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My name is Assem AbuKatab and | am reaching out to introduce myself to see if an interview would be of interest.

I have many experiences all physical or digital advertising requirements, including interactive or experiential
initiatives also i have excellent experiences in marketing and decoration . | can share over a call if you are interested.
My reason for reaching out to you is to see if you would be interested in an in interview meeting to learn more

Bachelor of Commerce,

Business Administration
Tanta University 1996-2000

» Executive Leadership: A history of effective
expansion of business, start-up to a multi-company
conglomerate. Strategic Planning: creation of 5 year
business strategies and integrated marketing plans
of big organizations. International Operations: Huge
experience of dealing with international agents and
procurement experience in UAE, KSA, Egypt, China,
and Spain. Marketing & Branding: Specialist in
creating marketing departments, corporate identity
and media buying strategies. Event & Exhibition
Management: Specialization in creating and
delivering international exhibition stands on behalf
of the government and military organizations.
Industrial Production: Wood management and
gypsum manage and fabricate custom furniture and
mega signage projects. Digital Skills: the skill to use
CRM systems, such as HubSpot and Pipedrive, to
streamline the process of generating leads and
making sales.

Arabic Fluent
English very good

Commercial Director | Elhelow Style.

WORK EXPERIENGE

March 2026 — Present

Commercial Director, I spearhead the company’s commercial growth and digital
transformation. I focus on optimizing branch performance and securing "Class A"
projects in the Egyptian market through data-driven marketing and SaaS-based
automation. Working closely with senior leadership and Eng. Ayman Elhelow, I ensure all
operations align with our long-term strategic vision.

I provide executive leadership across a comprehensive portfolio, managing the Retail,
Project, and Online Sales divisions, alongside the Marketing, Customer Service, After-
Sales, and Technical Office departments.

CEO | Toledo Group (Abu Dhabi, UAE) 1/2014 - 03/2022

Toledo group started as an advertising agency to serve business in UAE. it was

growing very well now it's 5 companies with factory.

Strategic Vision and Planning: 8-year business development and marketing plans to
sustain growth in the long term.

Business Transformation: Leading the growth of startups and small businesses in to
diversified multi-company groups.

Operation Excellence: This deals with full scale operations in a variety of sites, which
include manufacturing plants (Wood and Gypsum factories) and distribution hubs.
Financial/Budgetary Supervision: Managing and guiding marketing funds, financial
objectives, and resource distribution in order to increase revenues.International
Supply Chain Management: International procurement of machinery, tools and raw
materials and managing international agents in China, Spain and Egypt.

Organizational Leadership: Directing and guiding cross-functional teams in different
geographic areas and attaining desired sales and operational objectives.High-Level
Stakeholder Relations: Negotiation of big advertising and production contracts and
relations with governmental and military organizations.

Marketing & Brand Governance: Guiding the corporate identity development, branding
strategies and integrated marketing campaigns to improve the presence in the market.
Market Intelligence: This involves applying research and analytical expertise to pinpoint
market forces, customer preferences and prices to gain competitive edge.

Customer Advocacy: Fostering the culture of passionate customer advocacy and
provision of high-quality delivery of custom-made products and services.

WORK EXPERIENGE

Marketing Director | Khudair Group (Al-Khobar, KSA) 0g/2012 - 10/2014

"Khudair is a group company for many business type like cement, oil
,aluminum, HVAC and constriction."

e Marketing Infrastructure Development: First full marketing department of
the group created and organized to meet various business lines such as:

e Oil and Gas, Cement, HVAC and Construction.

 Strategic Branding & Positioning: Developed and executed a common
corporate brand image (Branding) to increase company presence within the
market and to give the group a professional legal image in all of the
subsidiaries.

e Integrated Marketing Strategy: Prepared both short term and long term
marketing strategies that were consistent with the financial goals of the
group to propel revenue and market share growth.

e Market Intelligence & Analytics: In-depth market research and competitor
analysis were done to determine the trends in the industry, customer needs
and growth opportunities in Saudi market.

e Budgetary Oversight and Media Buying: Oversaw budget related to
marketing, as well as optimizing the marketing budget, strategic media
buying and advertising contracts to maximize ROL.

e Lead Generation/B2B Relations: Managed relations with major corporate
accounts, spearheaded B2B marketing efforts with the goal of generating
high quality leads and so on.

e Cross-Functional Leadership: Co-worked well with the executive
management and finance department of the group to align marketing with
the company in general.

WORK EXPERIENGE

Marketing Manager Adventure Media Production , Cairo/Egypt
12/2005 - 06/2012
Strategic Event Management: Led the organization and execution of grand
sports, but the most notable one was the " Vodafone Ramadan tournament,
2006-2012.
Account and Client Relations: Supported high-value B2B client accounts,
making sure that they have long-term relationships and that they are served
excellently.
Production Coordination: Was the default interface between creative
production groups and the outside suppliers to facilitate project processes
and quality assurance.
Business Development: Lead generation techniques and advertising
campaigns that have seen the company win large corporate contracts.
Team Leadership: Managed marketing employees and organized cross-
departmental interactions in order to balance promotional work with
company revenues.




WORK EXPERIENGE

Marketing Specialist | Burgan Al Ahlia (Salmiya, Kuwait) 11/2000 -10/2005

e Business Development: Expert in creating new sales prospects and closing
deals with them.

¢ Client Following: Continued strict follow-up protocols on customers in order to
ensure customer satisfaction and business reiteration.

¢ Inter-departmental Co-ordination: Worked hand in hand with team members in
order to meet the department sales and marketing targets.

SKILLS

Marketing Skills Management & Leadership

. . : * “Strategic Plannin

, Strategic Marketing : Businegss Scaling g
Market Analysis . Operations Management

. Branding & Corporate Identity . _I?_gg%elt_lgagdtielrzlhri\SnC|al Oversight
B2B & B2C Strategies . glhaggfePManagement

. . . . Global Procurement

. Media Buying . Project Lifecycle Management
Lead Generation Business Development
Campaign Management . . .
Vit Researeh Communication Sills

* e Stakeholder Relations

Digital Advertisin
g 9  Executive Communication

Computer & Technical SKills - Negotiation

] ) ¢ Conflict Resolution
e CRM (HubSpot / Pipedrive) « Public Relations

Microsoft Office Suite (Word, Excel, * Cross-functional Collaboration
PPT) e Presentation Skills

e Contract Negotiation

Administrative SKills

Digital Production Tools

Social Media Management Tools

ERP Systems Resource Allocation
Data Analysis Policy Development
Graphic Design Oversight (Adobe Workflow Optimization
Suite Knowledge) .

Performance Metrics (KPIs)
Supply Chain Coordination
Time Management

Risk Management

PROFESSIONAL SUMMARY

Experienced Executive Leader of more than 20 years . i
of Business Scaling and Strategic growth. Having :
experience of optimizing Sales Funnel and budget
management to maximize ROI.

Experienced in creating teams of high-performance
and developing strong SOPs to guarantee operational
excellence throughout the MENA region.

Well planned marketing and operational budgets,

abudhabiedm yisa.gitadd
Pl @C

continuously getting a high ROI in balancing goals attained
in business to market opportunities.

Streamlined the corporate Sales Funnel, which
embraced Conversion Rate Optimization (CRO) techniques
that raised the lead-to-deal conversion rate by 30 percent.
Introduced and established detailed Standard Operating
Procedures (SOPs) in departments, simplifying the
workflow and improving communication with the main
Stakeholders.

To improve the Customer Acquisition Cost (CAC) and
Long-term Lifetime Value (LTV) of corporate clients,
leveraged on data-driven insights to maximize the
acquisition cost and maximize the value of the client.

Strategic Management:

ROI Management/Financial Management.

KPI Development and Tracking.

SOP Implementation and Design of Workflow.

Stakeholder Management and Executive.

Communication.

Growth & Marketing:

Sales Funnel Strategy and Design.

CRO (Conversion rate Optimization)

Market Research and Growth Plans.

B2B and B2C Relationship Management.
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