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Rabih 
                                              SENIOR MANAGEMENT EXECUTIVE
Rabin.340759@2freemail.com
Executive with verifiable year-after-year success achieving revenue, profit, and business growth objectives within start-up, turnaround, and rapid-change environments. Repeatedly produce sustained revenue and EBITA growth in dynamic and changing markets.
Operations Management - Acquisitions & Integrations - Organic Business Growth - Strategic Planning - Staff Development-Promotion - Performance  - Leadership Development - P&L Management/Budget Planning -Change Management - Commercial & Customer Support - Strategic Partnerships 
Conglomerate Holding company in Saudi (Al-Othman)   
General Manager –Levant, Oman, Egypt, Yemen, Libya   (FMCG: Dairy &Beverages Sector) August 2014 till date (based in the Levant)
· Rationalization of existing portfolio and developing new flagship brands to grow the business within the region.
· Assign distributers in different markets/ countries that resulted in gaining 10% market share and improve distribution across all channels considerably.
· Set the sales and marketing budgets (ATL/BTL) based on a certain pricing module by country while safeguarding agreed margins.

· Articulate marketing strategies and communication across the Levant countries.

· Mitigate trends/challenges in different markets.  

· Forecast submission and liaise all supply chain issues and logistics/shipments routing via different boarders/ ports.

· P&L statement per country full responsibility.

· Monthly and bi weekly reports to the Holding / CEO.  

·  In charge of all Banks operations, facilities, receivables, and payments methods / arrangements.

JAF  – Philip Morris Distributor in Iraq
General Manager June 2011 - July 2014
Turnover of 200 M +

· Participates in formulating and administering company policies, establishing / directing and coordinating all divisional department activities to develop and implement long-range goals and objectives to meet business and profitability growth objectives. Resulted in business leap from 150 M to 170 M within first year in tough conditions within Iraq.
· Achieved 100% of PM product handling and availability(25% of shelf space for PM product visibility)

· Developed plans for better consumer engagement that increased volume of business by 30 % IMS. 

· Oversees key projects, processes and distribution performance reports, data and analysis.
· Reviews and approves preparation of accounting analysis for budgetary planning and implementation, production efficiency, financial reporting, budgetary planning and submittal for capital expenditures.
Interbrands (Khalil Fatal & Files) 
| Jordan
General Manager Jan 2007 – March 2011
· Insure a best practices approach to insure a viable and profitable business. P&L analysis and suggestions to board members.

· Turned results from $500K  loss to $200K profit in the first year 

· Elected Board member  since 2008

· Assume full responsibility for sales, Marketing, personnel and operation costs and financial goals.(Administration &HR)

· Increased our weighted and numeric distribution by 20% and 10% respectively.

· Improved our collections reducing DSO (daily sales outstanding) by 20%.

· Build strong relationship with partners, customers and suppliers. 

· Direct agencies to produce an advertisement program & develop comprehensive/ strategic promotions, Marketing plans, special events and entertainment.
· Active participation in mergers and acquisition matters.
· Excessive traveling within Middle East &Europe 

· Attending major trade fairs  in Cologne(ANUGA), France(CIAL), Frankfurt & Dubai

· Major Brands and Business Units Handled: Johnson & Johnson, Duracell, Gillette, Braun, ReckitBenkiser, Cadbury Adams,Maling,Vicenzi,Antonio Amato Pasta,KIKKOMAN Soy Sauce, Lindt, Heinz , Farleys baby rusk,  Milupa baby milk from nutriciua/  Danone, President from Lactalis, Adidas perfumes & deodorants, Kenwood, Delonghi, Leifheit, Soehnle, Karcher
Kraft Foods (Khalil Fatal & Files) 
· | Lebanon
Business Manager Apr 2003 – Dec 2006
· Plan and implement business development plans in line with business objectives and Kraft KPI’s.

· Increased our gross revenues by 25%.

· Responsibility for volume forecasting, marketing planning, business presentations to team members, execution of operating plans, receivables, trade policies, etc…

· Plan, lie down and manage trade investment budget, build strong trade relations in the Lebanese market, and implement best practice initiatives.

· Develop innovative executions of new products and set it in motion through aggressive channel activity plans. 

· Review and appraise the performance of all managers and staff reporting directly and plan their career development program.

· Constantly strive for excellent visibility outputs in trade across all categories via better negotiations.
· AC Nielson reports, analysis and feedback re coverage achievements
Armada Distribution Company (Khalil Fatal & Files) 
· | United Arab Emirates
General Sales & Marketing Manager Mar 1998 – Mar 2003

· Lead, motivate and guide the sales team in the United Arab Emirates territory.

· Develop and increase the sales of my area through achieving maximum distribution and coverage, consequently volumes sales target (Achieved yearly organic increase of 20%).

· Prepare and monitor all debit notes to suppliers on time and follow up on collection 

· Increase profit margin productivity by 5% gross that produced a profitable growth accordingly.

·  Plan and implement Key Account business development plans, in line with business objectives. Establish and develop a   good customer relationship, especially with the key accounts (Carrefour, Spinneys, Co- ops…etc). Negotiate/ execute all yearly trading agreements.

· Direct contact/ monitoring of all marketing plans and promotions with the advertising agencies (budgeting).

· Responsibility for volume forecasting, business presentations to team members , execution of operating plans, receivables, trade policies , etc.

· Major Brands Handled: Evian Water from DANONE, Loacker Wafers from Italy, Divella, Maltigliate Pasta, 7 Days Croissant & Bake rolls from Chipita, Michoco La Pie Qui Chant from Cadbury France, PizBuin& J&J sun lotion. Persavon Shampoos, Shower gel, Soaps….. From France. Beinetre Cologne and deodorant from L’Oreal in addition to “Charles Illuster perfumes from Paris (Hamlet, Lili...)  Yak & Iberia solutions (shoe care and house hold items from Spain). Duracell Batteries from Gillette, Calgonit Dish Washer & Vanish detergent from ReckitBenkiser. 
Nestle/ Spinneys Consumer Agencies
· | United Arab Emirates
Marketing Assistant Nestle Dec 1996 – Mar 1998

· Direct reporting to Nestle principle.

· Analyze and summarize retail audit report.

· Produce a monthly report detailing competitive price, and activities (Competition report).

· Regularly scheduled field visits, to report on market developments-including advertising and promotion and relevant product fields.

· Recommend / develop promotional concepts and plans through written briefs to sales force.

· Field administration and supervision of all promotional activities.

· Control point of sales materials and produce a weekly / monthly report detailing quantities of POS materials used, balance stock and requirements.

· Measure of reports (assessment report) on the effectiveness of all major promotions.
Nestle Dubai / Nestle Drink System
· | United Arab Emirates
Food Service Manager Dec 1995 – Dec 1996

· Introduce and develop in the Hotel restaurants and catering segments of the UAE market a hot and cold beverages concept consisting of Machines, Dispensers – Nestle ingredients and range of services (Nespresso) along with Nestle grocery products. ‘Within a couple of months this division represented the biggest share of the Nestle food services department’ (40%).

· Setting yearly and monthly sales target, designing a complete marketing plan

· Direct reporting/ contact with our principles in Switzerland, Holland and Italy
Education
· Ecole Supérieure des Affaires (ESA) – AMBA Accredited Executive Master in Business Administration (MBA) 

· ESCP Europe – EQUIS, AACSB and AMBA Accredited Executive Master in Business Administration (MBA)
· BA in Finance from American University of Science & Technology.(2010-2013) with honors.
· Int. University of Missouri – Dubai Masters in Business Administration, concentration Marketing (2001) with honor.

Executive Training & Certificates

· English competency & Proficiency   from Michigan University 2010.
· Elected a board executive member 2008-2010.
· Accounting and Corporate Finance (Chartouny& Partners) Sept 2009.
· Conflict & People Management. Feb 08 by ken Blanchard. 
· Harvard Business School Executive Training (Boston, USA) Achieving Breakthrough Customer Service: Leveraging Customer & Employee Satisfaction for Profit & Growth. February 2006.

· Team Building (International Consulting & Training Network ICTN) Oct18 – 20, 2005.
· Certificate in Effective negotiation skills from Lebanese American University.

· Business Management Certificate from the Universal Collage.

· Certificate in Problem Solving and Decision Making.(Nestle).
· Certificate in Presentations Skills (Nestle).

· Certificate in Customer Handling Skills (Nestle).
· Certificate in Selling and Merchandising Skills (Nestle).
· Attended the Service Team Building Workshop by Ron Kaufman.

· Loma (Life Office Management Association) Certificate in Fundamentals of Health and Life Insurance (New York).

Skills & Attributes
· Proven critical thinking and problem solving skills.

· Outstanding organizational and time management skills.

· Good interpersonal skills and ability to work successfully with a variety of people.

· An interest in working in a dynamic and rapidly changing/ growing environment.

· Able to quickly establish rapport and maintain long lasting relationship through positive interpersonal skills.
Personal Background
Nationality: Lebanese
Marital Status: Married

Children: 1

N.B: Spouse is a Spanish national and thus I am illegible for a residence permit / potential Spanish Nationality 
