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Randell
SUMMARY
Eight years experience in business development and account management in a fast moving consumer goods company. Delivering sales growth and periodic sales target, improving operational effectiveness. Leading by example to all in doing the right work attitude and passionate on bringing out the best of others. Experienced sales professional focused and determined to create a competitive advantage to achieve business results.
EMPLOYMENT DETAILS
PHILIPPINES INC.






August 2007- August 2015

Position: 
Sales Executive




April 2014- August 2015
Duties and Responsibilities:
· Source out market opportunities (new outlets, special events, activations and new accounts)
· Define action plans based on business conditions and actions of competitors.
· Provide support for pre-sellers in outlet negotiations when needed, using the value proposal elements.
· Manage and approve operating expense budget and cost related expenses within level of authority.
· Seek out exclusives on Outlets by proposal elements, credits, discounts and customers support materials such as tables, chairs, banners, etc.
· Pursue the customers satisfaction through the service provided by the sales force. 
· Follow up on volume and availability goals of each Pre-seller.
· Conduct outlet checks and field coaching activities with
 Pre-seller.
· Design specifics plans to guarantee the execution of the PicOS elements.
· Look for improving the sales on the more profitable portfolio of SKU’s.
· Follow up on CDE, glass introduction and outlets with sales zero (no sales).
· Solve and re-direct work orders, PicOS requirements and value proposal expenses.
· Ensure the proper administration of the assigned pre-sellers e.g. recommend hiring, handle termination process for pre-sellers.

· Daily visits to market to ensure and coach pre-seller on his main functions. (focus on gold clients)
· Work with Sales Manager to develop the assigned area sales plan and optimal route plan.
· Ensure coordination of the team with other internal functions e.g. cold drink equipment deployment and merchandising material
Position: 
Field Sales Manager
 



September 2012 ~ March 2014
Coca-Cola Bottlers Philippines Inc.

Silangan Industril Estate

Canlubang Calamba City Laguna

Duties and Responsibilities:
    1.Business Development
· Management of profitable sales to trade volume achievement through GREEN / RED 

· Ensure achievement of GREEN Targets, completion rate, strike rate, lines per call of the team

· Ensure achievement of RED Targets with availability, price compliance, activation, cooler compliance, SOVI – Share of Visible Inventory

· Develops MLP business grow horizontally and vertically, to ensure captures the whole AOS or all outlets inside the area with new open outlets and expand the availability thru lines per call

· Ensure to attend the customer requests and issues thru associates

· People Development

· Ensure the GSE and RS (w/ MSP) are highly motivated to drive best performance

· Conduct In-Field Coaching to train the GSE and RS to help them express in their best skills and knowledge or develop more to achieve volume

· Conduct review Meeting to address the gaps and execute action plans effectively

   2.Route Planning

· Ensure SCL validation with effective SCL design thru right frequency, right number of target calls, right segmentation and channel

· Ensure usage of SFA tools, handheld and tiger mobile
Position: 
Key Account Executive
 


March 2010 ~ August 2012
Coca-Cola Bottlers Philippines Inc.

Laguna Area
Duties and Responsibilities:
· Leads the Key Accounts Execution in the Region. 

· Ensures attainment of revenue targets  of the Key Accounts  Business covering  all its account branches at Region level through attainment of sales targets, proper credit management (for locally collected accounts), outlet execution, managing the performance of  key accounts sales at branch level and , effective collaboration with the support functions.  
· Directs the Coordinators and Execution Coordinator in the delivery of sales and execution of marketing programs and plans aligned with corporate directions, ensuring   that they are properly coordinated and effectively carried out within the region. 
Position: 
Account Developer



     
May  2008 ~ Feb 2010
Coca-Cola Bottlers Philippines Inc.

Laguna Area
Duties and Responsibilities:
· Establish relationships with new customers and secure contracts with new customers that achieve assigned sales quotas and targets
· Prospect for potential customers using direct method of face to face meetings.

· Provide feedback to company management on market trends, competitive threats, unmet needs, and opportunities to deliver greater value to customers by extending company offerings 

· Be a positive representative of the company and its brand in the marketplace.

Position: 
Mini Bodega Salesman




August 2007 ~ April 2008
Coca-Cola Bottlers Philippines Inc.
Cavite Area
Duties and Responsibilities:
· Establish relationships with new customers and secure contracts with new customers that achieve assigned sales quotas and targets
· Prospect for potential customers using direct method of face to face meetings.

· Ensuring availability and price compliance of all must have sku’s.

· Maintaining the right inventory level in the warehouse to avoid out of stocks issues.

· Work with delivery teams to proactively address problems.

· Provide feedback to company management on market trends, competitive threats, unmet needs, and opportunities to deliver greater value to customers by extending company offerings 

EDUCATIONAL QUALIFICATION

Tertiary:

BS Computer Science
University of Perpetual Help


Binan, Laguna


1993 – 1998
                        Graduate
High-school:
Sta Rosa Educational Institution


Sta Rosa, Laguna



1989 – 1993
                        Graduate
PERSONAL DATA

Birthday



November 12, 1976

Height



5’7”


Weight



65 kgs

Sex



Male


Civil Status


Married

Spouse



Elena Hahn


Occupation


Accountant

Nationality


Filipino


Language/ Dialect Spoken:
English, Tagalog
            Visa Status                                 Visit Visa

SEMINARS and TRAININGS ATTENDED

Value Dialogue Training
Business Acumen Training Program (“Making Sense of Business”)

IDM Training

Effective Communication Using Persuasive Selling Format Training Program

Alert Driving Online Training Program

Bmobile Training

Teach-back Certification

IMCR level 1

Situational Leadership
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