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Senior Management 
25+ years of experience in delivering optimal results and business value in high growth environments


Accomplished, great executer and Multitask Executive with proven expertise in delivering the strategic vision. Mr. “Fix it”


PROFESSIONAL WORK EXPERIENCE
Currently in the board of Lathieth company, Oct 2017
Self Employed – UAE & KSA, March 2014- 0ct 2017 

· Pursued my dream where my passion lies in setting up and managing own business. Over the past three years negotiated and managed to convince the owner of # 1 fast food Brand in Bahrain “Jasmi’s” and become the sole franchiser for the whole KSA. Currently, managed to open 7 outlets and 6 to be opened over the coming 6 months. The plan by 2020 Jasmi’s Saudi will have 35 outlets across Saudi
· In addition I have done several consulting and advisory roles for:

· Andaraxis consulting company

· Saudi Post

· Ghadran Family
Group Director - Audio, Music and New Business, MBC Group, Dubai, UAE, November 2006 to February 2014
· Radio

· As part of a restructuring initiative, downsized the human resources for both Radios in KSA (from over 80 to less than 30 to manage both MBC FM and Panorama FM, the same team, also Managed MBC FM Iraq and managed to maintain the same quality through multi task and cost rationalization , thereby enhancing the profitability margin from single digit to double digit. Currently, net revenue around $40M,  18% EBITA  and still the market leader by a market share over 45% even after the launch of 5 Radio stations in KSA. 

·  Launched 2 radio stations in Oman. Instrumental in cementing the Brands position as the market leader. Recouped investments in less than 2 years by creating lots of synergy with Head office. Over $8M in Revenue. Bottom line over $2M, total team 17 and we managed it remotely from Dubai.  
· Created MBC group present in the Music industry “ 360 approach by creating content through Platinum, promoting content through Radio, Wanasah, Digital and MBC group and monetize content through Talent Management and Event company Eventiuqe”
· Devised strategies to foster the groups expansion in the music industry by launching a music channel - Wanasah TV (considered to be the most popular music channel in GCC). Launched the Channel with over 30 people after 2 years changed the positioning to make the youth in spirt destination for Khaleegy music. One of the Major initiative the launch of Jalsat Wanasah 1, 2, 3 a huge production of over 1000 clips. I managed personally the production of Jalsat Wanasah, there was over 300 people involved. I managed to do Jalsat Wanasah 3 from creating the theme, Production of the Decoration, technical setup, starting shooting with celebrities “Over 35 celebrity participated” and produced over 450 clips in Just 35 days. It took us only 35 days for the first episode to be on-air. Wanasah generate around $2M which is cover the operational cost and the reason behind its existence to support Platinum short term and make profit in long term after the launch of TV meter. I reduced the Manpower to 7 to be able to achieve breakeven and Wanasah still the wallpaper for Khaleegy music lovers.
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·  Establishing “Platinum” a music recording Company, the company slogan “We create Stars” – with emphasis on introducing new celebrities, the idea is to scout the potential stars then groom and nurture them to be future stars. Managed to make the company operationally profitable by end of the 4th year 2013 “ we invested in more than 30 talented people out of them, now the company have 7 tars who have the potential to be A stars such as Mohammed Assaf, Mashael, Ahmad Jamal, Karmen, Hala AlTurk, Abdulfatah Alquraini and Dunia Batma” keeping in mind that majority of music recording companies in the Arab world never made money because there focus just in Physical and digital distribution which’s fully pirated. We studied the market very well and found the money in events and sponsorships. My core team as a full timer around 12 and we outsourceall audio production, video production, distributions, artist look etc. 
· Launch an event management Company catering for Corporate event and High-end Wedding – Eventique. Managed to be breakeven operationally and  recovered 50% of the invested capital in second year. Core team around 20 people but the business relays a lot at outsourcing so we deal with at least 20 suppliers and we make them our strategic partner to secure quality and just on time delivery
·  Oversaw the overall Group music. Part of the team who launched several international and local music platforms such as Arab got talent, The Voice, Arab Idol, Album etc.
· Piracy

· Led in Behalf the MBC Group the piracy Department. Interfaced with satellite operators such as Nilesat, NoorSat to close pirating TV channels, worked very closely with Ministries/authorities in GCC and Managed to block websites in UAE, KSA and Qatar.  
· Group New business

· Part of the Green light committee that decide on any new content to be launched across the group

· As a Group Director - New Business Development, steered the re-launch of MBC Persia, the launch of MBC Bollywood and validated the business viability of Korean content. In addition, worked very closely with the ministry of interior and the biggest company in USA for road traffic management to Launch it in KSA to increase awareness about high traffic areas during peak hours and to help to reduce traffic jams by 15% by using 360 approach across conventional and none conventional media plus social media . When I was in USA working on the Traffic project we spotted the idea of Launching a university football league, this concept if launched very well, it will engage more educated generation to sport “specifically football” their beloved will for sure engage too. By doing this MBC group will reach to a very important segment of the population and advertisers would love to bond with. University league will be source of educated talent to the professional league and the National team.
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Group Director - Marketing, Commercial and PR, MBC Group, Dubai, September 2004 to November 2006
· Facilitated transformation of MBC from a distinct brand to a highly networked brand. “Managed the re-launch of MBC from a standalone brand to a network and launched a group image campaign “we see hope everywhere” and an image campaign tailored to each brand “focused on the relevant target group and communication the brand attitude while all sub-brands sharing the mother brand values”. 

· Lead the process of handing the sales operation to Chouairi  group and worked very closely with them on the new sales strategy which managed to impact group’s sales growth by 200% in less than 2 years. 
· Established new processes and procedures.
· Managed AMS “Ara Media Services company ” till its fully handed-over to Chouairi Group
· Initiated and lead the Launch of the group’s digital business which contributes more than 5% of total revenue and more than 10% of bottom line.
· Part of the team who worked in restructuring the business in group level, launch process and procedures and the short term, medium term and long term strategy
· Represented the group with government, specifically Ministry of information in KSA “TV meter project, sport content, Radio, etc
· Worked on the Anti-Terror campaign leading the production of 12 TVCs and 4 documentaries  and coordinating with MOI and Prince Abdurrahman Bin Mosaad  for their approvals
Regional Marketing Director - Middle East, Africa and South East Asia - Lipton Ice Tea, Unilever Jeddah, KSA, November 2003 to September 2004

“Unilever owns over 400 brands, with 25 of its largest brands accounting for over70% of total sales. Its largest selling brands include Dove, Flora, Lipton, Lux, Omo, Sunsilk...Its products include foods, beverages, cleaning agents and personal care products.”

•
Seconded by Unilever to Managing the relation between Unilever who owns the Brand and Pepsi Cola who own the distribution operation from Pepsi offices
•
Managing the Migration from Unilever existing distributer to Pepsi distributer. After the migration, we have managed to grow the business from below 4 million liters per annum to a potential of over 10 Million in Just 6 moth capitalizing on the strength of Pepsi reach and distribution reach and to be the # 1 non-carbonated Drink two years after the migration. I was alone managing all aspects of the business reporting to Pepsi international and dotted line to Pepsi and Unilever regional offices.  
•
Part of the global team who worked on the New formula and packaging, I worked on the localization of the packaging and communication with regional aligned advertising/communication agencies.
Regional Marketing Manager – Lipton and Brooke Bond Tea, Unilever Jeddah, KSA, January 2001 to November 2003

•
Maintained the 30 plus Margin and the dominant market share with revenue over $ 200 million  and bottom line over $ 70 M and Managing a team of 10 Marketers across the GCC and Managing a budget of over $ 20 Million cover all ATL and BTL activities across GCC
•
Lead the re-launch of “Look and feel” of Lipton tea which had international resonance and was recommended as the ideal kit worldwide
Sales and Marketing Manager- Walls Ice Cream ,Unilever Jeddah, KSA, January 1999 to December 2000

•
Spotted and Managed to Convinced the global team to modify the new global logo to fit the Arab world as its religion wise can be misinterpreted, resulted in saving the company over $ 3 Million
•
Launched successfully the new logo and Campaign across all channels “ Trade level including “Cabinets, Vans, POS
•
Part of the team who worked on a full analysis to evaluate the market growth potential and business future, I was also involved in  closing down the business.  Led the negotiation of selling the Factory, Vans and Cabinets which we managed to sell them over 25% higher than the plan and worked very closely with recruitment to find jobs for the employees who the company could not absorb in other business, proudly we managed to place over 90%. I was managing directly the Sales managers total of 9 as distribution outsourced and the Marketing team total 5. 
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OTHER WORK EXPERIENCE
· Senior Brand Manager - Unilever Dammam, KSA, December 1997 to December 1998.

· International Brand Development Manager - ME, Levant, Turkey and South East Asia - Unilever Istanbul, Turkey, January 1996 to December 1997.

· Walls Ice Cream - Sales Manager, Unilever Jeddah, KSA, February 1994 to December 1995. 

· Marketing Assistant - Unilever Jeddah, KSA, January 1993 to February 1994. 
· Management Trainee - Unilever Jeddah, KSA, July 1992 to January 1993.


ACADEMIC CREDENTIALS/TRAINING PROGRAMS 
· The Managing Corporate Resources (MCR), Leadership Program, IMD, Lausanne, Switzerland, 2006.
· BA, Industrial Management (Marketing), King Fahd University of Petroleum and Minerals, Dhahran, KSA, 1992.
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