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CAREER SUMMARY

An engaging, collaborative and entrepreneurial leader with diversified General Management, Board and New Business experience developed over 24 years of building and operating consumer product businesses internationally. Has a proven ability to create and execute compelling commercial and brand strategies in directly owned, joint venture and 3rd party businesses across multiple markets. With 17 years in senior management mainly in Regional and General Management and with particular emphasis in setting goals, ambitions by building highly effective organizations.  My operational experience is mainly in consumer goods and services, ranging from Safari Lodges, Human Foods to Alcoholic Beverages and which has included Market Entry Strategy, New Brand Development, Brand Protection, RTM strategy and Innovative Market & JV leadership. Having worked in over 30 countries, and gained extensive experience in building profitable world-class sales, marketing and distribution operations I am particularly skilled in inspiring, challenging, and developing high-performance organisations. 
Specialities

· Profit orientated business professional skilled at developing, setting and successfully implementing organizational and company agendas.
· Extensive P&L, line and regional management experience 400 + people 
· Significant experience in complex multi-cultural businesses at stakeholder, board and operational levels.
· International experience in the development and articulation of market, operational and business strategy across multiple stakeholder platforms. 
· Proven ability to successfully lead businesses and organisations through significant change  
· Exceptional people/Organisational leadership and management skills
· Extensive Joint Venture and Multiple market experience across Asia Pacific, Middle East and Western and Eastern Europe.  With particular expertise in Japan, Philippines, Vietnam, Russia and Singapore
· Experienced in building and implementing business strategies internationally. 
· Trained Executive Coach (Henley Business School) with extensive experience in working with EQ, Potentia and team and leadership development systems.
The Ferreira Partnership BV – April 2009 – Present

An international boutique investment, consulting and coaching business, primarily focused on the wine and spirits industry.
· Founder & Managing Partner April 2009
· Initiated and set up the company in Amsterdam in April 2009, securing our first client in May 2009.
· MAS Wines & Spirits BV (www.mas-ws.com) 
MAS is a privately held BV, providing brand and distribution management services to Brand Owners with the objective of seeking out the most cost effective route to market for their brands across markets and regions.
· Co-Founder and Director Nov 2009- Present
· Led the establishment of the company, establishing the strategy and structure.
· Secured initial investments and shareholding
· Secured 6 Brand Owners within 10 months
· Developed a unique Network of professional sales people
· Global reach.
· Full back office and CRM systems
· 2011 38 active markets, volumes from zero to 56,000 cases 2012 budgeted for 130,000,
· Renaissance Brands BV (www.renaissance-brands.com)
Renaissance Brands is a privately held brand and brand license owning company with a portfolio that currently comprises a range of high quality Swedish vodkas and liqueurs.
· Co-Founder and Director Dec 2009 –Present
· Developed initial company structure and business plan 
· Secured start up investment and shareholding.
· Negotiated brand license acquisition.
· Established new brand strategies and core market focus
· Secured existing distribution and built new route to market in key target USA
· Re-negotiated IP agreement and launched successful bond offering
· 2011 active markets from 3 to 9, USA launch due in July 2012, CARG turnover up 300% from a small base.
· Meeting Magic Ltd (www.meetingmagic.co.uk)
Meeting Magic is a privately held SME with over 10 years of profitable operation and focuses on facilitating participative and productive meetings, from strategic planning with leadership teams to large group meetings and conferences, engaging participants in delivering results.
· Non-Executive Chairman June 2010 – Present
· Initially invited to help commercialize and professionalize an already successful SME
· Set out board function, compliance and KPI’s

· Oversaw the development of an expansive 5-year plan and adjustment to the management model.
· 1st year results are on plan with a predicted 15% growth of Year on Year profits.
Maxxium Fine Wines and Spirits BV - May 2002-April 2009
A 2 Billion Euro local sales and marketing company with operations in 34 countries and 1,200 employees Maxxium was until late 2008 owned by 4 brand producing companies; The Absolut Co, The Edrington Group, Jim Beam Global and Remy Cointreau.  On April 1st 2009 Maxxium BV was replaced by a distribution alliance formed by the remaining 2 shareholders, The Edrington Group and Jim Beam Global.

· Managing Director – Venture Europe Jan 2007 – April 2009 – based Amsterdam

· Regional management role with full P&L responsibility for a cluster of emerging and 3rd party markets across Europe and Eastern Europe. Budgeted turnover of €295M and with a headcount of 441 employees. Managing across stakeholder, brand owners and business operations with complex mix of markets including LOC’s (local operating companies) and 3rd party markets and the back office of 3PL logistics and planning hubs in Stockholm/Prague. Successfully managed the draw down of operations in most markets following the exit of 2 key stakeholders from the Maxxium JV.
· Concurrently Managing Director of Cyprus, Italy, Ireland, Bulgaria and Greece.
· Achieved Double Digit growth in 2007/2008 Turnover up 11%, Profit up 10%

· Complex mix of markets across Europe 

· Local Operating Companies (LOC’s) in, Bulgaria, Czech, Denmark, Greece, Finland, Russia, Slovakia, Sweden & Turkey.

· 3rd party markets in Austria, Baltic’s. CIS, Greece, Ireland, Portugal, Iceland and Italy. 

· Initiated and Implemented Centralisation Project in Nordics and Enhanced Investment Strategy for Russia

· Lead the restructuring of the Bulgarian, CIS and Czech/Slovak/Austrian Markets

· Drove the outsourcing to 3PL logistics and development of planning hubs in Stockholm/Prague.

· Managing Director – Central, Eastern Europe and North Asia May 2005 – Dec 2006 – based Amsterdam
· Full P&L and operational responsibility for Russia, Czech/Slovakia, Bulgaria, Korea, CIS and Japan with turnover of €130M and a staff of 240 employees. Position based in Amsterdam, reporting directly to CEO. 

· Moved to Amsterdam at CEO’s request to turn around flagging operations in Russia and CEE.

· Headcount of 240, Turnover of Euro 130 million

· Grew turnover up 8% and profit12% despite loss of substantial 3rd party business in 04/05 in first year.
· Established new route to market for Russia, recruiting new GM and setting new market strategy.

· Negotiated contract renewal with Asahi in Japan

· Secured/Established management team in Cluster and Bulgaria and Czech/CIS countries

· Initiated and successfully managed significant leadership changes between Japan, Korea and Mexico

· Set up Back Office Hub in Prague for CEE region and installed SAP in Czech/Slovakia and Bulgaria.

· Managing Director – South East and North Asia (SENAsia) May 2002-April 2005 – based Singapore

· Recruited to turn around struggling region and to set up new business ‘cluster’ including Japan, Korea, Singapore, Philippines and SE Asia regions. Accountable for over €100M in turnover and a headcount of 225. Based in Singapore, reporting to Executive Director.
· Concurrently Managing Director Singapore/Malaysia LOC’s.

· Headcount of 225, Turnover Euro 100 million

· Grew vol by 20% and Net Sales by CAGR of 15% over 2 years.

· Established new vision and objectives for region gaining support from brand owners, stakeholders and executive.

· Set up and implemented regional distribution hub in Singapore, new back office and regional infrastructure for smaller SE Asian markets. Installed SAP in both SE Asia and Japan

· Replaced or recruited new senior management team to established highly professional route to market across SENAsia.

· By April 2005 had newly profitable operations in Vietnam, Thailand, Malaysia and Indonesia

‘W’ Bar Singapore – 2004-2005

Co-Founder, Director and Shareholder

Developed the concept for a contemporary fine wine bar in collaboration with three business partners. Established operation, developed design and imitated company. Sold shares in September 2005 following move to Amsterdam with Maxxium.

Major Accomplishments

· Opened doors within three months of conception and achieved operating profit within 8-months

ALLIED DOMECQ Spirits and Wine PLC – May 1997-April 2002

Allied Domecq PLC was (until its sale in 2005 to Pernod Ricard) an International FSTE 100 listed wines, spirits and restaurant business with operations across the world. Core brands included: Beefeater gin, Ballantine's whisky, Teachers Highland Cream whisky, Courvoisier cognac, Canadian Club whisky, Kahlua coffee liqueur, Malibu, Maker's Mark, and Mumm champagne
· Regional Director – Partnership Markets, 2001-2002

· Covering Middle East, India, Taiwan and Japan

· Managing Director - Philippines and Taiwan 2000-2001 – based Philippines

· Managing Director – Philippines 1999-2000

· Commercial Director – Philippines 1998-1999
· Customer Development Director - Asia Pacific 1997-1998 – based Singapore

GUINNESS PLC (United Distillers) 1992 – 1997

United Distillers was a publicly listed FSTE 100 British company formed in 1987 from combining the businesses of Distillers Company Limited and Arthur Bell & Sons, both owned by Guinness. The business is now part of Diageo.

· Various Roles: Sales Development, KAM, CRM and Business Development, in Asia, Japan and Australia based out of Hong Kong and later Taiwan.
MARS INC U.K (Master Foods) 1986 – 1992

Mars is a leading player in the pet food, confectionery and culinary foods sectors, with brands such as Whiskas, Pedigree, Galaxy, Maltesers, Uncle Ben's and Dolmio. 

· Various Sales and Training Roles in the UK

ZAMBIA CONSOLIDATED COPPER MINES (CIRCUIT SAFARIS) 1984 – 1986

Area Controller – Lake Tanganyika Safari Parks – Kitwe, Zambia.

http://africanadrenalin.co.za/Kasaba/

Career Note: 
Previous experience includes Customer Management Project Manager, Commercial Development Director and Sales Development Manager at Guinness PLC, Regional Sales Manager, National Accounts Manager, Sales Training Executive, Sales Development Executive and Territory Sales at MARS, INC./Masterfoods, and Area Controller – Lake Tanganyika Safari Parks at Zambia Consolidated Copper Mines (Circuit Safaris.)

Education & Credentials:
Certificate in Coaching: Henley Business School, UK (July 2009)
BA with Honors, History of Art, Design & Film: Hallam University, Sheffield, England (1984)

Advanced Management and Leadership: INSEAD, Fontainebleau, France (2005 & 2007)

Allied Domecq Senior Leadership Course: Babson College, Boston, USA (2000)

Extensive experience in EQ, Coaching and Training

Potentia – Qualified Examiner
Doesnt own shares of JSC "Latvijas balzams"
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