Elias Nemr
Lebanon

PO Box 90 – 325, Metn, Lebanon

Phone : Mobile +961 334 3843|Home +961 498 6848

E Mail : elinemr@gmail.com|elinimr@hotmail.com


( Sr. International Sales Director & Business Development Professional  (
Sales & Marketing Operations|Export Sales Operations|New Market Development
Over 25 years experience in Middle East and African markets; Excellent exposure to American, Australian, and European markets


	PROFESSIONAL SYNOPSIS
	CORE COMPETENCIES

	· Highly accomplished and results driven professional with over 25 years of quantifiable industry experience  
· Post Graduation in Business Marketing; Bachelors Degree in Business Computer

· Presently associated with FB Green Holding – GLB Invest  as Business Development manager in Metn, Lebanon
· Demonstrated success in independently handling operations and sales operations
· Proven abilities in developing new and export markets 
· Expertise in 
· Strategic business planning

· Channel & retail sales, distribution expansion and management 
· Product life cycle Management
· Commercial negotiation/contracts management
· Adept in launching new products & building market / counter shares
· Proficient in enhancing productivity and strict adherence to internal & credit controls
· Possess strong cross-functional experience in multi dimensional procurement & sales operations in the corporate sector
· Versatile and multi-skilled with ability to manage multiple responsibilities simultaneously, achieve defined goals & objectives, an effective communicator with strong analytical, problem solving & organizational skills
· Experience in managing and driving well diversified and multi cultural work environments 
	· Business Operations
· Strategic Planning & Analysis|Demand Forecasting
· Strategic Alliances & Negotiation

· Vendor Development |Vendor Management 

· Supplier Audit|Supplier Rationalization

· Spend Analytics|Item Standardization|Rate Finalization
· Sales Operations|Export Sales

· Revenue Enhancement|Business Continuity Planning

· Budgeting, Sales Planning & Forecasting

· Product Management|New Product Launch
· Market Planning & Analysis

· Sales & Marketing|Business Development

· Go-To-Market Strategy|Strategic Alliances & Negotiation

· Business Capitalisation Strategies

· Scheme Administration & Management
· Customer Relationship/Stakeholder Management

· Market Intelligence|Competitor Tariffs|Market Trends 
· Capability Building Initiatives|Coaching & Mentoring


MANAGERIAL SKILLS

· C level authority liaison

· Analytical & logical skills|Time driven delivery ability

· Conflict management & resolution skills

· Collaborative skills|Negotiation skills
· Good communication & interpersonal skills




BUSINESS SKILLS

· Strategic thinker and results-oriented recognized ability to handle P&L operations, sales and business development function, various organizational functions and lead productive teams in exceeding organization goals
· Managing sales function and playing key role in strategizing business – category, new products & market entry etc.
· Managing/driving export sales operations for achieving increased growth & top-line profitability. Overseeing sales activities; forecasting monthly / quarterly sales targets; Maximizing sales – Volume and value in the assigned regions
· Specific expertise in 
· Managing large revenue share businesses 
· Achieving rapid expansion in revenues, market shares and counter shares by enhancing market presence and sales

· Building brand preference in the FMCG/retail segment through innovative & compelling consumer offerings 
· Launching/setting up new businesses across geographies post conducting research to assess market potential
· Conceptualizing/executing competitive strategies for generating sales, developing and expanding market share towards the achievement of revenue & profitability targets
· Overseeing smooth execution of sales promotional strategies Viz. sales schemes, campaigns etc. for market development
· Analyzing business & market information by collating and analyzing sales figures, sales performance etc., to manage revenue, volume and value target and the impact of financials on margins & pricing
· Expanding distribution presence to new territories; Increasing retail outlets presence for enhancing distribution reach

· Building and fostering relationships with key influencers at key accounts/modern trade clients to build brand preference 

· Devising and executing strategies for optimum merchandising in the retail markets to build consumer preference
· Analyzing & reviewing the market response; Communicating with the sales teams for accomplishment of the business goals
· Conceptualizing and executing consumer & trade schemes towards building scale in nos and keeping channel motivated



CAREER SUMMARY

FB Green Holding,  Lebanon                                          

                    



       2010 till 2018
Business Development Manager  






         

Gulf Food Industries California Garden, UAE/Lebanon|Export Director                                                        

         2008 – 2010
(USA, Canada, Australia, Europe,Africa and Levant)
CORTAS Canning & Refrigerating, Lebanon|Sales & Marketing Manager
                                                                         2006 – 2008
ZAS International – Chiquita Processed Food LLC, Kimball (Campbell Cheong Chan)                                                                  2003-  2006
Lebanon/KSA|Export Manager (Middle East and North Africa)                                                  
         

         1999 – 2003
Marketing Services Area Sales Manager                                                        




         1996 – 1999    

Mawarid Trading Lebanon S.A.R.L, Lebanon|Field Force Manager   

         


                         1992 – 1995



PROFESSIONAL EXPERIENCE

FB Green Holding, Metn, Lebanon                                          

                    



       2010 till 2018
Golden Grain is a leading player in commodity trading and GLB Invest, a special purpose vehicle for one of the largest irrigation projects worldwide. Both are subsidiaries of FB Holding a Lebanon based company focusing on F&B, commodities trading and the production of animal feed
GLB Invest, Lebanon|business development Manager  






        

Golden Grain, Lebanon|Business Development Manager  






         

Key Achievements
· Mainline responsibility for new product development and labeling for the African and Middle Eastern Market
· Lead, handle and drive productivity of a 17 member team comprising 4 nationalities to achieve organizational goals 

· Be responsible for 

· Planning, defining and organizing sourcing activities from Europe, Asia and the USA

· Identifying potential markets and developing distribution channels
· Conducting feasibility studies for new projects involving food processing across Middle East and Africa

· Negotiating commercial terms and contracts with project development contractors and suppliers
· Generate various business and other MIS reports for review by Top Management
Gulf Food Industries California Garden, UAE/Lebanon|                                                        


         2008 – 2010

G.F.I. California Garden is a leader in the production of fava beans (Foul) and chickpeas in Dubai, using the latest technology in canned food production, and governed by quality standards such as ISO and HACCP
Export Director

Territories Handled : USA, Canada, Australia, Europe , Africa and Levant
Clients Handled : Delmonte, Libby’s, Tasty, Ligo, Al Wadi Al Akhdar etc. 
Key Achievements

· Primary responsibility for Private Labeling worldwide. Our major clients are Delmonte, Libby’s, Tasty, Ligo, Al Wadi Al Akhdar etc.

· Be responsible for

· Own-brand distribution: California Garden and Americana in USA, Canada, Europe, Australia, Africa and Levant

· Identifying potential categories to be introduced and developing strategies for market entry and increasing sales
· Identifying/appointing distributors; Monitoring the distribution channel and driving sales through the channel
· Setting targets for distributors and guiding them to achieve sales
· Marketing, advertising and sales promotion planning
· Issuing sales and stock reports

· Responsible for Market intelligence – Competitor pricing, market activities, trade schemes etc. to gain competitive edge and track the market, anticipate trends and seek opportunities
CORTAS Canning & Refrigerating, Lebanon                  
         





         2006 – 2008

Cortas is a Lebanese Canning and Refrigerating company aimed for foreign markets in addition to the local market
Sales & Marketing Manager
Key Achievements

· Responsible for handling export sales operations for American, Canadian, European, GCC, Australian and Levant markets
· Be responsible for

· Managing end-to-end import/export operations
· Negotiating contracts for sales/purchases and manage renew, review contracts as required to enable effective trading, operations and customer/supplier relations
· Conducting Market research to assess potential and formulate sales strategy for market entry 
· Planning and managing new product development; Marketing, advertising and sales promotion planning
· Developing budgets, handling administration, monitoring teams, reporting, communication and liaisoning

· Sales forecasting, targeting new markets offshore and adjusting sales as per market dynamics
· Identifying and appointing new distributors and agents to enhance sales

ZAS International – Chiquita Processed Food LLC, Lebanon/KSA|Export Manager (Middle East and North Africa) &            
Kimball (Campbell Cheong Chan (M) SDN BHD), Lebanon & KSA
         

         


         2003 – 2006
ZAS International (CPF-Export) Sales is part of a joint venture of the International Company, Chiquita Processed Foods, LLC of New Richmond, Wisconsin, USA. ZAS is a leader in International Trading and Marketing with an effective structure and operation…

Campbell’s South Asia is the owner of Kimball Brand (Ketchup, beans and Sauces), which has a dominant market share in UAE and other Arab markets
Director – Middle East

Key Achievements

· Responsible for handling sales operations for Middle East

· Identify and market launch multiple new products competitively including the introduction of Kimball brand in KSA, Kuwait and Lebanon to gain market share

· Identify potential markets for export of products and launch the products commercially into the markets

· Evaluate/pursue diversification into new product areas through acquisition and new investment
· Set-up and grow a distribution network by identifying strong agents to increase sales

Significant Attainments

· Successfully

· Negotiated and inked exclusive distribution or JV arrangements with NADA (KSA) and Al Faris Al Arabi (KSA)

· Developed sales to international markets


ACADEMIC CREDENTIALS

· Business Marketing, Notre-Dame University (NDU), Lebanon, 1992 – 1994
· Bachelors Degree in Arts (B.A) specializing in Business Computers, ELC, Lebanon, 1989 – 1992


TRAININGS / WORKSHOPS 
· Strategic Consultative Selling, BrainPower
· Relationship Selling, Starmanship
· Trends in Marketing, Starmanship

· New Sales Techniques, Starmanship


IT SKILLS & PROFICIENCY

	Operating Systems
	Windows

	Application Packages
	MS Office Suite

	Internet Applications & Tools




HOBBIES & INTERESTS

· Sports Enthusiast

· Travelling

· Reading


PERSONAL DOSSIER

Date of Birth

:
30th November 1969

Marital Status

:
Married

Linguistic Abilities
:
English, Arabic & French

Passport Details

:
Lebanese Passport RL2144228
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