Cover Letter

Dear Sir / Madam,

I am writing to express my interest in your organization as it is considered one of the leading Organizations 

In the market; I have graduated from the Faculty of Commerce, Ain Shams University, Major Business Administration and I have finished CABM “Certified Associate Business Manager” in the American University in Cairo (AUC).

Currently I am working in Americana foods (Meat Division, KSA). My current position is Export Sales Manager. Through my Current & past working experience, I have gained significant & solid experience in F.M.C.G, Retail, Sales, Trade Marketing, Merchandising and Training Development.
I would be privileged to have the chance to use my experience, enthusiasm & study to contribute to your success, which represented by your competitive position in the market.

I look forward to the opportunity of being invited to an interview to further express my interest in joining your company and discuss in more details how my experience and qualifications would be added value to your company.

Thanks for your consideration.

Ahmed 

Ahmed.117539@2freemail.com 
 

OBJECTIVE

Seeking for commercial managerial career opportunity in a well reputable company, which would allow me to apply and further develop and improve my skills to meet the job requirement and capitalize on my own development.

EDUCATION

(CABM) Certified Associate Business Manager,

  The American University in Cairo, Graduation Year 2006   



B.Sc. Business Administration, Faculty of Commerce, Ain Shams University

Date of Graduation: May 2003

Thanaweya Amma. Orman School, Dokki, Giza, 1997
PROFESSIONAL TRAINING

· Art of selling your self.
· Creating high performance organization.

· (What Every Manager Should Know) Lead Yourself, Time Management, Communication Skills, Presentation Skills, Performance Management, Creative Management, Leading Effectively, Train the Trainer.

· Strategic Customer Handling
· HACCP, Hazard Analysis Critical Control Point. (S.G.S)

· Professional Selling skills.
PROFESSIONAL EXPERIENCE
Americana Foods (Meat Division)




(Jan. 2016- Current)
Export Sales Manager (Based In Jeddah, KSA)
Responsibilities:
· Handling All export markets.(Middle East, Africa & CIS Countries) 
· Establish the annual export plan to achieve the company’s strategies and objectives.
· Identify & develop the potential export markets according to the company’s strategy.

· Develop & maintain constructive relationships with all agents and work on solving problems if any.

· Direct contribution in pricing policies & structures in export markets and ensure implementing the company’s financial policies.

· Secure & direct several shipment sources to meet the clients’ needs on time.
· Conduct regular market visits to follow up on both the company and competitors’ products and identify potential business opportunities.

· Build positive relations with various bodies (internal or external), in addition, assuring timely and efficient documents.

· Represent the company in export conferences & exhibitions, and handle all arrangements.

· Plan, direct and coordinate the marketing activities in export markets.

Al Rifai Nuts (LSH Holding, UAE)



(Dec. 2012- Dec. 2015)
Regional Export Sales Manager 
(North Africa & Levant) Based in Egypt
Responsibilities:
· Achieves regional sales objectives by contributing regional sales information and recommendations to strategic plans and reviews.
· Preparing and completing action plans, implementing production, productivity, quality, and customer-service standards, resolving problems, completing audits, identifying trends.

· Meets regional sales financial objectives by forecasting requirements, preparing an annual budget, scheduling expenditures; analyzing variances; initiating corrective actions.

· Establishes sales objectives by creating a sales plan and quota for country distributor in support of national objectives
· Maintains and expands customer base by counseling district sales managers/representatives, building and maintaining rapport with key customers, identifying new customer opportunities
· Recommends product lines by identifying new product opportunities, and/or product, packaging, and service changes; surveying consumer needs and trends; tracking competitors.

· Implements trade promotions by publishing, tracking, and evaluating trade spending.

· Accomplishes sales and organization mission by completing related results as needed. 
· Build & manage relationships  with our referral partners
· Liaise and work closely with senior management and other personnel in developing the business

Double A Int. Paper





(Mar. 2011- Dec. 2012)
Sales Development Sales Manager
Responsibilities:
Distributor Management:
· Annual plan, setting monthly and quarterly KPI’s.

· Handling All Business Channels (wholesale, Modern Trade, Traditional Trade, etc...

· Proposing channel promotion programs with monthly reviews. 
· Monitoring stock levels and sellout data by channel on a weekly basis.
· Pro-active adjustment of plans to meet changing market conditions and seek new channel and market opportunities
· Submit monthly volume forecast. 

· Conduct quarterly business review with distributor and HQ. 

· Motivate and build good relationship with the distributor 
· Minimize employee turnover in Department and suggest preventive measures.
Channels development and strategy:
· Develop promotion programs by channel, execute approved programs, monitor, evaluate and present results to HQ.

· Prepare annual channel program budget, control spending and review spending effectiveness on a program-by-program and monthly basis. 
· Prepare tailor made programs for key customers.
· Prepare Budgets include volume, spending, Double A share and AA mill brand share in category and resources required for each channel. 

· Effectively employ resources to grow volume in key channels
· Maintain trade price stability through all channels and regions.
Channels promotion plan and implementation
· Developing the plans, Implementing the approved proposals, which will involve coordination with the marketing, distributor, dealer, channel and customer
· Evaluate the promotion and report results to HQ
Trade price stability:
· Setting the trade price structure

· Ensure trade price structure is stable across all channels

· Ensure end user price is stable and at level agreed upon with HQ

· Monitoring the trade price structure and end user price.
Sales team management and development:
· Motivation and clear direction in implementing marketing plans.

· Assessing individual performance and provide coaching/counseling where appropriate. 

· Setting standards of behavior and performance expectations

· Approving sale route plans and reporting mechanism

SAVOLA Foods, Egypt





(Apr. 2009- Mar.2011)
Modern Trade Sales Manager
Responsibilities:

· Continuously stay updated in regards to Market conditions and trends in order to maximize on business opportunities.

· Identify and maximize new business opportunities through networking, field visits, trade shows etc

· Establish customer relationships

· Analyze prospect customer profile and requirements and determine the business opportunities.

· Ensure proper and thorough customer and business analysis before submitting proposal for Sales Manager’s approval and committing to business relationship.
· Allocate sales targets as per the pre-approved business plan.
· Suggest pricing levels to Management ensuring the best possible margins for the department

· Ensure that all pre-approved prices are implemented and followed as per schedule

· Negotiate CDAs including visibility, product positioning, product listings, credit /delivery terms etc. to achieve shelve dominance within the various categories.

· Provide full logistic and market support to the Promotional Plan by negotiating promotions, costing and visibility with the customers.

· Coordinate with the Trade Marketing department in the development of the Merchandising Plan

· Set and communicate clear goals and targets that have the SMART characteristics for the Sales team.

· Conduct periodic Performance Progress reviews

· Conduct annual performance review and identify future leaders within the department.

· Regularly conduct team meetings to ensure that business goals and plans are communicated and understood.

· Minimize employee turnover in Department and suggest preventive measures.
· Suggest and prepare yearly incentive plan that enhances sales motivation while remaining in line with the budgeted cost.

· Monitor the execution of the approved Business Plan in all areas / outlets (routing, manpower and visit schedules etc.)
Pepsi Cola (PepsiCo International)


(Apr. 2007- Mar. 2009)
Modern Trade Sales Account Manager
Responsibilities:

· Handling international and local key accounts (Hyper Markets & Super Markets Chains), for both Pepsi Cola and Chipsy international (Lays, Chipsy and Cheetos).
· Managing a team of 14 people; assigning them tasks and motivating them to meet deadlines.

· Establishing/negotiating and lock plans into CDA inline with company policies and budgets.

· Communicating standards and customer commitments to the field and monitoring performance and compliance against CDAs, taking corrective action when appropriate.

· Develop & Deliver Account Plans: Volume/ Value, Brand Display (Planogram), Promotional Plans, Sales forecasts, Account Profitability/ Company Profitability, Launches/ Listing in line with Pepsi-Cola standards for the accounts.
· Maintain & develop relationship with accounts.
· Accounts KPI’s objectives (SKU’s distribution, merchandizing standard).

· Manage external communication with relevant account personal: Purchasing managers / coordinators, Marketing managers/ coordinators, financial managers/ coordinators, Warehousing.

· Conduct quarterly business reviews with account to agree way forward and corrective actions.

· Ensure best Customer Service ( supply, coverage, support, stocks movement, frequency of orders, returns…etc)  

· Conduct routine trade visits & follow up on field force visits.
· Managing efficiently financial settlements/processing internally and with key accounts.

· Follow up on competitor activities, margins, prices, expenditures, and deals.

· Maintain accurate records of all customers & completing all daily & monthly reports accurately, neatly and on time.

· Provide detailed info. On performance of PEPSI & competitive promotion activity.
Mansour Group: _ 





(Jan. 2004 till Mar. 2007)

McDonald's Egypt (Mansour Group)


(Jan. 2006 till Mar. 2007)
Senior Marketing & L.S.M Coordinator
Responsibilities:

· Outdoor  activities & signs for all McDonald’s Egypt (e.g. lamp post, susette, chassis , T-pole)

· Managing a team of 20 people; assigning them tasks and motivating them to meet deadlines and Sales targets
· Brand planning & execution

· Multi-tasking across key marketing disciplines

· Develops marketing plans that profitability builds sales and market share for 15 restaurants

· Communicates and train restaurants management on the proper execution of marketing & sales programs 
METRO MARKETS Company (Mansour Group)
 (Jan. 2004 till Dec. 2005)
Retail Business Trainer
Responsibilities:

· Deliver induction training to prepare new heirs before joining onsite.
· Deliver Selling skills, Customer Service, Food Safety & Hygiene training to maximize sales abilities & increase our customer number.
· Deliver soft skills training to give the frontlines tools & strategies to maximize the customer’s experience.

· Prepare training reports to test the training effectiveness
· prepare training reports to test the trainees competencies level & recommendations
· Handling training department budget.

PART TIME JOBS & SUMMER TRAINING
Quest (Human Development & Change Agents)

(Apr.2006 – current)
Business Consultant & Facilitator
(Freelancer Trainer)
Responsibilities:

· Delivering and teaching training programs:

-
E.g. selling skills, Customer service skills, Communication skills & Negotiation skills
Mobinil





 

(Sep. 2003.till Dec. 2003) 
Customer Service Executive
Responsibilities:

· Handling customer’s complaints
· Up-selling the company products and services to the customers
CONTACT Car-Trading Co. 



(Jan. 2003.till Aug. 2003)

Sales Executive
Arab Radio & Television (ART) 



(Jul. 1998 till Sep. 2000)
Sales Executive
COMPUTER SKILLS
· Excellent command of Internet Explorer
· Excellent command of Microsoft Office( Word, Excel and PowerPoint)
LANGUAGE SKILLS
Arabic, mother tongue

English, v. good command written & spoken
ACTIVITIES
· Gold medal, Basketball Republic Schools Championship, Cairo 1997.
· Former member of The Egyptian National Basketball Team (under 16).
PERSONAL DATA
· Date of Birth: 18th February 1980

· Nationality: Egyptian

· Military Service: Exempted

· Marital Status: Married
References furnished upon request

Hoping that my resume meets with your requirements
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