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SUMMARY

Creative and passionate Sales and Marketing professional with excellent communication and interpersonal skills. 

Over Fourteen years of International experience across the Middle East.  More than twelve years of professional experience with FMCG working with top of the largest brands in the world including Pepsi Cola International and a proven track record of defining brand and territories strategies that add value.  My core strengths lay in building and leading effective teams, Brand management and in defining and developing creative consumer centric Sales and marketing solutions that address brand challenges and grow the business.

                                           Business Experience:
	Sept 2006 - Present:
	            National Sales Manager 
            Frito-Lay – Pepsi Cola International –Dubai- UAE.
· Responsible for defining the communication strategy and operation for the entire company
· Responsible for starting the Operation in UAE.
· Assumed my responsibility for National Sales Manager Role for UAE, managing a team of 103 employees consisting of one field sales manager, one trade marketing manager, six Sales Supervisors, Forty Sales Cum Merchandisers, Five Sales Admin, Twenty five drivers, Twenty five helpers.
· Defining the proper sales structure for the country, recruit, train and following closely in the initial phase. 

· Implementing HHT in our sales operation.

· Defining a proper pricing and credit policy across all channels along with D&A to the trade.

· Preparing the marketing calendar and link it with different customers calendar.
· Preparing a monthly work-plan, objectives and KPI’s for the managers, supervisors, and leading the achievements of plans, include tracking sales orders processing, delivery of products, and marketing plan.
· Responsible for reconciliation for all customers and making sure that all due money collected on time.

· Ensure customers’ satisfaction and quality services through close communication and coordination with the concerned departments of the company.

· Establish and implement marketing and merchandising activities to insure increase in sales.

· Communicate and negotiate company promotions and customers LTA and STA to Key Accounts
· Business review with our trade partner on quarterly and end year basis.

· Management of all sales activities for purposes of meeting and exceeding all business plan and budgetary revenue, profit, new and existing sales targets.

· Proactively develop sales strategies to meet and exceed business financial targets. This includes management of sales pipelines (Retailers) for purposes of monitoring and driving sales activities, and forecasting future sales results.

· Management of reporting mechanisms to permit monitoring of sales results.

· Management and reporting of Key Performance Indicators (KPIs) related to sales activities and for the entire processes.

· Communicate market conditions, anomalies, challenges, and capturing the opportunities. 

            Achievements so far:

· Double the volume within 1 year in UAE.

· Increase our share of shelf by 10% in the first year of operation. (AC- Nilson).
· Leveraged recent consumer research studies to realign Lay’s brand communication with consumer trends in the region 

· Developed a strategic launch plan of an entirely any new SKU to be launched 
· Defined the Marketing communication plan for the introduction of forthcoming packaging changes on the brand

· Managing a team of 103 employees within a budget 


	2002 till August 2006
12/8/1998 

till 30/8/2002

1/2/1995 till 30/6/1998.


	SALES MANAGER – UAE
Master Food Middle East.
Our main products (Galaxy, Snicker, M & Ms, Mars, Twix, Galaxy milk drink) Chocolate, Uncle Bens Rice and Pet Food (Whiskas and Pedigree).

Assumed my responsibility for Sales Manager Role for UAE, managing a team of 40 sales persons including 4 Sales Supervisor, 10 Sales Executives, 26 Merchandising.
Awarded the Master Foods Oscars awards for “Best employee of the year in 2005” 

Achieved the highest growth reaching 41%.
.Developed UAE market to become the second market in the GCC after KSA. 

          Business Experience 
· Manage the sales force to reach objectives set by Master Food’s management in terms of growth, market share, profitability, distribution and outputs by channel.

· Accountable for achieving market share targets by channel and category for the business.

· Implementation of BDA and ensuring proper tracking on progress.

· Manage the Freshness budget within all account.

· Manage the availability within the all account.

· Reporting: by develop /maintain a solid and accurate sales reporting system.

· Proper tracking of CSS reports to ensure integration of the reporting tool within the daily operations.

· Sales DSO target for all accounts.

            Team Management:
· To ensure people development and delivery of business objectives through:

            Coach, motivate, counsel and train.

· Conduct effective PDR sessions – setting objectives, giving feedback and setting action / training plans.

· Team holiday planning.

· Tracking performance
Al Musbah International Group- Dubai- Twin Tower:
 Sales Manager UAE- Dubai/N.E
          Business Experience:
· Assumed my responsibility for Sales Manager Role for Dubai/N.E in/12/8/1998, managing a team of 6 sales persons and 16 merchandisers.

· Dealing and selling FMCG Perfume products Middle range.

            My Job Responsibilities was:

· Achieving  the targets and objectives

· Maintaining strong relationships with clients.

· Ensured implementation inside the stores.

· Responsible for Coverage, distribution and Visibility.

· Responsible for recruiting and training the sales force.

Heba Fire Safety Equipment – Saudi Arabia- Riyadh:

Sales Supervisor –Riyadh –Saudi Arabia

Business Experience:
· Our main products were FMCG, 3M Consumer goods and Safety Equipments.  

· Day to Day updating of daily sales achievements to the head office.

· Checking the showrooms inside Riyadh to make sure, that every thing available, tidy, stock transfer and well merchandised.

· Follow up with the sales people to achieve their targets and solve any issues in the trade.

· Follow up the collection and reconcile the statements of all accounts.

· Weekly meeting with the sales people to discuss the issues, target, and to improve our performance
Professional Training Courses :
· TTT, Train The Trainer  Pepsi Cola International- Jeddah-KSA 2008
· Negotiation Skills –-Pepsi Cola International 2007 – Riyadh-KSA
· Line management Excellence week – UAE Feb 2006

· Sales Line Management. Dubai-Sept 2005.

· Presentation Skills – Dubai-March- 2005.

· Coaching Skills. Dubai –Oct- 2004

· Advanced Selling Course. Dubai – Sept-2004.

· Supervising @ Master Food. Dubai-  March-2004

· Making the Difference through people – Dubai UAE – March 2003 – MASTER FOODS.

· Art of persuasive selling, Brain Power Institute Dubai – April 2000.

Knowledge, Skills, Competencies & Experience

· Line Management.

· Managing and Measuring work

· Developing Direct Reports.

· Building effective team

· Motivating Others.

· Negotiation Skills.

· Interpersonal Savvy.

· Planning & Organizing Skills.

LANGUAGE SKILLS     

· Fluency in written and spoken English and Native Arabic
      COMPUTER SKILLS

· Computer Literate: Microsoft Office, Word / Excel / Power point 

           HOBBIES

· Swimming, reading FGCG Magazine. Member of Retail News magazine.

Personal Information

Date of Birth:

April 24th, 1971.

Nationality:

Syrian

Marital Status:


           

Married & 2 kids.

Education: 

B.A in English, Aleppo University – Syria.

Personal profile

· 15 years of professional experience within the Strategic planning and sales and marketing operations (key account mangement and retail) in multinational environments.

· Solid leader and motivator with proven ability to train develop and maintain a team of professionals.

· Initiative, leadership personality, cooperative and results oriented.

· Performing well under pressure but retaining appropriate attention to detail and eager to communicate with different levels.

· Excellent interpersonal skills, Team worker, capable of influencing, managing and motivating others.


Skills

Skill

Level

Years practiced

IT Skills- MS-Office, Computer Hardware, Internet applications

Expert

More than 9 years

Establishing Policies &Procedures.

Expert

More than 6 years

Team Building, Leadership, Negotiation, Analytical Thinking & Creative Problem Solving

Language (English)

Expert

Fluent

More than 7 years

More Than12 years

Thanks for your kind attention hopping that my qualifications will meet your requirements.



	
	

	
	

	
	

	
	

	
	





