   Mahdi Borhanzahi   
     Location: London
     Telephone: 07480 212562
    E-mail: mahdiborhanzahi@msn.com
Professional Profile

I am a self-motivated, driven and accomplished professional Account Manager with a strong and successful record in sales and relationship building in target driven, pressurised environments. I take pride in developing and maintaining technical product knowledge and in ensuring the client’s requirements are consistently met. My ability to build close and beneficial relationships ensures exceptional levels of retention, while my commercial awareness and ability to negotiate effectively ensure company targets and exceeded and budgets are met. My experience in autonomous roles and managing teams of professional, technical and sales staff have allowed me to develop as a leader and provided experience in managing multi-faceted workloads. I am now looking forward to taking the next step in my career and securing an exciting and challenging new role.   

Career History
September 2022 – till now                                                                                        repair and minor mod sale – Temple lifts

During this period, I covered this lift company’s accounts across the busy London/SE area; with responsibility for looking after existing customer needs and securing new clients wherever possible. This was far more than a sales role though, as I also provided technical support and advice to other professionals such as architects and developers. My ability to collaborate with others allowed me to successfully work closely with the design dept and Project Managers on various client ventures. 

Key Responsibilities

· Prospecting and chasing new opportunities with both on and off portfolio customers.

· Managing sales activity/forecasts

· Building and managing sale packages on service maintenance contract, repair, and modernization

· Maintaining good working relationships with existing customers & building effective capital planners

· Developing new customers via cold calling, networking, bids and tenders

· Liaising with and providing technical support to Architects, Consultants, Developers, Owners, and Engineering Services companies (and other prospects) to ensure we are considered for current and future projects.

· Preparing Tender Submissions

· Leading post tender negotiations with a view to securing the business

· Working closely with the Design Department and Project Managers

· Developing customer plans with identified clients

January 2021 – September  2022                                                                                        repair and minor mod sale – Precision Lift Services Ltd lift 
During this period, I covered this lift company’s accounts across the busy London/SE area; with responsibility for looking after existing customer needs and securing new clients wherever possible. This was far more than a sales role though, as I also provided technical support and advice to other professionals such as architects and developers. My ability to collaborate with others allowed me to successfully work closely with the design dept and Project Managers on various client ventures. 

Key Responsibilities

· Prospecting and chasing new opportunities with both on and off portfolio customers.
· Managing sales activity/forecasts

· Building and managing sale packages on service maintenance contract, repair, and modernization

· Maintaining good working relationships with existing customers & building effective capital planners
· Developing new customers via cold calling, networking, bids and tenders
· Liaising with and providing technical support to Architects, Consultants, Developers, Owners, and Engineering Services companies (and other prospects) to ensure we are considered for current and future projects

· Preparing Tender Submissions
· Leading post tender negotiations with a view to securing the business

· Working closely with the Design Department and Project Managers

· Developing customer plans with identified clients

August 2019 – January  2021                                                                                          Modernisation Sale Manager – ThyssenKrupp. 
In my current position with this multinational organisation, I am responsible for identifying modernization and replacement opportunities within the portfolio and out of the portfolio, as well as dealing with the subsequent tasks involved in client liaison and securing the final deal. It is a multi-faceted role which calls for a highly organised approach and allows me to utilise my strong interpersonal skills, commercial awareness, technical knowledge, and ability to communicate with professionals at all levels; both internally and externally. My strong track record in sales and capacity to negotiate and build relationships, have been vital to my success in this role.

Key Responsibilities

· Identifying unreliable units on the portfolio
· Identifying modernization and replacement opportunities
· Completing surveys and making recommendations as required

· Surveying the units
· Designing and completing tendering for modernization projects
· Setting up client meetings and providing capital planner and technical advice
· Presenting the client with solutions and working to close the deal & secure the order.
· On receipt of order, providing a smooth handover to the Project Manager

· Liaising between the client and Project Manager, acting as main point of contact for client 

· Attending progress meetings as necessary

Key Achievements 

· I achieved my target of £1.1m before the end of the Thyssen financial year (September)

· I successfully improved the relationship with the factory in order to streamline communication and improve turnaround on material identification, as well as ensuring more timely ordering
June 2015 – Aug 2019                                                                                     London & South East Account Manager – Orona Ltd.

During this period, I covered this lift company’s accounts across the busy London/SE area; with responsibility for looking after existing customer needs and securing new clients wherever possible. This was far more than a sales role though, as I also provided technical support and advice to other professionals such as architects and developers; and used my ability to lead and develop others to manage & train a team of 14 sales executives and estimators in their roles. My ability to collaborate with others allowed me to successfully work closely with the design dept and Project Managers on various client ventures. 

Key Responsibilities
· Prospecting and chasing new opportunities with both on and off portfolio customers.
· Training and managing 14 sale executives and estimators.
· Supporting and motivating the team & ensuring they perform to the highest standards.
· Developing strong sales strategies & ensuring the team achieves sales targets.
· Managing sales activity/forecasts

· Building and managing sale packages on service maintenance contract, repair and modernization

· Maintaining good working relationships with existing customers & building effective capital planners
· Developing new customers via cold calling, networking, bids and tenders
· Liaising with and providing technical support to Architects, Consultants, Developers, Owners, and Engineering Services companies (and other prospects) to ensure Orona is considered for current and future projects

· Preparing Orona Tender Submissions
· Leading post tender negotiations with a view to securing the business

· Working closely with the Design Department and Project Managers

· Developing customer plans with identified clients

Key Achievements

· Achieved all targets year on year

· Achieved and exceeded the yearly target by £1.7m on modernization orders
· Managed 20 internal estimators, and designed more than 300 small repair packages to be used by estimators 

· Improved the repair sale from an average of £400,000 per region to £1m
June 2010 – June 2015                                                                                            Area Account Manager & Consultant – Otis Ltd.

My time in this role allowed me to build upon my previous experience and develop my management and leadership skills in an area manager role, whilst also further developing my technical knowledge of elevators/lifts. I learnt the importance of building good client relationships and ensuring all accounts’ needs were met. I also further developed my sales skills and commercial awareness.

Key Responsibilities  

· Providing service field management: organising and managing a team of 9 engineers, supervising service delivery over a broad geographic area of 3000sq mile and up to 1200 units 

· Forecasting on sales and project completion to the directors  

· Retaining existing customers through cancellation prevention

· Maintaining god customer relations, selling modernisation opportunities to existing portfolio

· Managing debt through resolution of disputed debt, managing and giving direction to debt admin

· Growing and driving sales within the area

· Recovering units from the marketplace 

· Business to business sales, selling elevator maintenance contracts
· Lead generation via cold-calling and on-site visits

· Responding to invitation for tender and completing tenders / responding to pre-tender questioners and inquiries

· Surveying the elevators on site and identifying/planning the maintenance requirements 
Key Achievements

· One of my key responsibilities was to deal with disputed debit for the area; and I successfully reduced historical debt by 80%

· I reduced cancellations by 40% through building closer client relationships and target meeting customers every quarter based on size of the portfolio 

Sept 2006 – June 2010                                                                                                                         Repair & Service – KONE PLC.

Jan 2006 – June 2006                                                                      Business Development & Operations Manager – Futuremedia.

Nov 2003 – Jan 2006                                                                                                                            Sales Executive – Accord PLC.

Education & Qualifications 

BEng (Hons) Chemical Engineering

South Bank University, London

Professional Development / IT Skills

Practical Management of a lift/escalator contract

Microsoft Packages, AutoCAD, Mathcad and HYSYS certified 

Super user and fully qualified on Sales Force and Microsoft Dynamic CRM
Full references on request 

