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CURRICULUM VITAE

ABIODUN.128155@2freemail.com 


Date of Birth




31 October 1974
Nationality 



Nigerian
Demographic Profile


Male 
Languages  



English / Yoruba

TERTIARY EDUCATION

	Name of Degree / Diploma / Course
	Institution/

Dates
	Completed

	MBA (Marketing)
	Current

University Of Liverpool
	Current

	Bsc. Economics and Statistics
	1995

University of Benin, Benin-city
	YES


PROFESSIONAL ASSOCIATIONS
· National Institute of Marketing of  Nigeria (NIMN)
COMPUTER PROFICIENCY

	Package

	Excel, PowerPoint and words

	


OTHER COURSES COMPLETED

· Category Management 2 training –Lagos, September,2012.
· Shopper & Customer  Marketing Green-house Project – Unilever Kenya – 2011
· EDGE & TDOM workshop-Kenya-2011.
· Perfect Store workshop – Kenya - 2009

· Channel Goal Workshop - Unilever Amet - 2007
· Ignite Conference - Unilever Johannesburg, South Africa - 2007.
· Meeting of Shopper & customer  Marketing practitioners.

· Territory Distribution and Channel Management –  Unilever Egypt ,2007

· Point of purchase Vision - Unilever Amet - 2007

· Certificate in Data Processing - Maxysoft Computers, Lagos.-2009.

Period 




December 2004 - Present
Company 




UNILEVER NIGERIA PLC
Unilever Nigeria Plc is a manufacturer of leading brands in foods, home care and personal care (FMCG).It has over 15 brands in its stable. Unilever Nigeria Plc is the market leader in Oral, tea and spread in the Nigerian Market. It is a multinational with strategic link to other Unilever companies globally.
Last Position Held 


Various – As Listed Below
September 2012 – Date                        
National Key Account Manager

JOB SUMMARY DISCRIPTION

Develop and execute with our customers a customer strategy and customer business plan. He is responsible for the achievement of turnover and the P&L of his customers for the categories as well as for the implementation and the optimization of the category strategies within the customer.
Customer Strategy and Business Plan

· Develops the customer strategic business plan for his respective categories. Work out a joint customer business plan for his respective categories.

· Works in close collaboration with de Category Managers for the category input, and with customer marketing for the banner/channel plan
· Develops optimal integrated promo plan (incl. selling the plan @ the customer) and manage promo investments
· Manages customer promo investment at his customer

· Manage the customer P&L for his respective categories

· Provide clear objectives and deliverables for the field team

· Deliver the agreed plan, follow-up achievement of counterparts set in the agreement

Negotiation

· Closes the deal with the Customer by negotiating the trade terms, trade funding, and counterparts according to the UL strategy on his categories 

· Manages overall levels of Customer Investments for his category

· Monitors Customer Performance by tracking customer contribution and market share for major categories

Plays active ambassador role

· Acts as active ambassador of Unilever at the customer and of the customer at Unilever
· Participates actively to the account managers meetings, looking at the best solution for the business even if not in line for his/her customer
Achievements

· As the National Key Account Manager, I successfully led the recruitment establishment of two big Key Accounts (Next Cash & Carry and Grand Product) for Unilever.  They contributes addition Average weekly sales of =N=16 Million to Unilever sales volume.
· Led the design and execution of sales promotions, assortment, and merchanding standard and shelve layout for all the Key Accounts Pan Nigeria.
· Achieved minimum of 30% ROI for all the Key Accounts Pan Nigeria through effective stocks and promotion management.

· Cut down agencies cost by 15% through effective monitoring and management of agencies contracts.
January 2009 – July 2012                         
Shopper & Customer Marketing Manager

JOB SUMMARY DISCRIPTION
The Shopper & Customer Marketing Manager is responsible for leading the development and execution of all insight-based (Shopper &Trade) in-store/shopper promotions and activations with the aim of making the company brands the preferred brands at the point of purchase by creating shopper demand.

He leads the development and execution of fully integrated, shopper, customer and channel, insight based brand/category solution and activities for Customers/Channels.
· Lead the campaign and scheme delivery (Programs) in the Regions.

· Develop quarterly and monthly category plan for assortment, shelf-layout, Promotional strategy and price positions, focusing on the target shopper & consumer.

· Support the annual account joint business planning process through data analysis and opportunity identification.
· Develop strong relationship with Customer at marketing and Activation level.

· Lead execution and delivery of all regional Marketing Activation.

· Project Planning, marketing spend, campaign execution.

· Leading and driving excellent execution of marketing Activation with regional Activation teams and third party agencies. 

· Manage Shopper and customer Marketing trade budget and investment in the Regions.

· Lead Customer, partner and retailer marketing trade execution.
· Support new product introduction for listing into; (bottom up forecasting, distribution build up and target.

· Run customer specific cat man (Category Management) projects.

· Customer input to S&OP.

· Use and leverage account specific category and shopper insights.

· Execute brand standards (brand DNA) and support development and execution of channel specific brand standard.

· Implement Shopper and customer marketing plan.
· Ensure product availability and visibility.

· Measure and review category performance.

· Manage retail margin and customer profitability.
· Manage creative, activation, digital, creative and other agencies for delivery of campaign objectives.

· Build excellent relationship with the regional /local responsible manager of the concerned customers
Achievements

· As the Trade Category Marketing Manager, I successfully led the launch and execution of Unilever Loyalty Scheme for three consecutive years 2008, 2009, and 2010 with Average weekly sales volume in excess of 30% targeted sales volume.
· Designed and executed sales promotions, assortment, and merchanding standard and shelve layout for Unilever Nigeria business. Manage budget of =N= 2 Billion and team of 16 (direct report) and 500 foot soldiers (Indirect report).Also developed wholesale and retail business customers' profile, cross-category solutions, retail sales training and customer advertising and e-marketing initiatives.
· I led the development and execution of the war games strategy and tactics that help Unilever Nigeria in regaining her market leadership in the fabric cleaning category.
· Also developed the first ever Perfect store one pager for the Oral category (Execution standardization).

· Achieved minimum of 50% ROI for all my Channel promotions and activations.
· Cut down agencies cost by 20% through effective monitoring and management of agencies contracts.

March 2006 – January 2009                       

Customer Marketing Manager (HPC)

· Develop and led execution of fully integrated, shopper, customer and channel, insight based brand/category solution and activities for Customers/Channels.

· Develop strong relationship with Customer at marketing and Activation level.

· Customer input into Innovation program.

· Jointly build account/Channel specific customer marketing plan to deliver category/brand objectives (CMP).

· Manage total trade investment. (TTI).

· Integration of brand marketing plans with Customer business planning.

· Consolidate field plans.

· Ensure brand standard/Brand DNA for channels are adhered to.

· Work with Key Account managers to ensure excellent in-store activation and delivery of business plan.

· Provide Channel and customer thought leadership.

Achievements

· As Customer Marketing Manager for the Home and personal care Category, I successfully led the trade launch of Omo Jaws (a major relaunch of the Omo brand) in July 2007, and launch Sunlight in 2009.Sunlight launch is currently a reference point in Unilever, and with a average weekly sales volume in excess of 80% of projected sales volume.

· Developed the first ever channel Customer Marketing plan and Trade Category Plan for the Home and personal Care Category.

· Achieved minimum of 80% ROI for all my category promotions and activations.

· Also land project WON (A regional initiative to regain Market leadership in the fab clean category) in the trade which resulted in Unilever regaining market leadership in this category..

December 2004 – March 2006

Field Sales Manager, South East

· Drive the delivery of company sales targets for assigned area of responsibility.

· Develop customers and channel activities in the region.

· Contribute to the development and implementation of category and channel strategy is assigned region.

· Build an intimate understanding of local trade and consumers /customers.

· Support training and development of staff.

· Develop sub customers and new channel activities for key customers.
· Lead the field sales force by showing the example.
Achievements

· Delivery of territorial target since resumption of duty in the territory.

· Managed all the key distributors in the territory for growth and profitability (42% growth over last year)

· Effective control of field expenses and other overheads in line with the approval limit / budget with result in 10% reduction in expenses and overheads.

· Expansion of distributor network in the territory by 10%.

· Reduction of key distributor’s debtor balance by 50%.

· Increased market share growth from 44% to 65% in assigned territory.

· Increase territorial strike rate (Productive rate) by 25%. 
Period 




July 1997 – December 2004
Company 




NIGERIAN BOTTLING 







COMPANY (COCA-COLA)
A multinational bottler of coca-cola soft drinks of Coca-cola, Fanta, Sprite, five alive and Eva water. Market leader in the soft drink category.
Last Position Held 


Various – As Listed Below
April 2002 – December 2004

Unit Sales Manager

· Develop strategies to achieve sales volume and profitability target for all packs and brands (SKUs).

· Ensure sale and growth targets are achieved on a monthly basis in respective sales unit (territory).








· Ensure strict adherence to credit and sales policies and manage receivable balances.

· Oversee the day ​​– to –day operation / administration of the depots.

· Manage dealers to ensure excellent service delivery in all outlets.

· Support training and development of staffs.

Achievement

· Effective implementation of sales and profitability induced strategies.

· Recorded the most peaceful and crisis- free administration/tenor.

· Expansion of the distribution network in the territory by 10%.

· Effective control of field expenses and other overheads in line with the approved limit/budget.

· Administration/co- ordination of the territory sales force activities for the realization of the stated sales objectives.

· Reduce customer’s debtor’s balance by 50%.

January 1999 – April 2002

Business Development Manager

· Ensure constant availability of all brands and packages in strategic sales depots/High volume outlets (SSD/HVO)

· Ensuring constant availability of all brands and packages in strategic sales depots/High volume outlets (SSD/HVO).

· Identity potential outlets and developing existing SSD/HVO.

· Monitor sales asset productivity and recommended placement of same.

· Implement and monitor marketing promotional activities in SSD/HVO assigned territories.

· Protect and enhance company’s image by ensuring proper placement, display and maintenance of pertinent point of sales materials in SSD/HVO’S assigned territories.

· Report and act on all trade activities that will develop SSD/HVO territory.

· Competitor’s activities, outlet creation and key community programs that may affect SSD/HVOS.

· Evaluate SSD/HVOS stock status at specified period; recommend next appropriate purchase and relay sales orders for follow-up.

· Build and manage partnership and business relationship with SSD/HVO operators, proactively identifying and resolving business and operational issue arising from the relationship. 

Key Achievement

· Distribution and penetration of the company’s products in peri Urban milieu.

· Achieving 3400 case incremental sales by relocating 21 electric cooler to more productive outlets.

· Supervision of special sales force within the territory for effective result (visibility and availability).

· Responsible for the achievement of targeted sales volume, value and gross margin 

· Enlist 233 new outlets to generate incremental sales of 2,800 cases in the territory.

· Achieve 90% visibility by ensuring product display in neighborhood and open market.  

July 1997 – January 1999
Graduate Salesman 
· Sales of company product to designated dealers.

· Prospecting for new accounts and activating old ones.

· Filling of sales documents for policy making.

· Effective territory management and coverage.

· Marketing intelligent and sale information collection.

· Implementation of policies and procedures in trade.

· Customer management and development for profitability. 

Achievements
· Growth of territory customer base from 240 to 320 within 3 months.

· Increase the territory sales contribution by 10% with 4 months record.

· Low level of product recall through application of FIFO and quick response to complaint (stock management).

· Achieved the following growth;42% sales volume,3% market share,98% product availability, effective application of direct sales (RDS) within 6 month of taken over the route
Reason for Leaving 


Promotion
ABIODUN 





PERSONAL DETAILS





ACADEMIC RECORD








CAREER CHRONOLOGY








