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We encourage you to strive towards an ideal 
that entails a great deal of responsibility and is 
not without its difficulties, but at the same time 
offers an exciting opportunity for those who 
undertake it: helping those around us, employees 
dedicating the most productive years of their 
lives to the organisations for which they work, 
to carry out their tasks and turn them into better 
people in the process. The CEO of Unilever, Paul 
Polman, who transformed his company into a 
leading global model of how a large multinational 
can prosper by focusing on policies aimed at 
sustainable development, says, “The moment 
when we realise that life is not primarily about 
us, but about investing in others, is the point at 
which we start along the path that can lead to us 
becoming great leaders. Above all else, I believe 
that the principal quality of a leader is their 
humanity”. We challenge you to think of your 
business activities and leadership tasks as being 
discharged in service to the personal growth 
of those around you, always remembering the 
call of John Paul I: “Humility, humility: this is the 
Christian virtue that everyone must adopt.”.

This is a major challenge in a world that favours 
the short-term maximisation of profit as the 
sole objective of companies, where “good 
practice” is seen as the need to draw a line 
between employees’ personal and professional 
lives, and where profound moral reflection is 
scorned, replaced by a rigid, superficial and often 
authoritarian moral agenda steered by the diktats 
of the “politically correct”. Yet as US President 
General Dwight Eisenhower stated, “A people 
that values its privileges above its principles 
soon loses both”.

Businesspeople and senior managers have the 
express social responsibility of creating, leading 
and developing working communities the fulfil the 
important social function of creating economic 
value and meeting the economic needs of the 
community in which they are based. At the 
AESE, we challenge you to strive to foster 
working communities that are guided by noble 
ideals, having faith that these will eventually 
radiate from within the organisation outwards 
to the wider world, in a kind of virtuous circle 
or “network effect”, as we call it in Business 
Policy I. Belief in the transformative power of this 
“virtuous circle” has been the whole rationale 
behind our work at the AESE for almost four 
decades, inspired by the ideas that inspired 
the creation of the IESE almost 60 years ago, 
together with all of the schools associated with 
the AESE in South America and Africa. We 
wholeheartedly subscribe to the words of the 
Greek philosopher Aristotle, written twenty-five 
centuries ago: “Educating the mind without 
educating the heart is no education at all”.

Adrián Caldart
15 July 2017

Excerpt from the speech given by the President 
of the EMBA Committee at the closing 
ceremony of the XV Executive MBA AESE.
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————————
Country General Manager Portugal 
& Group Leader Benelux
Since January 2017 I have had the 
pleasure and responsibility of conduct-
ing Kelly Services operations in Belgium, 
Luxembourg and the Netherlands, in ad-
dition to Portugal, with the aim of turning 
them into high-performing branches.
————————
Country General Manager Portugal
I took over the reins at Kelly Services 
in April 2011 during a difficult, complex 
and highly challenging time for the sec-
tor, having led the company through the 
process of diversifying its portfolio, which 
ensured solid consolidation of several 
business areas that remain as corner-
stones of the organisation.

————————
Manager Inhouse Services & Out-
sourcing Solutions
Part of this role has been continuing a 
project over several years, taking respon-
sibility for the motivation and commercial 
drive of a team that gradually gained its 
place in a very competitive market. This 
team overcame the adversities presented 
by an acquisition in August 2008 when 
the parent company decided to cut the 
Portuguese branch loose.
————————
Achievements
• Kelly Services ranked in the Top 100 
Companies to Work for in Portugal in 
2016;
• Presidency of APESPE-RH (an as-
sociation representing companies in the 
private employment sector);
• Yearly participation in the Acção Saco 
Solidário charitable programme in which 
Kelly Services contributes more than 6 
tonnes of food and hygiene products to 
the AMI foundation.

———
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COUNTRY GENERAL MANAGER PORTUGAL & GROUP LEADER BENELUX
AFONSO CARVALHO

———
mcarvalho.afonso@gmail.com



————————
Banco Privado Atlântico
Since the 9th November 2009
Human Capital Directorate
Director
Ensure the design, implementation and 
monitoring of personnel management 
policies, strategic planning and the defini-
tion of training and development actions 
that ensure alignment with the growth re-
quirements and strategy of ATLANTICO, 
providing the development of individual 
and organizational skills.
————————
Movicel Telecomunicações SA
From the 1st August 2007 to the 
20th Otober 2009
Human Resource Department
Department Head 
To optimize the effectiveness and ef-
ficiency of MOVICEL Human Resources 
with a view to achieving its strategic ob-
jectives. Systematize and provide all man-
agement information related to Human 
Resources. Manage people, processes 
and policies.

————————
El Corte Inglés, Grandes Armazéns 
SA Lisbon, from the 1st May 2001 to 
July 2007
Human Resource Department
Human Resource Responsible 
Technician
Staff build-up and monitor their develop-
ment in the organization.

————————
• Throughout my career, I have had the 
opportunity to become involved in several 
structuring projects that have required a 
great capacity for planning, project and 
team management, negotiation, meeting 
objectives and business management, 
among others. I highlight the most rel-
evant and impressive;
• The opening of El Corte Inglés stores in 
Lisbon and Gaia, as well as other Group 
brands and formats, in Lisbon, Beloura 
and Coimbra,
• In 2008/2009, the privatization process 
of Movicel Telecomunicações in Angola 
and its transition from the Israeli RL 

Group Telecommunications technical and 
management team to the Chinese partner 
ZTE Corporation;
• The process of evolution / reengineer-
ing of the ATLANTICO business model in 
2010, which resulted in the Bank’s new 
positioning and its national and international 
expansion, as well as the merger process in 
which it became involved in 2014;
• I am an objectives-oriented person with 
a strong hands-on attitude and a passion 
for results;
• My main drivers are challenges, ambi-
tious goals, knowledge, coherence, 
consistency and commitment.

HUMAN CAPITAL DIRECTOR, BANCO ATLANTICO
ANA TÚLIA AUGUSTO

———
anatulia.augusto@gmail.com
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DIRECTOR, INSTITUTO DE INFORMÁTICA
CARLOS OLIVEIRA

———
carlos.oliveira@seg-social.pt

————————
Director at Instituto de Informática – 
Ministry of Social Security
Responsible for Operations and Systems 
Administration, manages a team of 53 IT 
specialists.
Ensure the improvement and continuous 
operation of the Information Systems in 
use by the Portuguese Social Security.
Define and update the System Architec-
ture in accordance with business needs 
and industry best practices.
Design, implement and manage the Infor-
mation, Communications and Technology 
infrastructure.
Manage and develop the Business Con-
tinuity Plan.
————————
Head of Technology and Informa-
tion Systems at DGEEC - Ministry of 
Education and Science
Responsible for the development of the 
Strategic Plan for ICT in the Ministry 
of Education and Science and Public 
Schools, with a view to rationalizing 

expenditure, consolidating technological 
infrastructures and implementing shared 
services.
Promote the sustained renovation of 
equipment deployed in schools by the 
Technological Plan for Education.
Development of the Business Intelligence 
System for the Ministry of Education and 
Science.
Representative of the Ministry of Educa-
tion in the Interministerial Group for the 
Rationalization of Expenditure with IT in 
the Public Sector and Agenda Portugal 
Digital.
————————
Head of Technology and Informa-
tion Systems at GEPE - Ministry of 
Education
Member of the executive board of the 
Technological Plan for Education (TPE).
Team leader for all technology projects 
under TPE: Local area networks for 
schools; Broadband internet access; 
Technology kit – desktop computers, 
projectors and interactive white boards. 

Electronic school ID card; Safe School - 
Security and video vigilance; Classmate 
notebooks for students.
Representative of the Portuguese 
Ministry of Education in several national 
and international events about the use of 
technology in schools.
————————
Achievements
More than 25 years of experience and 
commitment managing IT projects with 
positive and recognized impacts in the 
Portuguese society.
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COUNTRY MANAGER AND BOARD MEMBER, ITCONIC PORTUGAL 
(LARGER NEUTRAL DATACENTER IN PORTUGAL)

CARLOS PAULINO

———
carlos@paulino.pt

————————
Country Manager, Itconic Portugal
• Co-responsible for the business strate-
gic planning, definition and implementa-
tion in Portugal and Spain.
• General Management of the entire Por-
tuguese operation: service delivery, opera-
tions, business development and Sales. 
• Responsible of the annual budget, 
monthly forecast and all activities related 
to projects control and key performance 
indicators.
• Working with the company since foun-
dation and responsible for the company’s 
leadership since 2001.
————————
Vice President for Smart infra-
infrastructures, Schneider-Electric 
Portugal
• Main responsible and project manager 
in national and international challenging 
and complex Projects (Main auditor for 
Etisalat DC audit in Dubai; BMS integra-
tion at Telus Canada; Service Modelling 
for datacenter Management at Microsoft 
Seattle; among others).
• Executive manager for two business divi-
sions (IT consulting; Integration services 
-ITC).

————————
Head of Deployment, CTO and COO 
for Madem
• Full responsibility, benefiting from a high 
degree of autonomy, for the start up of 
the full new company: Madem -new Telco 
in Madeira Island.
• Responsible for the Telco infrastructure 
and business definition and implementa-
tion, procurement, staffing and training of 
the all new team. 
• In less than a year, Madem have 
exceeded the 20% market share, the 
pre-established objective set for the two 
first years of operation.
• Promoted to Chief Technology Office and 
Chief of the operation Office, shortly after.
————————
Customer Support Center Director 
for Maxitel (Telco)
• Invited by the Operations Director to 
start-up a new division – Technical Cus-
tomer Support.
• Responsible for the process definition 
and implementation, procurement, staff-
ing and training of the all new team. 
• Main responsible for the deployment of 
the Network Operation Center (NOC).
• Promoted to Director of the customer 
support center.

————————
Achievements
Academic:
• Best in class in Mathematics, Instituto 
superior de Engenharia de Lisboa.
• Award for the best student in neuronal 
NTI – New Information Technologies, 
neural network algorithms, Universidad 
Nova de Lisboa.
Career:
• Deployment of a new telecommunica-
tion company in less than a year.
• 15 Leadership on the Portuguese Data-
center Market.
Family:
• Married for 14 years.
• 2 sons.
————————
Profile
Executive Master in Business Administra-
tion – AESE/IESE; Degree and Master 
in Information Management, Universidade 
Nova; Degree in engineer, Ins. Superior 
de Engenharia; 4 years of experience 
as a member of the Board; 20 years of 
experience in Telco and IT Business.

Always looking at the 
bright side of life.
_________
“Que Deus me dê a força que sempre tiveste, 
a ti Lucas Oliveira Paulino (2007-2015)”
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SENIOR MARKETING ADVISOR, 
IMPRENSA NACIONAL – CASA DA MOEDA (INCM)

CARLOS SILVA

———
silvacjr@gmail.com

————————
Senior marketing advisor at the 
National Mint and Printing Office 
(INCM) (Since December 2016)
• Business and product development 
in current and new business areas for 
INCM, from eID to security printing;
• Project management in interdepart-
mental ventures such as the project for 
implementation of banking cards person-
alization;
• Management control for the marketing 
and sales department.
————————
IT Infrastructures and Operations 
Director at the Government Shared 
Services Entity (ESPAP) (From Sep-
tember 2012 to November 2016)
• Strategic IT planning for the other 
shared services business units;
• Design, development, implementation 
and management of the IT shared ser-
vices business unit;
• Operation and support management for 
critical government IT infrastructures and 
information systems for ESPAP and the 
IT shared services clients (from multiple 
Ministries);
• Representation of ESPAP in the IT 
government bodies at both the global 
public administration and the Ministry of 
Finance levels.

————————
Information Systems Director at the 
Agency for Administrative Modern-
ization (AMA) (From February 2010 
to august 2012)
• Design and operation of the governance 
model for AMA’s IT infrastructures and 
Information Systems;
• Global IT management;
• Operation and support management for 
critical government IT infrastructures and 
information systems as the citizens portal 
or the public administration interoperabil-
ity platform;
• Representation of AMA in the IT 
government bodies at the Ministry of the 
Presidency level.
————————
Head of Justice Statistics Unit at 
the Directorate-General for Justice 
Policy (From June 2008 to January 
2010)
• Unit general management, with respon-
sibilities in the registry, collection and 
publication of the official justice statistics;
• Representation of the Directorate Gen-
eral in the criminal justice workgroup of 
the Eurostat.

————————
Achievements
• Successful implementation of the IT 
shared services business unit in ESPAP, 
transforming a long time support function 
in a bottom line contributing area, with a 
stable services portfolio, SLA’s and as-
sociated revenue streams. This initiative, 
for instance, was cornerstone for the 
datacenters consolidation plan in the min-
istry of finance, with savings of several 
hundreds of thousands of euros.
• The successful organization of the Infor-
mation System department in AMA, which 
was done without any prior IT experience 
(only general management academic and 
professional background until then).

In life in general or profession-
ally, always work hard, never give 
anything for granted and, above all, 
always try to do to others as you 
would like them to do to you.
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CENTRAL DIRECTOR OF ACCREDITATION AND CERTIFICATION, 
LUZ SAÚDE

CRISTINA MESQUITA

———
ana.mesquita@luzsaude.pt

————————
Luz Saúde - Director of Accredita-
tion and Certification
• Planning and Management of auditing 
programms and national and international 
benchmark projects. 
• Patient experience evaluation.
————————
Luz Saúde - Quality Director
Continuous improvement and risk man-
agement.
————————
UATLA: Invited Professor
Postgraduations Coordinator and Profes-
sor in Health Management, Business 
Management and Accounting and Audit-
ing degree programmes.
————————
HCC: Member of the Board of Direc-
tors
Clinical areas of   Nursing, Patient Man-
agement (operations) and Purchasing 
Management.

————————
Achievements
• International accreditation of health 
units.
• Opening and coordination of post-
graduate programmes offering specialist 
degrees.
• Obtaining financing for social projects in 
the health sector.
• Publication of articles in indexed jour-
nals with referees.

Entrepreneur
Organised
Problem solver
A catalyst for energy



————————
Project Director at Invest Lisboa 
- Lisbon’s Investment Promotion 
Agency
June 2015 – Present – Project Direc-
tor  June 2009 – June 2015 – Senior 
Consultant
Main tasks include:
• Supporting investors throughout the 
decision-making process, by offering ad-
vice, providing information and facilitating 
contacts and network in both local and 
national level. 
• Planning and managing international 
promotion events such as the organiza-
tion of Lisbon’s stand for private compa-
nies in international trade fairs.
• Organization workshops in both eco-
nomic and business subjects.
•  Managing Invest Lisboa Virtual Offices.

————————
Co-Founder of BIN - Buy It Now, Ltd
April 2007 – 2015
Mobile Engagement Services based on 
QR Code interaction
• Managing partner (2007-2009)
————————
Project Manager at Lisboa E-Nova
January 2005 - April 2007
Lisbon’s Energy and Environmental 
Agency
• Communication projects
————————
Project Manager at INE- Portuguese 
Statistical Office
February 2000 - February 2003
Environmental Unit at the Portuguese 
Statistical Office.
————————
Research Assistant at Instituto Su-
perior de Agronomia
October 1997 - February 2000
————————
Achievements
Happily married with two great kids.

In the past 6 years, both as senior busi-
ness consultant and project director at 
Invest Lisboa, my main tasks included: 
Business developing and consulting, 
international investment attraction, project 
planning and management and event or-
ganization. In addition to substantial expe-
rience in project managing and business 
developing, my background education in 
science fields, such as Biology (Portugal) 
and Environmental Studies (UK), granted 
me knowledge that helps me address-
ing environmental, science, innovation or 
technology fields.
 
Also, I have enrolled in an Executive MBA 
to consolidate my work experience with 
a more structured and widespread ap-
proach to business problem solving and 
managing.

———
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PROJECT DIRECTOR, INVEST LISBOA
DIOGO IVO CRUZ

———
diogoivocruz@investlisboa.com



————————
Administrative and Financial De-
partment Coordinator
FEC – Fundação Fé e Cooperação / 
Faith and Cooperation Foundation
(desde 04-2008)
• Administrative and financial manage-
ment, reporting to the Executive Direction 
and Board of Directors;
• Coordination of department team and 
international financial teams;
• Responsible for general and analytical 
accounting;
• Administrative and financial manage-
ment of cooperation and development 
projects: preparation of budgets, monitor-
ing financial execution and reporting to 
auditors and sponsors;
• International trainer in areas of   budget-
ing, project management and reporting.

————————
INDE – Intercooperação e Desen-
volvimento, Crl, (02-1999 to 04-2008)
• Administrative and financial manage-
ment: financial planning and control, 
billing, accounting, treasury, procurement 
and assets;
• Preparation of project applications 
and administrative and financial project 
management;
• Trainer in the areas of business man-
agement and accounting.

————————
Achievements
• Adaptation of financial management 
program to the field conditions and orga-
nization needs, allowing an integrated and 
efficient management of the development 
projects;
• Optimization of resources dedicated 
to the financial monitoring of projects, 
reaching the proposed goals, with execu-
tion rates of 100%;

• Creation of administrative and financial 
procedures that facilitate the project 
management and allow the acceptance 
of all documents presented in audit 
processes;
• Elaboration of procedures for docu-
ments organization and registration that 
optimizes the procurement processes and 
the elaboration of project applications.

Resilient, analytical, motivated for 
projects I believe in, process facili-
tator, organized, good priorities and 
information manager, initiative and 
decision-making capacity.

———
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ADMINISTRATIVE AND FINANCIAL DEPARTMENT COORDINATOR,
FEC - FUNDAÇÃO FÉ E COOPERAÇÃO

ELISABETE REBOLA

———
elisabeteccr@hotmail.com
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BUSINESS DEVELOPMENT MANAGER,
XARMADIS PRODUTOS FARMACÊUTICOS

FILIPE DOS SANTOS PERNAS

———
fmpernas@hotmail.com

————————
Xarmadis, Portugal
Business Development Manager
• Direct report to the General Manager.
• Responsible for the implementation, 
management and business develop-
ment, namely in the definition of strategic 
objectives and identification of business 
opportunities.
• Responsible for licensing with IN-
FARMED, elaboration of all procedures 
and their implementation, ensuring com-
pliance with good distribution practices.
• Indicated by the administration for 
the process of recruiting staff and their 
training.

————————
Clínica Multiperfil, Luanda-Angola
Pharmacy Manager
• Direct report to the General Manager.
• Responsible for planning, supervision 
and coordination of all activities related to 
the pharmacy service.
• Management and coordination of a 
team with 31 people, including coach-
ing, training, monitoring and performance 
evaluation.
• Implementation of new procedures in all 
pharmacies that led to an improvement of 
the service efficiency, always in coordina-
tion with the other hospital services.
• Support to the purchasing department.
————————
Costa & Baptista, Luanda-Angola
Commercial Director
• Direct report to the General Manager.
• Responsible for the business develop-
ment in new therapeutic areas.
• Business management
• Management and coordination of a 
sales team (4 people).

————————
Achievements
Xarmadis: Opening of Portugal operation; 
Legal, operational and business issues. 
Expected revenues 2017-10M euros
Clínica da Vila: Founding partner and 
CEO. Clinic with 5 medical specialties 
and clinical analysis. 10 people. Break-
even in year 1. 
Clínica Multiperfil: Restructuring of the 
pharmacy service team.
Responsible for the program of control of 
consumables, with expenses reduction of 
more than 20%.
Costa & Baptista: First distributor of 
medicines to obtain ISO 9001 certifica-
tion in Angola.



————————
Senior Operations Manager, GE
• Senior Operations Manager with the 
mission of restructuring the business 
competitiveness.
• Senior Commercial Manager respon-
sible for Power Generation European 
market to develop steam generation 
systems.
• Industrial Manager Leading the manu-
facturing areas with a production team of 
350 people.
• PMO director monitoring and controlling 
of all projects activities in Portugal, func-
tional report to the executive committee 
(250M euros projects portfolio).

————————
Achievements
• Entrepreneur and co-promoter of a 4M 
euros greenfield industrial business;
• Lean Expertise leadership of internal 
industrialization projects, reduction of 
costs and lead time, achieving a higher 
capacity;
• Best Project Management KPIs perfor-
mance in the Siemens SWE up to June, 
2013;
• NPI - New product launch for mass 
production of Mercedes buses including 
design to manufacturing responsibilities.
————————
Profile
Senior Mechanical Engineer, developed 
multiskilled knowledge of almost 15 
years working experience in the areas 
Power, Ceramic and Automobile sec-
tor in leading industrial companies i.e. 
Mercedes-Benz, Siemens and Alstom/
General Electric.

We are what we give to others.
I believe that a giver is always some-
one who is respected and followed 
as a natural leader. If we care about 
people, these will respect you. Man-
aging is the science of good sense 
and to have good sense we must 
learn and listen to the others.

———
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SENIOR OPERATIONS MANAGER, GE
FRANCISCO NORTON BARBOSA

———
francisco.n.barbosa@gmail.com 



————————
ADDAPTCREATIVE + The Ad Store 
Portugal, Co-Founder & Partner
Co-Founder & Partner of ADDAPTCRE-
ATIVE + The Ad Store Portugal 
Strategy design, branding and communi-
cations agency.
Part of the The Ad Store Inc. international 
network of communication agencies 
Associate Manager at CoworkSintra, 
DO: MA Project, MIW - Make IT work, 
Gate351.com 
Since 2008.
————————
Head of Appraisals  
(Banking Industry)
Head of the Real Estate Evaluation 
Centre 
Caixa Económica Montepio Geral 
Shared Services Unit 
At Montepio since 2000

————————
TEDxCascais 2011 and 2012 Organ-
iser (licensee) 
Promoter of TEDx and TEDxYouth in 
Cascais events, organised by the AD-
DAPTCREATIVE team and with participa-
tion of the Local Council of Cascais and 
several private sponsors.
In 2011 and 2012
————————
Achievements
• Architect registered in the Order of 
Architects, with experience in licensing, 
projects and follow-up; 
• Graduate in Strategic Design and Inno-
vation (ISEG - University of Lisbon); 
• Member of the FORCE project Steering 
Committee (Horizon 2020 of the Euro-
pean Commission) – Cities United For a 
Circular Economy; 
• Lecturer on human factors in communi-
cation & design and a trainer at the IFE – 
International Faculty for Executives; 
• Part of the Matiné Pensante conference 
organisation, Brussels; 
• Co-Founder of Pestana Sintra Toast-
masters Club; 
• Junior Achievement Portugal Volun-
teer and ACM Mentor Programme for 
Migrants.

38 years old, easy going, smiling, 
informally formal. A believer that se-
rious people can still have a sense 
of humour. A believer that you make 
your own luck and that we reap 
what we sow, though sometimes a 
little more. Very restless and curi-
ous, comfortably uncomfortable, 
enjoys paradoxes, honesty and 
uprightness. He declares himself a 
pragmatic optimist, believes that an 
honest life is simple, that things are 
only things, that tolerance is an en-
lightened act and that the smallest 
gestures make a big difference. 

———
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PARTNER ADDAPTCREATIVE + THE AD STORE PORTUGAL
HUGO FERRO BRANCO

———
hugo.branco@addaptcreative.pt



————————
Manager, Deloitte Portugal (Novem-
ber 2016-Present Time)
Consulting Manager at the Deloitte 
EMEA Telecom Engineering Centre of 
Expertise (TEE CoE), based in Lisbon. 
Responsible for Telecoms Engineer-
ing Portfolio and international business 
development and project delivery of areas 
under expertise such as 5G, SDN, NFV, 
Self Organizing Networks.
————————
Integrated Solutions Marketing 
Director, ZTE Corporation (February 
2014-October 2016)
Marketing Director in the Government 
and Enterprise Business Unit, based in 
Europe, reporting directly to the ZTE G&E 
HQ in China, covering the global Smart 
Cities and Transportation marketing ac-
tivities as wells as and solutions strategy 
for Smart Cities and Internet of Things.

————————
Telecoms Networks Pre-Sales Head, 
ZTE Portugal (August 2010-February 
2014)
Reporting to Portugal CEO, managing the 
team in charge of the pre-sales bids for 
all business accounts for all Information 
and communication technologies in ZTE 
portfolio.
————————
Services Solutions Consultant and 
Project Manager, Nokia Siemens 
Networks Portugal (May 2007-July 
2010)
Responsible for portfolio sales and deliv-
ery of professional services on Telecoms 
Networks Planning and Optimization to 
large telecom operators in Iberia.

————————
Profile
Hugo has built his career over delivering 
and selling Professional Services and 
Technology Infrastructure on large global 
corporations. Having worked on Network 
services delivery in global Telecom Equip-
ment Vendors in an initial stage, and after 
having successfully managed projects of 
over 3000 man working days in volume 
per year, Hugo has moved to services 
sales and then to Telecoms Engineering 
consultancy in an international Centre of 
Expertise in Deloitte.

“In a world that moves as fast as 
ours, people should be evaluated 
by the quality of their questions and 
not of their answers”

———
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MANAGER, DELOITTE PORTUGAL
HUGO SANTOS PINTO

———
hugosantospinto@gmail.com



————————
Managed Services - Top Corporate
• Operational and service management 
(Data Center Infrastructure, Desktop 
Management, Wan/Lan Management, Ap-
plication Maintenance, Service Desk, Field 
Support and third parties’ management);
• SLA management, design and consoli-
dation of processes and procedures;
• Integration in project development team 
of electronic auctions platform;
• Functional Consultant in B2B e-Com-
merce Platforms, and Platforms of Public 
Contracts;

————————
Achievements
My latest assessments have been above 
average, which gave me the possibil-
ity of being part of a group of elements 
described as Talent Management.

I’ve developed my career in 3 dif-
ferent companies of the Portugal 
Telecom. Always progressing and 
evolving in different stages, I con-
sider myself a pragmatic person, 
that likes to work in a team environ-
ment, always willing to learn and to 
surpass the goals proposed.

———
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———
hugo-m-rechena@telecom.pt

MANAGED SERVICES - TOP CORPORATE
HUGO MIGUEL RECHENA



————————
Production Planning Manager, BA 
Glass [2010 - Present] 
• Responsible for the Planning Depart-
ment in a Portuguese company with 
international presence and the 4th big-
gest company in the world that produces 
glass containers for food and beverage 
industries across twelve sites;
• Management of a multidisciplinary team 
based in six different countries;
• Supporting the sales and planning strat-
egy, identifying and highlighting strategic 
and operational issues, and present rec-
ommendations to the top management of 
the company;
• Responsible for integrating the produc-
tion planning area during BA internation-
alization process.

————————
Logistics Manager, Throttleman 
[2009-2010]
• Heading the Logistics Department in a 
Portuguese fashion company;
• Responsible for the purchasing of each 
seasonal collection: quantity / reference 
/ size;
• Responsible for distributing the collec-
tion to the 60 national and 7 international 
stores as well as online shopping;
• Responsible for the replenishment of 
each store.
————————
Purchasing Manager, BA Vidro 
[2006-2009] 
• Led the Central Purchasing Department;
• Market prospection and trading of 
materials and services for the 6 plants 
including molds purchase in the Asian 
Market;
• Managing stocks of consumables and 
spare parts of the general warehouses in 
each one of the six sites;
• Developing and maintaining the pur-
chasing platform in SAP (internal ERP).

————————
Profile
A results driven and self-motivated senior 
supply chain professional with a proven 
ability to develop and strengthen supply 
chain teams, able to deliver at a strategic 
level enhancing company performance. 
Experienced in Purchasing, Logistics, Pro-
duction Planning and Sales. Possessing 
excellent communication skills and able 
to establish sustainable relationships with 
key stakeholders within the business.

“It always seems impossible until 
it’s done.” Nelson Mandela
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PRODUCTION PLANNING MANAGER, BA GLASS, SA
JOANA OSÓRIO



————————
Senior Analyst, 
NAVES Venture Capital 
• Management of a direct Investment 
portfolio;
• Assistance in the implementation of a 
new VC Fund.
————————
Credit Analyst for the Retail SMEs 
Segment, Barclays Bank PLC - 
Branch in Portugal 
• Analysis of credit proposals Retail 
SMEs enterprises;
• Was one of the analysts in charge of the 
training of the SME account managers 
in the bank’s credit risk policy and credit 
proposal preparation;
• Contributed to the translation from the 
Bank’s credit policy guidelines for the 
business segment;
• Creation of the deadlines and terms 
control system which lead to the improve-
ment of productivity within the team.

————————
Account Manager for the Retail 
SMEs Segment, Barclays Bank PLC 
- Branch in Portugal 
Portfolio management of Small and 
Medium enterprises, at various of the 
Bank’s agencies in Lisbon, and later at 
the Estoril and Cascais agencies.
————————
Account Manager Business Branch, 
Banco Comercial Português S.A. 
(Millenniumbcp)
• Portfolio Management - International 
Clients Portfolio;
• Managed a portfolio of more than four 
hundred enterprise clients of foreign 
capital (both resident and non-resident), 
from Spain, France, United Kingdom, 
United States of America, Austria;
• Contributed with the initial studies and 
plans for the creation of an independent 
Branch for the management of foreign 
clients, and of national clients of foreign 
capital;
• Was the account manager tasked with 
the accompanying the portfolio of clients 
originating from Banco Sabadell, BCPs 
main correspondent bank in Spain.

————————
Trade Finance Specialist, Banco 
Sabadell, S.A. Branch in Portugal 
(Lisbon) 
• One of the person in charge of Trade Fi-
nance operations at the bank’s Branch in 
Portugal dealing directly with the clients 
whenever these operations were at stake; 
• Dealt with, foreign cheques collections, 
documentary collections, letters of credit, 
and import and export financing opera-
tions;
• Was charged with the training of other 
colleagues with the specific functions and 
trade finance operations.

There are always lessons that can 
learned in anything you do, be it at 
a personal level with your family 
and friends, be it at a business level, 
with your colleagues, staff, clients, 
suppliers, and competitors. You can 
always learn from their successes 
and from their mistakes. One should 
never stop seeking knowledge.
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SENIOR ANALYST AT NAVES VENTURE CAPITAL 
JOÃO CARLOS PAIS PICADO HORTA
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FINANCE AND INSURANCE MANAGER, C. SANTOS VP, SA
JOÃO LAPA

————————
C. Santos VP, SA
• Finance and Insurance Manager.
————————
JAPGEST SGPS, SA
Advisor to the board of directors 
• Advisor to the board of directors for cross 
border operations, internationalization. 
————————
JAPseguros
General Manager 
• Developed the business strategy with 
the Board, managed a team of 17 people, 
including sales and back-office teams, 
planned the monthly and annual budgets 
and lead negotiations with the main insur-
ance companies in the country
————————
JAPGEST SGPS, SA
Head Shared Services Center
• Finance and Administrative Director;
• SAP Project leader.
————————
ISMAI – Lecturer
• Invited lecturer of Economics and Nego-
tiation Management.

————————
Achievements
• Set up and ongoing of two international 
Holdings and five subsidiaries;
• Obtained and accrued Ebitda growth of 
200% in 3 years (Insurance company);
• distinguished Finance investment proj-
ect from the Portuguese Governement;
• Several ERP implementations;
• Several M&A (Valuation) projects.
————————
Profile
Self-motivated professional, disciplined, 
with strong leadership skills and focus on 
result. 
Sense of organization, analytical mind, 
solid experience in projects and manage-
ment teams, with proven experience in 
multiple areas, as General Management, 
Financial Management, Training, Sales, 
Marketing and Production. 
Energetic worker with interpersonal skills, 
and a great ability to adapt to multicul-
tural environments, obtained through the 
experience achieved working abroad.



————————
Chief Operations Officer,  
4Tune Engineering
• Responsible for 4Tune Engineering’s 
Operations, integrating the Management, 
Business and Technical areas.
• Responsible for Marketing & Commu-
nication of 4Tune Engineering’s Products 
and Software offer worldwide.
• Deployment of business strategy for 
4Tune Engineering expansion to LATAM.
• Project Manager of several service con-
tracts at key clients worldwide (Europe, 
Brazil and USA).

————————
Achievements
• Strategy implementation in Brazil 
yielded 20% of overall revenue after 1 
year of local operations.
• Successful delivery of solutions to 
global pharmaceutical companies that 
solved critical issues in multi-million dol-
lars production lines.

Those who look only at the past 
or present are certain to miss the 
future.
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CHIEF OPERATIONS OFFICER, 4TUNE ENGINEERING
JOÃO MACHADO



————————
Head of Sales Development & 
Sales Controlling, Sumol+Compal, 
Jan2012-Present
• Coordination of a 10 people team; 
• Design and implementation of projects 
aiming to enhance sales performance, cost 
reduction, business optimization and prov-
ing orientation for marketing directions;
• Managing sales partnerships (Unilever, 
Pepsi International, DAMM)
• Business support to Top Management.
————————
Head of Business Controlling, 
Sumol+Compal, Nov2008-Dec2011
• Coordination of a 2 people team; 
• Definition and implementation of the 
new controlling model;
• Management support to general man-
agement, business and sales divisions.

————————
Management Controller, Compal 
S.A., Sep2005-Dec2008
• Budget and forecast;
• Management support to general man-
agement, business and sales divisions;
• Supervision of management control of 
affiliated companies;
• Development and implementation of 
SAP tools to improve internal control.
————————
Treasury & Cash Manager, Carrefour 
Portugal, Aug2001-Sep2005
• Coordination of a 6 people team;
• Treasury & Cash Management;
• Financial budget, annual Forecasts and 
Financial Report;
• Suppliers Financial Services;
• Responsible for implementation a new 
cash management approach at Carrefour 
Brazil.
————————
Financial Controller, Chrysler Jeep 
Import Portugal, Jul2000-Aug2001
• Economic and financial reports;
• Coordination of projects for financial 
automatization; 
• Auditing follow-up. 

————————
Achievements
• Development of a new cash manage-
ment methodology at Carrefour;
• Definition and implementation of the 
new management controlling system 
after the merge of Compal SA, with 
Sumol SA;
• Leading new projects aiming cash flow 
and company performance maximization;
• Managing sales partnerships to increase 
gross profit;
• Team development.

More than 15 years of professional 
experience in Retail and FMCG, with 
strong analytical skills, high focus 
on business development, strategic 
planning and top management sup-
port. Dynamic, proactive and results 
oriented. Team leader, focused on 
bringing out the talent of each per-
son and team.
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HEAD OF SALES DEVELOPMENT & SALES CONTROLLING, 
SUMOL+COMPAL

JOÃO MOURINHO



————————
Business Analyst, 
José de Mello Saúde
• Transformação de processos de negó-
cio e inovação;
• Análise funcional de processos or-
ganizacionais, elaboração de business 
cases;
• Gestão de projetos de desenvolvimento 
organizacional (definição de requisitos 
funcionais e de negócio);
• Participação na definição de ações de 
melhoria contínua e análise de indicado-
res com foco na eficácia e eficiência.
————————
Process & Quality Analyst,
Luz Saúde (2012 a 2017)
• Levantamento de processos orga-
nizacionais a nível corporativo;
• Participação ativa no processo de 
acreditação internacional pela Joint Com-
mission International (2013 e 2016), nas 
áreas de gestão de risco e prestação de 
cuidados;
• Gestão operacional de equipas.

————————
Estágio Curricular,
Administração Hospitalar (2014)
• Gestão da produção em ambiente de 
parceria público-privada.
————————
Achievements
• 8 anos de experiência no sector da 
saúde, no sector público, público-privado 
e privado. Contacto com a realidade 
produtiva das organizações, nomeada-
mente na prestação direta de cuidados 
de saúde na área de Emergência Médica; 
• Gestão de equipas e responsável pela 
formação interna; 
• Administrador Hospitalar, com trab-
alho desenvolvido na área da qualidade, 
acreditação e certificação;
• Sólida formação na área de gestão e 
administração hospitalar.

Tenaz nos projetos em que me 
envolvo, procurando sempre a 
articulação entre o saber e o bom 
senso. Alegre, capaz de estabelecer 
facilmente relações de parceria e 
trabalho, que perduram no tempo.
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BUSINESS ANALYST, JOSÉ DE MELLO SAÚDE
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————————
Since January 2014
Deputy Managing Director
MSC Portugal, SA – Shipping 
Agents & Container Terminals
Top level management responsibilities for 
the MSC Group in Portugal, shared with 
the Managing Director and President of 
the board, with a total of 240 employees 
and 4 companies. Reporting to the Head 
Office in Geneva, Switzerland and directly 
in charge of the logistics expansion proj-
ects of the Group in Portugal.
————————
February 2011 – December 2013
Operations and Logistics Director
MSC Portugal, SA – Shipping 
Agents & Container Terminals
Responsible for all the operational area of 
the group, in a total of 6 departments and 
34 employees, operating in 5 different 
locations in Portugal and reporting to the 
Managing Director and to the head office. 
In charge of logistics projects, managing 
local contracts with suppliers and local 
authorities and a member of the Strategic 
Board for Portugal. 

————————
June 2004 – January 2011
Logistics Manager
MSC Portugal, SA – Shipping 
Agents & Container Terminals
Responsible for the logistics department, 
operating in Lisbon and Oporto with a 
total of 6 employees and reporting to the 
Managing Director and to the head office. 
Management of local contracts with sup-
pliers and local authorities.
————————
Achievements
• Participation on the acquisition process 
of the public rail operator, CP Carga, by 
the MSC Group in Portugal during 2015. 
This was a major step for the Group by 
complementing the container terminal 
activities with the rail operator activity, 
thus allowing to control the entire inland 
logistics chain and to provide a service 
that is fully owned by the company.
• Design, implementation and develop-
ment of the Operations and Logistics 
Department in 2011, unifying several 
small departments under one single 
management with major benefits on the 
company’s operational efficiency level. An 
ambitious and innovating project, bringing 

common purposes and goals to an area 
that was leading the company’s growth. 
Soon this area became one of the most 
efficient, with a very active role in the 
business strategy and in the general 
growth of the group in Portugal.

• Good people and hard work lead 
to success, luck comes from hard 
work.
• Mistakes are inevitable, you must 
learn from them and move on.
• Sometimes you’re ahead, some-
times you’re behind, the race is 
long and in the end, it’s only with 
yourself.
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DEPUTY MANAGING DIRECTOR, MSC PORTUGAL, 
SA – AGENTES DE NAVEGAÇÃO E TERMINAIS DE CONTENTORES

MARCO DO VALE
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MARKETING B2B AND NEW PROJECTS MANAGER 
- GÁS & POWER AT GALP ENERGIA

MÁRIO FILIPE CORREIA CARRIÇO

————————
Since Jan 2013 – Marketing B2B 
and New Projects Manager - Gás & 
Power at Galp Energia.
• Business development strategy;
• Establish and implement marketing plan;
• Establish Business mobility strategic 
plans and Business development - Electric 
vehicle, Natural Gas Vehicle and Liquified 
Natural Gas Bunkering for Ships;
• Participations in several national and 
international technical committees.
————————
Set 2007 to Dez 2012 – Technical 
Services Manager Gás & Power 
(Galp Energia).
• Development, implementation and market-
ing of a range of technical services in the 
areas of Technical Assistance, Safety, Energy 
Efficiency and Energy Management;
• Management of the operation and main-
tenance of 2 Compressed Natural Gas 
stations with 320 buses.

————————
Jan 2001 to Ago 2007 – Industry 
Natural Gás Client Manager (Galp 
Energia).
• Portfolio management of multi-sector 
industrial clients:
• Negotiation of Supply Contracts 
of Natural Gas, Lubricants and Other 
combustibles;
• Calculation and profitability analysis of 
the future projects.
————————
Achievements
• Development of business strategy to 
keep market leadership in Natural Gas 
sales for industry in Portugal;
• Developing of National regulation for 
the construction of Natural Gas Vehicle 
fuel stations;
• Managed the department of Technical 
Services Gás & Power for 5 year with 
consistent average revenue grow of 
25%/y;
• Study of the liberalization of the Spanish 
natural gas market with contacts with 
several associations and industrial com-
panies to prepare the Portuguese market 
liberalization.

————————
Profile
A balanced and business results oriented 
person with a strong combination of emo-
tional and relational competencies. Like 
all issues related to Innovation, Strategy, 
People and Results. Consistent performer 
with analytical thinking skills, collabo-
ration, communication and customer 
oriented behaviours. I do like outcome-
focused and people-centric environments, 
combining teamwork, leading teams and 
personal resilience as the main ingredi-
ents for overcoming challenges.



————————
National Association of Pharma-
cies (ANF), Secretary-General since 
March 2013
Participation in the definition of strategy, 
policy, major objectives, plans and proj-
ects, with impact on the overall manage-
ment of the organization. Representation 
of the ANF before external entities, ne-
gotiating and taking positions on aspects 
that concern the scope of activity of the 
pharmacies. Direct responsibility in the 
identification and resolution of problems 
involving the operational, human and 
financial areas.
————————
Head of Member Support Depart-
ment from June 2007 to March 2013
Responsibility in the implementation 
of the strategy defined by the Board, 
promoting the development of a hu-
man structure motivated, qualified and 
prepared to intervene with high qual-
ity standards in support of pharmacies. 
Coordination and operation of associative, 
professional and entrepreneurial projects 
in pharmacies, seeking to ensure a high 
participation in them.
————————
Head of the Information Manage-
ment Center from March 2006 to 
June 2007

————————
Order of Pharmacists (OF)
Information Manager from Septem-
ber 2000 to March 2006
Management of communication channels 
of the Order of Pharmacists, coordinat-
ing the production, revision, edition and 
publication of contents in the various 
platforms, ensuring their alignment with 
the organization’s global communica-
tion policy, in order to contribute to the 
promotion and maintenance of image and 
positioning of the pharmacist in society.
————————
Previous professional activities
• PSICARE - Marketing in Health - from 
April 2000 to September 2000, was 
Project Manager.
• Regional newspaper Rota das Linhas 
- from October 1998 to April 2000, was 
Journalist.
————————
Other associative / business func-
tions
• Manager of Valormed - Packaging and 
Medicines Waste Management Company, 
Lda since July 2014.
• Administrator of Farminveste 4 - Ser-
viços, S.A. since August 2014.
• Manager of Farminveste 3 - Gestão de 
Participações, SGPS, Lda. since March 
2015.

• Manager of Sociedade A Ver Navios in 
Santa Catarina - Sociedade de Restauran-
tes, Unipessoal, Lda since March 2015.
————————
Teaching functions
From October 2002 to September 
2006 I was a University Assistant at the 
Lusófona University of Humanities and 
Technologies.
————————
Profile
• Born on November 26, 1973, married 
with two daughters.
• Graduated in Communication and Cul-
ture Sciences in 2002 from the Lusófona 
University of Humanities and Technologies.
• Attended the Postgraduate Course in 
Medical and Health Journalism at the 
Lusófona University of Humanities and 
Technologies in 2004.
• Attended the Advanced Management 
Program for Executives (PAGE) of the 
Universidade Católica Portuguesa in 2010.
• Also hold the Executive MBA AESE 
Business School, 2015-2017.
 
“Happiness exists when what we 
think, what we say and what we do 
are in harmony.” Mahatma Gandhi
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SECRETARY GENERAL OF THE NATIONAL ASSOCIATION OF PHARMACIES (ANF)
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————————
Baldacci Portugal, SA
• Production planning and scheduling;
• Stock and Purchase Management of 
more than 500 materials references and 
50 finished product references;
• Negotiating price and terms of materials 
and products with suppliers;
• Global Sourcing of new suppliers;
• Project Management for the introduc-
tion of new products in portfolio;
• Managing orders from institutional 
(other pharmaceutical companies) clients.
————————
Sidefarma, SA
• In charge for the purchase of raw Mate-
rials and packing materials in a manufac-
turing plant of a pharmaceutical company;
• Stock and Purchase Management of 
more than 1000 raw materials and pack-
ing materials references;
• Selection, Evaluation and Classification 
of materials suppliers;
• Elaboration of contracts and supplier 
agreements;
• Procurement of materials and services.

————————
Hovione Pharmascience, Ltd
• Validation and implementation of the 
project according quality standards in 
place.
• Design, Installation, and Process valida-
tion of a new manufacturing block.
————————
Panike
• Manager of a 10 workers team, improv-
ing available resources and production 
capacity and capability.
————————
Achievements
• Outsourcing project – Medicines (Solids 
and Semi-solids);
• Cost reduction project – 15% on raw 
materials;
• ISO 9001 quality management certifica-
tion approval.

A hardworking, pro-active Supply 
Chain Manager with a positive atti-
tude, adept of planning and orga-
nization, project management and 
leading change. 
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SUPPLY CHAIN MANAGER, BALDACCI PORTUGAL, S.A.
NUNO MARQUES



————————
General Manager, Dom Pedro Inves-
timentos Turísticos SA
• Responsibilities for the overall opera-
tions and annual budget, monthly forecast 
and key performance indicators. 
• Define revenue management strategy 
and pricing for the business mix and the 
dynamic rates strategy
• Executed business plans to maximize 
property customer satisfaction, profitabil-
ity and market share; ensures that prop-
erty business plans and employees goals 
and performance are aligned with the 
company and brand business strategies
• Revenue increase 25% and EBITDA in-
crease 35%, maintaining guest reputation 
above direct competitive set properties.
————————
General Manager, Marriott Praia 
D’El Rey, Golf & Beach Resort
• Established a productive relationship 
and professional representation between 
the property investors and the hotel man-
agement company.
• Managed budgets, P&L, Balance Score 
Card goals, financial records and Capex 
plan, achieving the property performance 
objectives.
• Following the company guest’s reviews 
and reputation system, this hotel was 

ranked number one during 6 months, in 
Europe’s brand division properties and al-
ways on top 5, having received a Special 
recognition at Marriott Awards.
• The property has achieved the Euro-
pean top sales award for best results and 
sales performance improvement, due to 
increase in revenues and market share. 
• Leading the Executive Committee 
developed a strategy and the execution 
supervision, of merging of all the hospital-
ity services within the resort, with a great 
cost reduction impact.
————————
General Manager and Area Manag-
er, Alexandre de Almeida Hotels
• Managing and supervising the 3 proper-
ties in the area with cross selling and 
operations integration strategy (Bussaco 
Palace Hotel, Curia Palace Hotel and 
Hotel Astória Coimbra).
• Pre-opening project management and 
operations prelaunch with the reopening 
of Curia Palace Hotel.
————————
Teacher and workshop’s speaker 
• Teacher and speaker in local Hotel 
Schools and University, for several hos-
pitality business courses and events, re-
lated with Luxury hospitality and Tourism, 
hotel management, food and beverage 

outlets or companies management, Digi-
tal Marketing and eCommerce systems.
————————
Profile
More than 25 years of professional expe-
rience in the hospitality business, in top 
management, as General Manager at the 
luxury segment.
Expertise and specialties, based on aca-
demic and professional experience: Cus-
tomer Experience and Guest satisfaction; 
Sales, Marketing; and Revenue manage-
ment, e-Commerce and Property Man-
agement Systems implementation; Food 
& Beverage departments; Operations and 
service design with standard procedures; 
Training programs; Franchised and man-
aged hotel contracts; Leading, managing 
and developing teams; Project manage-
ment and hotel openings experience; 
Meeting and Events organizer.
Being a professional with natural busi-
ness acumen has a passion for excel-
lence and surpassing guest expectations 
on delivered services.

“Rules for Happiness: something to 
do, someone to love, something to 
hope for.” Immanuel Kant
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DOM PEDRO - INVESTIMENTOS TURÍSTICOS, SA, GENERAL MANAGER
PAULO MESQUITA



————————
Executive Management and Business 
Creation Unit – Alliance Healthcare
I am currently developing my professional 
activity in the leading pharmaceutical 
distribution company in Portugal, with 
the mission of creating a new business 
unit that responds to the company’s large 
accounts, in particular, the groups of 
pharmacies that represent a portfolio of 
more than 300 million euros and more 
than 650 pharmacies. This role allows 
me to act in the context of a multinational 
company (Wallgreend Boots Alliance) 
within a leading business group in Portu-
gal (National Association of Pharmacies).
————————
General pharmacy management – 
Idanha pharmacy
Acting as a general manager of a 
pharmacy in the context of the economic 
crisis and a transformation of the phar-
maceutical distribution sector was a chal-
lenge that allowed me to lead processes 
of organisational change and financial re-
structuring. Today, the pharmacy business 
has been consolidated and is experienc-
ing a period of sustained growth.
————————
Executive management and New Busi-
ness Creation Unit – Holon Group
Accompanying a period of growth for the 
company, I assumed leadership roles in 

various business development projects, 
culminating in the creation and develop-
ment of a business unit to provide B2B 
support services to the group’s customer 
pharmacies.
————————
Project Management and Innovation 
– Holon Group
The continuation of my academic training 
with a Master in Economics and Innova-
tion Management guided me through pro-
fessional challenges in project manage-
ment and development of new products 
and services in a business group in the 
pharmaceutical distribution sector that 
created the first group of pharmacies in 
Portugal.
————————
Pharmacist – Vitex Pharmacy 
• Basic training in Pharmaceutical Sci-
ences guided the beginning of my profes-
sional activity in a community pharmacy 
as a pharmacist.
————————
Achievements
• Innovation and Entrepreneurship: Proj-
ects that allow for the realisation of new 
ideas are particularly stimulating. From 
digital services and products to new con-
cepts in catering and retail or consulting, 
I have had the opportunity to lead teams 
and start-up companies in a wide range 
of business areas. 

• Managing change in the context of 
the crisis: the operational, financial 
and organisational restructuring of the 
pharmacy was one of the most demand-
ing challenges I have had the opportunity 
to overcome. Aligning the expectations 
of teams to the needs of the business, 
its customers and other stakeholders, in 
the context of the economic crisis and 
transformation of the pharmaceutical 
distribution sector, enabled the company 
to consolidate its strategy and refocus its 
activity, achieving improved operational 
efficiency, greater profitability in the 
management of its assets and internalis-
ing new skills and capabilities that have 
resulted in better delivery of value to 
customers and business partners.  
• Family: The main achievement in my 
personal and professional life is my 
extraordinary family, who teach me every 
day that love comes first and that the 
well-being of the family is the greatest 
reward we can aspire to at the end of a 
work day.

Never lose your sense of curiosity 
and critical spirit. Develop creativity, 
resilience and the ability to de-
velop and perfect new ideas, trying 
to learn every day and apply that 
knowledge to the service of ideas, 
people and organisations. 

———
30

———
ptcapao@gmail.com

DIRECTOR OF LARGE ACCOUNTS, ALLIANCE HEALTHCARE PORTUGAL
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————————
General Cable 
(2009 until present day)
• 2016 till present day: Responsible for 
sales management in Portugal and Global 
Key Account manager for Siemens 
worldwide. Member of the European 
Leadership team.
• 2014 to 2016: Sales Process Leader 
Europe, responsible for European product 
portfolio reorganization and sales strat-
egy. Member of the European Leadership 
team.
• 2012 to 2014: Vice-President Mature 
markets, responsible for sales in Portugal, 
Germany, Austria, Switzerland, Belgium, 
Netherlands and Italy.
• 2009 to 2012:  Sales manager for 
Portugal & Palops.

————————
Schneider Electric Portugal 
(1996 until 2009)
• 2004 to 2009: Building Automation 
Business Unit Director, with responsibili-
ties over the P&L, marketing and sales 
strategy, as well as service as a business 
development.
• 1996 to 2004:  Several roles within the 
Industrial Automation division as product 
manager. 
————————
Achievements
With a more than 20 year career built 
around sales and marketing leader-
ship, Pedro has experience in different 
markets, from industrial application to 
construction products, on a large variety 
on geographies.
Used to manage multicultural teams 
on multinational environments, has also 
developed strong skills in areas such as 
Operations and Logistics.

A sense of humor is part of the art 
of leadership, of getting along with 
people, of getting things done.
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DIRECTOR COMERCIAL PORTUGAL, GENERAL CABLE CELCAT
PEDRO MORAIS 



————————
Production Manager – Aquino Con-
struções, S.A, Portugal
(August 2011 to present)
• Coordination of all company projects 
in Portugal, as well as the negotiation, 
control services and construction supply 
while ensuring an effective management. 
• Contracts management with the Águas 
de Portugal group client, for the con-
struction of water supply systems and 
wastewater sanitation, in the environment 
sector.
• Management of a team of 15 collabora-
tors with functions in project manage-
ment and operation areas (Team of civil 
engineers and Foreman).
• Achievements: Because the construc-
tion sector is undergoing a period of 
severe crisis, the company was forced to 
go through a difficult readjustment, and 
I had to lead the process of dismissing 
dozens of collaborators and restructuring 
internal processes.

————————
Project Manager – Aquino Con-
struções, S.A, Portugal
(August 2009 at August 2011)
• Coordination of water supply systems 
and wastewater sanitation construction 
projects for the Águas de Portugal group 
client in the south-central region of Por-
tugal (Alentejo).
• Analysis and coordination of the stra-
tegic execution of the work according to 
planning, activities control, contract man-
agement with subcontractors and clients. 
• Achievements: Identification of costs 
deviations and implementation of correc-
tive measures.
————————
Project Manager – Leirislena Con-
struções, S.A, Portugal
(February 2008 at August 2009)
• Coordination of company projects (wa-
ter supply construction systems) on the 
Madeira island of.
• Analysis and coordination of the stra-
tegic execution of the work according to 
planning, activities control, contract man-
agement with subcontractors and clients.

————————
Profile
Civil engineer with 16 years of profes-
sional experience in the construction sec-
tor. During this period several functions 
were performed, from which I emphasize 
the following: Project Management, Ne-
gotiation, and Team Leadership. 
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PRODUCTION MANAGER, AQUINO CONSTRUÇÕES
RICARDO PAULO HENRIQUES GONÇALVES



————————
General manager, SEAMODAL 
CARGO (2012 to 2017)
Led the commercial & Operations depart-
ment in the commercial strategy redefini-
tion and team restructuring.
Improvement of the internal processes 
and activities to simplify company’s 
operation, identification and mitigation of 
operational and financial risks. Imple-
mentation of several Key Performance 
Indicators (KPIs)
Responsible for creating Monitoring solu-
tions for portfolio analysis and underwrit-
ing policies – credit granting, leading to a 
significant financial ratios improvement
————————
Deputy Administration, OGPI / 
OGCE (2001 to 2012)
Definition of the commercial strategy for 
investments’ promotion in national and 
international markets.
Analysis of the feasibility of real estate in-
vestments, definition of financial strategy 

and solutions for projects’ optimization 
from investor / developer perspective.
Coordination of production and project 
management, in the Construction of 
several housing complexes (average 25M 
euros investment)
————————
Before 2001
Project management and processes 
development and optimization functions 
in several companies in real estate and 
construction industries.
————————
Achievements
More than 12 years of experience in 
Business Management and multidisci-
plinary teams in complex environments. 
Experienced in launching, restructuring 
and operational optimization.
Redefinition of Commercial strategy, 
with relevant results, namely in operat-
ing margins and a significant impact on 
the relationship with partners and market 
positioning.

Conception and implementation of CRM 
tools, customer segmentation and set up 
of several customized solutions allowing a 
service differentiation in a B2B environ-
ment.
Study and analysis of the feasibility of 
several investments (in the industries of 
real estate and logistics operations), defi-
nition of financial strategy and solutions 
for projects’ optimization from investor / 
developer perspective.

“Rank does not confer privilege or 
give power. It imposes responsibil-
ity.” Peter F. Drucke
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————————
Instituto de Informática, I.P. - IT 
Public Agency (Social Security), 
Senior official
IT professional with profound expertise 
in infra-structure architectures involving 
servers, databases, networks, cloud pro-
viders, virtualization and major up-to-date 
technologies.
Former assistant director and director of 
the IT operations, responsible for the de-
sign and implementation of the new data 
centre architecture, as well as manage-
ment of operations for 10,000 users of 
the Portuguese Social Security.
————————
Instituto de Informática - IT Depart-
ment (Ministry of Finance), Deputy 
director
Assisted the general manager of the 
Department (180 workers and an annual 
20 M euros budget).
Directly supervised two divisions, being 
responsible for the IT infrastructure of 

servers, networks and operations (80 
workers). 
Managed a project to interconnect a 
private network that comprised all 16 
organisations of the Ministry of Finance.
————————
INATEL – Social and Recreational 
Public Agency, IT Board advisor 
Performed an independent audit of inter-
nal IT services, concerning accountability 
and efficiency.
Reviewed the IT processes and proce-
dures, contracts and service level agree-
ments, achieving adequate IT service 
to 30 decentralised units (hotels) and 
to central office functions (accounting, 
human resources and other central busi-
ness divisions).

Learn something new every day.

PUBLIC SECTOR SENIOR OFFICIAL, INSTITUTO DE INFORMÁTICA, I.P.
RUI BASTOS
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————————
Head of Trainning at El Corte Inglés
Experienced leader in training and devel-
opment of people, with a history of almost 
20 years in the Retail sector. Specialized 
in Human Resources Consulting, Coach-
ing, Performance Management, Leader-
ship and Organizational Development.
Responsible for internal communica-
tion and deputy director of the company 
magazine.
Active participant of working groups re-
sponsible for the implementation of new 
projects of the group in Portugal.
————————
Sales Executive MC Mediação, In-
surance and Financial products
Motivate commercial banking channel 
teams to achieve their goals. Implementa-
tion of meetings for product presentation, 
definition of sales strategies by product 
and customer, training in new products 
for sales teams from the south and 
islands.
My main achievement was to integrate 
the behavioral and sales techniques of 

the training plans with an essentially 
product aspect.
————————
Coordenadora Pedagógica de For-
mação na Escola de Comércio de 
Lisboa/Training Coordinator
My major challenge was to design the 
Marketing Technician and Sales Techni-
cian courses, integrating the require-
ments of traditional teaching with the 
training needs of the business world.
I learned what the whole conception of 
training was from the point of view of the 
educational sciences: what is gained in 
terms of learning being coherent, inte-
grating different knowledge, structured 
and technically demanding.
————————
Achievements
• Opening of El Corte Inglés in Portugal, 
the only Department store in our country 
and the first experience with internation-
alising the concept;
• Achieving consistency and constancy of 
the annual training programme, which in-
dicates the importance and commitment 

given to training and motivating people 
throughout the organisation;
• Building and registering the training 
brand “We are the shop that always says 
YES! [Somos a Loja do SIM!]”  was the 
product and result of what I do every day;
• To be sought out by my peers when 
other perspectives are needed about 
their people.

YES! Nothing is impossible, there is 
always a solution. I like to make the 
difference and do things differently, 
to give my best to establishing win-
win relationships.
What motivates me is knowing that 
every day I am contributing to train-
ing and developing better people 
and better leaders.

HEAD OF TRAINNING AT EL CORTE INGLÉS
SALOMÉ BARREIRA
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————————
Chairman of the Executive Board of 
Alliance Healthcare
Leading the pharmaceutical distribution 
market in Portugal has been a fascinat-
ing experience. Over the next 3 years we 
want to strengthen our leadership and 
continue to be the engine for innovation 
and the creation of differentiated services 
that add value to the entire pharmaceuti-
cal chain.
————————
Manager of the National Associa-
tion of Pharmacies – Manager of the 
Department for Business Develop-
ment
Creation of the second largest loyalty 
programme in the country – The Portu-
guese Pharmacies Programme - Saúda. 
The loyalty program has been a huge 
success – an international case study – 
and has more than 2.2 million users.

————————
Co-founder of Claro Network
A start-up built on the basis of a busi-
ness plan created by 2 pharmacists who 
believed in a differentiating project. It is 
now a market benchmark in the support 
and provision of pharmacy consulting 
services.

Luck, of course, is a big part of it. 
A competent team with decision-
making responsibilities, motivated 
by their peers and with a capacity 
to work and be led by example, 
achieves and surpasses each and 
every objective. Sharing success 
is important, but solidarity in hard 
times is only within the reach of 
great companies.

CHIEF EXECUTIVE OFFICER OF ALLIANCE HEALTHCARE PORTUGAL
TIAGO GALVÃO PEREIRA
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