Name :
ARNEL 

________________________________________________________________      

PERSONAL DETAILS :

Date of Birth


:
February 20,1962

Place of Birth


:
Manila, Philippines

Sex



:
Male

Nationality


:
Filipino

Civil Status


:
Married

Religion


:
Roman Catholic

Weight


:
145 lbs.

Height



:
5”7

Language spoken / written
:
English & Tagalog
Email Address

:
arnel.3484@2freemail.com 
EDUCATION :
University


:
FAR EASTERN UNIVERSITY (FEU) 





BSC MARKETING  ( 1979 – 1983 )

Secondary


:
FAR EASTERN UNIVERSITY (FEU)






( 1975 – 1979 )

Elementary


:
FAR EASTERN UNIVERSITY (FEU )






( 1969 – 1975 )

WORK EXPERIENCE :

1. SALES & MARKETING MANAGER

Globalmobile Telecoms Inc. Philippines
( 01 Nov.2007 – up to present )

JOB SUMMARY

Maximize store contribution through exploiting every opportunity to drive sales, reduce stock  loss and maintain cost controls. Delivers the highest levels of motivation and development of team members and ensures individual and store compliance with all company regulations and procedures.

KEY DUTIES & RESPONSIBILITIES

SALES

Key Result Activities :


Maximizes sales and exceeds store budgets, achieved through effective and continuous space, stock and seasonal management and highest possible levels of customer service. Uses sales and space reports to determine correct allocation of space within store and uses sales history to condense or open space out seasonally. Advises ( Business Manager / Operations ) on out of stock departments / lines, slow sellers or price sensitivities. Plans and organizes key/promotional events in a timely and systematic way, to ensure on-time delivery. Actively seeks out and exploits any additional opportunities to promote sales.


Decides / Recommends

Decides store layout and stock positioning. Manages stock availability. Trains and promotes high customer service standards. Gives feedback on lines, sellers and customer requests. Recommends in-store promotions.

VISUAL MERCHANDISING

Key Results Activities :

Drives highest possible standards of in-store visual impact. Ensure brand/layout guidelines are being correctly followed to deliver brand values and ensure corporate ‘handwriting’ is evident in presentation. In conjunction with visual merchandising team, ensures up to date ‘look’ to window displays. Drive sales floor presentation and housekeeping/recovery principles to the highest standard by regular walk thru and corrective action/coaching.

Decides/Recommends

Applies and maintains guidelines and standards for visual presentation and store appearance.

STOCKLOSS CONTROL

Key Results Activities:


Ensures store achieves defines stockloss targets. Ensures store accurately carries out all loss prevention activities as defined by their stockloss action plans. Constantly seeks to improve staff awareness of stockloss issues. Actively seeks out and implements any additional opportunities to reduce stockloss.


Decides/Recommends

Decides on form of implementation of stockloss controls, recommends areas of focus.

PEOPLE MANAGEMENT

Key Result Activities

Participates in selection of new staff. Administers all staff issues. Initiates and promotes highest standards of in store training including weekly communication, daily de-briefs, product knowledge and on the job coaching. Identifies areas of training need within the store and develops or arrange programs to address them. Identifies individuals with potential within the store and formulates action plans or allocates additional responsibilities to further their development. Ensures a development plan is in place and implemented for every member of the store team.


Decides/Recommends

With staff evaluates performance and development needs. Decides store training programs. Recommends additional training requirements, disciplinary actions/terminations. Initiates promotions/salary increases.

ADMINISTRATION

Key Results Activities

Ensure store enacts and is fully compliant with all required administrative procedures according to company guidelines and within deadlines. Ensures an effective communication of issues and ideas between store and operational management.


Decides/Recommends

Approves store documents ( daily reports, refunds, exchanges, etc, )

Knowledge Base : Retail Knowledge

Skill Base : Delegation, Management, Multilevel, Communication, Negotiation, Decision Making, Analytical and Interviewing.

Behaviour Base : Commercially aware, Business Oriented, Balance Judgement, Assertive, Approachable

2.   AREA SALES MANAGER
             PLDT Everythingonline Inc.  (06 April 2006 – 15 Oct. 2007)

             2F Centerpoint Bldg.Julia Vargas Ave.,Ortigas Center Pasig City Phils.
3.   BRANCH MANAGER
             Wellcom Telecom Inc. ( 01 Sept 2003 – 15 March 2006 )

             Makati City, Philippines
4.    SALES SUPERVISOR
              Easycall Communication Inc.
              ( 12 April 1993 – 10 Aug.2003 )

              Mandaluyong City, Philippines
SPECIAL TRAINING / SEMINAR ATTENDED ;
1.  SALES MANAGING & CREATIVE MERCHANDISING 

         (01-03 Dec. 2007) 

         Globilemobile Telecoms Inc.
             2.   WELLCOM TRAINING & SEMINAR on HUMAN RELATIONS

   ( 29 Dec 2003 )

  3.   TRAINING THE TRAINORS  ( 03 –05 June 2005 )
   Wellcom Telecom Inc.
        4.   HOW TO BECOME A BETTER MANAGER  ( 09 – 12 June 2006 )

   PLDT – Everythingonline Inc.
