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Carlos Najm

	Personal Information
	· Nationality: Lebanese.
· Marital Status: Married.
· Children: 2
· Date & Place of Birth: March 17th 1977, Ain Al Remmaneh

	Education
	[1998-2002]    [American University of science & technology] [Achrafieh-Beirut].

B.A in Business Management (Graduated on Honor List).

	Professional Experience
	*[December 2018 – December 2019]    [Khoutout – Lignes S.A.L]    [Beirut-Lebanon]

National Sales Manager

· The company is the official distributor of major Stationery brands (Maped, Clairefontaine, Calligraphe, Exacompta, Atlas, Pentel, Formtec, Fantastik, Clipp, Helix, Cool Gear, Olfa, etc…) I am the head of the new sales team, I have in my team 6 salesmen covering all Lebanon, 1 brand manager, 1 supply chain officer, 1 accountant, and the warehouse and the delivery team. I am responsible of the distribution of all our brands in the Lebanese market in the top libraries, stationery wholesalers, Supermarkets, DIY stores, Copy centers etc… I am also responsible of all the contracts with the customers, the trade offers negotiations with the suppliers, the marketing plan and its implementation in the trade. I report directly to the owner of the business with whom I collaborate on all the actions that will be taken in the market.
*[June 2012- November 2018]    [Café Super Brasil S.A.L ]    [Beirut-Lebanon]

National Sales & Operations Manager.
· Responsible for Optimizing the new sales team structure of the company, responsible of a team of 55 people in the sales team (1 Espresso Business Manager, 1 Key Accounts Manager, 3 Pre-sell Salemen , 3 Merchandisers, 3 promoters, 6 Supervisors, 34 cash vans, 1 Maintenance Manager, 3 technicians). With the new strategies that I implemented we grew the business on a year to year basis. I am also responsible of putting the sales strategy of the company, the sales targets per trade channel, per salesman, per customer and following up on the achievements and all the activities that we implement in the trade. I also integrated the new handheld system in the company and made sure that the process between the handhelds and the ERP system is going smoothly, also, I generated all the management reports that the company needs to get out of the handhelds back end data. I am also responsible of all the contracts signing in the market with all the different customers, plus making sure that all payments are within the credit terms and credit limits, as well as monitoring all the PDC’s and assisting the accounting department in all the transactions related to our customers.
*[December 2010 – June 2012]    [Khalil Fattal Et Fils - Columbus]    [Beirut-Lebanon]

National Sales Manager (Johnson’s & Johnson’s).
· Responsible for the whole portfolio of Johnson & Johnson in the different trade channels of the Lebanese markets, I set and agree with the Business manager and the supplier on all the plans and strategies that we need to implement in the market and follow up on the implementation with the sales supervisors and the sales team, also responsible for ensuring the visibility of the brands in the market through signing contracts with all the customers in the different areas, plus setting the targets for all the members of the sales team, plus ensuring ways to reaching those targets.
During my work period in Columbus I attended the following trainings:

1- Sales Management Fundamentals (April 2011).

2- Competency Based Interviewing Skills (July 2011).

*[May 2008-December 2010]    [Café Super Brasil S.A.L ]    [Beirut-Lebanon]

National Sales Manager.
· Responsible for re-structuring the entire sales force of the company, the market plans, sales plans and strategies for the products. I was responsible of a team of 50 people in the sales team. With the new strategies that I implemented we grew the business by 25% on our main brand, 5% on the total company volume and 14% on the total company revenues, all this after several years of decline in the company’s performance. We also grew our numeric and weighted distribution in the entire country; we also grew our market shares in all the trade channels, through planning and executing several consumer and trade promotions.
*[April 2003-May 2008]    [Transmed S.A.L ]    [Beirut-Lebanon]

District Manager.

· September 2006 Till May 2008: Van Operation Manager: On all the Food portfolio of Transmed S.A.L. I was responsible of a team of 42 Van sales representatives who covered 6500 customers all over Lebanon. I reported directly to the Food Sales manager and to the General sales manager and worked directly with the suppliers, especially Master Foods for the chocolate & confectionary products, Procter & Gamble on all the Snacks products (Pringles), Americana for all cakes and Cookies, conAgra for Wesson Oil.
· July 2005 Till August 2006: Associate District Manager: Handling all the Supermarkets and Self Service Stores in Central Beirut and Northern Lebanon (Around 250 Customers) I handled a team of 8 members and I reported directly to the Non Food Sales Manager and the General sales Manager. My team was responsible of all Procter & Gamble (P&G) Ray-O-Vac, Varta, and Clorox products (Around 400 SKU's). During that period we built the business and scored 15% growth versus the year before.
· April 2003 Till July 2005: Account Executive: Started in Southern Lebanon where I covered Class B & C wholesalers and small supermarkets, then Class A wholesalers and top accounts in that area, then I was transferred to the central district where I handled Class A supermarkets then I was responsible of Key Accounts (Spinneys, Bou Khalil, Le Charcutier Aoun, Coop's…….) where I worked on Joint Business Planning (JBP), True Score carding (TSC) and 48 Hours Shoppers studies.

During my work time in Transmed I attended the following trainings:
1- Customer Business Development College I & II (July 2003).
2- Field Manager College I (May 2005).
3- Category Management (January 2006).

4- Field Manager College 2 (July 2006).
5- Situational Leadership. (July 2006).
6- Selection and Interviewing. (March 2007).

7- Field Van Supervisor Training (August 2007).
*[2002-2003]    [Anastasia Travel & Tourism]    [Beirut-Lebanon]

Assistant Sales Manager

· Responsible of preparing offers and presenting them to different companies in order to attract them to travel through the company.
*[1995-2002]    [Joe Zouein Accounting and Audit Office] [Beirut - Lebanon]

Accountant and Auditor

· Responsible of all the accounting and preparation of all legal and financial papers of all the companies and auditing the work of the accountants of some other companies.

	Languages
	Arabic – English – French (Very well spoken & written).

	
	

	Hobbies
	Soccer, Ping-Pong, Music.


