Jean-Paul GABARD
16, chemin de l’Argilière        
 
CH - 1234 Vessy


                                  
45 years, married, 2 children

   Mobile : + 41 79 213 60 85

E-Mail: jp.gabard@bluewin.ch
   French and Swiss citizenship     
International sales & marketing for B2B managing a network of distributors and agents 

OBJECTIVE
To grow an international business through the development and implementation of the channel to market to business sales, likely to include managing distributors and agents
COMPETENCIES

Management of distributors and agents in Europe, Middle East and African regions
· Definition and implementation of strategy, business plans and objectives  

· Development and implementation of performance metrics for channel to market
· Organisation of technical training for distributors personnel ( >100 persons)
· Multi level relationship management (salesman to owner) and cross functional
· Channel to market including sales network redesign (legal matters included)
Marketing

· Competitive intelligence
· Product positioning
· SWOT analysis and benchmarking
· Strategic approach and goal setting
Cultural diversity
· Many years working with different cultures across  Europe, Eastern Central Europe,

             Turkey, Middle East and Africa. Excellent understanding of business practices
· Multi level relationship management (salesman to owner)

· Three months training in Japan summer 1986
UNIVERSITY BACKGROUND

1983-1986
Master degree in chemistry ENSI, Montpellier France
                          Chemical engineer 

1986-1987 Post grade in business Management, Toulouse France

Finance, accounting, fiscal matters, Law, marketing, Management

LANGUAGES

French
mother tongue

English 
fluent

Spanish
good

German
beginner
PROFESSIONAL EXPERIENCE
Since September 2005: Consultant free lance – Geneva, Switzerland                                                                                              
· Carrying market surveys (metallic safety nets and special blends) in Switzerland
· Studying the take over of four small size companies in Switzerland
· Start up of a sales network for a central Europe PVC producer
1996-2005 DuPont Dow Elastomers SA – Genève, Suisse                                                                                              

2000-2005  
Distributor Manager turnover 50 Mi. €                                                                                                                   
· Drove the growth by 15% pa on average , with mature and fast growing products

· Redesign of the distribution network: 52 to 12 companies, management 50 people

· Order processing optimized
·    Reduction of small orders number by 10%
·    No more late payers by revising terms of payments
1996-2000
Key account manager for two business lines in Europe 

turnover of  40 Mi. €

· Handling key accounts(40) and distributors (5) for West Europe  
· People management (10)
· Turnover growth 10% pa                    
1988-1996 
Junior salesman to European Business Development manager Dow Chemical – Paris, France  
· 1994-1996 Europe: Manager on a new type of polymer at Key accounts 
· 1992-1994 France &  Benelux,  commodity plastics direct accounts 45 Mi usd                                      
· 1991-1992 France, chlorinated solvents for direct accounts & distributors 35 Mi.usd           

· 1988-1990 France, caustic soda for direct accounts & distributors 25 mm usd                              

                               people management 5 to 10

OTHER
Passion of the watch industry, start-up of a private collection:
· CEPTA Geneva, evening session: watch principles January - March 2007

· Geneva University: Branding and marketing for complicated watches February 2007  
Reading classical novels, books on personal development

Sports: scuba diving, golf, running, cycling, tennis 

