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Married, 3 children

 




 
Mail: atmani.anouar@gmail.com
Phone: + (212)661 261 966
Adresse : 29, Rue Martile, Lot Océan, 

Dar Bouazza. CASABLANCA- MOROCCO  




Business Unit & Profit Center Management. 
Strategies, Marketing and Sales development 

CORE COMPETENCIES:
· Country and business management / development.

· Integrated management skills : vision, strategies, sales and operations
· Development and execution of business strategies and plans.

· Sales management & Budget planning.
· Top to bottom business profit & loss management both locally and at international levels.

· Management of executive committees and development of high potential individuals.

· Strong adaptation skills and effective interpersonal relationships.

· Change management and start up business entries.

· 19 years management experience in BtoC & Bto B environments.
Career summary:
· Procter & Gamble (1/2 year).

· The Gillette Company (10 years).

· The ABN AMRO Bank (2 years).

· AVON cosmetic beauty products (5 years).

· CDG - MedZ Technologies & Services (3 year).

· OLKA Group (10 months)

Professional Experience:
General Manager (Oct 2011 – Now).  OLKA Group S.A 



Recently joined a local SME part of a well known family froup to lead Marketing and distribution company operating within the luxury and selective channels. 
Major highlights:

· Establishing new business strategy to accommodate with market new dynamics

· 60 headcount with a turnover of +10 Million US$

Director Strategies &Business Developement (Apr 2007 – Sep 2010).  MedZ Technologies & Services 



As part of the Moroccan government strategy to become a global player within the off shoring / Near shoring industry, I was appointed to execute Morocco value proposal to rapidly position Morocco as a mature destination of outsourced services. 

Key achievements:

· Established and successfully executed sales & marketing strategies in key markets.

· Developed, approved through the board and executed several road maps on key strategic issues.

· Approached, negotiated and contracted critical partnership with key opinion leaders and experts within the off shoring industry in France, Belgium, UK, India and Switzerland.

· Developed and executed a pan European communication strategy including media and PR agencies appointment. 

· Conducted road shows and targeted speaking platforms towards qualified listings of potential clients and prescriptors.

· Coordinated critical projects with senior local and government authorities inside and outside the country.

Business  development North America & Asia Pacific- (Jul 2008 – May 2009).  RXR Protect Incorporation 
RXR Protect is a start up holding a breackthrough innovation patent for the body protection and is operating in the extreme sport business. My mission consisting in entering the US market, Japan, Australia/NZ and some other key markets within the industrie
Key achievements:
· Developed sales and operations in key markets. Identified and negociated distribution contracts.
· Established and executed sales strategies in the US and some European markets.

· Created and established strong networking with lobby institution such federation, specialized media, investors and race teams.

· Negociated sponsorship contracts with world class pilots and race teams.

· Complied with international norms and legislations for RXR Protect product developments.

· Developed full business plans targeted to international ventures and private equity investors to raise capital funds.

· Managed operational aspects (tax, legal, proxies,…) of the US legal entity RXR Protect Incorporations. 
General Manager  (April 2001 – June 2006). AVON  Beauty Products Morocco 
Recruited to implement market entry strategies through a direct selling model in Morocco. 

Key achievements:
· Successfully executed market entry strategies by implementing the direct selling model and its appropriate processes (HR, field, legal, finance, customer service, supply chain and marketing aspects).
· Recruited and developed  a highly skilled direct management team :

· Field manager (expatriate).

· Finance director (dotted lines with regional Finance VP).

· Marketing and Sales Support manager.

· Supply Chain manager (strong lines with regional supply chain Director)

· Human Resources manager (Dotted lines with regional VP HR).
· Successfully implemented an assembly line to fulfill market demand within new premises (Approx. 1800 m²).
· Transformed a team of 25 Field zone managers from headcount to freelance distributors.
· Grew company Net Sales according to plan by 98%, 42%, 38% and 45% respectively for 2002, 2003, 2004 and 2005. Plans for 2006 set for 33% further growth.

Since October 2005, extended responsibilities to field and sales management on top of GM mission.
Key achievements:

· Reengineered field compensation and incentive programs resulting to 2 percentage point to sales cost saving while increasing zone productivity by 28%.

·  Geographies re-zoning
·  Productivity KPI’s for objectives setting.

·  New communication flow processes with customer service and marketing.
Vice President - Directeur Central – Retail Banking (May. 1999 – March 2001). ABN-AMRO Bank
Appointed to create, ground and develop the Consumer banking business line in Morocco. 

Responsible in creating and developing a profitable consumer banking business in Morocco adapted from the international model, while optimizing shared  distribution network in coordination with other line of businesses (corporate, treasury, SME). 

Key achievements are:

· Overall delivered financial net revenues of approx. US$ 7.0 Millions in year 2.
· Hired and trained a direct team of 6 managers (marketing, service quality management, sales, budget planning, business development and credit management heads). Full responsibilities over 21 headcount.
· Created an ABN AMRO consumer banking brand identity and visuals for both products and branch network.

· Developed a full range of product lines from scratch such a
s loans, mortgages, Overdrafts, debit cards, ATM’s and investment products.
· Developing and setting up an efficient data warehousing and mining to provide performing management information tools and models to monitor business performance and consumer/product segmentation.
· Developing and streamlining process workflows, procedures and product manuals. Assessing and successfully implementing ITS requirements operating within AS400 and Oracle environments. 

Country manager Tunisia - Export Director for French Speaking Africa (Jul. 1994 – May 1999). GILLETTE Co.
Direct Profit & Loss responsibilities of the Tunisian market and the export area of a region comprising 23 countries in North and West Africa.
Besides Country management of the Tunisian market, my mission consisted at first in relocating the African export business base from UK to Morocco in accordance with a new supply chain model.
Main objectives were to develop and create a profitable distribution network, harmonize sales & marketing strategies across the region and leverage profitably business lines (Oral care, Shaving and Alkaline battery products).
Key achievements are:

· Strongly increased Dollar sales performance by 49% AAG. Net Sales at US$ 8.8 Millions and Net Profit margin at 28.6%. Aligned Net sales with sellout, this has reduced day sales outstanding (DSO) by more than 32 days.
· Transformed gross margin by re-aligning distributor and trade margins, improving gross margin by 6 pp. 

· Improves distribution by appointing, terminating and consolidating distributor contracts where appropriate.
· Comprehensive product launches with media campaigns and trade public relations.
· Succeeded in resolving major trade conflicts in Tunisia and Gibraltar.

GILLETTE HEADQUARTERS USA & UK (Feb 1992– Jul 1994) - GILLETTE MOROCCO (Oct 1989-Feb 1992)
Product Manager - Brand Manager – Senior Brand Manager – International Senior Management Program Member
Close to 3 years after first recruitment by Gillette as product manager, I have rapidly handled brand management and senior brand management responsibilities.

I have been identified and selected within a “high talent pool” along with 19 other managers worldwide to be part of an International Senior Management program. The program aim is to prepare a selected talent pool for executive responsibilities and is consisting in a Two years and a half international assignment; Two years within the International headquarters in Boston (MA-USA) and 6 months within the UK regional headquarters. The program was sponsored by The Harvard University and incorporated the Harvard University Masters program.
Major projects:
· Coordinating the implementation of Business Plans for Latin America and Asia Pacific markets. 
· Preparation and presentation of strategic business proposals and performance updates to senior executives, board of directors, and New York stock exchange analysts.
· 
Preparing, negotiating and implementing the sponsoring programs for the 1994 soccer world cup finals in the USA.  
· Relocating the Export business from UK base to Casablanca offices for the French speaking Africa and to Johannesburg for the English speaking part.

MAIN EDUCATION AND BUSINESS TRAINING:
Ecole Supérieure International de Gestion : Casablanca - Morocco (1985 - 1989)

Master in Business Management.
Harvard University: Boston MA - USA (1992 - 1994)
Strategic management, Strategic finance, Communication and Organization-HR modeling.

International network coach & team (2006/2007)
Coaching individuals and teams.
SPECIFIC LEADERSHIP TRAINING
FIRO-B and management derailers (New York).
Emotional Intelligence (Madrid).

Leadership development and change management (Amsterdam).

Risk management (Athens).

Effective management (South Africa)



Market research and copy strategies (London - UK)




Effective Oral and written communication (Boston MA - USA)


Trade management fundamentals (Boston MA - USA)



Advertising and agency negotiations (London - UK) 




Leadership skills awareness (Helsinki - Finland)



ADDITIONAL COMPETENCIES:
· Speak and write fluently Arabic, French and English. Moderately Spanish, currently taking intensive classes
· Fully PC literate. 

· Macro and data base programming. 

· 18 years experience in multinational environment, 15 years in FMCG industry (entirely with US origin companies).
· 
7 years expatriation (US, UK, Tunisia and Senegal). 

· Good knowledge of the market dynamics within different regions and countries.

·  Field, Marketing and Financial expertise.
·  Professionally coached by a master coach.
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