CURRICULUM VITAE

Nathalie Abou Farhat Abou Nader

Lebanese, married, two children 
Mazret Yachouh-Maria Bldg- Lebanon

Mobile: + 961 3 927258

Tel: + 961 4 913015

Mailto: nafarhat@hotmail.com
WORK EXPERIENCE:

- May 2016 till June 2017: SARA for Building Material sal.
· Show Room Manager – Grohe, Vitra 
Missions:
· Direct Sales 

· Permanent contact with clients concerning sales and after sales.

- Jan 2005 till now: Kids wear “Mastic Tatoo” Brand – Owner.
1997-March 2004:
KHALIL FATTAL & FILS-LEBANON

TE-VEGA SARL: Exclusive agent of Office Equipment XEROX, 3M, ENCAD.

· Business Consultant

Missions:

· Sell digital solutions: copiers, printers, scanners, faxes and Plan Copiers.

· Handling existing and new selective accounts:

· Banks

· Government

· Copy centers

· Printing press

· Others (libraries, schools, universities..)

· Prepare and create monthly reviews: sales approach, achievements, customer’s reports and SWOT analysis.

 - 1993-1997
:
KHALIL FATTAL & FILS-LEBANON




TE-VEGA SARL:  Exclusive agent of Office Equipments 




XEROX, 3M ENCAD. 

· Sales Representative
Missions:

· Sell boxes:

· Ink jet and laser fax machines

· Small and heavy duty copiers and printers

· Door to door visits: crash cover:

· Lawyers

· Small companies

· Schools, universities, advertising agencies, supermarkets, etc…

1992-1993
:
GABRIEL BOCTI & FILS-LEBANON: Agent & Distributors of Consumer goods.             

· Administrative

Missions: 

· Preparing marketing activities

· Customer Care coordinator

· Preparing Invoicing

EDUCATIONAL BACKGROUND:

1989-1993:
HOLY SPIRIT UNIVERSITY (USEK) Master Degree in Business    Administration & Marketing

1989:

SAINT-COEURS COLLEGE Bacc II (Philosophy)

SPECIAL TRAINING:

· Internal Training:



Integration



YEARLY: Interactive skills



YEARLY: New Mission of KFF



Solving Problems

· External Training:



1993: Special Training (Products)



1994: Major account & High volume sales course



1998: Digital Solutions (DUBAI)



2001: Proactive selling skills (Basic)



2002: Strategic selling level 2 program


2002: The Gazing principle

LANGUAGES:

Writing and reading English, French and Arabic languages. Fluent Italian.
COMPUTER SKILLS: 
Word, Excel, Power Point, Internet
REFERENCES:

Upon Request

