
M e h d i
L a t r é c h e

 With several  years of  exper ience in Market ing and Sales,  leading chal lenging projects in di�erent  segments of  act iv i-
t ies and Special i t ies and this  gives me more agi l i ty ,  st rategic v is ion and projects solut ions.  Dur ing the past  years,  I  passed 
through attract ive and very nice stor ies and interest ing records and success.  Leadership management pract ices al lowed me 
and my di�erent  teams to success,  progress and enjoy together .
In addit ion to my sales and market ing roles,  I  get  the opportuni ty to development my expert ise and pract ices in di�erent  
addit ional  roles:  Company incorporat ion and management,  Project  development,  New products development,  Product ion 
processing and faci l i t ies ,  Training Academy,  Regional  export  business management,  HR process and pol ic ies,  F inance 
pr ic ing and PnL management & Report ing,  Management Strategy f rom Feasibi l i ty  study to Business plan and act ion plans 
fol low-up.
With the new upheavals of  external  environment changes and development,  I  had the chance to lead di�erent  Digi ta l izat ion 
projects implemented in dai ly  and per iodical  market  management and sales and market ing act ions.
Major  Sector  special isms:  Banking & Ensurances,  FMCG Food and Berevages,  Baby and Women care,  Bui ld ing Construct ion 
:  Paint ,  Aluminium, Plaster  and Plasterboards. . .
Major  Countr ies of  expert ise:  North Afr ica:  Alger ia ,Tunis ia & Morocco,  Middle East :  United Arab Emirates,  Oman,  West and 
Central  Afr ica.

S U M M A R Y

P r o f e s s i o n a l  R e s u m e

E X P E R I E N C E

-  Bui ld ing Mater ia ls  -  P lasters and Plasterboards Complete Systems Solut ions       -  Product ion Faci l i t ies and Importat ion and 
Export  Business;
-  Internat ional  and Local  Market  Leader for  Plasterboards systems segments,  62 employees under my responsabi l i ty ,  100 M 
Euro Business Sales;  680 Customers;
-   In  charge of  Sales,  Market ing and Training centre Departments a lso by ensur ing Cont inous integrat ion and coordinat ion -  
Commercial  Strategic development plan (a l l  sales segments including RTM Management)  -  Competi t ion cont inous monitor ing 
and analyses -  Sales and market ing act iv i t ies plans implementat ion and fol lowup -  System Sales Development (Complete 
systems o�ers and new products integrat ion opportuni t ies)  -  Commercial  Excel lence and Digi ta l izat ion projects and imple-
mentat ion;  (P i lotage:  Retai l  and Loyal ty program appl icat ions concept and tools )  -  One CRM Sales Force implementat ion and 
management (Owner and Champion user + Trainer for  Alger ia and Tunis ia)  -  Responsible for  new products development plans 
( f rom Idea Project ,  R&D processes to local  implementat ion al l  aspects -  ensure Procurment ,  finance,  product ion and sales 
processes and al ignement)  -  Local  Development and Sales management of  Knauf  Subsudar ies Products (Aquapanel ,  Knauf 
Cei l ing Solut ions ex.  AMF ,  Knauf Insulat ion  and PFT  appl icat ion machiner ies)  -  Regional  Best  Pract ices shar ing and Devel-
opment.  (Asia ,  Middle East ,  Afr ica and South Europe)  -  Social  Media communicat ion Strategy and fol lowup -  PR Act ions. . .

K N A U F  -  O r a n  -  A l g e r i a
C o m m e r c i a l  D i r e c t o r  ( S a l e s ,  M a r k e t i n g  a n d  T r a i n i n g  C e n t e r )

0 4 / 2 0 0 8  -  C u r r e n t

-  Bui ld ing Mater ia ls  -  Decorat ive and Protect ive Paints ( Industr ia l ,  Decorat ive Isaval  and care refinish coat ings)  -  Local  
Product ion and Importat ion Business;
-  Spain and Local  Market  Leader in Decorat ive Paints -  Mid to High qual i ty  products segment;
-  Segment Strategies plan and business development -  Design new Toute to Market  for  Projects Direct  Sales,  setup sales 
organisat ion for  Projects segments -  Assortment select ion and posi t ioning -  setup a pr ior  technical  Team for  t ra in ing fol low 
up and coat ings inspect ions on customer 's  s i tes. . .

I S A V A L  -  S A P P E C  -  A l g r i a 0 5 / 2 0 1 7  - 0 3 / 2 0 1 8

-  Bui ld ing Mater ia ls  -  Paints and Decorat ion -  Importat ion Business;
-  Internat ional  and Local  Market  Leader (Seigneurie ,  Ripol in  and Sigma  Paints )  for  High Qual i ty  Products and Solut ions 
Segment,  54 employees under my responsabi l i ty ,  10 M Euro Business Sales;  150 Customers;
-  Sales and Market ing – Business Strategic development – Nat ional  Sales Organizat ion Management (Franchise network – 
Direct  Counters sales – Project  sales segment)  – Advanced Nat ional  Projects Team Leader – Market ing act iv i t ies and local  
Trade promotion design and implementat ion – Loyal ty painter  program implementat ion – local  new products Development 
and Launches,  Launch Nat ional  Projects Specificat ion Team and act iv i t ies + establ ish direct  sales to major  projects as 
solut ion source provider . . .
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P P G  A L G E R I E  -  A l g i e r s  -  A l g e r i a 0 3 / 2 0 1 4  -  0 4 / 2 0 1 7

/mehdis latreche

/mehdis latreche
Algiers -  Alger ia

+213 (0)  699 549 021 

mehdis . latreche@gmai l .com

C o n s u l t a n t  -  B u s i n e s s  D e v e l o p m e n e n t  ( P r o j e c t s  a n d  P r o t e c t i v e  S e g e m e n t )

C o m m e r c i a l  D i r e c t o r



N a t i o n a l  S a l e s  M a n a g e r  -  C o u n t r y  M a n a g e r  I n t e r m .

S a l e s  &  M a r k e t i n g  D i r e c t o r

M a r k e t i n g  D i r e c t o r

S a l e s  &  M a r k e t i n g  M a n a g e r  A l g e r i a  -  C o u n t r y  M a n a g e r

P r o j e c t  D e v e l o p m e n e t  M a n a g e r  ( P r o j e c t  C o n t r a t )

-  Bui ld ing Mater ia ls  -  Aluminium and PVC doors and windows Product ion Faci l i t ies ;
-  Business Strategy and development -  Project  Aquis i t ion fa isabi l i ty  and opportuni ty ,  Market  Feasibi l i ty  Studies and 
Business strategy Plans (Project  Alas Aluminium  Alger ia ,  Business strategy  OXXO )  -  Project  detai ls  launch plans and market-
ing act iv i t ies -  New Managers Training and onbording business process -  Sales development support  (a  part  of  consultant  
team) . . .

C E V I T A L  G R O U P  0 8 / 2 0 1 3  -  0 2 / 2 0 1 4

-  Bui ld ing Mater ia ls  -  Protect ive,  Decorat ive,  Powder and Marine Coat ings Treatments;
-  Market  Leader in MENA Region for  Decorat ive and Powder Coat ings Jotun Paints ,  Internat ional  Leader in Protect ive and 
Marine Segements -  High qual i ty  segment and specified markets ,  54pers under my Responsabi l i ty ,  30 m euro sales;
-  I  Joined the regional  Export  Departement Team in 2008 -  before being assigned to the posi t ion of  Sales and market ing 
Manager Alger ia in charge of  Alger ia Operat ions (Country Manager) ;   
-  Export  Sales and introduct ion new market  -  Partners Select ions and onbording -  Market  Feasibi l i ty  study -  Business plan -   
Product  Assortment -  Product ion process Plan by Origin -  Local  products adaptat ion and cert ificat ion-  Establ ishment and 
incorporat ion process -  Organizat ion setup -  Recrui tment and tra in ing -  Sales and market ing -  Nat ional  Dealer  Network imple-
mentat ion (assessment ,  contract ing & fol low up)  -  HR,Finance and other local  pol ic ies adaptat ion and control  -  New products 
internal  and external  launch -  Grew sales and boosted profits ,  apply ing proact ive management strategies and enhancing 
sales t ra in ing -  Trained and developed new hires in company processes,  product  knowledge,  customer service and sel l ing 
techniques -  Enhanced product  presentat ion and promotional  mater ia l  d isplays,  working alongside retai l  representat ives -  
local  representat ionin f ront  the bank,  taxes,  socia l  secur i ty ,  t rade minister ,  author i t ies,  embassy,  management of  the local  
Jotun Ent i ty . . .

J O T U N  P A I N T S  F Z E  -  U A E 0 5 / 2 0 0 8  -  0 4 / 2 0 1 3

-  MENA Market Leader in Papers Tissus Markets -  Baby Diapers;  Femal  Pads;  Napkins;  Ki tchen tower,  Tissus Fine . .
-  Board of  Director  -  Country Manager Inter im -  Sales and market ing Management Strategies -  sales department setup -  d istr i -
but ion network setup -   sales condit ions & terms -  dealer 's  assessment -  incorporat ion and fol low up -  nat ional  assortment 
and posi t ioning process -  SalesTeam Recrui tment and Training (di rect  & indirect  sales)  -  Leadership Management -  others 
strategic management of  the country . .  (market  leader paper t issues market )

F I N E  A L G E R I A  -  N U Q U L  G R O U P  J O R D A N  0 1 / 2 0 0 7  -  0 5 / 2 0 0 8

-  Baby and Mothers care products FMCG -  Baby Diapers and Femal Pads Products
-  Local  Market  Leader in Femal  Pads and Baby Diapers Markets -  18 employees under my responsabi l i ty  -  1 15 M Euro business;
-  Setup a new sales & market ing organizat ion -  enlarge the distr ibut ion to direct  sales as new Road to Market  Strategy -  
ReBranding Major  Group Product  and Processes (Amane to Awane )  (Product  Ranges Enlargement and New o�ers implemen-
tat ion)  -  Market ing and Media Strategies and plan -  sales force recrui tment and tra in ing -  market ing and sales development 
. .

F A D E R C O  G R O U P  0 9 / 2 0 0 5  - 0 1 / 2 0 0 7

-  Fast  Moving Consumer Goods -  Mi lk Loya  ,  Powdered Juice Amila ,  Co�ee and food enhancements Segments -  Major  Local  
Product ion Faci l t ies and export  businesses;
-  Afr icain 28 countr ies and Local  Market  Leader in Powdered Mi lk ,  and Carbonated Soft  dr ings Segment -  15 employees under 
my responsabi l i ty  -  50 M Euro Local  Business af ter  2 years establ ishment ;
-  Fesabi l i ty  Study and Commercial  Strategy Development Plan -  Part ic ipate in the incorporat ion and recrutment processes -  
Other Departement Development Support  (P lant  construct ion,  Product ion,  Laboratory,  Local  regulat ion and Control  and R& 
D,  F inance,  IT ,  Sales )   -  Market ing Strategy Plan and act iv i t ies -  Launch Mult ip le Market ing Direct  act ions and act iv i t ies,  
Brand development f rom Scratch -  New Products and Market  Segments development and fol lowup -  Mershadis ing and shop 
in shop Strategies,  act ion plan and fol lowup -  Sales Force Trainings -  Act ive Sales Support  (Market ing Dr ive)  -  New Product  
Design layout and Branding -  Part ic ipate in Regional  Products and business launches and acquis i t ion (Mi lk Powder "Loya"  & 
"Cowbell" ,  CSD "Amila"  & "DOP" ,  Food Enhancement “Onga” ,  B lack and Green Tea "Top Tea"  & "Chaijaba"  and Co ee 
"Promacafe" )  -  Cont inous Market  Reserch and monitor ing. . .

P R O M A S I D O R  -  E x  W O N D E R  F O O D S 0 9 / 1 9 9 9  -  0 8 / 2 0 0 5

ISSEC PARIS |  1996
COMMERCIAL ENGINEER

EFTG ALGIERS |  1994
MARKETING BACHELOR

EXILIENCE PARIS |  2022
KNAUF LEADERSHIP DEVELOPMENT PROGRAM

DARREN TOMS -  DUBAI |  2013
LEADERSHIP MANAGEMENT (JIMT)

DUBAI |  2009
PAINTS SALES FORCES TRAINING 1 + 2

E D U C A T I O N  &  C E R T I F I C A T I O N P R O F E S S I O N A L  S O F T W A R E  S K I L L S L A N G U A G E S

ENGLISH

FRENCH
ARABIC

Microsoft  O�ce 360
Adobe I l lustrator
Adobe Indesign
Adobe Photoshop
Corel  Draw
SAP -  ERP
Sales Force -  CRM
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