MAHER AL JANNAN
Email: maher@aljannan.info
                                                               Mobile: +961 3 05 33 37 


CAREER OBJECTIVE
I have over 11 years of experience at different positions in FMCG handling some of multinational and regional brands such as Amurol, Beacon, Anhauser Bush, Ghandour, Khazan, Alpen, Tootsie Bracks and Neuhauser (France). I am seeking a suitable profile with a dynamic organization to apply accrued skills and expertise to achieve organization’s objectives.



SKILLS
	· FMCG, Sales, Business Development, Operations, Trade Stock Management

	· Key Account and HORECA Management, Merchandizing, Events Management

	· Competitor Analysis, CRM, Networking, Product Management

	· BTL Activities, Promotions, Clientele Development & Contractual Negotiations

	· Handling Distributors, Driving Growth, Market Research, Financial awareness,  IT Skills

	· Leadership, Team Building, Training, Problem Solving, Modeling, Delegating 




PROFESSIONAL EXPERIENCE
	Mar 11 –


	Regional Sales Supervisor

Neuhauser MEA

Highlights:

· Made plans to maximize the business in the region by 50% for 2012
· Conducted market survey for Saudi Arabia hotels, UAE and Egypt.
· Run different in house demonstrations of selected Neuhauser range of product in Conrad, Carrefour and Spinneys.
Responsibilities:

· Appointing distributors in the territory.
· Demonstrating the products (part baked, ready to bake and ready to prove) to the respective client on premises.
· Running in house baking presentation using their uncalibrated equipment to monitor and control the proving/baking temperature. 
· Assisting appointed distributors maximizing their sales by training the dedicated salespeople on the baking techniques and seek opportunities.
· Helping the brand to penetrate the retail sector in Egypt like Carrefour and Spinneys by running demos on their premises.
· Opening new markets.
· Follow up with logistics maintaining a proper storage and transportation conditions. 


	Nov ‘08 – Dec 10 Current:
	Export Head
Khazan Meat Factory, Sharjah

Highlight: 
· Growing the business by more than double
· Closing agreements with Distributors
· Developed export market operation

· Leading Khazan re-launch in export markets
· Supervising Supply Chain process

· Penetrated into 3 new markets

Responsibilities: 

· Top line achievement

· Building marketing and sales strategy for export markets
· Developing win-win strategies with our distributors to ensure growth
· Negotiating annual contracts with distributors.

· Managing Food exhibition participation: (Gulf Food & Halal Food)
· Opening new markets

· Managing launching new products

· Monitored distributors trade channel performance. 

· Worked closely with a cross-functional team of officers, in addition to distributors’ team officers to develop a distinct brand identity and increase off-take and satisfy the needs of different trade channels.


	Mar ‘05 – Sep ‘08:
	Area Sales Supervisor
Gandour , Jeddah, KSA

Highlight: 
· Increased Sales by 42% in Madina and the Northern territories 

· Restructured sales force to boost achievement
· Enforcing CRB, improving overall service.

Responsibilities:
· Optimizing the High ways of the area, (Jeddah, Yanbu, Tabouk, Hael and Riyadh).
· Working on Vertical and Horizontal development for the area in Key Accounts and Van Operation. 

· Maintaining healthy aging for the area. 

· Maintaining effective Merchandising following company's strategy.

· Maintaining inventory to achieve excellence in service. 

· Monitored competition regularly, focusing on their driving sku’s.

· Managed quality issues with the principal, successful retrieving of non-conforming products, diluting the impact on the brand.

	
	

	 
	


	Jan ’00- Dec ’04:
	Sales Supervisor
Khalifa Algosaibi Cold Stores (KACS), Saudi Arabia 

Joined as a Key Accounts Executive.
Designation Chronology: 
· Feb ’03 – Dec ’04: Sales Supervisor 
· Jan ’00 – Jan ’03: Key Accounts Executive
Highlights: 
· Increased sales by almost 83% for 2004. 

· Worked on horizontal and vertical distribution

· Opened new accounts and followed up on collection. 

· Implement Whole Sale Growth Bonus schemes in addition to sell out programs.

· Increased sales by 60% for 2001, 52% for 2002 & 42% for 2003. 

· Maintained healthy aging on terms set with each customer. 

· Increased gradually and maintained primary shelf spaces. 

· Maintain standard merchandizing and enhancing P.O.S usage whenever allowed and during promotions.

· Received several recognitions in promotion execution for building secondary displays. 

· Participated in building tailor-made (Promotions) for my customers. 

· Listed 84% of items in all Key Acc and helped in developing business plan. 

Major Responsibilities: 
· Coordinate with merchandizing team on daily basis, participating in setting weekly & daily objectives.

· Monitor promotion performance on daily basis and submit analytical report on the weekly performance. 

· Maintained one to one relations with buyers, store managers and outlets shelf stackers. 

· Monitored competition activities and report on daily and weekly basis.

· Meeting principals KPI’s on performance and reporting

· Maintained excellent relations with key accounts, initiating business reviews – gap analysis- to drive business.

· Coached, lead, and trained subordinates, improving their confidence and skills

· Work closely with CRB to maintain desired stock turns with the customer. 

· Maintaining effective merchandizing following company's strategies. 

· Maximizing No. of facings on the primary shelves. Focus on using P.O.P materials to drive customers. 

· Maintaining healthy aging for the area. Focusing heavily on penetrating customers using driving products. 

· Optimizing Madina remote outlets (Yanbu, highways). 

	Jan ‘96 - Jan ‘98:
	Al Yakht Marketing Est.
Riyadh, Saudi Arabia 

Highlights: 
· Major five hotels in Riyadh.

· Established new business relations with Royal Palaces.

· Helped in increasing sales and develop new plans for Palaces

Major Responsibilities: 
· Established new business relations with Royal Palaces.

· Helped in increasing sales and develop new plans for Palaces

	 
	

	Jan ‘86 - Oct ‘93:
	Show Room Manager

Patchi, Lebanon and Qatar.

Oct 86- Jun 91 Showroom Salesman, Beirut, Lebanon.

Jul 91-Jul 93 Showroom Manager. Doha, Qatar.

Highlights: 
· Increased sales year on year.

· Trained and helped staff to handle clients and respond to objections.
· Maintained good relations with customers.

· Turned new customers into regular customers.

Major Responsibilities:
· Maintained good relation with customers.

· Trained and helped staff to handle clients and respond to objections.
· Maintained good relations with customers.

· Turned new customers into regular customers.

· Coordinated with management and colleagues to maintain customer satisfaction.




EDUCATION
	 
	Lebanese University, Lebanon
Bachelor's degree, Business Administration 

Personal Development & Training: 
1995 British Council, Damascus, Syria.

· Diploma in Management, Marketing.

· Certificate from London Chamber of Commerce and Industry in English for Business.




PERSONAL INFORMATION
	Birth Date:
	19 March 1970

	Gender:
	Male

	Nationality:
	Syrian

	Visa Status:
	Resident of Lebanon

	Marital Status:
	Married

	Languages:
	English, French and Arabic (Native)

	Driving License:
	United Arab Emirates; Saudi Arabia,


Home Number:       +961 1 658771

