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MANOJ 

Dubai – U.A.E

E-Mail: manoj.167710@2freemail.com 

Personal Details


Nationality


:
Indian



Date of Birth

:
May, 03rd 1968



Place of Birth

:
Kerala-India



Marital Status

:
Married



Visa status


:
Employment Visa(NOC Available)


Licence


:
Holding a valid UAE, Oman & Indian
Driving Licences
Education




MBA – Marketing


Bachelor of Commerce – B.com
Diploma in Computer Application

Typewriting English Higher.
Additional Skills


Languages


:
English, Hindi, Malayalam & Arabic(little)

PC Skills   


:
Thorough knowledge of Windows 98 / 
Windows based application like Office 2000,Electronic mail etc..
Objective:
Ambitious person with good work experience, and the ability to adapt various work conditions, seeking a position that holds potential future career advancement, where I can utilize my management & selling skills and abilities to obtain a fulfilling career in business management.
Key Skills

FMCG Sales Management, Business Development, Distribution Network, MIS, MOU, FIFO, KPI, Channel Management, Sales / Marketing Budget, Revenue, Profit & Loss, ATL, BTL & TTL, Product Marketing, Marketing Mix (Product, Price, Place, Promotion, People, Process & Physical) Leadership, Planning, Negotiation, Agreements, Sales Target, FFE (Focus, Follow up & Execution), STAR (Situation, Task, Action & Result), SWOT Analysis, Problem Solving, Decision Making, HACCP, Inventory, Logistics & Warehouse Management.
Work Experience

*M/s. Al Ahli General Trading*

  April 2012 – Till Date
   -National Sales Manager-
Al Ahli General Trading is a Fujeirah based FMCG company have been established in 1977 and having its own distribution channels among UAE market.  Al Ahli is focusing on distributing Dry & Frozen Food items under the brand name “Al Rabee”.  

Dry Category:  Al Rabee Sunflower Oil, Al Rabee Vegetable Oil, Al Rabee 1121 XXL Steam Rice, Al Rabee 1121 XXL Sella Rice, Al Rabee Egyptian Rice, Al Rabee Biriyani Rice, Al Ahli Sugar, Al Rabee Salt, Al Rabee Canned Foods (Homos Tahina, Baked Beans, Green Peas, Chick Peas, Foul Medamas USA & China).

Frozen Category: Whole Griller Chicken, Chicken Franks, Chicken Burgers, Chicken Kabab,  Also we distribute different brands of frozen chicken parts (breast, drumstick, leg quarter, shawarma. Liver, Gizzard etc..), frozen meat items & frozen vegetables as well.  

Job Responsibilities:

1. Set and achieve key performance Targets for Sales, Cost, Delivery, Expenses and other measures of operational performances

2. Develops an efficient region sales program to ensure the achievement of the targeted sales forecast. 

3. Suggests any changes to the region area sales strategy, policies and procedures. 

4. Ensures the proper implementation of the established sales policies and procedures.

5. Negotiations and finalise ‘deals and agreements’ with existing current customers and new parties

6. Ensure Market Share, Growth & Profitable centre.

7.Manage and control the Area Sales Managers activities in distribution, FSD, Institutions and ensures their efficiency & maintain a strong distribution network. 

8.Controls Area Sales Managers performance through a comparison of targeted vs. actual productivity per brand and customer. 

9.Coordinates with the Area Sales Managers on the most efficient means to optimise the sales performance through reviewing and discussing the problems encountered during the daily sales operations. 

10.Coordinates with Area Sales Managers on advertising or promotional campaigns to improve the sales operations.

11.Monitor and assess on the competitors’ prices and sales strategy.

12.Monitor and follows-up all A/R related matters, in coordination with the Area Sales Managers and/or collectors. Handles the cases of delayed customer payments. 

13.Monitors the efficient and orderly shelf exposure and product pricing. 

14.Ensure the optimal sales and distribution of each brand by the sales team. 

15.Establish and maintain good relations with potential and current customers
16.Responsible for managing AGTC business for UAE market and reporting to the CEO... 
Specific  Achievements

Achieved sales growth since joined AGTC - 10% in 2012, 12% in 2013, 10% in 2014, 11% in 2015, 12% growth in 2016 & 11% growth in 2017... 

*M/s. Union Beverage Factory LLC *
Modern & Traditional Trade

January 2009 – March 2012
-Sales Manager-
Union Beverage Factory is one of the leading FMCG company having its own production unit and distribution channels among UAE market .  They are the manufacturers of strong four brands like Maaza Juice, RC Cola, Mambo Float and Aqua Q water.

Job Profile

Responsible for managing UBF business for UAE market with a staff strength of 24 personnel and reporting to the General Manager.

Delivery of budgeted net profits, operational effectiveness and employee performance.

Effective working capital management.

Conduct periodical customer business reviews, explore to develop business opportunities.

Responsible for forecasting and inventory management.

New business development.

Specific  Achievements

Achieved sales growths across brands–10% growth in 2009, 10% growth in 2010, 11% growth in 2011 through process improvements and focused approach.

Accomplished budgeted sales and profits for consecutive years. 

Successful launch of “Aqua Q” water & Mambo Premium ‘FLOAT CANS’- Negotiated with all main outlet’s, Whole Salers and all other Channels to obtained agreements for Product listing, Coding, Pricing, Trade deals and  Category displays etc.. 

Attained market leadership position for Maaza Mango in Juice drink category.

Professionalism was inculcated among the sales team by introducing various reporting systems like Daily sales reports, Daily Sales & Revenue Analysis Reports, Weekly work plans for Sales Supervisors/Executives, Daily Merchandising reports, Competitor’s activity reports & Market outstanding collection reports etc.

Improved competency levels of the sales team by conducting weekly sales meetings and by imparting monthly sales trainings. The training sessions included modern sales strategies to be adopted by the sales force and ensured it’s implementation throughout their work.

Initiated & converted all potential customers into company’s direct account and issued sales based F.O.C. stocks to main customers, in order to encourage them to regularly meet their monthly purchase targets fixed by the company.

Revised journey plan based on the area potential, increased distribution of complete product lines in all outlets and improvised the sales tremendously.

Piloted “Project Arabian Adventure” on UBF business to enhance distribution ,visibility and turnover.
*M/s. Masafi Co. LLC (Sharjah / Ajman / U.A.Q – UAE)*

Modern & Traditional Trade

November 2006 – December 2008

-Area Sales Manager-

Food & Beverage Div. – Masafi Water, Juice

Non Food – Masafi Tissue

Job Responsibilities:

1.Develops an efficient region sales program to ensure the achievement of the targeted sales 

forecast. 

2. Suggest efficient means for sales performance optimization. 

3. Suggests any changes to the region area sales strategy, policies and procedures. 

4. Ensures the proper implementation of the established sales policies and procedures.

5. Negotiations and finalise ‘deals and agreements’ with the current customers and new parties

6. Ensure Market Share, Growth& Profitable center.

7.Coordinates and supervises the daily sales operations within the specified region area. 

8.Manage and control the sales supervisors’ activities in distribution, FSD and institutions 

ensures their efficiency& maintain a strong distribution network. 

9.Controls the sales supervisors’ performance through the comparison of targeted vs. actual 

productivity per brand and customer. 

10.Coordinates with the sales supervisors on the most efficient means to optimize the sales 

performance through reviewing and discussing the problems encountered during the daily 

sales operations.

11.Coordinates with Superiors on advertising or promotional campaigns to improve the sales 

operations.

12.Monitor and assess on the competitors’ prices and sales strategy.

13.Monitor the processes all customer sales orders and their delivery& resolve any problems 

occurring whilst delivery.. 

14.Monitors and follows-up all A/R related matters, in coordination with the sales supervisors 

and/or collectors. 

15.Handles the cases of delayed customer payments. 

16.Monitors the efficient and orderly shelf exposure and product pricing. 

17.Ensure the optimal sales and distribution of each brand by the sales team. 

18.Establish and maintain good relations with potential and current customers.. 

Functional Relations: -
With the Finance Department to coordinate the timely processing of invoices and collections from customers. 

Specific  Achievements

· Achieved a sales growth of 18% in the area allotted, by identifying  the market potentials and venturing into new market segments.

· Instrumental in the successful launching of  Masafi Premium ‘JUICES’- Negotiated with all main outlet’s and obtained agreements for Product listing, Coding, Pricing, Trade deals and  Category displays. 

*M/s. Towell Unilever LLC (Muscat – Oman)*

April 2002–September 2006
-Area Sales Manager-
Brands –

Food & Beverage Div.

Liption Tea, Red Label Tea, Knorr Soup

Home & Personal Care 
Lux, Lifebuoy, Fair & Lovely, Vaseline, Dove, Signal, Closeup, Sunsilk, Axe, Comfort, Omo

Job Responsibilities:

RS(Re-distribution Stockist) Operation

· Manage, the alloted area operations with the following infra structure provided by RS (Re-distribution Stockist);
Sales Team
Vans

Merchandisrs

Warehouse

Storekeeper

Driver for Pre-selling deliveries

Computer operator

Executing principal’s budgets and Customer marketing plans. Act as the primary contact with the principals to ensure that all aspects of the relationships are managed to achieve outstanding results for our Customers, Principals and the Company.

Sales:

Primary Sales:

· RS has a set target for every month. RS has to prepare the purchase order under the supervision of ASI which has to achieve by the end of book month.

Secondary Sales:  

 It is the main responsibility of the ASI to organise and manage disciplined sales in the respective territory.

 Achieve the Secondary Sales (RS to market is termed as Secondary Sales) with the assistance of  Sales force provided by RS.

 ASI should have a track on the total number of outlets in the respective territory and outlets that are under coverage.

 Monitor the set route plan and make changes if required to get better productivity

 On job training to RSSM on product knowledge, selling skills, sales procedures etc..

 Conduct meetings with RS and RSSM and review business

 Split and assign sales and activity target among the RSSM based on their contribution and potential

 Claim sales force incentive on completion of the sales / activity targets

 Set targets to customers on sales, activity related schemes and PMP’s and monitor accordingly

 Spend more time in the market and ensure sales, effective implementation of all activities etc..

PMP (Permanent Merchandising Plan)

Towards close of the year, has to have a detailed analysis of sales, through a ranking report of the customers and short list customers where PMP needs to be implemented along with estimated spend for the full year.  On approval from HO, carry out negotiations with customers based on the parameters of the display and budget.

Activities

On getting the memo from HO, issue a memo to the RS for any activity as an approval to start the activity and brief the RSSM’s about the activity before implementation during the sales meeting. Ensure close supervision and proper implementation of the activities.

Targets

Set targets to RSSM’s based on their contribution and potential. Claim Sales force incentive on achieving the set target for RSSM.

Claims

Claims submitted by RS needs to be verified and passed with all relevent supporting.

Inventory
Ensure that the RS is holding stocks as agreed in the MOU.

*M/s. Mutrah Cold Stores (now Enhance LLC) (Towell Group of Co.) (Muscat – Oman)*

November 1998 – March 2002–Sales Supervisor-

July 1995 –  October 1998 –Sales Executive-

Job Responsibilities:

 Report to Sales Manager on all operational progress

 Manage a 10No. strength Sales force

 Conduct Sales meeting

 Achieve target

 Develop plans for sales promotions seeking progressive results.

 Implant strategies to improve sales volume & profits.

 Amending and adapting regional sales procedures to fit local conditions.

 Design plans and measures to increase productivity and motivation of staff in develope team spirit.

 Translate management strategies & plans into effective procedures leading to maximize market potential.

 Ensure appropriate appearance of market at all times.
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