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KEY QUALIFICATIONS
Leadership…

· Talented in creating a culture that promotes team work, innovation, execution excellence, inclusion, results driven and trust.
Commercial …
· Ability to simulate growth via new access points expansion. 

· Expert in designing the best route to market system.( Conventional/ pre  sell/ third party)

· Proficient in the initiation, implementation and delivery of diagnostic and evaluative research projects and translating them into action.

· Outstanding Records in setting up new business units and launching new products.

· Extensive Experience in creating and developing successful business strategies and tactics. 

· Set Standards of each product line both in terms of quantitative targets and qualitative standards by brand by region by channel.

· Ability to gain competitive advantage through cost savings, enhance productivity and efficiency gains.

· Vast Experience in management of large Marketing budget. 

  Revenues & Profitability…
· Ability to analyze financial data for better understanding current

Performance and identify areas of opportunities.

· In depth knowledge of different Trade Channels, Go to market systems and
Distribution channels with the ability to plan and execute different pricing strategies.

· Ability to reduce cost through analyzing the value chain with its cost element and defining the factors that impact the cost of these elements (technology, scale, capacity, integration, outsourcing, policies and relationship)
  Investment Building…

· Through out my career, I have led lot of investment decisions designed to enhance& develop 

      Distribution systems, new business units, capability building, improve selling and execution, 
       Brand building and new packages and products development.

.

Change Management…
· Supported the Change Management work stream during SAP implementation in three markets in Middle East Region in company own operations.
· Delivered vast benefits through defining and upgrading the global business roles, create local new enterprise profiles, analyze change impact and execute segregation of duties. 

· Ability to define roles, accountabilities and responsibilities
    Capability Building…

Hands on and heavy experience in the following tasks:

· Identifying KPIS for all levels in the organization.

· Setting the performance pay system that rewards execution excellence.

· Evaluating& Setting monthly objectives to all Managers in the organization.

· Initiation of score cards to track actual versus objectives.

· Ability to regular monitor of deviations for prompt corrective actions.

· Proficient in setting the organization structure that serves company strategic priorities.
· On going upgrading of the processes based on customer needs, competition, organization readiness and requirements and cost benefit analysis.
 EXPERIENCE RECORDS
Rashideen Egypt for Trade and Distribution –RETC 
General Manager 
August 2014 – Present 

Role:
The role is a key leadership role for one of the largest distribution and logistics group in the Middle East and North Africa region with an impressive and diverse range of products portfolio. Rashideen Egypt is the leading supplier of choice of consumer products Sales, distribution and logistics services for blue- chip multinationals operating in the Egyptian Market. Currently RETC represents MNDLZ International (Kraft), Rickett Benkiser, Bel and Shell downstream business. The role for Rashideen Egypt GM is to grow strongly in the Egyptian Market by protecting and expanding current existing business, while attracting and partnering with new leading FMCG brands. The role requires building an exceptional business partnership with our existing and future principals. 

Achievement:
· Sales Revenues grew by a robust 27%,  from 2.1 billion in 2014 to 2.8 billion in 2016
· Total head count moved from 2200 employees 2014 to 2600 employees exit 2016, an increase of  18%    
· Company fleet moved from 853 vehicles to 970 vehicles an increase of 14%  

· Expanded our footprint in Egypt by operating 4 New Distribution Centers to reach a total of 22 DCS. 
· Performed Jobs analysis and evaluation through identifying the duties, tasks and responsibility for each job in the organization to fine tune recruitment & selection criteria, performance appraisal aspects and benefits scheme.  
·  Rolled out a Grading System for all Jobs based on Jobs analysis and evaluation. 
· Upgraded and documented all company policies and procedure to provide a compact reference for all employees
· Rolled out Talent pool program to retain and develop the best talent. 
· Systems development and KPIS to meet customer needs and demand for logistics Order fill and CVFOT.
· Replaced old ERP system with SAP, and standardized all businesses processes using SAP standard processes as best practice. 
· Initiated Monthly/Quarter Governance Meetings among stake holders for continuous improvement. 
International Food Stuff Company-IFFCO
CEO- Kingdom of Saudi Arabia

December 2012 – July 2014
IFFCO Worldwide is a United Arab Emirates-based international group, which manufactures and markets a well-integrated range of mass-market food products, related derivate, intermediates and services. IFFCO operates under the following business segments: fast moving consumer goods (FMCG), agro business, commodities, oils and fats, farm fresh, chill with thirty three manufacturing sites in eleven countries and twenty offices worldwide, IFFCO has developed several brands which include Alana, London-Dairy, Noor, Tiffany, Choco-Tom, Igloo, Rahma, Allegro. 
Role:
The CEO role is to advance the organization to a new level of excellence and achievement. Working with skilled employee groups, the CEO will provide inspirational leadership balancing the internal and external demands of this role; CEO must be a visible presence within the organization and be recognized externally as a courageous leader of conviction and the organization brand name in the community.  
The Chief Executive Officer will provide leadership, direction and coordinate all activities of the company and the P&L in accordance with the goals and objectives of the organization to achieve profitable Sales growth.

 Achievement:
· Turnaround in IFFCO operations in KSA through targeting to achieve 70% Sales growth in 2013/ 2014 to reach an annual T/O of 650 MM Saudi Riyal. The vision is to double the size of the business in two year time through organic and non-organic profitable volume growth.
· Sales in 2013 versus 2012 grew 18%. IFFCO oils share of total market grew by 4 points in seven months with a massive share growth in Sun Flower segment of 10 points to reach 40% SOS.     
· Established and Implement RTM strategy to achieve the company distribution expansion targets.

· Successfully launch four new categories in the Kingdom. 

· Established new food services department. The annual estimate year one turnover SR 100 MM. 
· Hired required human capital for expansion plans vision. Total organization headcount moved up by 50%
to reach 400 employees.

· Upgraded the caliber of all department heads with capable resources to execute the vision. 

· Rolled out performance management system.
· Work is in progress to establish Company own warehouses and own the delivery system.
· Started Stockiest concept in major cities across the kingdom. The target to operate 27 distributors in 27 cities.
·  Upgraded Company controls procedures. 
· Systems development and KPIS to meet customer needs and demand ( ECO, CVFOT and OTIF)
· Initiated Monthly/Quarter Governance Meetings among stake holders for continuous improvement. 
Mars Division- Arabian Trading Supplies

General Manager- Kingdom of Saudi Arabia

December 2011 – December 2012
Role:

Manage a diverse team of 900 associates in areas of Sales, Finance, Customer Services and all the division supporting functions of Operations, human resources, organization capability and continuous improvement. The position role is to build and develop high-performing teams, set challenging goals, clarify what is expected and monitor progress against targets. The General Manager need to create an environment in which all team members feel confident in making decisions, commitment to continuous improvement and reward execution excellence. The role required development of solid strategies that enables the achievement of Mars long term objectives and competitive advantage. The General Manager leads the Saudi Business Team board and attends key business forums, and is the key point of contact between Arabian Trading Supplies and Mars Inc. 
Achievement:

· Estimate Revenue Growth of +27% in 2012 versus 2011. 
· Reduce working capital days from 48 days to 42 days leading to an improvement to cash flow from operations by +22% versus plan. 
· Estimate net earnings are up by 42% versus 2011 closing.
· Rolled out new Go-To-Market model in the Kingdom three main cities.
· Developed three years objectives, goals and agreed on the appropriate business strategies that enables the achievement. 
· Measure and review on an ongoing basis the agreed business strategies through balance score card as a tool for strategy measurement. 
·  Established a new Sales Organization structure that caters for future growth and enables the vision.
· New commission structure for the Sales organizations.
· Activated van management system, GIS system and hand held reports ( Coverage, productivity, route compliance , dynamic routing and exceptional reports)

· Worked with HR in developing a new grading system, jobs calibration based on T/O and complexity and new compensation packages for each grade based on market surveys.
· New initiatives are work in progress to develop the skills of the team members, through identifying areas of improvement and ensure that these are met. 

· Start measuring organization engagement through annual organization health survey and take actions based on findings.

· New project kicked off using advance technologies to enhance organization daily interactions and engagement. “ Conversational Organization’
PepsiCo International
Business Transformation Director- North East Africa Business Unit

May 2010 – November 2011
Role:

The position role is leading the business transformation Agenda for North East Africa Business unit. The goal is to reach our strategic plan objectives in the most efficient way through expanding our portfolio of products, reengineer our Go to Market systems, exploit power of one synergies and automation of our business processes.
Responsibilities:

· Focus on extending our portfolio via expanding into new categories.
· Implement customer level data project as a key milestone in GTM transformation journey.

· Reengineer our GTM structure to optimize efficiencies and expand distribution to meet core portfolio growth and serve new categories. 

· Expand our distribution efficiently through partnership with small distributors in selected areas.

· Move into Tele-Sell in low Sales volume areas.
· Expand pre-sell system to all modern trade accounts and High volume outlets to enhance efficiencies and reduce cost to sell.

· Evaluate and implement POWER OF ONE synergies, in areas of direct to store delivery, pre-sell and distributors.

·  Create and implement Power of 1 strategy that focus on providing enhanced solutions to our customers, optimizing our supply chain, and enhancing organizational effectiveness and efficiency.
· Automation and simplification of business processes through the implementation of business Intelligence software. The business processes covered will be order taking and settlement, trade spend decision, sales KPIS, suggested loading, suggested customer order, on going asset tracking and exceptional reports to drive business
PepsiCo International

Business Transformation Commercial Lead Director- West Asia/Middle East/ Africa- Division
May 2007 – May 2010
Role:

The position role is responsible for leading the design of the business processes of the Sales& Distribution function for company owned operations across West Asia, Middle East& Africa Division. The identified business processes should be in line with PepsiCo international reference template as best practices. The Commercial lead director is responsible for SAP implementation based on the agreed processes with each company in the region and communicating the processes designs to consultants and ensuring that the configured system conforms to the design approach. The Commercial Lead is responsible for all aspects of project management. This includes project planning, leadership, management functional resources, management project execution, risk management, schedule, cost control, communication, issue resolution and contingency planning. The role includes managing the change management work stream for the Commercial Function.

Responsibilities:

· Lead & upgrade the business processes to face company growing challenges with rising cost pressure, current go to market systems, customers, competitors and capability.

· Define with the project management team, the structure of the process team’s and the profile of the process team members.

· Prepare detailed project plan of the S&D team.

· Plan& Assign on a weekly basis, detailed activities for team members as per project plan.
· Monitor& Manage the S&D team progress to meet project milestones and budget.

· Track and report project status on a regular basis including identifying, categorizing and escalating project issues that need management attention.

· Lead the S&D team in developing the process deliverables, including process scenario, process scripts and test plans.

· Identify gap solutions& closely coordinate with PepsiCo center of excellence for gap resolution in compliance with PepsiCo International reference template and with the business objectives. 

· Review and sign off the Blueprint documents, business process procedures, prototype and training materials.

· Review and sign off new jobs roles- map individuals to job roles.

· Review and sign off test scenarios/scripts and test results.

· Own the data cleansing and construction with the business as per master data design.
· Managing the re-organization activities in advance of ‘go live’
National Bottling Company-PEPSI COLA - Eastern Province - Saudi Arabia

Sales & Marketing Director: March 2003 – May 2007
Role:

Lead a team of 8 Managers & 700 employees in areas of Direct Distribution, Modern Trade, On Premise, Marketing, Marketing Development, Market Equipment, Sales Capability and Non Carbonated beverages. The position role is to align and motivate the Sales and Marketing team to achieve annual operations plan objectives while building capability for future growth.
Achievements:
1. Delivered powerful compounded annual Sales volume growth of 13% for four years.
2. Huge share leap of 20 points from 63.4% Share of total Market in February 2003 to a record high of 84.5% in September 2005.
3. Executed the launch of Tropicana juice in the region. The brand reached 13% Share of total chilled segment and doubled the volume in 2006 versus 2005.
4. Tropicana brand in two years time showed a net numeric distribution of 45% in Traditional Trade and a record high of 95% in Modern Trade channel.
5. Re – launched Lipton Ice Tea in the region. The brand growth in 2006 reached +5% with a 33% increase in consumer price.
6. Plan and executed the launch of Multi-packs in the region as a packaging innovation strategy to address different consumption occasions.
7. Involved in planning and implementation of company ERP system.
8. Implemented automated re – routing program for all company routes / channels resulted in an additional 26 new Routes in three years- time. 
9. Started pre – sell system in organized trade channel for trucks utilization efficiency and cost reduction.
10. Initiated and executed handheld system in pilot areas in 2006. The whole region roll out took place in 2007.
11. Established financial / presence guidelines for all Outlets/ Channel resulted in additional 3700 new access selling points 
12. Re – structured the sales and marketing organization to better serve company strategic priorities.
13. Upgraded sales organization through recruitment of professional sales management team able to exploit opportunities and deliver profitable growth.

14. Established a performance pay system that rewards execution excellence.
15. Launched routes Key Performance Indicators and integrate it with commission system.
16. Optimized channels nets through re – structuring of customer development agreement investments towards key business
17. Executed innovative promotional platform (Mechanics / Prizes) to create customer interest in the Combo / Upsize concept in QSR channel.
18. Established new standard of “Own the store” concept through placement of open door and cashier 
Coolers. 

19. Awarded the highest PepsiCo International worldwide Sales award “President Ring of Honor” in recognition of 2003 business achieve
The Coca – Cola Bottling Company of EGYPT.

Marketing Manager – EGYPT October 2002 – February 2003

Responsible for planning, directing and controlling Marketing & Promotional activities based on agreed strategies with Coca – Cola Company. Assess market potential of new products.

Manage company annual marketing budget as well as external affairs responsibility to encompass sponsorships, public relation and consumer affairs.

Achievements:

· Plan the launch of four new - non-carbonated beverages- brands in 14 different packages with 32 different SKU’S.
· Prepare 2003 marketing budget in co-ordination with Coca Cola Co. based on agreed brands strategies.
Business Development Manager – Egypt (February 2002 – October 2002)

Develop bottler capability by leading the implementation of new Sales System. Draw up strategies covering packaging, pricing, products and new launches.

Achievements:

· Introduced two new packages- 350 ml RB& one litre pet- with nine sku’s to the system .Estimate revenues were 28 millions pounds
· Pilot implementation of pre-sell system in selected routes in Cairo & Alex.
Plant General Manager- Dokki- Egypt ((May 2000 – February 2002)
Responsible for planning and directing all plant activities (Sales, Distribution, Finance, Logistics and HR) within the approved company policies and procedures to achieve targeted profitable sales. Follow – up on the Profit and Loss statement and taking the necessary corrective actions to achieve the targeted profitability per case.

Achievements:
· Achieved 45 million L.E. sales revenue targets.

· Sales volume growth 8% in 2001- Ranked No. 1 among Company sites.

· Increased share by 3 points in 2001.

· Increased truck productivity by 34 %.

· Increased manpower productivity by 30%.

· Direct distribution contribution increased from 49% to 62%.

· Initiated, established and operated a new distribution center-Boulak warehouse – as and part of the company strategies to achieve expansion goals.
Coca-Cola International – Egypt Region

Deputy Region Operation Manager


(May 1999- May 2000)

Alexandria, Delta, Canal Zone, Sinai and Red Sea

Managing In-Trade Market Opportunities team in Cairo (ITMO)

Managing the Merchandising Impact Team in Cairo (MIT)

Assist the Region Operations Manager to continue integration and expansion of Middle East & North Africa (MENA) Division Operations initiatives into a systematic execution process. Developing and consenting the Business annual plan with the assigned bottler, aligned with the overall company strategy and reviewing progress against plan on a regular basis.                                            

Achievements:

· Planned and executed five tactical programs.

· MIT executed six Red Zones in Cairo.

· Established Cairo ITMO team from third party conducting 20,000 surveys / month with a system in place to action opportunities.

· Opened a new distribution center in Sharm EL Sheikh and switched the area from indirect to direct.
Senior District Operations Manager, (Sep. 1998 - May1999), Alexandria, Delta, Canal Zone 

District Operations Manager, (Sep. 1996 – Sep. 1998), east Delta and Canal Zone areas

Senior Operations Representative, (Feb. 1995 – Sep. 1996), West Cairo territories

Field Operations Representative, (Mar. 1993 – Feb. 1995), East Cairo
Achievements:

· Converted Hurghada area from In Direct to direct which resulted in an incremental volume of (400,000) cases and 40 points share.
· Executed FIVE heavy up programs

· Involved in Cairo glass conversion in 1994 after the J.V. due T.C.C.B.C.E being an ex. PEPSI and Sport-Cola bottlers.

· Post consolidation distribution restructure and re-routing in Greater Cairo.

· Launched one-liter package – household sampling.

· Launched Fanta Apple brand.

· Enhanced cold availability through coolers placement program
General Motors Egypt - Finance Department

(October 1992-March 1993)

Overseas Payment and Banks Relation Officer

Commercial International Bank- Credit Department
(October 1990- October 1992)

Administrative Assistant 

Education:

B.A Management degree- Faculty of Management 1990- Sadat Academy
Primary & Secondary: Manner House School (Port Said) – Cairo – Egypt 

Personal Data:

Languages:

English (Fluent)

     

Arabic (Mother tongue)
Date of birth:  

December 8th, 1967

Nationality
:  

Egyptian
Marital Status:
Married; Two daughters

