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Mostafa 

Birth Date
: 01/05/1975



Nationality
: Egyptian

Marital Status
: Married +2 Sons



Religion

: Muslim

Military Service
: Exempted



References
: Furnished upon request

Telephone Home  : +971505891826 



Email

: mostafa.378564@2freemail.com   
 Education


Monufia University, Egypt

  

B.Sc. in Accounting. 1996



Faculty of commerce. 


Preparing for MBA 
 CAREER OBJECTIVES

Seeking a challenging position within a company that will allow for growth in the area of Field Sales Management and a chance to use and contribute with my education and job experience. The sought position should be one in which my creative, technical and interpersonal skills can be further developed & optimally used for company profit.
 Profile Summery
FMCG business leader with Passion for People, Committed to teams, fully operational in RTM, Customers/Channels/ Market development skills and competencies. Consistently delivering transformation Career progressed over 19 years in FMCG from field sales to general Management in a Multinationals (Hero (Vitrac)– Kraft Foods (Mondelez) - IFFCO) in the Africa (Mainly-Egypt, Sudan ) in different Categories (Foods & Beverages, Snacks and confectionery), Significantly contributed in providing the foundation required to Strengthen Leadership, Change and Turn Around businesses strategies with outstanding achievements Track records, management of multicultural teams.
Specialties: Building A Leading Customer Focused, Organization-Developing, Customer Development Capabilities. Development and implementation of Winning Commercial Strategies, Route To Market , channels strategies development and distributor/s Management, Trade /Customer Marketing, Brands and channels activations planning and execution , Sales operations /planning, team’s capability development, sales Automation systems, budgeting, P&L and sales/customers supply chain interface. 
Work History & Experiences.
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Regional Sales Manager Cairo- Energizer Egypt House Hold Products (Batteries – Charging– Lighting) 

                     Period 01/03/2017 = Current          https://www.energizer.eu/eg/
POSITION PURPOSE 

Achieve regional sales operational objectives by achieving sales target and contributing regional sales information and recommendations to short term and strategic plans. Reviewing distributor inventory, visibility, distribution and sales force system.

Meet regional sales financial objectives by preparing annual budget, analyzing variances and initiating corrective actions. Manage the execution of accounts contracts and perform visual audits, identify sales opportunities. Sales team development via coaching, training, motivation. Liaise with the marketing team to make sure that market support and promotion was delivered to achieve the business objectives.

Main Duties and Responsibilities
Distributor Management

· Improving the most important sales force and supply chain activities within our distributors that will drive sustainable growth for both of our businesses.
· Guaranty the minimum level of product availability with a profitable product mix

· Review the P&L for the distributors on a quarterly basis with talk in the consideration increase the top line and decrease bottom line.
· Focusing the sales force on Sales Drivers – Distribution, Shelving, Pricing = generates volume growth.  
People Management

· To effectively recruit, induct, lead, manage, train and develop area manager and district supervisors to agreed procedures and standards.

· Foster the effective team and work environment to encourage initiative by individuals within the organization in order to maximize their potential in the job and enhance overall field sales force performance, create atmosphere of team spirit and motivation.

· Give support to staff so they have the opportunity to develop their skills in the role and to achieve growth in sales.

· Ensure that all performance issues are addressed in an appropriate way and in a timely manner, and ensure sales force appraisals are completed annually.
Structure
2 Area Sales Managers (Solid report), 2 District Supervisor (Solid Report), 12 Supervisors (Solid report), 56 Salesmen (Solid report)

Turnover
Achieve Region revenue target between 110 Million EGP per annum, equivalent to 6 Million USD. 

Trade Management
· Channel management: Modern Trade, Traditional Trade and OEM Business.
· Allocation of Sales Force resources based on outlets’ importance. 

· Optimum call frequency and route plans, ensuring quality of in-store time and effectiveness and efficiency of Sales Force

· Continuously optimize existing coverage patterns through regular monitoring of define coverage, analysis of coverage effectiveness at the regional level.

OEM Business
· Original Equipment Business related to work with big factories (B2B) who is manufactured their brands and using Eveready brand as a part of their production. 
Sales Automation 
· Update sales automation according to defined coverage and outlets layers to collect and analyze information that support management and channel in taken decision.
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Categories Handled (Eveready, Energizer)

Retail Channel Manager - Dal Foods Sudan Basic Foods products (Sayga – Consumer Business). 

          Period: 01/11/2012 – 28/02/2017       http://www.dalgroup.com
POSITION PURPOSE 

Achieve channel sales volume and market share objectives through managing; leading, developing and motivating sales force organization. Contribute to overall sales strategy development in line with long-term vision and overall business objectives by leveraging on business knowledge and professional expertise. Continuously enhance professional expertise, know-how, key functional business skills core and leadership competencies of the team; build business understanding and commitment to achieve business objectives via the team members by motivating, leading and providing opportunities for individual initiative and self-development. 
Main Duties and Responsibilities

People Management
· To effectively recruit, induct, lead, manage, train and develop Retail Area Manager and Retail supervisors to agreed procedures and standards.

· Foster the effective team and work environment to encourage initiative by individuals within the organization in order to maximize their potential in the job and enhance overall field sales force performance, create atmosphere of team spirit and motivation.

· Give support to staff so they have the opportunity to develop their skills in the role and to achieve growth in sales.

· Ensure that all performance issues are addressed in an appropriate way and in a timely manner, and ensure sales force appraisals are completed annually.

Structure
2 Area Sales Managers (Solid report), 8 Supervisors (Solid report), 45 Salesmen (Solid report), 45 Salesmen assistant (Solid report), 10 Merchandizing (Dotted line report)  

Turnover

Achieve channel revenue target between 300 Million SDG to 360 Million SDG per annum, equivalent to 60 Million USD to 65 Million USD  

Performance
1.  Follow up on self-service & large grocery & canteen and Semi wholesale channel sales volume & Revenue targets by effective planning by region & outlet.
2. Maintains sales volume / Revenue, product mix, and selling price by keeping current with supply and demand, changing trends, economic indicators, and competitors.
3.  Ensure the monthly contribution target for the self service & grocery channel are met by setting targets with   Area and sales supervisors, controlling the selling of premium SKUs in self service & large grocery channel to ensure profitability targets for the channel are met.
4. Carry out regular visits to self service outlets, large groceries, canteen and semi wholesale in different areas to ensure smooth operation of sales activities, including solving problems of staff & customer (e.g product availability, Trade promotion, POSM and newly launched products available) in order to ensure volume & profitability targets are met.

5.  Monitor the rate of sales calls which are productive by reviewing the reports submitted (daily & monthly sales report) to ensure that distribution targets are met.
6. Monitor the KPIs in terms of (LPC ,Drop size per invoice, Customer dealing  & productivity) 

Trade Management
1. Lead outlets definition and establishment for Sales Force coverage. 
2. Channel management: Modern Trade, Traditional Trade, Horeca / Institutions and Semi Wholesale.
3. Focus on major trade layers according to shopper market (Shopper mission, Shopper profile, Shopper needs , Shopper behavior)
4. Allocation of Sales Force resources based on outlets’ importance. 
5. Optimum call frequency and route plans, ensuring quality of in-store time and effectiveness and efficiency of Sales Force
6. Continuously optimize existing coverage patterns through regular monitoring of define coverage, analysis of coverage effectiveness at the regional level.

Trade Marketing 

1. Based on professional experience, contribute to Trade Marketing strategy development, in order to ensure that key points  related to channel performance and impact on ultimate business results are taken into account.
2. Based on professional expertise and technical know-how provide input to Trade Marketing channel-specific trade programs development.
3. Ensure Trade Marketing programs implementation within the market one of responsibility by directing and monitoring the sales force.

4. Set program-related targets for the assigned area in order to ensure their proper implementation and targeted penetration within the designated territory.
5. Business plans by implementing marketing strategies; analyzing trends and results

Merchandizing

1. Achieve perfect image everywhere, relevant products listing according to the MSL, Ensuring right product display in right way and in right place, take in consideration the shopper behavior.
2. Define 1500 outlets in direct coverage to implement perfect store project with measured criteria 4P’s (product – place – promotion – price) in canteen channel, 6 P’s (product –pack -  place – promotion – price - proposition) in self service & large grocery.
3. Ensure improve in-store presence and execution, incremental sales, share gains, enhance channel profitability and improve customer relationship.
Sales Automation 

1. Update sales automation according to defined coverage and outlets layers to collect and analyze information that support management and channel in taken decision.
2. Implement new system (CRM) to be in line with company needs with new features.
3. Implement Geo Marketing data base which give powerful analytical tools visual to the direct coverage routes and how to enhance and optimize direct route coverage, Follow up and tracking POB location, review numeric distribution on direct coverage route.
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Categories Handled (Milk Powder, Flour Range, Sugar, Lipton Tea, Knorr Tomato Paste and Pasta)

National Sales Manager - Premier Foods Sudan Dairy products (Fresh Milk – Yogurt – UHT Milk)
 
         Period: 01/09/2011 – 01/11/2012     http://www.premierfood.net/
POSITION PURPOSE 

Maximize revenue and increase customer satisfaction. Identifying new business opportunities, recruiting and training sales staff, assigning tasks, setting sales targets, and implementing marketing campaigns.  Puts and emphasis on sales expertise, leadership, research skills, analytical thinking, self-motivation, and results orientation.

Main Duties and Responsibilities

Volume & Market Share Achievement
· Achieve country volume, market share, availability and visibility targets, guide their implementation, thus facilitating carrying out overall sales strategy and business objectives achievement. 
· Channel management: Modern Trade, Traditional Trade, Horeca / Institutions and Wholesale.
Managing Resources

· Plan, propose and agree relevant resources’ allocation, required to achieve country objectives with regards to volume, market share, availability and visibility, thus contributing to attainment of company business objectives. Ensure appropriate resource allocation and their cost-effective utilization.
Grasp Opportunities

· Identify country market opportunities and propose actions to increase coverage through existing trade partners, increase on new customers in order to ensure continuous volume and market share growth.

People Management
· Manage and lead sales team towards attainment of business objectives and individual goals, serving as a role model for the team members. 

· Ensure regular guidance, coaching and propose professional training for subordinates to enhance their professional level, overall business understanding; develop critical functional business skills, core and leadership competencies.

· Promote effective team and work environment and encourage initiative to allow individuals to maximize their potential within the job and increase the overall performance of the sales field force, team spirit, motivation and commitment.
Structure
· 1 Vice Sales Managers (Solid report), 8 Supervisors (Solid report), 79 Salesmen (Solid report) divided as following (60 Khartoum- 10 Trucks Up country – 9 Truck in branches).
Trade Management
· Ensure effective management of retail trade by field sales force in order to secure establishment, maintaining and continuous development of excellent business contacts with them.

· Assure a productive business partnership with retail key accounts based on defined account strategy in order to achieve volume, distribution and merchandising objectives.
Performance

· Ensure regular monitoring and analysis of all relevant market information in order to maintain comprehensive knowledge of the assigned country to support business decisions.

· Ensure that field force reporting are properly carried out and that results are analyzed in order to provide continuous up-to-date feedback on market trends in all relevant. 

· Monitor Key Sales Indicators versus set objectives in order to secure accurate planning and timely appropriate corrective actions taken.
Trade Marketing

· Ensure Trade Marketing programs implementation within the sales channels by communicating field sales force, leading the team towards programs’ objectives’ attainment. 

· Set program-related targets in terms of volume, visibility or both for the assigned sales channel in order to ensure that regional specifics are taken into consideration, thus securing their proper implementation.

· On a regular basis evaluate the effectiveness of trade marketing programs. 
[image: image6.jpg]§ Kraftfoods = JMondelez,

e ey ks International



Categories Handled (Milk Powder, UHT Milk, Yogurt, Sweet Milk, Juice and Cheese)

Developing Trade & Operation Manager - IFFCO Egypt Edible Fats & Oils – Sales Department (B2C)
                           Period: 01/09/2010 – 31/08/2011 
Organization Strategy
· Leading development of the Trade Strategy to achieve defined business objectives across all product categories.

· Responsible for management and monitoring of Trade Investments and initiatives execution.

· Contribute to achieve the Company’s goals and objectives, and improve market share, customer satisfaction and productivity performance. Establishing strategies and implementing the associated plans.

Trade Marketing
· Owning responsibility for the development, execution, and performance of all programs designed to increase presence and pull effect. Leadership in the translation and execution of the Marketing strategy into effective programs.

· Development of a trade promotional plan with key customers and channels.

· Ensuring alignment across the Sales and Marketing organizations on field sales needs and marketing initiatives.
· Working closely with key customers to provide category and shopper insights to drive performance.
Communication 
· Development and delivery of new product development (NPD) plans (Noor Brand Sun flour Oil).

· Co-ordination and communication of product price and pack changes. For any form of communication directly or indirectly linked to Company/Brand equity works with Marketing Dept.
· Support Distributors Management System and all its components.

· Forecasting, setting, achieving and deploying volume / value objectives to achieve profitability objectives providing
Third Party Management

· Implementing Blitz Operation to increase retail pull effect on the wholesale channel through making the indirect retailers ask their wholesalers for the new product launch.
· Participates in the design of the promotional materials and maintains contacts with the Key Accounts, in order to supervise all promotional activities.
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Categories Handled (Blended Oil, Pure Oil, Vegetable Ghee, Blended Butter and Animal Fat Ghee)
 Trade Market Retail Manager - Kraft Foods Egypt – Sales department

                                                     (Period: 01/07/2006 – 31/08/2010) http://www.kraftfoodscompany.com
 
· Maximize Retail channels volume and revenue sales by translating sales strategies into specific operational sales objectives (e.g. pricing , distribution, share of shelf, volume, profitability and market share) including other KPI’s  like gross to net margin, forecast accuracy, channel inventory levels, out of stocks and promotional performance)

· Lead and develop a strong sales team and create a motivating work environment 

· Develop Customer marketing and team selling approaches based on trade needs, current capabilities and resource availability 

· Drive the goal alignment process in order to identify the most important areas of focus and key priorities for the  sales function, in alignment with the overall strategy for the organization

· Support SD in running Sales & Marketing coordination meetings via analysis of both channels previous performance and activities effectiveness and agreeing volume call and activities for rolling three months, ensures delivering   target and distribution targets

· Supervise, track and develop activities to support Retail channels targets achievements in all regions.

· Provide sales director information and reports for his channel on market trends, competitor performance and level l of achievement of TM strategy and plans.

· Ensure distribution of Kraft brands via retail channel and handlers via wholesale channel, develop programs to improve distribution to defined targets and work on Retail trade programs to support Kraft presence at current Retail and to support recruitment of new retailers/handlers.

· Manage retail channel performance on a daily basis per region to guarantee achievement of monthly targets

· Manage the development, production and installation of in-store advertising materials (POS) for both channels in order to maximize the awareness, standing and imagery of strategic brands in his channels within budget and on time.

· Develop, implement and evaluate retail channel trade offers in order to maximize the return on investment and ensure adequate levels of trade participation so meeting the company’s market, brand and volume and profit objectives

· Collect and analyze data from trade, research, retail audits and customer/account sales in order to identify market, channel, outlet type and account priorities, weakness and opportunities order to provide recommendations and solutions to further enhance retail operation performance.

·  Support new product launches via identification of the right POSM materials at retail channel and via supporting organization of any planned Sales events.

·  Implementing Blitz Operation to increase retail pull effect on the wholesale channel through making the indirect retailers ask their wholesalers for the new product launch
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Categories Handled (Powder Beverage, Biscuits, Cake, Crackers, Coffee, Condiments, confectionary, Chocolate and Gum)
Sales operation unit manager - Kraft Foods Egypt – Sales department



                                          (Period 01/07/2004 – 01/06/2006) http://www.kraftfoodscompany.com
1. Breakdown monthly sales targets by region, trade segment. 
2. Calculate sales reps incentives based on achievement vs. preset monthly targets.
3. Tracking sales KPIs reports 

· Tracking coverage.

· Tracking Distribution vs. Retail audit (AC Nielsen)

· Tracking Productivity per region and all Egypt.

· Developing and implementing monitoring system in the area of retail price

4. Evaluate and adjust distributors financial and logistics cycles to be in line with Kraft standards. 
5. Refine Retail routes across all regions to have quality data as well as sales reps performance evaluation. 

6. Preparing Selling & Distributors Budget 

7. Tracking Selling & Distributors Expense Actual Vs. Budget

8. Implement activity calendar according to seasonality of product

9. Review company and competitor  pricing structure and recommend change by category & SKU

10. Communication with sales force for the objective from the promotion

11. Promotion evaluator

	Pre
	Post

	· What I would expect to sell with no promotion

· The incremental I needed to offset total promotion costs

· Calculate the breakeven for base sell plus incremental sales

· Calculate ROI (Return on investment).
	· Evaluate promotion estimate cost vs. actual

· Tracking stock movement due to promotion




Categories Handled (Powder Beverage, Biscuits, Cake, Crackers, Coffee and Condiments) 
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 Sales Unit manager South Cairo - Hero –Vitrac sales department



 
(Period: 01/10/2002- 01/07/2004) https://www.heromea.com/vitrac/en
Main Responsibilities:      

1. Structure sales team

2. Breakdown sales targets by sales Reps, trade segment. 
3. Calculate sales reps incentives based on achievement vs. preset monthly targets.
4. Tracking sales performance. Update it on daily basis per channel. 
5. Tracking sales KPI's 

a. Tracking coverage outlets.

b. Tracking and enhance Productivity per channel.

c. Developing and implementing monitoring stock in WS

6. Refine Retail routes across all regions to have quality data as well as sales reps performance evaluation. 

7. Tracking Selling & Distribution Expense
8. Maintain database for competitors / customers

9. Review company and competitor  price structure by category & SKU

10. Perform field visits to retail and wholesale 

11. Identify required goals and prepare plans of achievement in accordance with a specified time schedule

12. Design action plan and establish working routes after dividing the market and distributing the work team

13. Follow up on plan in progress and solve any problems facing team members

14. Analyze sales in regards to salesmen, area segments, as well as to the company and compare obtained results to market in order to reach desired goals
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Follow up on product availability and distribution in each area segment in comparison with other products

Credit department & Account receivable supervisor - Cairo - Hero –Vitrac Finance department
   Period: 1/3/99- 04/10/2002 https://www.heromea.com/vitrac/en
Main Responsibilities:      

Accounts receivable and credit terms section chief, Prepare accounts receivable reports, reporting to the financial Manager   

Auditing and verifying the daily transactions, Prepare sales analysis report, Prepare return checks analysis report    

Make stock reconciliation with the sales Rep’s, calculate Sales and Receivable Budget, Manage and supervise all receivable Account  

Control the credit limit and credit terms.
 Sales Executive - Ezz el Araab Automobile
                             Period: 1/2/97 – 1/3/99 
                  Arranging Test Drive, Maintaining Customer Database, Follow-up with the customer & Timely Updating Delivery of Vehicle, Payment Completion as per policy, Complete Product Related Knowledge, Acquiring competition Knowledge Accessory and Value added Services Sales, Maximizing Customer Satisfaction, Forwarding Lost sales data on Daily basis to Sales Manager.

 
   KEY SKILLS
1. Networking, Negotiation, Sales Planning, Marketing Concepts, Positioning, People Management, Territory Management, Competitive Analysis, Understanding the Customer, Product Development, Client Relationships, and Creative Services.
2. Bachelor’s degree graduate with 15-18 years of sales and marketing experience in an FMCG industry (Food & beverages, frozen category)

3. Possess high analytical and problem solving skills

4. Very good at follow up.

5. Excellent negotiation skills.

6. Very successful with managing and developing subordinates.

7. Skillful in time management even under tight deadlines 

8. Able to participate actively as an effective team member

9. Language skills Arabic (mother tongue), English (very good written and spoken). Italy ( fair)
10. Computer skills : -

- Operating Sys  
     
 :  Dos, Windows MS ((Excellent)) 
       - Programs


  : Office (Excellent)
       - Internet   

 
 : Searching, Downloading, E-mailing (Excellent)  
      - Data Base Programming 
 : Access &Advanced Access (Excellent)
   FUNCTIONAL & CORPORATE TRAININGS
· Training for advanced supervisor skills in the field - Vitrac (Hero)
· Presentation skills. - Vitrac (Hero)
· Training in the international package (fourth shift) Finance, Manufacturing & Distribution (E.R.P system)  - Vitrac (Hero) Foods  Year 2000 
· Training in CRM (Customer relationship management) Saturn (Siebel) – Kraft Foods
· Training on MFG/Pro (ERP)- (Sales Module- & TSR: (Trade Spending Report)) – Kraft Foods
· The seven Habits For Highly Effective People Workshop – Kraft Foods
· Develop a Personal Mission Statement.
· Practice Win-Win communication.
· Turn differences among team members into valued assets.
· Synergize with others.
· Implement a plan of personal renewal.
· Define yourself from within to be a more influential leader and manager.
· Boost performance by implementing proven principles of effectiveness.
· Increase trust and teamwork.
· Meet client needs more effectively through a clearer understanding of your clients.
· Increase your productivity and quality of work.

· Steps course presents a framework for analyzing business situations and supporting high quality decision making in addition it provides us with a common approach and language across Kraft Foods organization. – Kraft Foods
· Harvard Managing Monitor program is supporting the leader ship and management skills via three categories topics and 44 modules. – Dal Food Company
· Managing Your self

· Managing Others

· Managing Business

KEY ACHIEVEMENTS, HONORS, AWARDS &KEY PROJECTS THROUGH CAREER PATH
Energizer House Hold Achievement

· Delivering Double Digit Growth value versus last year.

· Implement BI (Business Intelligent System), Customized Report Tools.
Dal Food Basic Foods Achievement

· Delivering Double Digit Growth both Volume and Value in Dal Basic foods business though out 2013-2015.
· Champion KPI’s development Dal Basic Foods.2012 – 21015.

·  Sales Automation System design (CRM) with Xtel..
· Skills Dictionary and skill gap analysis system.2013.Plus performance management model.

· Implement BI (Business Intelligent System), Customized Report Tools.

· GIS System implementation for outlets coordinates across Khartoum via GIS Cloud.
Premier Dairy Products Achievement
· Delivering Double Digit Growth both Volume and Value in Premier Dairy Product’s business in 2012.
· Implement KPI’s & Daily sales report (DSR).

· Increase Distribution Coverage in Up Country.

IFFCO Edible Fats & Oil Achievement
· Implement Allocation system for the products across the key distributors (36 Distributor across Egypt).

· The establishment and developing of Trade Marketing Function in IFFCO.
Kraft Foods Achievement
· Delivering Double Digit Growth both Volume and Value in Kraft Foods.
· Development Gold Standard Outlets (GSO), Key retailers program targeting strategic location to secure high trade visibility.
· Move Retail channel business for Cairo region from Mansour Distributor to Rashideen Distributor without drop in Value & Volume achievement, plus manpower (Sales Force).
· Kraft Path to Deliver Growth Award (Outstanding Achievement & Growth) in 2008.
· Kraft Path to Country Award MFG Pro ERP System (Outstanding Contribution) in 2008.
· Implement OLAP (On Line Analysis Processing), Customized Report Tools
· Moving from Direct Distribution System to Indirect Distribution System with a huge 3 distributors (Mansour – Rashideen – Alex Queen).
  Vitrac (Hero) Foods Achievement
· Delivering Double Digit Growth both Volume and Value in Vitrac.
· Implement Fragmented Distribution System in south Cairo. 

· Implement Fourth Shift System ERP System in Credit & Account receivable department in 2002.

  Ezz El Arab Automobile Achievement
· Sold 36 car Neon Chrysler which represent a remarkable achievement 1999.

