Organisational Background Information 
	BMR title / Role title 
	Trade Lane Manager (Korean Customer Accounts)



	Corporate Division 
	Logistics 

	Business Division 
	DHL Global Forwarding 

	Business Unit 
	MY, Commercial 

	Overall Role Purpose 
	Define, implement and execute business development strategies and activities for assigned region (Korea – Malaysia) in accordance with the group business strategy and local business environment, to generate additional business, maximize profit and grow DGF’s market share within assigned region. 
Require deep understanding on Intra Asia market and Korea companies in 
Malaysia 

	Reports to 
	Senior Tradelane Manager 


 
 Skills / Qualifications 
	Key capabilities 

	Skills
   Strong communications skills 
   Arbitration skills 
   Analytical and conceptual thinking 
   Team player 
   Independent, self organized, willing to share his knowledge and expertise 
   Ability to articulate and accept constructive criticism 
   Interpersonal relationship 

   Pro-active attitude 

   Building relationship with top customers, sales executives & other departments & functions. 

   Experience in all aspects of trade lane sales 
   Deep knowledge of freight forwarding business 
   Understanding of air freight and ocean freight product offerings 
   Open-minded towards the use of information and communication technology 

   Negotiation and presentation skills 
   Basic understandings of finance and administration 
   Cross-cultural competence, culturally sensitive 
   Fluency in English and Korean 
   Computer knowledge of Word, Excel, Power Point 
Competences 
Competency segment ‘Business’

Analysis:  Breaks down a problem, situation or process into its component parts, separates the main issues from side-issues, understands the nature of parts and their relationship to one another. Seeks out and critically evaluates both numerical and narrative information. Draws accurate conclusions. 
Planning & Organizing: Sets clear and realistic goals and objectives. Establishes a course of action and a sequence of steps to ensure that activities and objectives are efficiently achieved. Is structured with good personal organization. Schedules time effectively and uses efficient work methods and tools. 
Decision Making: Makes timely and appropriate choices based on accurate analysis and experience. Uses sound judgment even in conditions of uncertainty. Anticipates impact of decisions and plans how to manage risk. 
Results Orientation: Continually seeks to accomplish critical tasks with measurable results. Overcomes obstacles and makes adjustments to achieve results. Focuses self and others to achieve targets aligned with business goals. 
Customer Orientation: Is focus on identifying and understanding each customer’s needs. Expresses and acts on desire to assist customers in an efficient and friendly manner 
Competency segment ‘Leadership’

Teamwork: Works cooperatively with others to achieve target and objectives. Accomplishes own tasks in support of team goals and actively offers to help colleagues. Supports group decisions. 
Competency segment ‘Personal’

Accountability: Acts responsibly. Can be counted on to keep commitments. Complies with the intent of policies, procedures and agreements. Builds others' trust in own professionalism, integrity, expertise and ability to get results. 
Communication: Provides both verbal and written information in a timely, clear and concise manner. Expresses ideas effectively, adjusting style, tools and mode to the needs of others. Listens attentively, and summarizes or asks questions, when needed, to clarify information. 
Self Management: Remains calm, objective and controlled in responding to urgent or demanding situations. Maintains effective performance under pressure. Stays positive. 


For immediate consideration, please send your English Resume and Cover Letter by 16th APR : 
marcus.noh@dhl.com ; Raja.Rajagopal@dhl.com 

