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Export/Sales Manager/BDM for Exports/Key Account Manager
Accomplished export/sales management professional and business value creator with over 10 years’ hands-on experience in penetrating new untapped markets and expanding business with distributors primarily in the MENA region in the FMCG industry. Qualified Bachelor of Science in Business along with in-depth knowledge of developing and executing challenging personal KPIs, constructing accurate sales forecasts and monitoring and reporting on SKU. Proficient in optimising supply chain to increase customer service and contribute effectively to category management. Versatile individual with extensive experience in business development and export management across several countries. Proven track record of success in developing business from scratch as well as planning and creating the right strategy for the targeting export markets and executing activities consistent with overall organisational goals and requirements. Competent in reporting on CRM effectiveness and its contribution to growth while utilising CRM data, analysis and expertise to influence marketing and product plans. Exceptional skills in analysing sales performance and taking effective decisions to maximise sales volumes and gross margins. Outstanding ability in acquiring new customers through direct industry contacts while continuously striving to open new accounts.


CORE COMPETENCIES
▪ Strong Long-Term Business Relations ▪ Create Sales Strategy ▪ Export Law and Procedures ▪ Identifying Strategic Growth Opportunities ▪ Fostering Cross-Functional Teamwork ▪ Customer Satisfaction and Client Retention ▪ Researching and Identifying Distributors ▪ Negotiating Pricing and Credit Terms ▪ Developing Trade Channel Operations ▪ Accountability and Target Setting ▪ Key Account Business Planning ▪ Analysing Consumer Insights/Market Intelligence ▪ Communications and Product Management ▪ Organising International Exhibitions ▪ Managing Regional Key Account Team ▪
KEY SKILLS AND ACHIEVEMENTS
· New Market and Business Development – Expert in new market identification/penetration and business generation. Instrumental in formulating new sales and marketing strategies resulting in improved staff morale and increase in business growth by over 50% in the pasta category, more than 166% in the instant noodles category as well as surpassing defined profitability targets by over 100% in various organisations.
· Distributor Management and Negotiations – Hands-on experience in enabling effective distributor management and negotiations demonstrated while working at Al Ghurair Foods Group wherein successfully coordinated planning and execution of direct marketing activities in collaboration with foreign distributors to ensure a positive image for their Pan Arabian brand Jenan and provided apposite support to distributors. Finalised lucrative deals with new distributors while successfully negotiating prices with distributors within the region resulting in real benefit to both organisation and distributors.

· Key Account Management – Skilled in developing and maintaining an account plan for all major clients and accordingly devising strategic plans to generate business for key account stakeholders. At Al Ghurair Foods Group, played a focal role in establishing, training and mentoring model key account sales teams within the distributor teams to manage strategic accounts — this model is currently being rolled out across the region. While working at LIFCO Company, successfully administered diverse work aspects including planning and forecasting annual key accounts plans and business development budget, steering new product launches and list of products, sales/performance/profitability forecasting, promotional campaign planning and striving towards increasing brand visibility.
· Leadership and Training – Competent in managing sales team to accomplish defined sales targets as well as providing effective leadership to team members through effective communication, coaching, training and development. Effectively organised team meetings with internal teams and distributors to review and analyse markets performance per account as well as formulating new innovative sales and marketing strategies to expand business — following existing sales and marketing plans that were hampering growth and teams becoming inefficient.
· Private Labels to Blue Chip Companies – Hands-on experience in developing new strategic partners in GCC and Levant regions by supplying pasta to the biggest retail chain and brands in GCC in 2012–2013; developed strategic partnerships with third party manufacturers in KSA, Egypt and Turkey to cover rise in demand in the targeted area further achieving 140% growth in this area. Successfully generated numerous private labels, increased sales and covered entire market segment resulting in increase of sales volume (private label) in the Levant and GCC, which classified AGF as number one supplier for this region during 2009–2011.

· Languages – Fluent in English and Arabic.

CAREER HISTORY

	Business Development Manager/Consumer Foods – MENA Region)
	Jan 2011 – Present

	Al Ghurair Foods Group, Dubai, UAE
	


The Establishment records annual sales valued at $10M.
· Capitalising on untapped market opportunities by steering launch of the company’s brands in new markets.

· Performing quarterly market visits to review and evaluate changes in market dynamics and competitive environment while forecasting monthly sales plans and consistently working towards achievement of set sales targets.
· Administering foreign commercial payments such as letter of credit, cash against documents, bank guarantee and in advance transfers.
· Enabling motivating sales incentive schemes for distributors for ensuring optimised placement of organisational products.

· Facilitating improved credit terms to distributors which resulted in enhancing sales volumes.

· Overseeing design and implementation of customised packaging and labelling tailored to different market segments further improving manufacturing operations and logistics.

· Developing and maintaining strong and cordial business relations with both existing and potential clients for ensuring high customer acquisition, satisfaction and retention.

· Executing an effective business process involving monitoring sales progress and analysis with distributor teams.
	Regional Sales Manager GCC/B2B & B2C
	Nov 2007 – Dec 2010


The Establishment records annual sales valued at $6.50M.
· Reported to the Business Development Manager, directly supervised 2 staff namely assistant sales managers and customer service.

· Oversaw sale of basket of products under AGF fighter brands and private labels in GCC and Levant; product range included edible oils, pasta, wheat flour and pulses.

· Successfully enabled penetration in new markets for ingredients (Semolina and Flour) in GCC and Levant targeting pasta producers and premium bakeries.
	Key Accounts Manager
	Jan 2003 – Nov 2007

	LIFCO Company (Distrbution Company – UAE)
	


The Organisation has annual sales valued at $2M.

· Effectively handled sales distribution operations by establishing sales territories, quotas and goals and supervising sales performance of teams.

· Actively negotiated contractual terms including variations in price, delivery and specifications with managers; ensured sales closure.

· Identified and collated requisite market and customers’ information, monitored and assessed competitors’ activity and accordingly implemented necessary measures to maintain market share of products.
· Provided appropriate advice on impending product developments and coordinated overall aspects of special promotions.
· Worked in close coordination with logistics department to keep a track on delivery progress of existing orders.
· Efficiently reviewed sales orders and records of new and delinquent accounts to stay updated with market conditions and status of customers' accounts; maintained accurate records of sales and order information and provided copies to sales office.
· Acquired a thorough understanding of customers' businesses and requirements and successfully monitored own sales performance while striving towards accomplishing or surpassing set business targets.
· Accountable for maintaining targeted product availability of brand to ensure highest levels of consumer and trade satisfaction.

· Responsible for monitoring and reporting on competitor activities while conducting business review with senior buyers and managers of key accounts.

EDUCATIONAL QUALIFICATIONS
	Bachelor of Science (Business)
	Jan 2007 – Jun 2010

	Lebanese American University (LAU), Beirut
	


PROFESSIONAL TRAINING

	Negotiation Skills Workshop
	Jun 2014

	Customer Focus Skills
	Nov 2007

	Windows –Word-Excel-PowerPoint-Internet
	Oct 2001


COMPUTER SKILLS

· Proficient in MS Office Applications.

PERSONAL DETAILS
	Date of Birth: 8th Apr, 1982
	Nationality: Syrian

	Marital Status: Married
	Driver’s Licence: UAE
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