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Name: Amir Buzari 
Web page: http://www.linkedin.com/pub/amir-buzari/6/35b/a52
Contacts:   amir.buzari@gmail.com    UK Mobile no +447498685739
Nationality:  Italian 
Office locations: London & Dubai 
Education:  Doctorate degree in information technology & Telecommunications

Languages:  English, Italian, Farsi and Basic in Spanish, Arabic

I am a highly skilled and experienced VP & consultant for businesses looking for sustainable profit growth and operation efficiency. I have 30 years record of excellent performance as the “Vice President “ and senior level CXO across Europe, US & ME Region with multinational companies such as “Siemens” and “Nokia Siemens”. I also coach executives and advise for growth and success in their businesses.  I have outstanding record of developing productive alliances across business communities, with strong skills in persuading and influencing operational leadership. I deliver consistent and good results.
Skills & Experiences: I have Considerable knowledge and skills in business administration and I provide strategic guidance on how to transform a vision into good results. I prepare best practice planning with risk and P&L management.  I have strong Leadership and team management skills. I have excellent communication and capability to drive innovation and implement change for business growth with profitability.
Career History  

2015 – 2019:  Head & MD  of “ MTel ” a privately owned Information & Technology company ( London & Dubai)
 I am the Head of the company in UAE with 1,300 Million USD turnover revenue per year and I manage and lead the company.
2013 -2015:  Executive @ iCelero  (USA- MEA region)
Sales & Business Development of Information Technology & Services in MEA Region.
Responsible for sales and revenue in MEA region. Managing and leading the sales team and channel partners.

Direct sales to Telecom operators. Account Planning and Sales Target setting.

Revenue collection with profit & loss responsibility

2010 – 2013:  VP of Sales & Business development at Aricent (USA- MEA) www.aricent.com
Senior Director of Sales & Business Development of Information Technology & Services in MEA Region. 
Responsible for sales and revenue in MEA region. Managing and leading the sales team and channel partners.

Direct sales to Telecom operators. Account Planning and Sales Target setting.
Revenue collection with profit & loss responsibility.  Business Development for the Mobile. 
2009 – 2010:  Senior Executive Director at Tektronix communications USA 
Senior Sales director & responsible for sales & business development in ME region.

Responsible for market positioning and establishing Customers’ relationship and penetrate in new market and operators. 

Sales planning and executions. Develop sales & marketing strategies to obtain new customers while maintaining.

Identifying growth opportunities with existing customers & Increasing the market share. 
2007 - 2009 Vice President of Sales @ Nokia Networks 
VP of Sales of IP and Transport (MWR, Optical, IP & Carrier Ethernet) business units in MEA.
Sales and P&L responsibility across MEA. Responsible for Nokia Networks IP&T Business unit in MEA region.
Responsible for BU sales planning and execution and sales team Directors. 
Coordinating the MEA regional partners and develop opportunities. Identify potential areas of sales growth. 
Assign sales territories and accounts to IP&T BU managers.  Assign Sales managers targets and monitor their performances. Manage and supervise sales team to achieve their sales target. Support project director in case of customer’s escalation/ problem. Coach the sales directors and communicate to execute NSN global strategy and policies.  Manage and resolves internal sales team problem and conflict. Support sale directors in forecast and revenue bookings. 

Implement channel strategy, identify channels & partners, Implement channel strategy and support their training.
2005 – 2007 : Vice President International Sales of Siemens Communications (www.siemens.com)  
 Responsible for sales target achievement, strategy and plan execution. Business development for MEA region.
1997 – 2005 Vice president of International Sales at Siemens South Africa.   www.siemens.com
Role and responsibilities: Vice president of Siemens South Africa for South Africa and SADC region at Telkom SA, Cell C, Vodacom, Eskom.   Responsible for sales and managing the sales team in South Africa and SADC countries. 

Coordinated with technical Sales team responding to tenders and succeeded winnings ESKOM SDH project.
Building relationships with major customers at directors, Cxo’s level. Executed technology and Sales strategy and plans for Siemens South Africa. Identify areas of growth for Siemens next generation Transport, SDH and optical systems in South Africa. 
1996 - 1997  Siemens Indonesia – Vice president of  sales and operation  (www.siemens.com)
Role and responsibilities: Responsible to Build the project management and implementation organization for Siemens’ Indonesia 900 Million USD the Satelindo turnkey Mobile project in Indonesia. 
Recruit and train the local Managers for the office.
1992 – 1996 Siemens Communications - Senior Sales director (www.siemens.com)
Role and responsibilities: Responsible to build and set up the Siemens Transmission sales force
Execute sales plan to grow Siemens’ transmission business in Region. 

Responsible for the Sales department of Siemens SSK the branch office of Siemens AG Fixed Networks. 

Recruit new local sales engineers, train and coach for future growth of business. 
Identify potential areas for business growth and accelerated actions to exceed target accounts .

Securing most of SDH, microwave and optical Networks across the region. 

Built excellent relationship with customers and gained their trust. 
1984 - 1992 Siemens Telecommunications USA, Sales Director - USA
Role and responsibilities: Sales Director for US operating Companies such as:  MCI, AT&T, Illinois Bell, Bell South, GTE, HTC, Rochester Tel, Qwest.
Educations, Qualifications and Awards



Doctorate degree in information technology from University and Polytechnics of Turin/ Italy
Advance business management Diplomas from Siemens management academy
Siemens Academy certification and 1st award 2005‘s for international sales and business development. 

Danaher certification award in leadership.
Certification in Mobile Networks (GSM, UMTS, WiMax) and IP & Transport (MWR, CE, NGN, IP, WDM) 
Member of IEEE, 3GSM, IETF, 3GPP forums.
Certification from Siemens Academy in business management.
Siemens senior management program certification on telecommunications, leadership, sales management, 

Active memberships of Telecom groups of:  ITU, ETSI, IEEE, 3GPP org, UMTS, GSM, Telecom IIR, Ethernet and Optical forums.
 Skills
Languages: fluent in English, Italian, Spanish, and Farsi and basic in Arabic.
30 years of International sales and management Skills & experience.
Significant experience in sales and business development with international companies Siemens, Com and Nokia Siemens. 

Strategic, innovative thinking and account planning. Extensive business case development experience 

Ability to manage and influence people. Strong leadership and people management skills in multidisciplinary environments 

Ability to lead, motivate and develop a team of sales professionals with leadership to develop new business. 
Listening and communication skill.
Establishing strong customer relations built on trust and loyalty. Develop new business opportunities.
Consultancy, Strategic & Solution findings. Creative, Pragmatic and dynamic. Passionate and motivational attitude.
Sales and business development experiences in multicultural teams and environments.
Excellent contacts and accessibility at VP and CXO’s level with major operators in MEA region.
Self-starter highly motivated, decisive with excellent interpersonal and communication skills.
