Regional Manager 


I. The Role:

[bookmark: _Hlk189138457][bookmark: _Hlk189140049]Tasked at overseeing and managing the operations of his region in coordination with the Business Functions (Service Fulfilment, Service Assurance and Advanced Services) and plays a critical role in strategic, operational and managerial aspects among others, and tasked to balance strategic oversight with operational execution, ensuring that the company's goals are met while managing day-to-day activities in his region.  Ensures that SOI, Sales Completion, Trading Profit and Billing & Collection targets are achieved.


II. Key Responsibilities:

Responsible for generating SOI and revenues, optimizing Opex, and ensuring billing & collection, and profitability targets are achieved, nationalization requirement is met and ensures that career development of employees within the region is carried out which are achieved through:
1. Operational Oversight: Responsible for ensuring that all projects within the region are carried out efficiently and in alignment with company goals and policies.
2. Team Leadership: To oversee the performance of managers and employees, providing guidance, training, and support to ensure that teams are motivated and meeting sales, financial and performance targets.
3. Strategic Planning: Works with the upper management to develop and implement strategies that meet the company's goals, focusing on growth and profitability within the region.
4. Budget and Financial Management: Oversee the budget for the region, ensuring that expenses are managed effectively, and may be responsible for allocating resources to different locations or departments as needed.
5. Sales and Marketing Support: Work on sales strategies and marketing campaigns tailored to their geographic area, ensuring that promotions and product offerings are aligned with local market demands.
6. Customer Relations: Maintain strong relationships with key clients or customers within the region, ensuring high levels of satisfaction and addressing any concerns or issues that arise.
7. Reporting and Analysis: Regular reporting on performance, sales, and operational metrics to senior management is an important part of the role. The regional manager must analyze this data to drive improvements.
8. Compliance and Risk Management: Ensuring that all operations within the region comply with local laws, regulations, and company policies is a key responsibility, along with identifying and mitigating potential risks.
9. Problem Solving: When issues arise within the region—whether operational, financial, or customer-related—the regional manager is responsible for finding solutions to resolve them quickly and effectively.
10. Staff Development: Conducts performance review of employees and fostering a positive work culture.


III. Key Measures & Targets:
As a regional manager, key measures and targets are critical for assessing performance and ensuring the success of operations within their geographic area. These measures help guide decisions, track progress, and identify areas for improvement. Following are some of the main key performance indicators (KPIs) and targets:

1. Sales Performance
· Target: Achieving or exceeding sales targets for the region.
· Measure: Total sales revenue, growth rate, and sales per location or employee.
· Objective: Ensure that the region meets or exceeds sales quotas, focusing on increasing revenue through effective sales strategies, promotions, and market analysis.
2. Profitability
· Target: Maintaining or improving the region's profitability.
· Measure: Gross profit margin, net profit and cost-to-revenue ratio.
· Objective: Manage operational costs, optimize pricing strategies, and improve overall profit margins within the region.
3. Customer Satisfaction
· Target: Achieving high levels of customer satisfaction and loyalty.
· Measure: Customer satisfaction scores (CSAT) and customer retention rates.
· Objective: Ensure that customer service is of the highest standard, resolve complaints efficiently, and improve customer loyalty.
4. Operational Efficiency
· Target: Streamlining operations and reducing inefficiencies.
· Measure: Time to resolve issues, employee productivity, and adherence to operational procedures.
· Objective: Ensure that all processes are running smoothly and that resources (staff, budget, inventory) are being utilized efficiently to achieve optimal results.
5. Employee Performance and Engagement
· Target: Maintaining high levels of employee performance, engagement, and retention.
· Measure: Employee turnover rate, productivity levels, training completion rates, and employee satisfaction scores.
· Objective: Foster a positive work environment, provide professional development opportunities, and ensure that employees are motivated and achieving performance goals.



6. Budget Adherence
· Target: Staying within or under the budget allocated for the region.
· Measure: Budget variance (actual vs. budgeted), cost control, and resource allocation efficiency.
· Objective: Monitor and control costs effectively to stay within the allocated budget while still achieving regional goals.
7. Market Share and Growth
· Target: Expanding the company’s market share within the region.
· Measure: Market share percentage, competitive analysis, and regional growth rate.
· Objective: Develop strategies to increase the company’s footprint in the region, including new market penetration, competitor analysis, and expanding customer base.
8. Compliance and Risk Management
· Target: Ensuring compliance with legal and regulatory requirements and minimizing risks.
· Measure: Number of compliance violations, incident reports, and risk assessments.
· Objective: Ensure that all locations within the region comply with relevant laws, regulations, and company policies while managing and mitigating risks effectively.
9. Customer Acquisition and Retention
· Target: Gaining new customers while retaining existing ones.
· Measure: Number of new customers and customer retention rate.
· Objective: Focus on both acquiring new customers and keeping existing customers loyal through engagement strategies and excellent service.
10. Brand Representation
· Target: Ensuring consistent brand presence and image across the region.
· Measure: Brand awareness metrics, consistency of messaging, and alignment with corporate identity.
· Objective: Maintain a strong and consistent brand image and reputation in the region by overseeing marketing initiatives and ensuring uniformity across locations.
11. Brand Loyalty and Customer Advocacy
· Target: Building and maintaining a strong base of loyal customers.
· Measure: Frequency of repeat customers, customer referral rates, and customer feedback.
· Objective: Ensure customer satisfaction and advocacy by providing high-quality products/services, leading to long-term relationships.







IV. Key Relationships:
1. Executive Management
2. Finance, Budget & Treasury
3. Human Resources
4. Legal & Risk Management
5. IT
6. Stores & Logistics



V. Qualifications

1. BSC (15+ years of experience), MSC (10+ years of experience).  Proficiency in business, technical, financial and overall administration.
2. Possesses the ability to lead and motivate a diverse team, manage conflicts, and foster a positive work culture.
3. Has the capacity to think strategically, identify growth opportunities, and align regional objectives with company goals.
4. Strong written and verbal communication skills (both in Arabic and English) to effectively collaborate with teams, senior management, and clients.
5. Has the ability to identify issues within the region and develop actionable solutions quickly.
6. Has Knowledge of budgeting, financial management, and cost control to ensure profitability within the region.
7. Ability to analyze operational and financial data, identify trends, and make data-driven decisions.
8. Strong orientation toward customer satisfaction and relationship management, ensuring that the regional goals align with customer needs.
9. The ability to negotiate with suppliers, clients, and partners to secure favorable terms for the region.
10. Possesses the ability to deliver tangible results, whether in increasing sales, improving operational efficiency, or driving customer satisfaction.
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