, Multimedia WAP Portal, Mobile Payment and Billing Applications.
· Initiated and spearheaded alliances and relationship programs with content providers, media agencies and aggregators.
· Deployed programs and worked with WIND team, developing project roadmaps and business details, evaluating deals and increasing retention, conversion rates and new acquisitions, improving portal usage and data/PSMS traffic. 
ORASCOM TELECOM GROUP (a Wireless Carriers Group)                                                         2003-2007
Senior Product & Marketing Manager– Djezzy /lacom (wireless carriers of the OT Group). 
Initiated and launched “Djezzy Entreprise” new B2B function. Introduced Mobile Fax, Data/MMS and Enterprise Solutions. Managed Marketing Department of fixed JV operator ‘lacom’ heading Marcom, Product Marketing and Market Research Departments. Guided team of 17 employees oversaw telecom products lifecycle as well as marketing budget of $6.5M. Pricing Committee member and attended executive board meetings. 
· Developed Business Partnership Programs, providing M2M, PBX and Mobile Solutions to SME Market.

· Executed Mobilizing Banking POS/ATM projects, using wireless GPRS/3G modems (M2M) and VSAT.
· Contributed as Project Manager, deploying Djezzy’s loyalty program, reducing churn.  

· Re-launched lacom (Interim-Director of a startup JV) fixed-lines operations and offerings, implementing internal business processes, tripling sales and increasing of existing customer base by more than 25%.
· Worked as Operations Control Manager in HQ office, supporting Djezzy and OTT operations.
VODAFONE                                                                                                                                         2001-2003

B2B Group Products Manager
Introduced new mobile data solutions to corporate market. Defined and planned roadmap for GSM/GPRS Products and Services, developed concepts, specifications, pricing models, business cases and marketing strategies. Continuously analyzed  enterprise market to ensure competitiveness. Introduced concept of working with GSM business partners and solution providers to expand mobile data/M2M/telematics mobile solutions business. 
· Managed project, successfully launching 5 new GSM wireless products and services in 8 months.

· Doubled GSM data and fax traffic through value-added services and mobile solutions (for prepaid/postpaid subscribers) such as mobile faxing, WAP/data, M2M/Telematics and mobile email services.

· Product development and lifecycle management Vodafone Mobile Connect Card service as part of Mobile Office global initiative, leading to Mobile Connect winning best GPRS Corporate Solution at Cannes GSM 2004 conference.

Additional Relevant Experience:
IBM WTC: System Engineer, National language support and Business Partners/ISP Channels Specialist.
Gozoor.com: Telecom M2M & ethnic digital content business development consulting and founder of www.pplreach.com an all-in-one web marketing tool using SMS, Social media, chat, emails and mobile apps. 
===================================================================

Education and Professional Development
Master of Science (MSc), Telecommunications Management, Stevens Institute of Technology, Hoboken-NJ
Master of Business Administration (MBA), International Marketing Concentration, AUC
Bachelor of Science (BS), Communications and Electronics Engineering, CU 
IoT (Internet of Things) World Conference & Workshop, San Francisco

CTIA Wireless Data & Entertainment Conference (CA, NE and LA, USA)
ASP and Hosting Seminar, Rome, Italy - ITS TABS GSM/GPRS Billing Workshop, Dubai
OTH Commercial, COPS and VAS Workshops in Cairo 
3GSM Congress, France/Barcelona
Marketing Strategy and Planning ~ Project Management ~ IBM Channels Academy, UK ~ GSM Customer Loyalty and Retention, Spain~ Enterprise Sales Training in IBM Business School in UK, Pragmatic Marketing Certificate, NYC ~ PMP Preparation class, Project Management Institute of New Jersey (PMINJ)
