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Basamh Trading Company (BTC)








Chapter 1

Introduction





Introduction

The report describes the cooperative work which was done in Basamh Trading Company (BTC) during the period from the 12th of February 2011 until the 24th of August 2011 (28 weeks).

 The overall content of the report includes a brief definition of the company profile and a description of their departments. Then the report represents the commercial division where my COOP took place. After that, the report illustrates a very detailed description of the projects which I worked on during the coop period provided with figures, tables and numbers. Two main projects are described in this report.

The first project is about the van sales operation and it is concerned about the sales improvement in our company. The report includes the description of this project. Also the implementation progress and its criteria are given.

The second project is about the Standard Operating Procedure (SOP). The project was created to improve the movement of process between departments and make it easier. So I created the Process Manual that contain all SFS process with entirely description.   

To sum up, the report goes through the company profile. Then an introduction about the projects I worked on. After those, two main sections represent the projects in details. Finally I end up with conclusion of the projects and my COOP period in Basamh Trading Company.













Chapter 2

Basamh Trading Company


 



2.1:  Introduction about BTC
Basamh Trading Company (BTC) is 100% Saudi company; it is a family company with more than 60 years in business. It is one of the largest distributors of consumer (e.g. Fast Moving Consumers Goods (FMCG)) and non-consumer (e.g. Pledge) products with around 500 SKUs. The Company’s Head office is located in Jeddah. It has eleven branches around the kingdom (Jeddah, Dammam, Riyadh, Makkah, Madinah, Tabuk, Khamis Mushait, Taif, Ahsa, Arar and Qassiem).

The head office has many departments (e.g. Sales, Marketing and Accounting) and outsourcers (e.g. Information & Logistics Service (ILS) and Modern Service Company (MSCO)). The company already started to import its product to some of the Gulf and Arab countries.

In six decades Basamh Group has become a major force in the import and distribution of household names, as well as manufacturing on a joint venture basis. Basamh has also become a strategic partner in other industrial and service ventures, both in the kingdom of Saudi Arabia and abroad.



2.2:  BTC Profile
1. A highly diversified business in the FMCG in the Kingdom of Saudi Arabia built on 60 solid years of strong reputation.

2. One of the top Importers in the KSA with an import value of A+.

3. Industry Classification: Consumer Goods, Food and Drink, Manufacturing, Pharmaceuticals /Medical, and Trade.

4. Distributor for household names such as Basamh’s own brands (Goody and Toppy) and Nestle, General Mills, SC Johnson.



2.3:  History of BTC
1940 – 1954:

Basamh Trading Company traces its history back more than sixty years, shortly after modern Saudi Arabia was founded in 1932. The Founder was the late Ahmad Saeed Basamh, who since his early age accumulated expertise in food handling and distribution in Jeddah. 



1955 – 1976:
Basamh rapidly secured exclusive distribution agreements with major multinational corporations and the company experienced remarkable growth over a short period expanding its coverage all-over Saudi Arabia.

1977 – 1988:
As local demand grew, Basamh Trading Company expanded into industrialization on its own and in partnership with some of its multinational partners. Licensed manufacturing for Buitoni and Goody took place in 1973, (Saudi Modern Food Factory) with local production of long and cut pasta, vermicelli, and specialty Foods. 

Joint venture with Nestle (Saudi Food Industries Co. Ltd.) took place in 1982 and involved production of Nestle branded  products including Maggi stock cubes, Maggi soups, Maggi noodles, Libby's Ketchup, and Cerelac infant cereals.

1989 – 1997: 
It Joints Ventures and Licensed Manufacturing Contribution .As local demand  grew for other brands, Basamh Trading Company expanded into industrialization on its own and in partnership with SC Johnson. In 1989, (Saudi Johnson Company Ltd.) was established with activities involving production of household insecticides, air fresheners, furniture polish, toilet cleaners, and other cleaners.




1998:
 	BTC Celebrated 50 years of distinguished products and services to partners, customers and customers. Also, add to its portfolio Refined Food Co brands such as Best Mix.
Also in 1998, Basamh Co. established a new company called Al Samh For Trade Co. Ltd. to administrate investments (real estate and stock market). 

1999-2004:
During the 1990's, the company has been able to grow its food and non-food brands to become trusted friends to Saudi homemakers. It is regarded as one of the largest and trusted consumer goods operations in the Kingdom, building on good partnership relations generated over 50 years of business with suppliers, dealers and customers.

In 2000, Basamh Co. started new business that represented in establishing Information & Logistics Services Saudi Co. Ltd (ILS), with aim to serve local regional companies in supporting their business with excellent services in field of Information Technology and Logistics solutions.

In 2004, Basamh established Modern Services Company (MSCO) in order to provide marketing services as field marketing and merchandising for Basamh Co. and other regional companies.

2005-Present:
During the closing years of the century, the company continues its efforts to understanding consumer’s genuine unmet needs and offering products that meets their value and quality expectations. Management emphasize on customer service while maintaining vigorous presence in the market and future strengthening their strategic business alliances with multinational partners.
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Figure 2.1: Basamh Sisters Company


2.4: Vision & Mission
Vision
Maintain the leadership in the Saudi market via excellence in Sales, Competitive Marketing execution, and effective distribution".

Mission


 	Basamh Trading Company is a FMCG Company in the KSA working in the field of food stuff manufacturing, sales and distribution operations through focusing on its brand, strategic Partners, customers and consumers, to ensure customer and consumer total satisfaction through creating a professional management & marketing team, developing strategic alliances and deploying the needed human, knowledge, technological and financial resources.  


Business Objectives

HIGH VALUE SERVICE
 	Offer products that meet consumer's quality and value expectations. Maintain total customer/consumer satisfaction.
VIGOROUS MARKET PRESENCE
 	Achieve broad distribution base.  Ensure effective point-of purchase presence and visibility. 
KEEN MARKET INSIGHT
 	Understand consumer's genuine needs.  Anticipate and monitor trends/development in market arena. 
CONSUMER AND CUSTOMER ORIENTED MARKETING
 	Think strategic, balancing between long-term plans and short-term performances.  Be creative, different and relevant.  Keep competitive through creative use of marketing information.

2.5:  BTC Coverage

BTC network covers more than 147 cities, town, and villages around the kingdom.	
 	BTC Warehouses are located in nine cities in the kingdom, three of which are functioning as the main distribution centers to facilitate efficient distribution of all BTC products and to assure coverage of the whole kingdom. The total area of BTC Warehouses is about 90,000 square meters.
The distribution of BTC goods is carried out on a daily basis to cover more than 147 cities, town, and villages around the kingdom. The BTC transportation fleet consists of various sizes of owned trucks and rented trucks from trusted transportation contractors who have been serving the company for decades.
BTC receives its imported commercial goods from various sources and different countries around the globe in the two main seaports in Saudi (Jeddah Islamic Port) and (King ABDULAZIZ port in Dammam). It also receives daily premium quality product produced in local factories in Saudi Arabia.
BTC is very proud for the great relations generated within 50 years of business with its suppliers, dealers, customers and Saudi Arabian Authorities which reflects a high reputation to BASAMH TRADING COMPANY.



Trade Coverage

Basamh trade coverage all spectrums like: 
Retailers
Hypermarkets, Supermarkets, Mini-Markets, and Groceries 
Wholesalers
Main and Semi Wholesalers
Personal Care Retail
 Pharmacies and Perfumeries
Catering
Hotels, Restaurants, Catering Companies, and Camps/ Compounds


2.6:  Basamh products
Goody
[image: ]



With over three decades of local production and distribution in the Saudi market, the Goody brand has earned its reputation as one of the most well-known and trusted brands in the region. It's innovations in various foodstuff categories including pastas, snacks, vegetable gelatin and topping cream are driven by deep  consumer insight backed by a strong research team that  interprets consumers' needs and tastes. For more information check the icons below.
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Figure 2.2: Example of Goody products
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General Mills is today regarded as one of the market leading manufacturer and marketer of consumer food products with operations and employees worldwide. The people behind Betty Crocker, Bugles, and Nature Valley have developed a number of interesting brand sites worth visiting, including some awesome games to play and deliciously reliable recipes.
[image: ][image: ]




Figure 2.3: Example of General Mills products


Perfetto

[image: http://www.basamh.com/images/Perfetto.jpg]
Perfetto is considered a labour of love for Basamh Industrial Company, a family owned company with a long and rich history that spans over generations. Perfetto quickly become a family favourite across the Saudi Arabia Kingdom. Even though it is relatively young in the market, Perfetto has risen to great prominence in the pasta category, achieveing record sales and producing over 25 different shapes and cuts of pasta.


 
[image: http://www.basamh.com/images/Perfetto-ban.jpg]
Figure 2.4: Example of Perfetto products

2.7:  Commercial Division

The Commercial Division is the most important division in the company. It consists of five departments, which are the core functions for the company. 

Vision
1. To become an effective commercial entity.
1. To reach mastery level of trade channels expertise.
1. To be recognized as a formidable sales & distribution company.
1. To be an agile and creative company delivering annual profitable growth.
1. To collaborate with brands and service providers in delivering continual value.



Strategies
1. Accelerate strategic customer growth (Channel growth process management)
2. Steady trade distribution gains via operations management 
3. Integrated, demand-driven supply chain management 
4. Enhance customer partnership (service management) 
5. Leverage product plans (Product & Promotion Process management)
6. Leverage innovation & technology (Information & Knowledge management) 
7. Build a high performance team 
8. Establish fair & balanced reward & growth system 
9. Acquire, develop, & retain good caliber personnel 
10. Collaborate learning & people development.


Objectives
1. Profitable and efficient national growth.
1. Market-visibility leadership.
1. Integrated value-chain commercial solutions (end- to- end) distend solutions.
1. Build a high performance team.
1. BTC  is “commercial” brand.
1. Customer partnership.
1. Harness customer-focused innovation.
1. Optimum return on capital employed (ROCE).








Departments within Commercial Division 

 
1- Trade Marketing 
This is a strategic function with BTC. The role of this function is to communicate all marketing activities to BTC customer team. This function focuses on the end consumers and ensures that our marketing activities are aligned to that of meeting the needs of the consumer. This function is also responsible for controlling the trade-marketing fund.
2- Sales Operations 
This function implements the activities that are agreed between the customer and the BTC accounts team. They also ensure that the Trade marketing activities are aligned to the store profile. In addition, they look after the delivery and the store shelf i.e. visibility and availability. Sales operation ensures that all BTC products are distributed to all trade channels & has best in-store presence. In doing so, we target hiring & training best caliber individuals at all job levels.

3- Sales Development  (Key Account segment) 
The function of this team is to communicate and interact with key customers. They are the key custodians of the account and the customer's voice within BTC. 

4- Supply Chain 
The function of this department is to manage the flow of information and products from the point of source to the point of destination and it has the four following sub-functions:
1. Procurement: sourcing products from the manufacturers and the principles.  
2. Demand Planning: predict demand and have agile response to fulfill it.   
3. Distributions: products delivery and transportation from/to port/ warehouses/ customers. 
4. Inventory management: manage inventory and control replenishment process.  
5- Commercial Development 
The main function of this department is as follows: 
1. Business process cycle: looks into various department and cross-functional activities with the purpose of process identification, standardization, optimization and automation.  
2. Strategic business plan: manage business plan initiation, implementation, progress auditing and evaluation.   
3. IT solutions: accelerate the implementation of IT-related projects to gain capacity and increase productivity.
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