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{ KO OWLEDGE e 7z e Contact Information
Mailing Address: P. O. Box: 36596, RAS 25467- KUWAIT
EMAIL:
GSM: + 965 968 4464
Office: + 965 247 2628
FAX: + 965 247 2627

Hamza Taqi, CIM, FIBC, FISMM, FCMI

Personal Information

Nationality: Kuwaiti

Resident of?: Kuwait

Birth date: 17 Aug, 1962

Gender: Male

Marital Status: Married with four daughters

Career Objective

An accomplished and highly experienced senior executive with +20 vyears of
achievement across leading financial institutes and businesses is seeking to develop the
Kuwaiti people to contribute exceptional business development, strategic planning and
revenue growth expertise to the benefit of the organization they work for.

Work Experience

KNOWLEDGE CONSULTING, June 2007 to Present
Kuwait

Founder & Managing Director

I started my own consulting and coaching practice relying on my accomplishments
throughout the organizations I had worked for and partnering with the best
consultants/development centers in the World covering these main areas:

. Training & Development
. Recruitment & Selection
. Management Consultancy
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WATANIYA TELECOM, Feb 08 to May 08
Kuwait

Marketing Director

It was a challenging opportunity and fun to work in multi-cultural environment but I
could not continue since the changes I wanted to implement was faced with big
resistant. Never the less, I enjoyed the time and people I worked with and managed to
launch couple of products within a short period.

FUTURE COMMUNICATIONS COMPANY, Oct 2001 to May 2007
Kuwait

Assistant General Manager-Business Development Group

I was responsible for the Research & Development, Marketing, and Product
Development divisions for a leading provider of communication services in the MENA
region and a Nokia partner in Kuwait:

. Conducting comprehensive and detailed marketing analysis and taking
decisive measures based on results related to the Kuwaiti market.

. Identifying and soliciting potential clients, providing presentations on the
benefits and uses of B2B Mobile services & solutions.

. Initiating new distribution channels and enhancing overall sales revenue.

. Maintaining continuous awareness of competitive products, pricing,

performance and market share in order to develop innovative ideas to
boost business growth and acquire more clients.

. Analyzing merchandise performance, in 32 Nokia retail outlets, in terms of
profitability, volume contribution and potential, recommending on-going
improvements to support optimal profit of these outlets.

. Sourcing competent professionals, appraising team based on performance
and upgrading their knowledge on the market by organizing training
programs.

CREDIT RATING & COLLECTION, Dec99 —0Oct01
Kuwait

Executive Manager — Collection Group

The company is a leading provider of credit rating and collection services that plays a
significant role in Kuwait's banking and commercial systems through its risk
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management and debt recovery services. Recruited as an Executive Manager for the
Debt recovery group and quickly progressed to an Acting General Manager position
directing 3 professionals to develop and deliver services for corporate clients in the
areas of Credit, Collection, and Debt remedial:

. Established and standardized company’s core business processes, initiated
a collection services call center with more than 60 agents and developed
the debt recovery unit acquiring 30 major clients with a portfolio of more
than 22 Million USD.

. Positioned the establishment as a B2B support services provider,
networked to develop investment relations by actively participating in the
corporate planning process and recommending improvements to optimize
business growth through extensive involvement in managing client

relations.

. Commenced a project management committee to follow-up on product
releases, monitor milestones and adhere to scheduled time delivery

. Pioneered the roll-out of a Customer Relations Management system (CRM)

in the call center with a client focused mindset with respect to employing
best practices and industry approaches anticipating growth in all market
segments.

. Acquired 5 key accounts with a portfolio of 120 Million KD, significantly
incremented commercial activities by 10 times in comparison with
previous year

. Successfully managed business start-ups, and rendered expert advice to
achieve sustained and rapid corporate growth.

KUWAIT NATIONAL MARKETING CO, Mar 99 — Dec 99
Kuwait

Regional Manager Business Development

Utilized expert Marketing and Sales savvy to manage business development for a
startup company established to export Kuwait made products:

e Piloted the company positioning strategy, set mission and goal objectives to expand
awareness of firm’s trade activities in both international and local markets.

e Networked to develop key clients, built supplier relationships and negotiated
agreements with vendors and dealers in Jordan, Lebanon, Pakistan, and Algeria
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e Ensured company attendance and presence in domestic and global trade fairs,
fostered guidance efforts to participating factories in the evolution of their export
agents and market expansion.

e Developed business plans that strategize product and brand image leading to
profitable revenue growth, observed consumer behavior and took action oriented
measures in product selection criteria to respond to market deviations.

The GULF BANK, 1996 - 1999
Kuwait

Head of Product Development Division

I was promoted from Manager of Specialized Markets department to Head the product
development division due to outstanding efforts and a track record of continuous
achievements:

. Set goals and performance objectives to execute a self-prepared 5 year
product strategy plan.
. Managed 4 project managers and sales representatives to promote

personal financial products and services in all branches, instigated
marketing activities to position products in a creative way driving
consumer adoption.

. Conducted segmentation and need base analysis of current and potential
clients, measured their satisfaction across the board, considered
suggestions to improve and tailor specific retail services for certain market
segments.

. Initiated several marketing activities positioning credit card services,
electronic payment methods and cross—sold financial plans to both
merchants and individual clients.

. Produced high-management reports covering competitor analysis, revenue
and business growth profile.

AL-AHLI BANK OF KUWAIT, 1992 — 1996
Kuwait

Sales & Marketing Manager

Established a career with the bank as an assistant Sales and Marketing manager and
progressed to serve credit customers as head of the BankCard services division

Hamza Tagqi profile 2010 Page 4



following industry trends and introducing revolutionary ideas to anticipate division

growth:

Piloted the revival of Visa Card Issuance program after the liberation in 91
and originated the release of MasterCard services, achieving an increased
card base by 100% within the first 4 months.

Set-up the acquiring business introducing EFT terminals and Knet services,
maximized the expansion of point-of-sales machines across the country
gaining competitive advantage in the market

Guaranteed and verified that appropriate credit policies and risk
management procedures were followed, established a chargeback unit
and accomplished improved margins in financial product segments.

Led professional development programs focused on sales and customer
care, coached best practices and innovative approaches to gain client trust
and achieve target goals.

The GULF BANK, 1988 — 1991

Kuwait

Assistant Manager Business services and Sales

I was recruited as Sales and Marketing officer, advanced to become an assistant
manager for the Business Services and Sales Unit displaying a track record of
achievement towards maximized financial gains:

Evaluated entitlement of credit to customers, approved applications within
established limits and recommended comprehensive financial service
products to meet the needs of current customers as a framework for the
growth of the division

Liaised with merchants and negotiated terms and agreements, steering
their awareness of card payment transactions and influencing their wide
usage.

Significantly influenced account profitability by developing methods for
potential customer identification, coordinating effective promotional efforts
with merchants to encourage the use of plastic cards as a preferred
method of payment

Developed a strong business culture, embarking on visits to key clients,
and maintaining courtesy calls to inquire on satisfaction of services and
resolve customer concerns and instigated seasonal incentive sales
campaigns for staff.
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Skills

Managerial, Business Development Area Marketing & Sales, Product Development,
Behavioral Consultant Expert More than 10 years

Trainer, Coach, Facilitator, Strategic Planning, Commercial Banking, Business
Entrepreneurs Expert More than 10 years

Card Services, Human Capital Management, Research & Development, Project
Management, and Profit Growth Expert More than 10 years

Chartered Marketer, Leadership, Team Builder, and Negotiation, Creative Problem

Solving & Analytical Capability Expert More than 10 years
MS Office Applications and Internet Savvy Expert More than 10 years
Languages

English Expert More than 10 years
Arabic Expert More than 10 years
Education

The CHARTERED INSTITUTE OF MARKETING December 1999
Berkshire SL6 9QH, Great Britain (UK)
Degree: Certification of Marketing

A professional certificate in marketing recognized in the EU, focuses on:

. Business Communication
. Understanding Customers
. Marketing Environment

. Marketing Fundamentals

Hamza Tagqi profile 2010 Page 6



NORTHROP UNIVERSITY April 1988
Los Angeles, CA, USA

Degree: Bachelor of Science in Electrical Engineering- Communications

VARIOUS PROFESSIONAL TRAININGS
Underwent professional trainings:

. Feb 2008 Certificate DiSC Consultant, OTi Singapore

. May 2008 LivOn Marketing Training through simulation by Celimi

. April 2007 has been elected an Affiliate Member (Professional) of The CIM

. February 2007 Balanced scorecard Certification

. March 2002 Six Sigma preparation

. March 1995: Operation Review Workshop, MasterCard University

. March 1995: Operation Analysis Workshop, MasterCard University

. April 1994: DOS Workshop. Al Ahli Bank of Kuwait

. September 1993: Quality Customer Care. International Business
Associates

. August 1993: Advance Lotus 1-2-3. Delta Training Center- Kuwait

. April 1993: Word Perfect 5.1. INFOCenter - Kuwait

. January 1993: Management By Objectives. Kuwait University - Kuwait

. January 1992: Better Selling Using the Sales Grid. Gulf Marketing
Association - Bahrain

. December 1991: Administration & Supervisory Skills. Kuwait University

. August 1991: Traveler cheques Sales & Operation. American Express

. June 1990: Travel & Entertainment Market. Visa International - Bahrain

. June 1990: Issuance, Acceptance, & Sales. Barclays Visa Traveler Cheques
. September 1989: The Customer in Focus. American Express

THE INSTITUTE OF BANKING STUDIES
Kuwait

. April 1994: Managing Key Account

. June 1993: Time Management

. May 1993: Competitive Marketing Strategies
. April 1993: Leading & Managing Change

. Oct 1992: Managing People In Organizations
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. May 1990: Marketing Research Applications in Banking
. November 1989: Marketing & Selling Financial Services
. November 1989: TOEBL Preparation Program

THE GULF BANK
Kuwait

FURTHER CERTIFICATIONS:

. May 1990: People Management (Dr. A. Bardawil)

. May 1990: Selling Skills (Dr. A. Bardawil)

. February 1989: Teller Course- Cash

. January 1989: Clerical Course- Customer Service

. November 1988 : Letters of Credit ( A 1 month course)

References

Jamal Al Mutawa, CEO, Commercial Bank of Kuwait

Salah AlAwadi, CEO, Future Communications Co.

Masoud Hayat, Chairman, Kuwait Investment Projects Co.

Samer Shammas, Director, Agility Logistics
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Memberships

The Institute of Sales and Marketing Management (2008)

The Chartered Management Consulting Institute (2007)

The Institute Business Consulting (2007)

The Chartered Institute of Marketing (1998)

The Institute of Banking Studies (1997)

Knet (1996) Kuwait Electronic switch between local banks (Committee member)
Kuwaiti Student Club (1987) Northrop University, USA

Kuwait Engineering Society (1988)

Institute of Electrical and Electronic Engineers (1985) (IEEE)
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Certificates & Appreciates

The Chartered Institute of Marketing

Hamza Taqi

L / . ) rre ’
. //m} denenstreated ca eonmiitnient to f‘(*///fl//lllly /)/‘n essicnal //f’/ff*/r/)///f*/// @ i

& %(’/'/'mmr'r/ /H(I/’/{‘r”//'/ly /)/wr‘////‘r'//w’ and és h eredy entitted to wse the //r*u'/yﬂﬂ//'('/f r/

Chartered Marketer

Jor /ﬁr/}(’/v‘n//r/_ 7///// 200D te, Jiune 2070

Lol Jdy=

Sir Paul Judge, President

(%h& @(

wis Lenton, Chairmar

Patron HRH The Prince Philip Duke of Edinburgh KG KT
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The Chartered Institute of Marketihg

s 65 lo
i i

Hamza Taqi

J%{fj this (/cgy- been elecled a
Member MCIM

16 July 2009

Qi it

Chris Lenton, Chairman

-

Sir Paul Judge, President

Patron HRH The Prince Philip Duke of Edinburgh KG KT
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ISMM

The Institute of Sales & Marketing Management

This is to certify that

Hamza Taqi

has been elected and is hereby authorised to use
the style and title of

Fellow

Dated this 12" day of June 2008

NS

,}af "? —A)mﬁ‘\ﬁé"ki&:‘___ Chairman

/% Al W“"{ﬁa Dircctor

President
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CELEMI -

Livon [[[2™

Hamza A.Taqi

Participant’s name

has, Tor several simulation “years™, in a imanagement position endeavored o reach the right customers, to keep them and 1o use available
resourees as efficiently as possihle, in hard competition with others. In connection with this, hefshe was obliged 1o learn ahout:

* strategic planning, positioning und resource allocation, * business control and finance,

+ market analysis and research, * pustomer satistaction,

+ forecasting and trend ploting, and is thus proficient in coordinating market investments and
+ advertising and sales pramotion, resourees that promote a precise, consistent identity [or the

. siaffifig, company,

L oot

B/508

Date

CELEMI

10r30Ea g THE POWER OF LEARNING

mizh Spstams AR, Al +

| www.calemleom
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INSTITUTE OF .
business consulting

I CTIE PeTGTIINIR O '

This is to certify that

Hamza Tagqi

of the
INSTITUTE OF
BUSINESS
CONSULTING

e

chartered ]

management
institute
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Certificate of Facilitation
This Is To Certify That

Dr.Hamza Abbas Taqi

Is a Certified Facilitatior Of Crestcom International training programs:

Kuwait, 21-23 July, 2007

The Training Center, THuman Investment Corporation (HIC), Kuwait

)

brav iz X
Hal Krause, Chairman Trainer:  Dr. Moosa Al- Mazeedi
Cresteom Intemational 1.td, Human Investment Corp,

Drenver, CO, USA Fouwait
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.@.
.m The Chartered Hotlines: _ R —
Institute of Marketing s W L S U

Chartered CPD Programme

Evidence of Development

This is to certify that

Hamza Taqi

has satisfied The Chartered Institute of Marketing's
requirements by successfully completing
35 hours of continuing professional development for the
July 2007 — June 2008 CPD year.

Participation in the Chartered CPD Programme demonstrates your dedication to
ongoing development and commitment to staying
up-to-date and forms the pathway for ultimately achieving

Chartered Marketer status.

Chris Daly
Director of Membership

Charterad CPD Programme
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o %K // al

Hamza Tagi
has this day

been elected an
Affiliate Member (Professional)
of the Institute

25 April 2007

sSornad on babhall of e
irtemational Board of Trusbesas

WAL
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Wﬁﬁﬂ?‘w ﬁ"lﬁmﬂ?ﬁﬂm

upon reconmmendation of the Faculty has conferred on

Hamsza Abbas Fahad A. Tagi
the begree of

Bachelor of Science in Electrical Engineering

together with all the rights aud privileges thereunto pertaining

In witness heeeof, the seal of the Hwinersity and the sigaabures of its officers
mre herewte affized o the city of Los Angeles, Stale of Qalifornia, this
second day of April, in the pear wineleen hubred and eighths-eight,
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L @aran iy
= GULF BANK

1% July 2001

“SERVICE CERTIFICATE™

Gull Bank certifies than :

s, Hamezs Abhbas Fahad Tagl holding Kuwalkii nationalay, was employed by the
Bank from LA04/19%6 to 15/03/199%, and the job title which be occuplod was

“ Manager, Product Development ™

Throughes the: pericd of the service, he has performed his duties 1o the satisfaction of
ihe Bank, he was punciual and co-pperative with ks supervisors and colleagues

For f GLULF BANK
—
. -__ i
HUMAN RESDURCES
i o KD aas L3I £ PR e 1T D0 R bl 20 _:l.l.':.l.'
£l g Sy F 0 B JORG Bl BF _-: :u- s 'IIL + _ I.I.I
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John K. Wright

294+ ER bt I
February 23, 1998 ; e e

To ; Mr. Hameza Taqi

flomnga,

Just 1o say a big “Thank You™ for your contribution at
the Siaff Conference at the Sheraton vesterday. |
thought your presentation was first class and really
well received by the audience.

I know it's not everybody's scene standing up in front
of large numbers of people but you and the rest of the
team handled it brilliantly. So brilliantly, in fact I can
think of numerous other opportunaties where we can
put your talents to good use |

Thanks again for all yvour help and support.
Mm 4

"

:?_h-g.i_n.l' iy
THE GULF BAMNK)

FOCUSED ON THE FUTURE doablcaiiue dlm Jand
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_

_ John R. Wright

j February 12, 1998

AnBA,

Congratulations to you and the Insurance Tcam !

I was truly delighted last night when we launched the new "Gulf
Series” of Insurance Products that represenied a very magor step
forward in the development of our product range and in the
repositioning of our Bank as a provider of "Banking and F_fl_:t_ansii.l
SEIVICES .

Pleasc express my appreciation o ¢very one who contributed to this
pmj.ar:!,ilisgmmmsmsum:'mbhermtlmruad!*. .

Bzt Wishes,

John raghit =

cc - MJ/S. Entisar AbdulRahim Mohammad Shafi

Lecna Mahmoud Tareq Taleb
Buthayna Fairouz Fiad Al-Duan
Maisoon Saadch Anderzz)

Nl
f%—l—'—ﬂ-ﬂ,, W PN -
THE GULF BANK!

FOCUSED ON THE FUTURE AdGlove 4 ) lani
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Dazhiz caters i various segmends of MTC customers

FCC launches new MMS subscrlpnon services

Ilrl s
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economic, investment issues
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