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	PRASAD
Email Id: prasad.100469@2freemail.com 
UNITED ARAB EMIRATES
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	CAREER OBJECTIVE ▼


Seeking a management position in Sales & Marketing, preferably in FMCG, that will capitalize on my acquired expertise and developed skills.
	FROFILE ▼


· Vast experience in FMCG (Tobacco, Food, Beverage, etc.) Sales & Trade Marketing 
· Handled both Modern & Traditional Trades in the GCC countries, Egypt & Yemen
· Dealt with major accounts like Carrefour, Lulu, UCS, Abu Dhabi Co-Op, Spinneys, etc.

· In-depth knowledge of marketing processes and product management.

· Excellent communication, written and presentation skills.

· Self motivated, customer focused with strong leadership and decision-making skills.
· Recognition of ‘Brand Strategy’ and have experience with ‘Global Brands’

· High level of proficiency in Customer Relationship Management
· Excellent knowledge of MS office package.
	KEY SKILLS ▼


Business Development, Category Management, Key Account Management, Distributor Management, Trade Marketing, Field Marketing, Pricing, Performance Appraisal, Team Management, etc.
	EDUCATION ▼


· Degree: Bachelor of Commerce (Degree attested)
University of Kerala, India



· Diploma: Diploma in Management Studies (Marketing) (Diploma attested)
The Institute of Professional Manager, Channel Islands, United Kingdom

	EMPLOYMENT HISTORY ▼


UAE (Last job from 2016)

As NATIONAL SALES MANAGER.

Distributor: BAQER MOHEBI ENTERPRISES, DUBAI

Products: Cigarettes (Sevios & John White)
Accountabilities:

· To manage the implementation of the Trade Marketing and distribution strategies in the UAE through the distribution field force in the different key channels in order to meet Distribution, Volume, Profit and Market Share objectives.
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· Ensure high quality productivity in execution through the Distributor Field Force.

· Managing resources, development and motivation of the field force, thereby improving company’s competitive position in the UAE Markets.

· Track and evaluate the performance of the Trade Marketing & Distribution team to achieve the regional objectives.

· Provide trade marketing information and reports on performances to ensure that the Management teams are fully informed at all times.

· Manage the forecasts to ensure optimal stock available to meet demand and maximize freshness of product at the point of sale through rotation.

· Implement trading terms and conditions policy across and continuously. Ensure profitability within company objectives.

· Align with recommended training programs for field force team to ensure operational excellence at the market level and follow up implementation.

· Work closely with the Distributor Management in order to develop relevant trade promotions and achieve common objectives.

· Maintain productive distributor relationships at all level by aligning objectives through regular communication.

· Drive the establishment of close working relationships with the trade in order to gain their active support to achieve the competitive edge in the market.
CO. LLC, UAE (2012-16)

As NATIONAL SALES MANAGER 

Products: Basmati Rice & Wheat Flour
Accountabilities:
· Spearheaded and grew sales by 85% in one year and successfully increased market share by achieving channel sales growth.
· Fully responsible for achieving the company′s targets in terms of sales, collection, distribution and visibility while maintaining a strong relationship with the consumers, customers and supplier. 
· Implemented sales fundamentals: coverage, distribution, productivity and visibility,
· Carried out tracking of in-store performance metrics: SKU availability, share of space within the category, promotion implementation, etc.
· Carried out regular performance review with important customers.

· Analyzed volume performance, identify shortfalls versus budget and recommend corrective action plans. 
· Negotiated Trading Agreements, Rebates, Display Rentals, Listing Fee, Promotions with new and existing customers

· Participated in Tender.
· Launched  new products (SKUs)
· Managed pricing to all customers with an emphasis on increasing sales and profits

· Followed up on the collection with the sales team
· Involved in the recruitment of Sales Team members and their performance appraisal.

· Trained the existing or newly recruited Sales Executives to achieve the company goal.
· Controlled the cost of the whole operation.
TRUEBELL MARKETING & TRADING, UAE (2009-2012)
DISTRIBUTOR FOR INDIAN TOBACCO COMPANY

As: NATIONAL SALES MANAGER  
Products: Cigarettes (Scissors & Wills)
Sales Force: 12 Sales Executives, 3 Sales Supervisors
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Accountabilities & Achievements:
· Achieved 100% increase in volume in 2 years and increased market share. Developed a sales strategy and ensured strong presence of brands in all targeted outlets. 
· Launched new business development initiatives and increased numerical distribution of brands.
· Created annual business plan by customer. 
· Analyzed volume performance, identified shortfalls versus budget and recommended corrective action plans. 
· Conducted regular performance review with each customer. 
· Carried out tracking of in-store performance metrics: SKU availability, share of space within each category, promotion implementation etc. 
· Clearly communicated and coordinated outlet level activities through the sales force: Sales Executives and Merchandisers. 
· Carried out presentations and product demonstrations at appropriate meetings and venues. 
· Conducted on-the-job training for Sales Executives to achieve sales, distribution and collection objectives. 
· Identified top outlets to focus activities effectively each month 
· Organized product sampling; employed trained promoters to generate brand trial.
·  Kept promotional spending within pre-defined budget • Developed all current outlets and added additional outlets. 
· Managed pricing to all customers with an emphasis on increasing sales and profits. 
· Addressed local opportunities within national accounts including new outlet openings. • Successfully launched new SKUs. 
· Maintained excellent relationship with outlet managers and category supervisors.
TIFFANY FOODS LTD, (IFFCO GROUP), U.A.E (2006-2009)

As AREA SALES MANAGER
Products: Biscuits, Chips, Chocolates, Wafer, Confectioneries, etc.

Sales Force: 5 Sales Executives
Accountabilities & Achievements:
· Achieved 100% increase in volume and value growth for the assigned territory in one year. 

· Ensured targeted outlets are covered, products available and visible. 
· Ensured sales system productivity in terms of selling, total volume and outlet covered. 
· Ensured customer relationship and service levels to outlets in terms of order fulfillment, merchandising, in-store promotions, frequency of service and complaints handling. 
· Ensured accounts receivables are collected on time and do not contribute to the build-up of overdue outstanding. Also ensured a strategy to recover overdue outstanding. 
· Periodically reviewed performance of Sales Reps and Merchandisers with the objective of improving performance, analyzed opportunities and built greater result orientation. 
· Trained and developed Sales Reps and Merchandisers for improved performance. 
· Ensured sales team is performing stock rotation and is following FIFO practice to maintain stock age policy thereby minimize stock returns. 
· Organized product sampling; employed trained promoters to generate brand trial. 
· Developed all current outlets and added additional ones.
THE KUWAITI DANISH DAIRY COMPANY, U.A.E (2004 to 2006)

As AREA SALES MANAGER

Products: Fruit Juices, Tomato Paste, Thick Cream & Ice Cream
Accountabilities & Achievements:
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· Developed business plans for the market that ensures achievement of company sales and profitability goals
· Developed and implemented all sales activities in market
· Assisted in the development and implementation of marketing plans as needed.
· Monitored each sales person’s daily performance and compared results with the month’s objective.
· Developed journey plans for the sales team and monitor implementation
· Controlled expenses to meet budget guidelines.
· Negotiated with trade and implemented rebates, discounts, growth bonus plans and visibility programs
· Maintained contact with all clients in the market and ensured high levels of client satisfaction
· Developed and implemented plans to expand customer base in the market
· Reviewed market stocks and took appropriate and timely action to address stock problems
· Conducted regular coaching and counseling meetings with the sales team to build motivation and selling skills.
· Maintained accurate records of all pricings, sales, and activity reports submitted by the sales team.
· Provided regular feedback to senior management regarding market performance.
ROTHMANS OF PAL MALL INTERNATIONAL (1994-1999) &
BRITISH AMERICAN TOBACCO (ME), U.A.E (1999-2004)
As TRADE MARKETING EXECUTIVE
Products: Cigarettes (Rothmans, Benson &Hedges, Dunhill, etc.)

Note: Rothmans had merged with BAT in 1999

Accountabilities & Achievements:
· Ensured timely implementation of all activities, exhausting all means and efforts to support achievement of company’s sales and brand objectives.

· Owned responsibility for the development, execution and performance of all programs designed to increase presence and ultimate off-take of brands.
· Lead efforts to leverage the brand positioning and solidified the company’s superiority through our customers.

· Closely monitored the sales and share development to ensure company’s objectives are achieved; communicated clear analysis and recommendations for improvements.

· Played effective in above and below the line agency selection, kept on going communication, and evaluated performance.

· Developed and executed P.O.S. materials/brand/channel to communicate brand objective.

· Developed for approval a clear assets strategy, lead asset purchasing, supervised placement, monitored and evaluated performance and return on investment.

· Lead the development and execution of new product launches across all targeted channels (sales training, listing, pipe line filling, special displays, utilization of P.O.S Materials)

· Lead the in-market co-ordination and communication of new packaging development and price changes.

· Built customer relationship, retention, loyalty and up gradation programs.

· Helped in improving the competitive position including relative trade advocacy and shopper preference as well as volume and value share within market.

· Worked with the sales team of Distributors to ensure fare distribution of brands.

· Successfully launched new brands and achieved fare distribution for Brands 

· Managed financial accounts and assets for the territory to ensure that trade marketing resources were secure and used in the most efficient and effective manner possible.
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DABUR INDIA LTD, DUBAI, UAE (1992-94) 

As MARKETING MANAGER (for GCC, Yemen & Egypt) Carried out regular market visits to all these countries. 
Products: Hair Oil, Tooth Paste, Soaps, Food Supplements, etc.
Accountabilities & Achievements:
· Worked across a portfolio of brands across the region within a multifunctional sales and marketing team. Increased the numerical distribution of all SKUs.
· Managed the creation and implementation of trade marketing materials that were appropriate within the region.
· Worked with agencies on the creation of POS materials, display stand etc.
· Participated in trade fares and exhibitions and developed in-store events for brand trial.

· Developed category management projects within major retailers across the region.

· Worked with the sales team of the distributors in all GCC countries, Egypt and Yemen on the execution of promotional plans, fare distribution of SKUs etc.
	PERSONAL INFORMATION ▼


Nationality:
Indian 
Place of Birth:
Kerala
Date of Birth:
30/05/1959 (Looking young and energetic)
Languages:
English, Arabic, Malayalam & Hindi

Visa Status:
On Visit Visa

	COMPUTER SKILLS ▼


MS Word, Excel, Power Point &Lotus Notes, also familiar with HHT operation.
	TRAINING / COURSES ▼


Knowledge of HACCP Standards, Person In-Charge for Food Safety, Retail Classification System (RCS), Critical Success Factors (CSF), Strategic Imperatives, Planning Process.
	DRIVING LICENCE▼


United Arab Emirates
