General Manager, Sales & fmcg
 Name                            : Mohammed Said Hussein

 Email                        : mohdsaeed63@hotmail.com     KSA Mobile # 00966506879017     Skype Id:   hassanmohd9916           
 Current                      - General Manager at MAHMOOD SAEED Trading Company (J.CASANOVA- PARIS) - Saudi Arabia
                                                             Beverages & Cosmetics & Healthcare and perfume 
                                  - National Sales Manager at A.H.Q Groups Of Companies- Food Division - Saudi Arabia
 Past                          - Sales Manager                at Coca- Cola Company – Saudi Arabia
                                 - Section Manager            at Proctor & Gamble LTD (P& G Company) - Saudi Arabia
                                - Key account Executive at AL- NAGHI Brothers Company ( Jonson& Jonson Co.) - Saudi Arabia
 Industry                          FMCG & Food & Beverages & Cosmetics

Education                      - Alexandria University – Egypt /Bachelor of Commerce 1988 (Accountancy)
Languages                      :  Fluent English & Arabic.
 Computer Skills           :  Windows, MS office (Word, Excel, Power point)

Personal Information’s: 

    Date of birth               : SEP 16, 1963                                        Place of birth            :  Alexandria, Egypt

    Marital Status             : Married (4 children)                             Nationality                :  Egyptian

    Reference                   : Available on request.

Objective

I’m seeking for job opportunity Challenges Leadership position in senior management wherein education, 20 years’ experience and skills can be efficiently utilized to increase the sales volume & sales revenue and profitability of the firm. Build a strong distribution network and increase market share by developing a dynamic team and looking for new challenge to increase responsibility

Profile:

- General Manager with 20 years’ experience in large multinational, large national companies who deliver significant  

   Revenue gains through combined expertise in organizational leadership, sales training, and development customer relationship 

 - Team leader with exceptional motivational skills and the ability to build team deliver extraordinary results in highly 
    Competitive markets and able to manage multiple priorities to enhance profitability 

Key Strengths:

· Negotiation skills & Strategic planning                    - Sales forecasting & budget management  

· Competitive sales Analysis                                      -  Key Account Management &Distributors management 
· P&L management& financial analysis                        - Sales & Revenue management and  Distribution systems

· Sales management & business development           - Sales & marketing Operations& strategies.   

· Leadership skills & building Training                          - Problem analysis and problem solving.       
Main Achievements:

· Specializes in the development and management of sales revenue and bad debt in the credit limit control and collection
policies with key customers while continuing sales growth.

· Success when the annual renewal of contracts with major customers with the attempt the change more 30% of the fixed costs to variable costs of contracts linked to productivity and collection conditions leading to increased profitability and capital rotation speed of both parties to the contract.

· Reduced employee turnover by 20% and significantly increased productivity by introducing a performance management system that recognized contribution, challenged staff to accept responsibility and empowered them to make decisions
· Led four-member regional sales team to increase annual sales and  trained sales team to improve understanding of P&L component and achieve positive effects with profits on selling expense, margin enhancement with clear Sales & marketing Operations& strategies
Professional Training Courses:

· Workshop distribution &Management and Supervision skills         : Coca-cola Company   -  Saudi Arabia   

· Management skills & financial skills & key account management : Coca- cola Company   -  Saudi Arabia 

· Sales College course in Procter and Gamble Global                        : P & G Global                - Saudi Arabia 

· Retail Audit                                                                                       : Jonson & Jonson Co.  -  Saudi Arabia  

Professional Experience:

             General Manager 
              Mahood Saeed Trading Company (J.CASANOVA- PARIS)  - Saudi Arabia 
               Beverages & Cosmetics & Healthcare and perfume 
          Jan 2014 TO NOW 
Main responsibilities:-

· Full P&L responsibility; responsible for driving top-line and bottom-line growth, and achieving all financial targets as agreed with the overall Managing Director.

· Develop the annual sales and marketing plan and strategies, tactics, and resources necessary to achieve the company's growth and profit targets, evaluate the timely adjustment of sales strategy & plans to meet changing market and competitive conditions as needed

· Maintain effective professional relationships with customers and the trade; ensure smooth and successful interaction with all internal and external customers

· In still FMCG best practices and modern operations with regards to sales and marketing activity, distribution and warehousing,   customer service, technology implementation
· Lead and manage the team with appropriate people and people development strategies in place; provide sales and marketing expertise by building, developing, and coaching high performance sales and marketing teams

· Conduct performance appraisals and ensure adherence to strategic KPI's assigned to the team

· Maintain a positive and professional environment in full compliance with applicable laws, regulations, policies and procedures; act to ensure that the staff members understand and comply with applicable laws, regulations, policies and procedures 

        National Sales Manager                                (All Sales Channels) 

       ABDEL AL-HADI AL-QAHTANI Group of Company – Food Division (Saudi Arabia)    

       Jan 2009 – 31Dec 2013   Reporting To:  General Manager – Food Division      Industry:       Food & Beverages                                      
Main Duties:

· Prepare annual sales plan that includes annual regional’s coverage plans, monthly, quarterly sales forecast &sales budget and sales promotion and maintain effective budget control of sales expenses.
· Analyze sales opportunities and area coverage and credit outstanding and provide strategic recommendations to respective regions & analyzing the teams results & putting action plans to improve and correct the week / month performances

· Ensure achieve volume, distribution, visibility target for all products and KPIs & coverage of all outlets to optimize sales and market share and handle all customers and consumers complains promptly and efficiently

· Developed market analysis to determine areas of opportunity in major markets& analysis included competitive review& market channel details and SWOT analysis and detail business development plans

· Putting the sales incentive plans to support and motivate the team in achieving their monthly targets.

· Main products:

            Frisian flag milk (Friesland Foods Company) & Geisha meat tuna (Kawasho Int. Company – Japan) &
             American salt & Wheat flour & Pasta & Sun flower oil &Olive oil and Basmati, pun Rice 
 Achievements: 

· Leading: Trained sales team to improve understanding of P&L component and achieve positive effects on selling expense, margin enhancement and reduction in returns and delivery expenses and increased sales revenues by 22%
· Resulting in a 32% increase in sales and a 7% increase in national market share.
· Increase hypermarkets /supermarkets business contribution 15% & Gain 5% market share in 2010 
· Introduced company products to 500 new accounts for new distribution channel (Restaurants, large mini-market, Catering)
· 2011 Success of annual contracts with major customers with the attempt the change more 30% of the fixed costs to variable costs of contracts linked to productivity and collection conditions leading to increased profitability and capital rotation speed of both parties to the contract and resulting Write-Off to drop from 14% to 0.6% of turnover  

· Improved customer satisfaction from 65% to 85% within 12 months by providing front line counter staff with the skills, knowledge authority needed to resolve customer enquiries and complaints) and implement merchandising strategies.
· Increased profits by 10% in a highly competitive environment by focusing on the less price sensitive customer segments who valued service, which eliminated the need to use price as a mechanism for securing new business.
Sales Manager

    Coca-Cola Company – Saudi Arabia                   (All Sales Channels) 

     May 2000 – Sep 2008Industry: Food & Beverages&Carbonated drinks& Energy drink Water and Juices
Main Duties: 

· Prepare and develop business plan & annual sales forecasting and annual sales budgets and ensure that is meeting when approved and monitor the sales expense budget.

· Setting monthly targets and review performance against target, prepare all trade offers & managing sales budgets and trade rebates & follow up on receivables an collection and control levels of credit in the market
· Ensure that key performance indicators (KPIs) are communicated to sale team and review their performance

· Plan trade visit and monitoring availability, visibility of company product& monitor the competitor activities
Achievements: 

· Increased coverage, distribution of all Coca- Cola brands in retail outlets by 43% in 10 month 2002 and saved 41% of promotional material cost. 
· Launched and distributed company product to over 550 accounts and Increased average monthly direct sales 20% 

· Leading the development of new Route to Market to include the traditional channels of distribution (Direct/Indirect/ Presell ) which increased the Region’s Market Share by 8 points between 2003 and 2005.

· Improved customer service satisfaction 3% annually through supply chain management initiatives, inventory control &grew sales revenue by 20% and design effective district and national sales programs to increase market share by 6%

· 2006 Success of annual contracts with major customers with the attempt the change more 25% of the fixed costs To variable costs of contracts linked to productivity and collection conditions leading to increased profitability
· Resulting in a 18% increase in sales and a 4% increase in national market share and increased sales revenues by 20%
Section Manager                                                              (P &G Company)
   Proctor& Gamble Company - Saudi Arabia                
   Jul1998– Apr 2000   Reporting to   :  Regional Sales Manager Industry: Food & Cosmetics & Whole Sales& Distribution     

 Main Duties:

· Prepare smart yearly objectives for sales team and assign sales target for each customers to be in line with total customer 
       Sales target and responsible for achieving total sales target and manage key account execution budget.
· Coordinate with the marketing DEP. to develop quarterly promotional plane on customer to achieve sales target and                  Customer penetration strategy and follow-up on promotional SKU listing and ensure modifications are done. 

· Monitor/ report weekly on competitor activities (big evens, new products, Promotions)

· Negotiate agreement with key customers conducts to drive profitable business grow and professional customer service.
Achievements:

· Resulting in a 17% increase in sales and a 5% increase in national market share& increased sales revenues by 20%
· Increase space share and visibility by 15% in all key accounts through display and win to win agreement 
· 1999 Introduced company products to 80 new distribution channel (Sweets distributors) and increased coverage 10%.
· Consistently exceeded annual goals by more than 10% in key metrics including profit, sales& employee retention and improve support service level by 25% and achieved lowest returns percentage for a total of two years
Key account Executive 
   AL-NAGHI BROTHERS Company   (Jonson & Jonson Company) – Saudi Arabia
      (Feb 1997 - June 1998    key Account Executive / Jonson & Jonson CO.
      (Feb 1996 – Jan 1997    key Account Rep    / Food Division – Adams CO. products (Halls, Chiclets)
      Reporting to:  Area Sales ManagerIndustry: FMCG & Food & Beverages & Cosmetics 
Main Duties: 

· Set the target for clients and plans to achieve target and achieve company distribution objectives by outlet class.

· Collect the outstanding from clients according to company policy and achieving  the monthly planned targets

· covering my areas on daily basis as pair my route plan and ensure our Merchandisers using the POS materials with  best way which gives the good impact to the consumers   

· Follow-up competitor new products and activities and report to top management.

Achievements:

· Resulting in a 25% increase in sales and a 11% increase in national market share& increased sales revenues by 15%.
· Introduced company products to 100 new distribution channels (Pharmacies& Sweets distributors).
· Provided customer service to 25 clients every month.
· Implement merchandising strategies and resulting Write-Off to drop from 11% to 2.5% of turnover& reduce returns, damages goods from the trade 20%                                                                                                                                                                
