Edgar Kazarov — BusHec-aHanuTukK unm Project-meHepxep

Middle

ApmeHus, EpesaH

130 000 RUB/MONTH
KoHTakT: geeklink.io/cv-35006

HaBbiku

analytical, attention to details, communication, coordination, CRM software, digital solution deployment, Excel, Microsoft
Office (Word, negotiation, Outlook), PowerPoint, Problem Solving, process improvement, strategic planning.

OnbIT paboThl

e Solara
06.2022-07.2022 - Contract Project Manager
* modified business process for Armenian solar energy company (Solara) to increase financial efficiency and
customer satisfaction by shift to one-window communication model
e R&D start-up
12.2020-01.2022 - Commercial manager
* set up planning and developed supply chain with vendors from US, Europe, and CIS with focus on cutting transport
costs twice by optimally rearranging suppliers and logistic partners
* Vardanants Center for Innovative Medicine
09.2020-08.2021 - Head of Customer Engagement Department

* deployed CRM system (Bitrix24) with 60 000+ customer base to stimulate direct sales
* launched a new business direction: packaged medical products that boosted sales by 11% during Covid-19
pandemic and offset decrease of 17% from other directions

¢ The Government of the Republic of Armenia
07.2017-08.2020 - Head of Financial Service at one of the units

* participated in GTM strategy development for Armenian state-owned companies with focus on new marketing
capabilities for technical unique technologies left from Soviet times

* provided market research and pricing, managed negotiations on new professional boots production with head of
supply and deputy minister; first supplies started in summer 2019

e Shtigen

10.2016-06.2017 - Project Manager

* categorized sales channels by 3 types based on updated customer classification; it increased quality control on key
installations and provided full regional coverage


https://geeklink.io/cv-35006
https://geeklink.io/cv-35006

* Puig
07.2014-08.2016 - Junior Key Account Manager

* increased sales volume 3 times (up to $20M) and value market share 2 times in Magnit Cosmetics during 2 years of
direct collaboration by updating assortment with new 2-variable approach for category management and working
closely with marketing and supply teams

* developed and implemented Go-to-market strategy for 2017 regional development with shift to direct contracts
with 2 NKAs which increased sales margin and share of shelf

e PwC

01-09.2013 - Consultant

* provided market margin research and executed functional analysis of clients

Ob6pasoBaHue

e dUHAHCOBaA 3KOHOMMUKA

MTY um. M.B.JlomoHOCOBa
2013-2015

¢ JKOHOMMKaA

HWY-BLU3
2009-2013

000 MHe

Mocne okoHYaHMA 0by4eHUs Ha SIKOHOMUYECKMX haKynbTeTax AByx Beaywmx BY3os Poccum (HUY-BLUS n MY um.
M.B.JloMoHOCOBa) Ha4asl Kapbepy B MeXAyHapoLHbIX KoMnaHuax - PwC u Puig, rae n3HavyansHo pabotan B busHec-
aHaNNTUKe Ha JOJHKHOCTU AHanuTUKa 1 KoHCyJIbTaHTa, a Nno3xe B KavecTse MeHef)kepa no Kro4yesbiM KnimeHTam, rae
ycnen yBennints 06bEM Npodak B 3 pa3a, a AoJto cobcTBeHHbIX BpeHA0B B NpoAaxax puTeisiepa B 2 pasa

MNepeexan B ApMeHnto B 2016 rofy C LLesbio 3aHATLCA COTHEYHON SHEPreTMKOM Ha no3mummn Project-meHep)xepa, paboTa Ha
3TON gosKHocK bblna npepBaHa 06A3aTeNIbHON FOCy4apCTBEHHON Cy>X60i, Noc/e BO3BPaLLEHNS C KOTOPOW 3aHMMancs
npuBAeYeHeM KJIMEHTOB AJ1F MeANLMHCKON KAVHUKK, a MO3)Ke - OTAEeSIbHbIMY KPaTKOCPOYHbIMY NPOEKTaMu Ha puiaHce



