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PROFESSIONAL AREA OF EXPERTISE​​
Professional results orientated with proven experience of 22 years FMCG & Commercial Management environment, leading high performance teams and successfully increasing efficiency and productivity whilst reducing costs and inefficiencies. Ability to keep a level head at all times, nurture and grow a business, evaluate opportunities and mitigate risks and also deliver innovative new solutions to challenges. Possessing excellent client facing and configuration skills and highly successful in helping define company direction, achieving goals and optimizing business. 
CORE COMPETENCIES
	Strategic Planning
	Budgeting Finance 
	 

	Profitability improvement 
	Market Analysis 
	 

	Core Team Building
	Staff Development  
	


PROFESIONAL EXPERIENCE
GO FAST SPORTS & BEVERAGE 
Commercial & Marketing Director 

May 2013 – January 2015 (One year & 8 months )
· Act at a high level to develop and implement market and business development strategies. This includes identifying new opportunities, developing new client relationships, creating business proposals.
· Take the lead on managing client relationships and ensure that the board and management team are kept informed of market opportunities and business development. 
· Lead the business development, sales, customer service and marketing teams. 
· Planning, developing and implementing organization’s marketing visions and strategies including social media strategy and developing brand launches
· Direct market research and develop marketing plan for specific products, services, or business lines and plan for testing out new marketing concepts or products. 
· Developing and managing budgets and hiring, training, developing, managing and appraising personnel.
· Managing multiple projects at a time.

Key Achievements 
Gulfood 2014 Award for the best stand between 40sqm-99sqm 
Sponsorship of DIPC 2013 & 2014 ( Dubai International Parachuting Championship)

Setting a new World Record in Guinness Book Jumping the smallest Parachute in Sky Dive Dubai 2015 

​​​​GHADEER MINERAL WATER CO – DIBBA BRAND
(Subsidiary of Emirates Investment & Development )

GENERAL MANAGER ( Commercial / Factory ) 
December 2005 – March 2013
· Providing leadership and management to the business and fully responsible for the day- to-day running of various departments.

·  Focused on developing programmes that deliver efficiencies and playing a leading role in the mobilization, development and implementation of robust operational processes. 

·  Directing various business departments to ensure the smooth running of the company. Resolving contractual and commercial issues and disputes. Training and leading a large team, providing discipline and performance feedback.

·  Developing positive direct relationships with key business contacts. Scheduling workload to meet priorities and targets.

·  Possessing personality, energy & charisma to inspire, lead and develop staff.

·  Using automated computer systems to monitor stock control. Analyzing complex data and documentation. 

· Involved in the recruitment and mentoring of new staff. 

· Responsible for achieving all performance related targets. Ensuring that best practice is followed in safety, legality and quality of service. 

· Developing and supporting a cross functional culture of continuous improvement. 

· Assisting company accountants in the formulation of forecasts and budgets. 

· Maintaining excellent relationships with clients and suppliers.

·  Undertaking staff performance reviews.

· Achieving operating budget, revenue stream development, setting and driving Strategic growth initiatives for  business.

· Heading strategic procurement, negotiation of commercial terms, M.O.U’s, vendor development, industry audits and principal relations management.
· Managing Company Cash Flow 
· improving inventory turnover, and upgrading facilities to enhance energy savings & environmental compliance.

· Lead a team of professionals to excel in sales & marketing, brand management, new business development, customer service excellence and integrated supply chain across GCC and overseas.

· Ensuring that best practice is followed in safety, legality and complying with quality of service. 
SALES MANAGER – EXPORTS MIDDLE EAST – HUNTER FOODS LIMITED FZCo Dubai - UAE, Jebel Ali Free zone May 2004 – December 2005 

· Exploring new channels in order to Identify Distributors Levant , GCC, overseas and Central Africa 
JEEMA MINERAL WATER Co. PSC - UAE 
BUSINESS DEVELOPMENT MANAGER 

May 2003 till April 2004 
· To Plan, Organize lead and control the sales team in order to achieve & exceed company’s sales & distribution objectives in the relevant territory while maintaining an excellent level of customer service.
· Revising, negotiating yearly agreements with general trade 

· Identifying and exploring new business opportunities / Channel 
· Planning implementation of all trade marketing activities  

SALES MANAGER – FEDERAL FOODS - Abu Dhabi & Al Ain
March 2002 - April 2003
· Plan, Organise lead and control the sales team in order to achieve company’s sales & distribution objectives in the relevant territory while maintaining an excellent level of customer service. 
· Provide direction for the sales team through aggressive leadership motivation clear communication and people development . 
· Achieve sales objectives by Key Customer / Category both monthly and annually . 
· Ensure proper distribution of company’s products in the market by setting distribution targets by outlets for each category / sku 
· Implement all merchandising standards / planograms as per company’s guidelines. 
· Identify opportunities for growth also by exploring new trade channels while continuing to develop business with existing trade channels . 
· Ensure adequate frequency of service is provided by the sales team trough constant up date / evaluation of journey plans. 
· Responsibilities covers all trade channels including Carrefour outlets and van sales operation in addition to A & B class outlets, whole sale and institutions, in that context needs to lead and supervise both Carrefour Account Executive and van supervisor in the designated territory. 
· Ensure that credit policy of the company is adhered to and to closely monitor the customers outstanding accounts if any. 
· Conduct regular follow up on the debts in the market and ensure timely collection of all due amounts. 
· To be aware of and report on competitive activities / trends and developments. 
· Implement marketing and sales programs and provide feedback with recommendations to improve effectiveness

· Assist in the preparation of the annual business plan for the relevant territory 
· Ensure that all personnel adhere to the company’s policies objectives and procedures. 
· Complete any other assignments or responsibilities as defined by management on a daily or a continuing basis.

· Report daily on the key business performance indicators. 
Regional Sales Manager - Masafi Mineral Water Co P.S.C Abu Dhabi & Al Ain  - 

October 1997 - February 2002 

· Represented Masafi in International exhibitions such as Anuga Fair in Germany ( October 2001 ) 

· Structuring and maintaining efficient and effective route structure 
· Analysing and adjusting route plan 
· Insure High Merchandising level ( In Trade merchandising opportunity ) 
· Planning & implementing trade schemes for all trade categories 
· Planning & implementing assets penetration and utilisation. 
· Strategic planning for individual territory development ( long term projects ) 
· Setting Targets for sales force, channels, Sku’s ( Forecasting ) 
· Improving journey plan 
· Negotiating and finalizing yearly agreements with Chain Supermarkets as a part of the Key Account Management under the following criteria ( Shelf Rental, prominent in store presence relatively to Brand market Share 

· Launching & relaunching new and existing SKU’s 
· Controlling the discipline of over 90 employees through strict implementation of company rules and policies. 
· Creating and updating new job profile for each individual employee 

· Planning ongoing incentives schemes for all employees ie. Sales force and supporting functions as part of motivation & healthy competition. 
· Maintaining and following up on big and important accounts 
· Creating new business channels 
· Controlling credit facilities and collections. 
· Monitoring the sales daily, weekly monthly and quarterly. 
· Preparing Yearly Business Plan.
ACADEMIC CREDENTIALS
· High school

COMPUTER SKILLS

· ERP, MS Office Package 
	PERSONAL DETAILS


Nationality


:           
Lebanese
Date of Birth


:           
16/01/1976
Languages spoken

:
 Arabic , French & English

Gender


:
 Female

Marital Status

:               Married        

Current Location

:
 Dubai, UAE
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