	APPLICATION FOR EMPLOYMENT 

Email: Nickolas.326012@2freemail.com 
Cell no: C/o 0505891826

APPLICATION DETAILS: 

	Position Wanted:
	SALES AND MARKETING or LOGISTICS MANAGEMENT

	Years’ Experience: 
	29

	Career Level: 
	MANAGERIAL or SENIOR SAME LEVEL

	Current Salary: 
	R330 000.00p/a + R35 000 QUARTERLY BONUS + COMPANY CAR

	
	

	Preferred Areas: 
	WESTERN CAPE 

	Transport: 
	COMPANY CAR

	Notice Period: 
	ONE CALENDER MONTH NOTICE

	 


	SUMMARY OF EXPERIENCE RELEVANT TO POSITION APPLYING FOR:

	· Currently responsible for generating a turnover of around 200 million rand per annum.
· Managing group accounts, Tops at Spar, Pick n Pay, Liquor land, Liquor City, Blue Bottle and all independently owned outlets in the Cape Peninsula.
· Management of in trade activities required for the achievement of sales volume and market share targets.

· Develop quarterly sales plans together with sales and district manager in line with business objectives

· Managing and ensuring effective execution of quarterly sales plan in trade.

· Manage KPI’s required for the achievement of the sales plan.

· Implement national/regional promotions according the regional marketing plan

· Achieve the retail pricing targets per the segment recommended price points.

· Develop price plans for execution and manage price recommendations

· Develop sound business and customer relationships.

· Manage the call rate as per SAB tailored service package.

· Handle customer and consumer complaints and queries.

· Manage product quality in relation to SAB quality standards.

· Manage sales administration and reports as required.

· Manage all pre-call planning activities as required.

· Develop BTL plans for implementation.

· Manage BTL and asset placements in trade to the required tailored service packages

· Relationships and interactions with internal and external stakeholders developed and maintained to enhance customer service.

· Develop ad hoc district promotions in line with brand and volume opportunities identified.

· Develop and monitor implementation of fridge placement plans.

· Mentoring and coaching sales trainees in the sales team.

· Offer business advice to customers

· Lead a team of merchandisers in accordance with IMP.

· Ensure all AMPPS related activities are executed to the SAB guidelines


	 

	CAREER OBJECTIVES:

	· I am looking for an opportunity with an established and reputable organisation that would offer me an opportunity to not only utilize my current knowledge, skills and experience, but also afford me an opportunity to gain more experience and be awarded for achievements and growth within the organisation.


	 

	PERSONAL ATTRIBUTES / ACHIEVEMENTS:

	Relevant Interests and Achievements - (Extra Mural)
   Leadership and Coaching 
· Deputy Head boy, Dirkie Uys High School hostel, 1984
· Vice captain first rugby team 1983 - 1984
Awards/ Achievements (Work Related)
· South African Breweries, Vereeniging Gauteng geographical area (2002) silver award in the field of operations
· Hansa Pilsner award for innovation within the same year.

· Account Manager South African Breweries, Cape Town – Peninsula, (2009, 2010 and 2015): Silver award in recognition of extraordinary achievement in the field of sales from the Sales and Distribution Director.
· Strategic Business Unit sales Elite Account Manager, South African Breweries (2014): Premium award for excellent performance, outstanding self-management practices and living the SAB values


	 

	EDUCATION, TRAINING & COMPUTER LITERACY:

	Secondary Qualification:
	Matric Grade 12

	School: 
	Dirkie Uys High School

	City/Town: 
	Warden Freestate South Africa

	Year:
	1984

	 
	 

	Tertiary Qualification1:
	Certificate ( MPP) Management Propriety Program

	Institution:
	University of Freestate (Kovsies) Business School 1 year

	City/Town:
	Bloemfontein South Africa

	Year:
	2001

	 
	 

	Tertiary Qualification2:
	Diploma (Logistics Management NQF 5 )

	Institution:
	University of Johannesburg (RAU) 2 year

	City/Town:
	Johannesburg South Africa

	Year:
	2004

	 
	 

	Computer Literacy:

	· MS Word

· MS Excel

· MS PowerPoint

· MS Outlook
· SAP

· Roadshow planning system

· Owner driver payments – Payroll



	
	 

	Courses attended:

	 

	· Be the Coach Training (2013)

	  Sales Price Execution Training (2013)

	  Excel 2010 Advance Training (2012) 

	  Fundamentals of Labour Relations (2012)

	  Sales Leaders Class of Trade Training (2011)

	  Talent Management Way Training (2011)

	  Compete with Confidence Training (2011
  Coaching for Performance (2011)
  Negotiating Skills Training (2011)
  IMP (2011)

	  Space Planning Training (2010)

	  Sales Academy SAB Training Institute (2010)

	  Load Planner Competency Guide (2004)

	  On the level communication (1999)

	  Customer Focused Goals (1999)

	  Basic Computing (1999)
                                                                                                        EMPLOYMENT HISTORY:

	

	

	

	

	Employer:
	British American Tobacco Co (Rothmans International)

	City/Town:
	Bloemfontein South Africa

	Date: 
	January 1987 to May 1999

	Position:
	Senior Sales Representative

	Monthly Salary:
	R10800.00 + R15000.00 Quarterly incentive + co car

	Duties:
	Sales

	· Managed total Northern Cape Geographical area’s volume with 2 junior sales representatives reporting to me. Geographical Area included the following group stores, Pick n Pay, Tops at Spar, Picardi Rebel, Western Province Cellars, Shoprite, Checkers, OK Bazaar and Independent Groups

· Annual volume growth of 3,5% + per annum
· Ensure effective development of sales plans for total area and sales team.
· Ensure that relevant market, sales and distribution information / key indicators are available and current for the key accounts;

· Ensure that information / key indicators are analysed to identify gaps and opportunities for key accounts;

· Ensure that individual and team goals are aligned in accordance with national key account goals;

· Conduct market potential studies, including competitor analysis and surveys for independent and key accounts;

· Gather and analyse competitor activity in key account outlets gathered and analysed;

· Develop key account action plans based on gaps and opportunities identified in the market potential study;

· Develop specific key account action plans to counter competitor threats;

· Complete time and territory call plan based on existing tailored service plan and current outlet coding;

· Develop call and route plan schedule to meet market requirements.


	Reason for leaving: 
	Better offer

	 
	

	Employer:
	SABMiller Ltd. (The South African Breweries)

	City/Town:
	Vereeniging/Potchefstroom South Africa

	Date: 
	June 1999 to December 2008

	Position:
	Distribution Controller

	Monthly Salary:
	R18500.00 

	Duties:
	Operations/Logistics

	· Channel management support

· TSP’s development and implementation ( Tailored Service Packages)

· Fleet management and regular one-on-ones with relevant drivers and team.

· Conduct fleet audits monthly with feedback sessions

· Owner driver contract management, understanding and implementation 

· Customer service level standards

· Monitor stock availability and ensure full assortment

· Health and safety audits (NOSA)

· Ensure compliance with safety, health and environmental policies and procedures, and applicable legislation 

· Admin and performance management team performance

· Budget fore cast and sign off’s for relevant departments

· Warehouse house keeping

· Ensure optimal warehouse asset utilisation

· Procurement, inventory and orders

· Perform inventory administration

· Sales forecasts and ensure days cover

· Ensure product and outer packaging quality

· Supply chain management and outsourcing

· Bench marking, best practice

· Information management
· Financial impact of inventory

· Global logistics strategies

· Decision support systems and e commerce

· National road traffic act standards adhered to

· National land transport transition act standards adhered to

· Administration adjudication of road traffic offences

· Cross border transport act 

· Execute distribution load plans

· Adhere to relevant governance standards


	Reason for leaving: 
	Promoted to Account Manager

	 
	 

	Employer:
	SABMiller Ltd. (The South African Breweries)

	City/Town:
	Cape Town South Africa

	Date: 
	September 2009 to Current

	Position:
	Account Manager

	Monthly Salary:
	R330 000.00 per annum + R35000.00 Quarterly incentive + co car

	Duties:
	SSales and marketing 

	· Managing SAB group accounts in Cape Town, geographical area e.g. Pick n Pay, Tops at Spar, Picardi Rebel, Shoprite, Checkers, OK Enjoy, Ultra Liquors, Diamonds, Aroma, and Blue Bottle Group

· Ensure effective development of sales plans.

· Ensure that relevant market, sales and distribution information / key indicators are available and current for the key accounts;

· Ensure that information / key indicators are analysed to identify gaps and opportunities for key accounts;

· Ensure that individual goals are aligned in accordance with national key account goals;

· Conduct market potential studies, including competitor analysis for key accounts;

· Gather and analyse competitor activity in key account outlets gathered and analysed;

· Develop key account action plans based on gaps and opportunities identified in the market potential study;

· Develop specific key account action plans to counter competitor threats;

· Complete time and territory call plan based on existing tailored service plan and current outlet coding;

· Develop call and route plan schedule to meet market requirements;

· Support activities planned against volume, market share, availability and pricing targets;

· Determine resourcing of promoters against market needs;

· Determine key account business objectives;

· Implement appropriate TSP for outlet according to national guidelines and market conditions;

· Plan promotions in accordance with the outlet reach and customer consumer needs in key accounts;

· Analyse relevant information to identify customer service gaps and opportunities

· Ensure that pricing plans are implemented in the key accounts.

· Ensure effective management of budget. 

· Understand and adhere to financial controls and corporate governance

· Ensure that relevant controls and processes are in place to manage CTP and FBI spend;

· Budgets reconciled [includes but not limited to] CTP funds, car, cell CTP funds utilised to leverage growth opportunities

· Free beer issue utilised to leverage growth opportunities

· Determine and cost, by outlet, merchandising and BTL investment; and ensure that expenditure incurred is in line with budget guidelines and targets.

· Ensure effective execution of sales plans and strategy. 

· Achieve key account volume and availability targets, by brand by pack, for agreed period by providing key short cycle inputs;

· Develop relationships with key accounts that enhance co-operation and business results

· Execute the customer / stakeholder and consumer entertainment plan

· Conduct rep calls as per activity plan

· Appropriately measure individual performance against relevant company standards

· Action trade customers’ expectations

· Apply company credit terms to new and existing account when and where appropriate;

· Provide input into the credit review process in terms of growth

· Assist new entrants to the liquor industry with credit applications, trading procedures and services offered, especially BTL implementation, to ensure immediate impact at POP.;

· Match selling approach to customer profile;

· Sell features and benefits of product to customer / consumer;

· Determine brand / pack order requirements against stock levels and target;

· Action SDM pricing targets by band / pack;

· Identify and action opportunities for increased sales volume, forward share and market share;

· Conduct account reviews as per TSP;

· Ensure that in trade product quality complies with company quality assurance standards

· Identify and action product quality issues;

· Resolve product quality complaints;

· Ensure maintenance of up to date information to facilitate execution of sales plans and strategy.



