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Musaab Majed Saadeh
Address: Amman, Jordan
Mobile: +962 799040302      Email: mmsaadeh@yahoo.com
Profile: National Sales Manager in FMCG sector
CAREER SNAPSHOT
An accomplished, result oriented, competent sales professional holding MA degree and working Sales Manger and offers 17 years' experience including 5 years international exposure in the FMCG  industry
PROFESSIONAL SYNOPSIS
· Verifiable track record in channel partner management -mother depots, distributors, and retailers

· Skills set for meticulous business planning & analysis with hands on expertise to implement sales strategies

· Deft in inventory & indent management with deep understanding of sales process with special emphasis on FMCG

· Domain knowledge of Van man system & Rout master system as well as SAP system  (S&D module)
· Demonstrated competence in monitoring cash flows & credit control with expertise in sales forecasting & sales budgeting

· Solid work ethics and multi tasking ability to achieve launch plans on both distribution & visibility within  deadlines

· Proven capability to drive territory design and man power and cp deployment to meet profitability targets

· High level of enthusiasm and energy to oversee sales promotion and participate in fairs / seminars.
· Proficiency in problem solving with expertise in designing pricing models and trade load offers

· Hardworking, adaptable and articulate manager with credible experience & demonstrated career progression

· Possess excellent interpersonal & communication skills with proven ability to groom team & elicit cooperation

· Good organizational skills for productive interface with individuals at all levels

· Adroit in identifying issues, root-causes, & use creativity to offer innovative solutions to resolve problems
CAREER MILESTONES
	
	
	

	
	GM  Diamond Circle Company  (Jul 2017 to date)



lead company to growth in sales and Resources to get good market share
	
	
	

	
	National Sales Manager (Jul 2011 to Jun 2017)

(Reporting to the General Manager & having a reporting relationship with 3)


Job Profile:
As National Sales Manager-KSA, manage sales programmes and direct sales force to achieve the defined sales profitability goals as per the Key Performance Indicators-
· Design business plans and recommend sales strategies to achieve set short and long term goals.
· Develop training modules to contribute to people development and increase sales productivity.
· Gather customer insights to improve products that result in improved customer satisfaction.
· Forecast demand to assess sales potential in the assigned target market.
· Develop plans to strengthen trade activity & implement channel management strategy.

Contributions:

· Benchmarked performance based on the areas of strength to sustain competitive advantages.

· Played a pivotal role to increase the sales level by 32% YOY.

· Made significant contribution to develop & build good customer relationship with key accounts.

· Successfully rebuilt relationship with three partners to drive for incremental sales growth.
· Instrumental in minimizing damage & reducing product returns.

· Ensured high level of commitment and motivation among the sales team to penetrate new markets.
· Initiated steps to sign lucrative contracts with catering companies.

· Enhanced effectiveness of branding, trade marketing & distribution activity.
· Reviewing regional expenses and recommending improvements
· Developing specific plans to ensure growth both long and short-term
· Managing a sales team in order to maximize sales revenue and meet or exceed corporate-set goals

· Forecasting annual, quarterly and monthly sales goals
· Implements trade promotions by publishing, tracking, and evaluating trade spending
Higazi & Ghosheh Group, Jordan

(One of the biggest Food Industrial and Distribution Company in Jordan)

National Sales Manager (Aug 2010- Jun 2011)

(Reported to the General Manager & had a reporting relationship with 6 including 4 Area Managers)

Job Profile:
As National Sales Manager, leadership role to handle sales & distribution of juice and malt products through a channel size of 26 distributors & 8 presellers with 7500 outlets as per the specified Key Performance Matrices-

· Steered retail distribution in both large & traditional channels for product availability of 8 different product lines.
· Maintained effective market coverage through routing and rerouting plans.
· Designed sales promotions & awareness campaigns to promote the Juice & Malt brands- Mood & Proud.

· Interfaced with Advertising Agency for marketing communication to augment sales through trade & consumer activities

· Assisted Account Executives in preparing proposals and presentations.

· Controlled expenses to meet budgetary guidelines.

· Engaged in recruitment tests to hire Account Executives based on criteria agreed upon by the seniors.

Contributions:

· Supervised 4 Area Managers, 1 Modern Trade Manager, & 2 Agents to generate sales of US$ 8 Million.

· Developed and implemented robust sales strategies for products to increase sales volume by 15%.
· Effectively reorganized routes based on number of customers, volume and number of stops.

· Successfully planned & managed rentals for retail channel acting against competition threats if necessary.
· Increased NWSP 0.5 JD by reducing costs, rerouting and reducing damaged product by 40%.

· Provided timely, accurate, competitive pricing while striving to maintain maximum profit margin.

· Made significant contribution to successfully launch B12 vitamin product in the Jordanian markets
· Spearheaded efforts to handle business volume which  increased volume by 11% for Vyago
Saudi Industrial Product Company (SIPCO), Pepsi - Cola Division, KSA

(One of the strongest Pepsi-Cola franchises in KSA -CSD & Aquafina, Lipton and Barrio)

Unit Sales Manager Mecca Region – Taif Area (Mar 2009- Jul 2010)
(Reported to the Regional Sales Manager & led a team of 6)
Key Account Manager- Mecca Region (Jun 2005- Mar 2008)

(Reported to the Regional Sales Manager & led a team of 12)

Job Profile:
As Unit Sales Manager Mecca Region – Taif Area, steered efforts to ensure that objectives in terms of availability, visibility, volume, margin, quality (and customer price of products are achieved for the assigned area as per the Key Result Area-
· Planned retail classification survey & monitored & analyzed market share data

· Gathered accurate and reliable market intelligence data mainly on competitive activities.

· Provided guidelines to the Trade Marketing Representatives regarding retail planograms & merchandising materials.
· Worked closely with the distributor to define delivery routes for customers as well as developed routes for TM field force to optimise costs and increase efficiency.

· Managed and motivated team  to deliver superior core & added value services in trade marketing & distribution activities.

· Conducted monthly cycle instruction meeting with the Trade marketing and Distribution team.
· Proposed goals and KPIs for the distribution activities and tracked ongoing results.
· Developed & driven implementation of the Sales forces Special programmes i.e. incentives schemes.
· Was overall responsible for quality of stock at the secondary supply chain.

· Designed plans and deployed sales force to launch new products.

Contributions:

· Introduced GTM system (Go to Market) and achieved remarkable results.

· Leadership role in driving efforts to achieve targets in the western area for Taif branch in 2009 & 2010

· Initiated steps to develop and launch sales tracking method in the remote areas in Taif region
· Build strong contacts with key customers & was responsible for CDF (Customer Demand Forecast).
· Successfully increased market share from 86% to 91% in 2009.

· Instrumental in saving SR 700000 by re negotiating CDA's agreements with customers
· Maintained effective coverage through routing and rerouting plan to increase market coverage.
Previous Employment Record

Sales and Marketing Supervisor, British American Tobacco, Jordan (Nov 1999- Mar 2005)
· Penetrated both  the premium and lights segment by launching Kent, Pall Mall, and Montana cigarettes

· Developed the existing line of products to achieve BATs goal of 41% market share..

· Assisted in creating a marketing information system that supported business decisions

Sales Supervisor, Hammoudeh Company for Yogurt, Amman, Jordan (Sep 1997- Oct 1999)
EDUCATIONAL CREDENTIALS
· Masters Degree in Arts- Finance, Amman Arab University for Graduate Study, Amman, Jordan, 3.27/4 GPA (2004)

· Bachelors Degree - Accounting, Philadelphia University, Amman, Jordan, 3 GPA (1997)
TRAINING HISTORY
· Participated in Gulf Food Canter,  Dubai  in Feb 2015

· Attended Summer Fancy Food Show held in  New York (2014)

· Participated in training programme on sales steps conducted by British American Tobacco, Jordan

· Attended training session on Territory University of Sales conducted by Pepsi-Cola, Jeddah,  KSA

· Attended training seminar on WEC files- win every customer organised by Pepsi, Jeddah, KSA

· Undergone training on modern trade frontline facilitated by Pepsi Cola Beverages international, Mid East office, Jeddah

· Completed business English course from British Council (all 15 levels).
PERSONAL DETAILS
	Date of Birth: 3rd Mar 1974 | Nationality: Jordanian | Language Proficiency: Arabic & English | Passport No.: 685356 valid up to 16th Jun 2024 | Reference: Available on request
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