Michael
Email: Michael.323940@2freemail.com 
Mobile: Whatsapp +971504753686 / +919979971283
Personal Profile
I am currently employed as a Regional Field Sales Manager for Reckitt Benckiser NZ and manage the Lower North Island of New Zealand. My experience is in FMCG Sales and Marketing, including basic Key Account Management, within the grocery industry, inclusive of perishables. Product ranges are diverse and client base is retail and wholesale.
Personal Attributes
· Results oriented, entrepreneurial and self-motivating.
· Tenacious and resilient, driven to achieve even when faced with obstacles.
· Interpersonal skills capable of building strong working relationships and influencing customers and internal teams
· Commercial understanding of business issues/opportunities
· Understanding of sales and marketing strategy and planning 
· Analytical skills with ability to capitalise on opportunities within territory
· Ability to follow direction and to seize opportunity
Employment Summary
Reckitt Benckiser NZ




      21 January 2011 to 31 October 2016
Regional Field Sales Manager – Lower North Island
Responsible for ensuring the operational / sales objectives of the categories and accounts are achieved in full and on time.  This is achieved through effective management of a Field Sales Team and ensuring they deliver financial objectives in Gross Sales, Net Revenue and costs. Ongoing training and development of Field Team is a key focus of the role.
Key Outputs
· Implementation of trade plans especially in the areas of volume and market share achievement, pricing, display and ranging.
· Recommend, develop and implement short-term corrective action relating to pricing, stock levels, competitive activity and volumes.
· Development and implementation of customer trading partnerships.
· Ensure acceptance and support for new brand launches/relaunches and brand promotions in Grocery Outlets, the distribution must be in line with the ranging achieved at Heat Office Account level.
· Maintain close contact and good relations with head office and regional buyers of all accounts and be aware of their policies, objectives and organisation structure.
· Ensure territory managers have a Store Co-op plan, ensuring that these plans achieve company promotional objectives within budgetary limits.
· Provide input to monthly volume estimates.
· Provide feedback on account performance issues and opportunity gaps to National Field Sales Manager through monthly work-in-progress meeting.
· Plan sales drives for the field sales team, and monitor and report back to territory managers as to their progress.
· Manage support staff to ensure abilities are utilised and developed to assist in achievement of the department’s priorities.
· Hold monthly meetings with Foodstuffs KAM’s to discuss promotional opportunities within the accounts
· Provide input into cycle sales meetings to ensure territory managers are well briefed on new products and sales strategies.
· Conduct regular field sales visits to ensure that our products, particularly our core categories are reflective of the market share. To monitor distribution of all products and recommend ranging opportunities to KAMs within accounts.  To maintain a spreadsheet which tracks NPD and take remedial action to correct any short falls on non-achievement of H.O Account agreed ranging.
· Financial Management / financial trackers
· Leading, training and coaching staff.
· Prepare and present business reviews to buyers/ store managers/ owners.
· Implement and oversee Joint Business Plans and seasonal tenders.
· Sales forecasts and targets.
· Long and short-term business plans.
Accountability/Responsibility
· Total accountability for a $ 50 million region. (Approx.: R 500 million).
· Responsible for delivering a 68% gross margin.
· Responsible for delivering a 45% company operating profit.
· Responsible for delivering a 100bpt share gain and keeping total basket share at 46% numeric share.
· Regional role to manage and lead a team of 12 staff, includes territory managers and sales merchandisers. Also dealing with a third party agency for overload work.
· Total ownership of executing national program in all banners.
· Managing Joint Business Plans in the Foodstuffs banner.
· Securing and managing pest tenders/ partnerships.
· Driving distribution drives.
· Speed to market.
· Project digital. (Implementing relays of all our categories).
· RTZ (Stocking top 100 lines in all banners).
· Coalface ownership.
· Coaching, leading and managing all staff, driving execution, driving meaty PDRs.
· Driving sustainable results year in and year out.
· Alignment with quarterly national objectives with the key account team.
· Weekly WIPs upstream with the accounts team and downstream with the field team.
· Part of the field senior management team.
· Driving culture and aligning to the national culture drive. 
· Coaching staff was certainly around educating and skilling people up on IQ but certainly driving EQ, this was critical. Staff retention was critical.
Achievements
· Growing market share from 37% to 42% and achieving highest market share and growth in RB New Zealand. This was done through slow burn initiatives, 4 P’s, sustainable shelving and great execution.
· Speed to market in one week with Nuromol.
· Scholl growth by 125% on the previous year. Highest percentage growth in the country. Achieved by great execution, 4 P activity and implementing sustainable shelf layouts.
· Pest category market share growth from 43% to 58%.
· Sustainable growth year on year.
· Staff development. Coaching and training staff from merchandiser level to territory managers and regional managers. 
·  Excellent coalface results through brilliant customer service and execution.
· Securing tenders year in and year out through brilliant customer service, 4 P execution, STM and consistent performance.
· Best in class with Cough Cold promotional bin execution.   
Skills and Competencies
· LEADERSHIP - Business & Organisation
· BUSINESS EXCELLENCE - Planning & Monitoring
· BUSINESS EXCELLENCE - Negotiation & Influencing
· SALES EXCELLENCE - Customer Sales Management
· MARKETING - Brand & Consumer Promotion Management
· MARKETING - Consumer Shopping Insights
· FINANCE
Employment Summary
Smollan Sales & Marketing 



1 Sept 2006 - 30 Sept 2010
Regional Sales Manager - Pioneer Foods Division
· Leadership - Manage 8 Field Sales Managers, 25 Field Marketers, 197 Merchandisers
· Communication - Presentation of monthly regional sales meetings
· High volume - Product range in excess of 2000 line items
· Operational excellence and organisational effectiveness
Eastern Cape Border and Transkei region. Sales and Marketing for the following national FMCG clients:    
· Bokomo Cereals
· Pepsi
· SA Dried Fruit
· Ceres Fruit Juices
· Continental Beverages
· Tydstroom Chickens
· Nulaid Eggs
· Kwality Biscuits
· Moirs desserts and baking products
· Sasko Pasta, Sasko Bread and Sasko Grains
Key Outputs
· Sales and Marketing (over 2000 products)
· Sales targets
· Competitor research and monitoring
· Brand and product growth
· Product Merchandising
· Financial and Operational targets
· Planograms
· Prepare weekly and monthly call cycles
· Presentation of monthly regional sales meetings
· Distribution Management (over 2000 products)
· Stock Management
· Optimise Human Potential
· Develop and maintain strong Client Relationships
· HR Management/ Staff management.
· Manage promotional activities
· Operational projects
· Budget Control
· Operational Excellence/ Organisational effectiveness
Other positions held with Smollan Sales & Marketing
· Field Sales Manager - Unilever Division
· Area Manager – Private Label Services. (Metro Wholesale)
Employment Summary
PAV Trust - Gonubie SuperSpar


May 2005 to August 2006
Senior Manager - Bakery Division
Key Outputs
· Production
· Sales
· Marketing

· Quality control
· Housekeeping
· Merchandising
· Promotions
· Human Resources
· Budget control
· Staff hiring
· Purchasing
· Stock control & costing
· Receiving
· Despatching
· Staff training
· Management training
· Admin – Weekly recons
· Wages
· Manage 30 staff
Reason for leaving:  Retrenched
Employment Summary
Jwayelani Retail



April 2004 to April 2005
(Supermarket & Butchery)
 Store Manager
Key Outputs
· Full control of store
· Sales and Marketing
· Customer service
· Quality control
· Warehousing
· Merchandising
· Security
· Housekeeping
· Budget and target management
· Purchasing
· Stock control & costing
· Receiving
· Despatching
· Staff training
· Administration
· Wages
· Maintenance
· Banking
· Staffing
· Cash & till control
· Manage 100 staff
Reason for leaving:  Relocate to East London.
Education Summary
Durban College





National Senior Certificate
Damelin College





Diploma: Storekeeping & Stock Control
SA Defence Force





Clerks Certificate
Other skills
Proficient in Word, Excel, PowerPoint and Outlook
In-house courses attended:  Sales Management, Staff/HR Management, Disciplinary Procedures, Presenting to Influence, Negotiation and planning, financial training.
