THOMAS ALEXANDER
SUMMERY

Strategic achiever with three decade outstanding record of delivering key significant contributions towards previous companies continued business growth. A highly competitive and result-oriented professional combining seasoned communication skills and rapport-building expertise to significantly contribute to enhance growth and profits. Accomplish business development activities by researching and developing marketing opportunities; implementing sales plans; managing staff. 
CORE COMPETENCIES 

· 30 years of Management, Operations, Business Development, Sales & Marketing challenges.
· Strong Team Building and Leadership capabilities.

· Trade Channel Development - Modern, Traditional, Pharmacy & Self Service.
· Result proven Brand, Distributor and Key Account Management.
· Strategic Business Planning & Product launches.

· Contractual Evaluation, Negotiation & Implementation.
· Commitment to Service Excellence (Customer Relations).
WORK EXPERIENCE

Deputy General Manager - Marketing

September 2015 – Till date
Brand: Skyfoam & Florid
Products: Mattresses & Pillows

· New brand development, allocation of marketing budgets, proper advertisement & brochure roll out and launch plan.
· Sales forecasting, preparing annual budget, scheduling expenditures
Distributor development, placement plans & product merchandise.
· Dealer sales force training & in-shop branding.
· Logistics planning & ensuring proper storing.
· Ensuring proper response to customer queries and complaints.
· Meets sales financial objectives by forecasting requirements; preparing an annual budget; scheduling expenditures; analyzing variances; initiating corrective actions.(Rs 75 crores/annum)
· Accomplishes sales human resource objectives by recruiting, selecting, orienting, training, assigning, scheduling, coaching, counseling, and disciplining employees; communicating job expectations; planning, monitoring, appraising, and reviewing job contributions; planning and reviewing compensation actions; enforcing policies and procedures
· Brand availability achieved through distributor appointment, route planning, stocking, training, placement, visibility and rotation of products.

· Reporting to the Board of Directors.

Area Sales Manager - Sales & Marketing
A V Thomas & Company (www.avtcpd.com)

August 2013 – January 2015
Brand: AVT

Products: Tea – Dust, Leaf & Tea bags, Coffee & Vending Machines
· Meets sales financial objectives by forecasting requirements; preparing an annual budget; scheduling expenditures; analyzing variances; initiating corrective actions.(Rs 75 crores/annum)
· Accomplishes sales human resource objectives by recruiting, selecting, orienting, training, assigning, scheduling, coaching, counseling, and disciplining employees; communicating job expectations; planning, monitoring, appraising, and reviewing job contributions; planning and reviewing compensation actions; enforcing policies and procedures
· Achieves sales operational objectives by contributing to sales information and recommendations to strategic plans and reviews; preparing and completing action plans; implementing production, productivity, quality, and customer-service standards; resolving problems; completing audits; identifying trends; determining system improvements; implementing change.(2400 Tonnes/annum)
· Sustains rapport with key accounts by making periodic visits; tailor made promotional supports; anticipating new opportunities.
· Brand availability achieved through distributor appointment, route planning, stocking, training, placement, visibility and rotation of products.
· Reported to the Chief Executive Officer (CEO).
Assistant General Manager - Sales & Marketing
Grove Limited (www.grovelimited.com)

November 2012 – April 2013
Brand: Grove

Products: Flavored Cassava & Banana Chips, Whole Spices, Cashew Nuts, Peanuts & Almonds.

· Determines annual and gross-profit plans by forecasting and developing annual sales quotas for regions; projecting expected sales volume and profit for existing and new products; analyzing trends and results; establishing pricing strategies; recommending selling prices; monitoring costs, competition, and demand. (Rs 24 crores/annum)
· Accomplishes sales human resource objectives by recruiting, selecting, orienting, training, assigning, scheduling, coaching, counseling, and disciplining employees; communicating job expectations; planning, monitoring, appraising, and reviewing job contributions; planning and reviewing compensation actions; enforcing policies and procedures.

· Achieves sales operational objectives by contributing to sales information and recommendations to strategic plans and reviews; preparing and completing action plans; implementing production, productivity, quality, and customer-service standards; resolving problems; completing audits; identifying trends; determining system improvements; implementing change
· Sustains rapport with key accounts by making periodic visits; exploring specific needs; anticipating new opportunities.

· Identifies marketing opportunities by identifying consumer requirements; defining market, competitor's share, and competitor's strengths and weaknesses; forecasting projected business; establishing targeted market share.

· Improves product marketability and profitability by researching, identifying, and capitalizing on market opportunities; improving product packaging; coordinating new product development.
· Reported to the Managing Director
Sales Manager - MENA
Palm International LLC, UAE

August 2011 – October 2012

Brands: Rhinos Club, Fulla, Disney, Snoopy, Garfield, Tigex.

Products: Licensed Character Shampoos, Soaps, Perfumes, Home Linen, Garments & Baby Care.

· Budgeting & achievement of annual budgets, P & L. ( AED 30 million /annum)
· Key account management with annual contract agreements
· Tailor made promotions as per the customer's account calendar
· Guide and monitor sales team and supporting their operations
· New customer addition by ensuring their credibility
· Ensuring merchandising & product display management with the implementation of Planogram

· Identification of OTC (Other Trade Channel) and ensuring extra visibility
· Statistical analysis of each promotional activity and promoter support
· Regular interaction with the distributors / customers on product feedback
· Regular performance review / appraisal and individual training for the team
· Regular interaction with Logistics, Procurement and Merchandise Manager on product movement
· Reported to the Operations Manager
Sales Manager - UAE
Al Seer Trading Agencies (www.alseer.com)

August 2007 – June 2011
Brands: Dabur, Vatika, Godrej, Cavin Kare, Paras, Balsara, Freeman, Heinz, CoRo (Sun Top), Libbys, Appletiser. KRBL (India Gate), Borges, Buitoni, Bokomo, Kerry Gold, Sanitarium, Mazola, Shama, Tata Salt, Double Delight & Hellema
Products: Heinz Ketchups, Mayonnaise, Farley's Biscuits, Libby's Fruits & Vegetables, Borges Olive Oil, Buitoni Pasta, DD Waffles, Bokomo Cereals, Appletiser Sparkling Juice, Sun Top Juice, Kerry Gold Cheese & Butter, India Gate Basmati Rice, Mazola Oil, “So Good” Range, Hellema Cookies, Shama Spices, Tata Salt, Dabur Range of Oil & Glucose, Godrej Soaps, Hair Dye & Powder, Paras Moov, Krack, Zatak, Mrs Marino, Nyle Oil, Odonil & Freeman Creams
· Country's (UAE) channel business development – Traditional Trade.
· Support the management on budgeting and supply chain on promotional activities
· Achievement of annual budgets, P & L (AED 12 million/annum)
· Managing sales - van and stock (ROI), merchandising & credit control as per the company norms
· Periodical interaction and field visit with stakeholders (Suppliers) and negotiate for market support
· Plan and action BTL promotions as per market /seasonal need and ensuring distribution and visibility in the trade
· Negotiating, finalizing and implementation of annual contracts with key customers
· Approaching new customers recommended by peer & ensuring their credibility.
· Regular performance review / appraisal and individual training for the team
· Branch Management and to monitor on the day to day office administration
· Regular interaction with Logistics and Supply Chain on product movement
· Reported to the General Manager
Territory Executive

Nestle Dubai LLC (www.nestle-me.com)

June 2006 – July 2007

Brands: Nido, Nescafe, Nesquik, Milo, Cerelac, Nan, Maggi, Quality Street, Kit Kat, Lion Bar.

Products: Nido Milk Powder, Maggi Range of Soups, Noodles, Bouillon  & other culinary products, Nescafe range of beverages, Nesquik, Milo, Breakfast Cereals, Confectionery – Kit Kat, Quality Street, Aero, Lion Bar, Milky Bar etc

· Spearheading sales operations; establishing leadership and enhancing market shares.
· Support the management on budgeting and regular achievement of assigned targets.
· Managing the major key accounts with annual contracts and frequent promotional support.
· Managing and motivating teams, to bring out their best in realizing organizational objectives
· Ensuring merchandising support to the customers and proper use of POPs.
· Computing retail selling price for the SKUs & ensuring their conformity to prevailing market trends
Territory Executive

Spinneys, Dubai LLC (www.spinneys-dubai.com)

November 1993 – May 2006

Brands: Nido, Nescafe, Nesquik, Milo, Cerelac, Nan, Maggi, Buitoni, Libbys, Quality Street, Kit Kat..

Products: Milk Powder – Nido, Maggi Range of Soups, Noodles, Bouillon  & other culinary products, Nescafe range of beverages, Nesquik, Milo, Breakfast Cereals, Buitoni Pasta. Libbys Fruits & Vegetables, Confectionery – Kit Kat, Quality Street, Aero, Lion Bar etc

· Branch, Traditional Trade & Merchandising team management (2001–05 KhorFakkan Branch)

· Accomplished sales targets with unified efforts from the sales and merchandising teams
· Led, motivated & constantly counseled the teams and assisted them for achieving branch targets
· Supported trade with seasonal and trade offers for maximum sales and consumer awareness.

· Actively supported budgeting, target setting and P & L.
· Close monitoring of Competitor activity to ensure counter attacks on correct period.

· Controlled  Warehouse inventory and logistics movement for the best coverage to the customers
· Good relationship with Key Account customers and best visibility agreements and product display
Sales Supervisor

Kwality Biscuits Ltd., India

November 1992 – August 1993
Products: Biscuits – Kwality Glucose, Pusti Milk Biscuits etc and Confectionery.
· Mentored and motivated the sales and logistics team, to scale the sales targets in the Indian state of Kerala, ensured prompt service and timely delivery goods at every distribution counter
· Responsible for the promotional activities of nascent and existing products, creating an awareness of its features and augmenting business avenues for the company
· Evaluating the performance of the team, providing them with resourceful inputs and implementing result-oriented strategies to boost the sales targets
· Reported to the Company Directors 
Territory Supervisor

Parle Products Ltd., India

December 1990 – October 1992

Brand / Products: Biscuits – Parle G, Krack Jack, Monacco, Cheeslinks, Sixer and Confectionery – Poppins, Melody, Mango Bite, Kissme, Roll A Cola etc

· Managed the sales, distribution and promotional activities in nascent territories and existing ones, deployed business-centric strategies to clinch repetitive business in highly competitive environments.

· Responsible for forecasting and assigning monthly targets to distributors, sales teams, comprehending the market trends and assimilating the fluctuations in the market to improve organizational profitability.

· Maintained the inventory at optimum levels for distribution to the channel sales associates and ensured the availability of products at every counter
Salesman

Godrej Soaps Ltd, India

March 1989 – November 1990

Brands / Products: Soaps – Cintol, Fresca, Vigil, Crowning Glory  Detergents – Key & Scorrers – Chavi Bar, Hair Dye, Talcum Powder etc
· Distributor management on stocking, bill payments and distribution

· Ensured front line placement of products, and effective merchandising in the outlets as per the requirement with ensured stock holding.
· Ensured proper usage of POS materials as additional support to ATL advertisements.
· Trained the salesmen at the distributor’s end, on the product features, placement and display plan.
Manager / Salesman

Tod Sloan, India

December 1985 – March 1989

Brands: Parchute, Peirce Leslie, Campco

Products: Marico Industries – Parachute Range, Peirce Leslie Cashew Nuts, Campco Chocolates
· Ensuring proper distribution of  products in the local market as per the principal company needs.

· Controlling market credit and to watch on the stock rotation (FIFO) and short expiry management.

· Coordinated with the principal company officials on inventory, damages, credit terms & promotions
· Executed good promotional activities in the market to get the best visibility and sales

EDUCATION

Kerala University
Bachelor of Commerce (B.Com.), 1981 – 1984
Annamalai University
Post Graduate Diploma in Marketing Management (PGDMM.), completed in1991

CERTIFICATES

Entrepreneurship Development 
Vikasavani Institute, Kochi (1986)
Accelerator 
Spinneys Dubai LLC 

Selling & Merchandising Skills


Nestle (1997)
Selling & Merchandising Skills Level II

Nestle (1998)

Innovation




Inchcape Marketing Services (1998)

Advanced Selling Skills



Nestle (1999)

Selling Skills for Sales Reps


Nestle (2001)

Nescafe Red Mug Road Show


Nestle Middle East Sales Training (2002)

Confectionery Knock Out Road Show

Nestle Middle East Sales Training (2003)
PERSONAL DEATILS

	Date of Birth
	18th April 1964

	Driving License
	India & UAE

	Nationality
	Indian

	Languages Known
	English, Malayalam, Hindi & Tamil

	Computer Knowledge
	M S Office, SAP & ERP
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