ADELADAN
E-MAIL: adeladan.325524@2freemail.com 
PERSONNAL PROFILE; A motivated, money driven university graduate looking for an opportunity to join a leading sales and marketing organization. Familiar with the identification of prospects, cold calling, attending meeting and account management. Customer focused and an articulate individual who possesses a friendly and personable approach along with strong time management and computer office and presentation skills and the ability to listen carefully to client requirements and product demonstrations. Positive, focused and eager to further grow and develop existing business.

ADELADAN has a real thirst to succeed and boasts a demonstrated track record of initiative, creativity and motivation with insatiable energy to produce results and being able to quickly build outstanding customer relationships. Right now is currently looking to join a successfully company that invests in its people and provides in-house training and opportunity to grow.

INSTITUTION ATTENDED WITH DATES

O.O UNIVERSITY AGO – IWOYE         1992- 1998

M.H.SCHOOL, ARIGBAJO               1987- 1992

ACADEMIC QUALIFICATION OBTAINED

BSC- BUSINESS ADMINSTRATION       1998

WASC-ORDINARY LEVEL               1992

COURSE ATTENDED, TRAINER AND FACILIATORS

1-TEST OF ENGLISH AS A FOREIGN LANG.         MAR.2005 

2-BASIC SELLING SKILL—MAC-TAY TACK CONSULTS MAY 2007

3-ADV. SELLING SKILLS- MAC-TAYTACK CONSULTS 2008

3-COMPUTER APPRECIATION - OGB INT.        SEPT.2013

4- TERRITORY AND SALES MANAGEMENT COURSE FEB.2013

AREA OF EXPERTISE;

A-Business development /B-Brand awareness / C-Account management

D-Product demonstration/ E-Pipeline management /F- Cold calling

WORK EXPERIENCE;

1-BAR/RESTURANT  MANAGER

ABU ANAS HOTELS AND RESTAURANT. AJMAN UNITED ARABS EMIRATES.( AUG- DEC 2016)

2-ASST.GEN.MANAGER ADUKREM NIGERIA LTD.

(FEB.2014- AUG.2016)

Roles and Responsibilities;

1.   Driving parent company Strategic Sales Policy and Action Plans having Key Drivers in mind at all our routes to Market.That is:

(a) Driving and consolidating my corporate Market  Strategies in

     Availability, Depletion, Visibility, Affordability, Quality and Positioning/Market Share at point of purchase.

(b) Ensuring that all the channel members Wholesalers, Open Market Distributors OMD, Direct Retailers,Events,Trade fairs, Special, prestige and other institutional accounts) are active for proper activation our SALES DRIVERS.

 Drive channel & Sales Team effectiveness: I engage in daily Top check, coaching and accompanying retail officers and route salesmen, Train new sales trainee, Motivate Distributors, Route Salesman, Promo – Supervisors, Salesgirls, Merchandisers and Customers Personnel. 

General Supervision of Corporate infrastructures, equipment and Model outlets. Ensuring professional and impactful deployment  of  all corporate infrastructures that will aid depletion of my brands  Strategic laid down drivers/policy. Ensuring good records are kept in Sales planning tools –Smart sales and Distributors Connect application. During route call age all cooling equipment, indoor and outdoor  visibility tools are strategically place and used according to parent company segmentation rules.

 Continuous Customers Trade Education for good alignment with Corporate strategy.VIZ, Barmen’s Training Skill, Retailers’ Training, Merchandising,
Trade Briefing/Meeting, Inventory Management FIFO, Financial management / Credit Controlling,
P.O.S/Infrastructural Management, Relationship Building/Selling , Handling Complaints Etc.

5.  Develop and Activate Strategic sales inducing Scheme that will checkmate Competition and improve market share/positioning on weekly,monthly,Quartely or Festive period 

6.  Educating and assisting customers to develop good Entrepreneur skill through -Business Plan, Fund Asset Management,   Personnel And Inventory Management, Profitability  Analysis And Market/Technological Information Up-Date.

7.   DEVELOP AND PRESENT MARKET INFORMATION-Through Personal Business Objective Monitor PBO which reveal Routine, Weekly/Periodic Analysis revealing Sales trend, Market Size, Growth Rate/Trend, Channel growt and Competitors S.W.O.T For Market Control  system.

BUSS.DEV.MANAGER   ALGRAIN FOODS NIG LTD LAGOS, NIGERIA(FEB.2013- FEB 2014)
Algrain foods ltd. been a new entrant in food and snacks production in Nigeria and very active 

in the distribution of instant noodles all over the country.

I report to the Managing director. I manage the sales department with thirty personnel

I am responsible for

       *introduction of the brand into the Nigerian market

       *selling and developing strategies and objectives

*monitoring and analyzing market trends

*establishing annual business plan

*motivation of sales force including promoters

*appointment of direct and indirect customers

*monitoring of competitor activities 

DUTIES;

Managing the sales process for new prospects, from initial contact through to closure

Identify, research and targeting new business prospects

Liaising with new and existing clients over the phone and meeting them face to face

Achieving all revenue targets and objectives in line with the regional business plan

Working closely with the marketing teams to produce any sales collateral required for the target market.

Developing a full understanding of the business market- place

Managing and maintaining databases of potential clients

Planning and organizing the day to ensure all opportunities are maximized.

Producing weekly/ monthly pipeline report for management purposes

Train the distributor/client personnel on basic call procedures and merchandising.

MY MAIN ACHIVIMENTS IN THIS JOB INCLUDES

*I was able to introduced the brand of instant noodles into the market within a very short

 time without the official launching promised by the company.

*I was able to identify and appoint direct distributors for the company

*I and my team were able to turn the brand to a house hold name through market visits.

OCTOBER 2010- FEBUARY 2013

DANGOTE NOODLES LTD    LAGOS, NIGERIA

SENIOR SALES OFFICER.

THIS COMPANY IS A SUBSIDIARY OF DANGOTE GROUP PLC WHICH IS VERY

ACTIVE IN SALES OF FMCG IN NIGERIA AND AFRICA IN GENERAL I REPORT TO

THE AREA SALES MANAGER WHO INTURN REPORT TO THE REGIONAL MANAGER .  I was responsible for;

*re-introduction of the product back to the market after the first disastrous two years of the

Noodles in the market

*re evaluating near extinct distributors and appointing new ones

*developing and building of new sales team in the region.

*developing and managing network of mega distributors

*inventory check/counts

*identifying customer complains and provides solution

*redistribution of the company product to consumers.

MY MAIN ACHIVIMENTS IN THIS JOB INCLUDES

It was not an easy task but I was able to achieve my target above 140 % through out my stay with the company

I was able to bring new entrants into the business.

FEBUARY 2005- SEPTEMBER, 2010

NIGERIAN BREWERIES PLC LAGOS

VAN SALESMAN/ SALES REP.

I was responsible to develop a sales zone by mapping and delineating the territory

Identify customer for daily visit

Redistribution of the company products

Build on existing customers

Update customer’s database

Handle customer and consumer complaints.

Raise and book orders and follow up on deliveries.

Brand and cluster management.

OCTOBER 2002- JANUARY 2005             

BAR TENDER /WAITER      HOTEL PRUDENCO, BP;60418

LOME- TOGO                                 Working in the hotel was fun serving customers with drinks and it was their that I was recruited for Nigerian breweries PLC.

STRENGHT AND CRITICAL SUCCESS FACTOR

CAN DELIVER CONVICING ARGUMENTS TO EXECUTIVE AUDIENCE

ABILITY TO MANAGE MULITPLE COMMERCIAL PROCESS

ABILITY TO EVALUATE TASKS AND SUGEST SOLUTION

ABILITY TO PRIOTIES WORKLOAD; WORK UNDER PRESSURE WITHIN TIME LIMIT

ABILITY TO PRESENT, DISCUSS AND PROPOSE AT SENIOR LEVEL

SUPERIOR TIME MANAGEMENT SKILLS AND STRONG ATTENTION TO DETAIL.

ABILITY TO SELL ICE TO THE ESKIMOS.

