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Career Objective

Profit Centre head with an in-depth comprehension about the FMCG industry in UAE, OMAN, QATAR , BAHRAIN , INDIA & AFRICA looking forward for a challenging assignment  in an aggressive  organization to employ  the skill sets developed in the last twenty nine years of Managing the domains of Profit Centre ,Sales & Marketing ,Business Development, Operational efficiency & People Management which should  lead to an Exponential Profitable Growth. 

Executive Summary

· Profit Centre Head with excellent track record in Business Development with 29 years’ experience in FMCG domain managing the Sales , Marketing , Operations, both thru  Distributors as well as Direct Sales force Operations.
· Headed   the Sales, Marketing & Distribution of Oman Oasis Water LLC –Oman -market leaders of the bottled water category in Oman with above 30% market share   with an  Operational team of above 400 associates consisting of  5 zonal managers, 16 supervisors, 108 sales representatives , & above 200 delivery merchandisers.
· Headed the  Aujan Coca cola Operations in Oman with a team of 174 employees & 46 Sales Routes catering to above 6000 outlets spread all over Oman .
· Headed the Aujan Coca cola Dubai & Northern Emirates Operations in UAE catering to above 8000 outlets spread over Dubai, Sharjah, Ajman, UAQ, RAK & Fujairah.

· Headed the operations of Rayyan Mineral Water Company-Qatar the market leaders in bottled water category in QATAR.
Core Competencies:  FMCG -Profit Centre Management, Product Marketing, Brand Management, Trade Marketing, Sales Operations -Direct to stores & Presale, Enhancing Sales Operating Capabilities, Channel Business Development, Modern Trade, Traditional Trade, Horeca, Wholesale, Distributor Management ,Process Re-engineering, Asset Utilization.
CWAY –Water Group – Lagos-Nigeria . ( Nov 2018–Jan 2019)- FMCG-Beverages.- Temporary assignment .
CWAY –water group Lagos- Nigeria is the market leaders of Gallon( Refill) water Business in Lagos State .

Position: Temporary assignment of three months  as a Consulting Manager for their  Gallon (Refill) water Business & worked on the following areas.

· Vendor Inventory Management,

· Dash Board for Sales Ach .

· Value added Premium  drinking water – Sub Category creation .

· Derivation of outlet standards for placement of value added Premium drinking water.
· Sales force training & evaluation 

Oasis water company LLC – Zubair Corporation. ( Oct 2016 –Oct 2018)- FMCG-Beverages.

The Zubair Corporation (Z-Corp) has been bringing technology and expertise from around the world into the Sultanate of Oman. Z-Corp has almost 60 wholly-owned companies, subsidiaries and associates that operate in Oman, the rest of the Middle East, India, Europe and the USA. The group has around 284 international and local brands in its portfolio and some of them are more than three decades.
Manufacturer of OMAN OASIS brand of bottled water -Market leader by far in the bottled water category in Oman with a market share of above 30%.
Juice Drink- Owns the Brand HALA third player in Fibre brick juice drink category in Oman.
Distributes MAAZA juices second player in Pet juice drink category in Oman .
Distributes Royal Crown range CSD, third player in CSD category in Oman.
Position: National Sales & Marketing Manager.
The Work Experience

· Managing the Operations with a team of above 400 associates 5- Managers, 16-Supervisors, 110 sales Reps, & Above 200 delivery Merchandisers.
· Strategizing, managing and enhancing all functions according to organizational objectives and strategies. 
· Co-coordinating with Regional Sales Managers to support sales growth through multiple channels thru achievement of sales volume targets, Net Sales Value per category, Must Stock List availability, Share of Visible Inventory, Cooler purity, Point of Sales Material.
· Launch strategy - new products, Advertising, & Media Planning, Market Research, Briefing to ad agencies and Concept development & Production, Media Mix & Budgeting, Planning ATL & BTL advertising, Product pricing, Brand and Communication strategy & Annual Brand Plans.
· Review Sales & marketing plans with relevant stakeholder on a regular basis. Periodic reporting on company performance, proposing corrective measures to ensure compliance to approved plans.

· Direct, monitor and coordinate, sectional processes, evaluations and plans to guarantee standard running conditions of all production facilities and associated logistical details.

· Managing external relationships with customers to enhance company reputation while increasing customer loyalty to expand the existing client base. Working closely with departmental heads on developing effective customer management process.

· Streamlining / implementing improved procedures to increase the efficiency of the business divisions, enhance service quality and reduce costs / overheads.

· Managing the HR function by recruiting competent personnel, delegating responsibilities to the staff, supervising their performance and ensuring the achievement of KPIs.

Achievements

Closed the yearly sales of 2017 with 17% growth & the market share grown to above 30%, when the bottled water category has degrown by 3% in Oman due to job losses among the expat community due to the weak oil price. Royal Crown range of CSD beverages was launched in Oman in 2017 & was able to carve out a market share of 3%.

Rayyan Mineral Water Company WLL. (May 2015 Sep 2016) FMCG-Beverages- 
Market leader by far in the bottled water category in Qatar.

Position:  Head of Sales– with active participation in Marketing, Production, Finance & logistics. Managed the complete HR function of Sales Dept.
· Direct Operations of Bottled Water Sales Operations in Qatar comprising of
· Key Accounts, 
· Traditional Trade, 
· HORECA  
· Wholesale sectors.
· Managing the Distributor Operations outside Qatar.

· Private label business. 

· Heading a Sales team of above 100 employees.
· Managing a business of 60 million USD per annum. 

· Managing the Human Resource function of Sales Dept.

· Active participation in Marketing, Production, Finance & logistics functions.
Achievements
Closed the yearly sales of 2015 with a 24% growth & the market share was estimated to be above 35 % in the total market while in the Modern trade market share has bulged above 40 %. Doubled the Traditional trade routes & managed to reach above 75 % of the Total Qatar universe.  

Aujan Coca Cola Beverages Company (Oct 2006 to March 2015) FMCG-Beverages- Direct Operations
Aujan Coca-Cola Beverages Company (ACCBC) is a partnership between The Coca-Cola Company and Aujan Industries. ACCBC is also the licensed manufacturer in the Middle East for VIMTO. Each of the brands that ACCBC manufactures holds a market leadership position within the categories each brand competes: Rani in Juice Drinks, Barbican in malt beverages and VIMTO in Cordial format and in the ready to drink range., With over 3,000 employees, ACCBC’s has a production capacity of 100 million physical cases . The company maintains direct presence in countries such as Saudi Arabia, United Arab Emirates, Qatar, Kuwait, Bahrain, Oman, Yemen, Jordan, Iraq, Lebanon, Egypt, Libya and Algeria. The company owns three manufacturing facilities located in Dammam, Saudi Arabia; Dubai, United Arab Emirates; and  Lebanon.
Position: Sales Manager- Dubai & Northern Emirates- Regional Operations with P&L Responsibility.

Oct 2013 - March 2015.
Sales Manager-Oman -Country Operations with P& L Responsibility- Oct 2006 - Sep 2013.
Heading the Country operations in Oman with a team of 174 employees & holds the central role in the profitable development of AUJAN operations in Oman.  Accountable for delivering the sales and profit plans for AUJAN operations in Oman.  Directly managing all the sales and distribution aspects of AUJAN business, as well management of in-country legal and regulatory requirements for AI local subsidiary.  Administratively leads the support team – the HR, Logistics, (Finance), and Fleet to guarantee the best support to sales team.
The Country’s operations are divided between the five branches. The Sales division consists of 8 Sales Units, headed by Sales Unit Heads.
Reporting to the Regional Director- Gulf, this position is based in Muscat-Oman, Managing a business of 40 million USD per annum.  

Major Accountabilities- Sales & Market Execution

Develop the annual business and financial( plans in consultation with Regional Director and oversee their implementation in order to achieve the budgeted top and bottom lines.

Execute the Sales plan for the Country to achieve the sales volume, market share, net revenue, market execution and customer service objectives in all Channels- Van Sales Operation (traditional Trade & Out of Home outlets) & presell (Modern trade & Key accounts) through effective leadership and maximum utilization of the sales team & available resources.
Prepare, execute and revise quarterly action plans to ensure achievement of monthly sales, distribution and in-store visibility targets by categories & brand level. Develop and implement appropriate in-market trade schemes and promotions to achieve category objectives within various channels, ensuring on-time market execution. Deploy sales budgets. TPR, Displays, SFIs, development opportunity budgets effectively to achieve category objectives. Work out Sales Operating Plans (SOP) with budgets on revenue and spends from S.K.U level by channel by market. 

Guide the Key Accounts Manager for Negotiating & Closing Annual agreements with Modern Trade Key accounts, Assess the profitability of different Key Accounts & setting their annual Budgets, ensure maximum Visibility & Shelf Share in the Key accounts outlets in Oman.
Monitor market execution which includes Company’s Coolers are placed in the Impulse Zones, and control trade spend investment to ensure brand visibility objectives are achieved whilst improving efficiency and effectiveness of trade spend. Ensure best sales and merchandising practices are adopted by the Unit Sales teams to drive superior execution at store level.

Develops an efficient region sales program to ensure the achievement of the targeted sales forecast, by channel & area. Implement efficient means for sales performance optimization. Implements the region’s sales strategies, policies and procedures through Sales unit Heads. This will involve decisions over frequency and type of coverage, cash on delivery & accounts receivables, as well as more strategic policies on in-market trade schemes.

Business review meeting with Sales Unit Head & providing ongoing coaching to ensure they are properly equipped, trained and motivated to achieve their objectives of selling & deliver high standard market place execution for all company’s initiatives, thru their Sales Operation Teams. Set clear objectives for performance of Sales Unit Head’s including the annual review process. Managing Sales Unit Head and developing them to handle higher responsibilities.

Performs detailed analysis of trends and progress of brand shares, category sales thru AC Neilson results & promotion evaluation through monthly performance analysis leading to recommendations for appropriate corrective actions, specifically, to control pricing and sales mix in order to achieve the Profit objectives.
Estimate the category development potential for each category of beverages in which Company operates by channel and build necessary plans to consistently grow shares in each category in individual channels. Develop a Channel expertise by comprehending the requirement to be successful in each channel. Conducting regular field market visits across country.
Human Resource Management

Responsible for management of HR functions including the implementation of fair HR Policies, recruitment practices, compensation and benefits policies & annual performance appraisals. Analyze the existing man power structure and manpower utilization of the Region during the yearly budgeting process and map against the revenue generated to formulate an ideal organization structure.

Recruits develop and motivate personnel with the specific objectives for increasing departmental expertise and ensuring potential for advancement is identified and necessary training is provided. Ensure that all employees have absolute clarity on their roles through well described role descriptions(KPI’s) to enable them to function effectively.
Drive department-wide talent and people development initiatives through coaching, mentoring, training, goal setting and performance evaluations in order to foster an environment of continuous learning and improving, as a result accelerate their own career growth.
Logistics Management

Direct and control effectively the logistics aspects of the entire distribution network thru the Logistics Manager, Accountability for transport, distribution, ware housing and inventory management of the five warehouses located across Oman. Lead the warehousing activities thru the Logistics Manager in an effort to optimize operational efficiencies. Ensure that logistics function is geared to provide on schedule dispatch and delivery of products to meet and exceed service levels, ensure continuous improvement by way of implementing best practices in warehousing and inventory management.
Profit Centre Management

Develop and refine the annual planning and budget process in detail and ensure that unit cost improvements are achieved. Develop and implement financial governance guidelines, credit policies, financial analysis tools to effectively manage down risks and financial exposure of the company. Prepare the fiscal budgets as well as Implementing, directing and evaluating the organization's performance to ensure the company maintains sustainable and consistent profitability.
Exercises rigorous cost control and seeks ideas for cost reductions.  Initiates and seeks approval to implement pricing actions with a view to optimize profit, bearing in mind the competitive market environment.

To ensure the monthly contribution target is met by enhancing the selling of premium SKUs to ensure profitability targets are met. Initiate projects for cost savings in pricing and value chain. Provide insights into running efficient sales operations in coordination with Unit Sales Head.Understand in detail the financial impact of promoting different pack sizes in the market and create a sales plan geared towards maximization of profits, Initiate projects for cost savings in pricing and supply chain.

Control all departmental budgets and resources to ensure that these operate cost-effectively at the regional level. To manage the accounts receivable process by ensuring dues are collected thru Weekly Outstanding Reviews on time to ensure a healthy cash flow.
To direct and control the central purchasing function ensuring that goods and supplies are purchased at most competitive prices.
Achievements:

300% increase in Sales Volumes & Profits in a span of Six years .Aujan (Rani, & Vimto) was elevated from third  position to Second position by increasing the market share from 13 % to 19 % next to Al Marai in the Oman Juice category.
Al Ahlia Gulf Line- Coca Cola- UAE. (Nov2003 –Oct 2006) FMCG-Beverages- Direct Operations
Position: Area Sales Supervisor
Responsibilities:

Operational head of the Depot in Ras Al Khaimah & Fujairah  which includes selling, delivery, service & warehousing to Modern Trade, Groceries, On premise, Hotels, & all the other market segments

Achievements:

Annual growth rate of 22% in the carbonated soft drinks market by servicing above 90% of the outlets in the total outlet universe.     
 J.K. Helene Curtis Ltd, Mumbai, India. (Nov 2002 –Nov2003)FMCG- Non Food- Distributor Operations
FMCG Company of JK group-India, Leaders in Premium Fabrics with the Brand “Park Avenue” Product categories include Toilet soaps, Talcum powder, Shampoos, Air Fresheners, Perfumes, Body deodorants, Winter cream, Eu-de-Cologne, Aftershave lotions, Shaving Brush, Shaving Creams & Foams.

Position: Area Sales Manager in charge of the State of Tamil Nadu based in Chennai(INDIA)
Responsibilities:

Develop the operational sales plan for the state in line with the allocated targets for each of these periods along with the Sales Supervisor & Sales Representatives. Operationalise the sales plan by defining the sales coverage of the area including towns to be covered & Number of outlets to be covered in each town & frequencies of visits.

Sales Tracking of Primary as well secondary sales of Distributors with emphasis to the major distributors on a weekly basis.  Launching of new products by evolving a route wise plan, which in turn developed to a distributor wise sales plan.
Monitor the SKU wise sales of each Territory in the area & Assess market trends, Competitors activities. Monitor Trade receivables in the area & take corrective action to ensure that receivables are with in company norms.

Manage the Area Distributors, this includes identification & short-listing of Prospective Distributors, in case of any area distributors to be removed, to ensure smooth transition. Ensuring that Area Distributors in the territory are running profitably by periodically monitoring the Return on Investments.

Achievements:

Successfully launched Park Avenue Brand Deo Talc , Eau De Parfum & Premium Brand Soap in Tamil Nadu Mkt.30% growth in Sales Volume by streamlining the Distribution network. Managed above 60 distributors in the state of Tamil Nadu.
AATCO LLC- Oman(Oct99 –Feb2001) FMCG-Food- Distributor Operations
Manufacturer of Tomato Ketchup, Hot sauce & Mayonnaise.

Position: Area Sales Manager in charge of Oman, UAE, Bahrain, & Kuwait.

Responsibilities:
Sales & Marketing activities in Oman, UAE, Bahrain, & Kuwait thru the distributor’s network. Category wise Business plan for distributors &Co-coordinating the Distributors in Brand Management & Key accounts Management. Market visits with distributor’s Sales force, & Develop & Maintain Business relationships with Modern trade & Key accounts Outlets.

Achievements:

AATCO ranges of Tomato Ketchup, Mayonnaise & Hot sauce has tremendously increased the market share through the Distributor’s Operations .

Emirates Snack Foods LLC- UAE (April 98 –Oct99) FMCG-Food- Direct Operations
ESF was the sole Distributor of PepsiCo Snacks (Lays Potato chips) in UAE.

Position: Area Sales Manager in charge of Dubai & Northern Emirates
Responsibilities: Responsible for the budgeted sales, Collections & Contribution Objectives. Brand Management- Pricing, trade & Consumer Promotions. Key accounts management-Tracking the sales of the key accounts & analyzing the possibility of Sales improvement & devising tailor-made plans to achieve an improved market share. To provide highest level of customer service by replenishing, merchandising & maintaining High standards of Presentation. To design, implement, establish & improve systems, procedures & ensure that they are correctly documented.

Achievements:

Was able to build up the PepsiCo lays brand as the market leader in the Dubai .

Successfully Launched Dan Cake-Denmark, Al RabieJuice- Saudi, Indomie noodles-Indonesia, Barilla Pasta-Italy, Joyco Confectionery- Barcelona.

Tiffany Foods Ltd – IIFCO group – UAE (May 95 –April98) FMCG-Food- Direct Operations
TFL manufactures & markets a wide range of Snack Foods, biscuits & Confectionery.

Position: Sales Supervisor in charge of Dubai & Northern emirates (Fujairah & Ras Al Khaimah)

Responsibilities: Ensure that the sales force reporting, achieve the best possible results through effective control, training & frequent market contact with sales force & customers. Accountable for the level of customer services provided by the sales force and responsible for training, development & field effectiveness of the sales Representatives. Sales Route Planning – Planning & lay out of all the sales routes in order to achieve the maximum coverage. Report on market situation & competitive developments to the country Sales Manager. Taking Pro-active role in recommending operational improvements. Periodic Review & analyze the sales force achievements to ensure the company objectives are being achieved & control systems are adhered to.

Achievements:

Launched Bugles corn snacks (General Mills ) & Papa Joe popcorn successfully in UAE Mkts.

Pepsi Foods LTD- ( PepsiCo)  (Aprill94 – April 95) FMCG –Beverages- Distributor Operations
Position: Sales Executive based in Tamil Nadu  India.

Responsibilities: Appoint & service third party distributors. Train & motivate the Distributors Sales force. Support the Distributor Sales people in key accounts servicing. Monitoring competition activities & devising proposals to counter them. Retail audit to ascertain the market size of Carbonated Soft Drink Business.

Achievements:

Was able to make a smooth transition of the total distribution system from Franchise Owned Bottling Operations (fobo) to Company Owned Bottling Operation (Cobo).Implemented the Pepsi mode of operations to reach the International Standards in Route Operations. 100% growth in the Sales. 
(1990 To 1994) FMCG- Field Selling Experience
Worked as Interim Sales Representative for Major Companies Manufacturing Confectionery, Biscuits, Oral Hygiene Products, Lighting Products, & Industrial purpose Ropes

Responsibilities: Frontline selling of FMCG Products to Retail outlets. Primary Order Booking & payment collection from Stockiest.  Monitoring the competition’s Price, Schemes, & promotional activities.

Professional Trainings  

· Project Management -2017- Shift IN Partners – Dubai -UAE

· Managerial Business Finance Workshop- 2014- Motivaluate Consulting & Training FZ LLC.- Dubai-UAE.
· Leadership Training –Continuous Improvement & lean Tools-2007- Quest Worldwide Consulting Ltd- UK-Global change management consultancy working for multinationals since 1988 from regional bases in Europe, Asia Pacific & Americas.
· Train the Trainer-Merchandiser Trainer’s Program - Coca Cola.-2005

· Performance Management- Coca Cola-2004
· Aim High Sales Training Workshop-By A2Z India Networks Pvt. Ltd.- 2003

· FMCG sales & distribution systems -By Acumen business processes (I) Pvt. Ltd,2002

Academic Record

Post Graduate Programme in Marketing & Brand Management- MICA -Ahmedabad -India. 2016
Master of Arts (MA) –1990 Kerala University – Kerala India
Bachelor of Arts (BA) -1988 - (Kerala University
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