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EPHRON 


           Ephron.333335@2freemail.com
Profile

BA (Hons), Post Graduate Diploma in Marketing Management (KIM) Pt 1 with over 10 years experience in FMCG / CPG Industry.
SKILLS & EXPERTISE

· Sales Strategy & Execution

· Execution of Marketing Plans

· Performance Management & Reviews

·  Accredited Sales & Marketing Coach

· Distributor Business Management

· Retail Management

· Route To Market Consultant

· Team Leadership & Motivation
· Training-(In House & Field)
· Succession Planning/Change Management

· Logistics and Supply Chain
· P&L Reviews and critical Business analysis 

RELATED WORK AND EXPERIENCE
CURRENT – KEROCHE BREWERIES LIMITED
 RTM & TRADE STRATEGY MANAGER – COAST
· Route to Market Strategy

· Trade Strategy

· Field Sales Coach
· Cost Control & Budgets
BUSINESS JOURNAL AFRICA MEDIA LTD
3/9/12 – 2015.
BUSINESS DEVELOPMENT MANAGER 
· New Business in Advertising, Subscription and Circulation Sales.

· Corporate Sales Strategy implementation through media campaign.
· Marketing Research and Development.

· Business Presentations for Community Development.

· Competitor updates, feedback on Distribution/Logistics gaps and opportunities.
· Managing Relationships.

EAST AFRICAN BREWERIES LTD.

JULY 2010 TO 17th July 2012                      
AREA SALES MANAGER,                                         NAIROBI REGION
PROFILE.
	Leadership Standards:


	Authentic:   
· Stand for what you feel is right for the sales function and local / global sales agenda.

· Build great relationships with your teams, peers, sales leaders and customers  

· Be honest and open at all times and value the difference in people.
Find solutions:
· Generate ideas and look for commercial insights that will drive value.
· Turn your insights into actions and share outcomes across your team and function. 

· Understand customer/channel needs and motivations in order to meet and exceed customer expectations.

Value data:

· Uses data and generates reports to make credible decisions and take ownership for the maintenance of high quality data captured at execution.

Manage people for success:
· Take ownership for the performance outcomes of your team ensuring you have people with the required capabilities to achieve this.
· Spend at least 30% of your time coaching your teams or at least 1 day per Rep per month (if less than six direct reports)
· Demonstrate great knowledge and execution of the People Manager and develop Framework and Sales Career Framework.
· Take time to recognize and celebrate the success of your team.
Consistently Deliver Great Performance:
· Embrace the Diageo way of selling capabilities and embed them within your team and function.

· Demonstrate brilliant execution, be thorough and apply high standard in everything you and your teams do.
· Fully understand the sales strategy and how you will apply it to beat the competition.
· Foster a culture of support, coaching and development within your function.

Grow Yourself:
· Develop and apply self-awareness (strengths and development needs)

· Grow your capabilities and experience and use the sales career framework and sales capabilities.

· Look for and respond to feedback. Lead by example and maintain the highest standards of behavior.

· Support and create conditions for other people to succeed.

· Self-aware, focused on learning and development of self and others, authentic in all communication and with ability to build amazing relationships internally and externally.

· Demonstrates a willingness to experiment and learn.



	TOP 3-5 

Accountabilities
	· People capability development through coaching and accompaniment based on the structured call.
· Drive volume Pull from the Distributor with a focus on the retail end.

· Drive a strong culture of Compliance, ensuring adherence to COBC and Health and Safety requirements in the work environment.

· Develop and input into activity / sales unit plans for the area / division and present activities at relevant cycle planning meetings for approval.
· Manage EABL promotional activities as per cycle plans.

· Embed the In touch ways of working, ensure the In touch system is utilized in full.

· Ensures the data maintenance processes are fully executed, and holds responsibility for the data quality within your area.
· Where necessary, supports Distributor partners / with KPIs maximizing our RTM value chain and working to drive volume “Push and Pull” with a focus on the retail end.  Ensure that weekly purchase plans and daily stock positions are communicated on time.


EAST AFRICAN BREWERIES LIMITED


           Sales, Mombasa-Kenya

AREA BUSINESS MANAGER
                                                                   April 2008 to June 2010
· Driving Business through Distributor Management Programme (DMP).

· Ensuring maintenance of agreed standards stocks by brand for all Distributors and bulk buyers in an assigned sale area.

· Identifying and recommending appointment of Distributors and bulk buyers.

· Directly managing key relationships with the existing Distributors with a view to leveraging further Business for our brands.

· Foster strong relationships between product management and sales with a view to maximizing the potential opportunities associated with integrated delivery.

· Ensuring world class customer service delivery at all times to the distributors and retailers while also handling and resolving all complaints arising in liaison with relevant departments.

· Working closely with the field based teams to develop and execute strategies that will lead to exceeding sales objectives for the different brands.

· Managing field sales team through positive leadership, sales capability, Coaching, up-skilling and motivation for great performance.

· Monitoring contracted fleet/ transporters for timely delivery of products and orders.
EAST AFRICAN BREWERIES LIMITED

CUSTOMER RELATIONSHIP REPRESENTATIVE-KEY ACCOUNTS (duty FREE).

                                                                                                                            Sales, NAIROBI-Kenya.



                      March 2007 – MARCH 2008.                                                                                      

· managing demand plan for armed defense forces canteen organization through sales forecasting and growth focus.
· managing trade ACTIVITIES and MESSES through business plans.

· Winning the visibility war at retail/CONSUMER level.

· WINNING AT RETAIL through trainings and CAPABILITY development.

· Beating competition through proactive approach.

· Persuasive selling AND BUILDING AMAZING RELATIONSHIPS.

EAST AFRICAN BREWERIES LIMITED                                                                  Sales, Mombasa-Kenya.

TRADE MARKETING EXECUTIVE


                         August 2003 – March 2007.

· Managing top 200 accounts in an assigned region through Account plans and Business plans.

· Managing costs on Business activities for mileage and customer excellence in trade.

· Strategic focus on Business to capture all opportunities in the trade/market.

· Effective and productive leadership with colleagues to ensure customer motivation.

· Managing database for Key accounts, Stockists and Distributors.

· Managing and coordinating supplies of Beer, Malta and Spirits as dictated by the market. 

· New product development through external communication channels.

· Managing the agencies and third party merchandisers for maximum deliverable of E.A.B.L‘s Trade activities and Business objectives. 
· EAST AFRICAN BREWERIES LIMITED


           Sales, Eldoret -Kenya
DISTRIBUTOR ACCOUNT EXECUTIVE
                                               February 2002 to August 2003
· Driving Business through Distributor Management Progremme (DMP).

· Ensuring maintenance of agreed standards stocks by brand for all Distributors and bulk buyers in an assigned sale area.

· Identifying and recommending appointment of Distributors and bulk buyers.

· Directly managing key relationships with the existing Distributors with a view to leveraging further Business for our brands.

· Foster strong relationships between product management and sales with a view to maximizing the potential opportunities associated with integrated delivery.

· Ensuring world class customer service delivery at all times to the distributors and retailers while also handling and resolving all complaints arising in liaison with relevant departments.

· Working closely with the field based teams to develop and execute strategies that will lead to exceeding sales objectives for the different brands.

· Monitoring contracted fleet/ transporters for timely delivery of products and orders.
EAST AFRICAN BREWERIES LIMITED

                 SALES, KBL REGIONAL OFFICE-KISUMU

CUSTOMER SERVICE REPRESENTATIVE
                                                   JUNE 1998 – FEBRUARY 2002.
· Managing an assigned Area, Distributors and Business partners.
· Achieving of set monthly targets and budgets.

· Evaluating sales trends and distributor performance in line with area potentiality.

· Intensive and extensive market intelligence and brand performance per segment.

· Working closely with regional sales team to develop marketing plans that deliver exceeding results in the market place.

· Active contribution to embedding agreed change management initiative in support of process and quality improvements that brings cost reduction.

· Execution and activation of sales drivers (QDVPPP) growth delivery.
XEROX KENYA LIMITED

                                                          Sales - MOMBASA-Kenya

SALES EXECUTIVE                                                                                                    APRIL 1997- MAY 1998.
· Drove and delivered exceptional sales performance by identifying and servicing customer needs via matching to appropriate retail products and services through after sales service concept.

· Effectively managed customer queries and complaints by taking ownership and resolved issues promptly

· Maintained personal product sales performance statistics for management information utilization

· Embedded effective management that ensured world class customer service at all times

· Pro-actively supported achievement of team targets via adherence to Xerox world class service standards and shared best practice that grew talent and capability in the Business.

· Identified and recruited new clients to the full time service to hit the numbers by providing pro-active after sales service and product training.

· Ensured revenue collection for Business in liaison with commercial department.

NATION MEDIA GROUP


                  CIRCULATION, CAMBRIAN HSE -NAIROBI
CIRCULATION SALES EXECUTIVE

                                           APRIL 1994 - MARCH 1997.
· Supported the Customer Team Leader in all aspects of customer service and provided cover in his absence

· Ensured working efficiency thereby effectively managing costs

· Briefed team on work quality issues and shared best practice to ensure excellent transaction outputs

· Captured and communicated customer feedback on our service standards for action by team.

· Generated business leads and provided advice to clients on products and services thereby growing sales

· Timely monitoring of arrival times the highly perishable products. 

PROFESSIONAL QUALIFICATIONS & TRAINING
NATION MEDIA GROUP



    Sales Dept. Nairobi





                                           1995
· TQM Training

· Time management skills –TMI International.

· Integrated Print media sales-KHI (Hawkins Consultants)

XEROX KENYA LTD.                                                            SALES DEPT. Mombasa

· Essential selling skills (ESS).                                           1997

LEADERSHIP THROUGH QUALITY                                                                                            

· Customer care and satisfaction.

· Customer first philosophy.

· Quality management and improvement.

· Problem solving process.

· Quality in decision-making process.

· Quality in Business management.

· Quality products and value for money.

EAST AFRICAN BREWERIES LTD.                                             SALES DEPT.

· High Performance Selling 1 – Tack Training                    1999

· Diploma In Marketing Management 1 – KIM                2000

· Distributor management program - KBL                        2003

· 7 habits of highly effective people – KPMG                  2004

· Strategic Key Accounts Management – ILMC             2007

· Presentation Skills Course – ZAPP KAAS                        2008
Academic Qualifications
UNIVERSITY OF NAIROBI




1989 - 1992
Faculty of Humanities and Social Sciences.

Bachelor of Arts                                                                           Second Class Honors
KENYA NATIONAL EXAMINATIONS COUNCIL


1988

KHAMIS HIGH SCHOOL

Kenya Advanced Certificate of Education (KACE)             3 Principals, One Subsidiary. 
KENYA NATIONAL EXAMINATIONS COUNCIL


1986

CANON KITURI SECONDARY SCHOOL
Kenya Certificate of Secondary Education (KCSE)                       Division 2

 CERTIFICATE OF PRIMARY EDUCATION                      (CPE)          Pass   1982                                                                                                                  
Work Related Training

· Customer Relationship Management

· World Class Management

· Managing For Value

· Negotiations and Influencing Skills

· The Assessment of Credit Risk

· Performance Development

· The 7 Habits of Highly Effective People

· Quality in Action

· Business Start-Up & Entrepreneurship Skills

· Change management.

CONTINUING PROFESSIONAL Development
· Associate Member of the Kenya Institute of Management (AMKIM), 2001 – Present
Computer Skills
Windows 95/98/NT/2000/ME/XP & Ms DOS

Ms Excel

Internet/Intranet

Ms Access

E-mail

Ms PowerPoint

Ms Word

Ms Project

Hobbies ( Co-curricula Activities

· Soccer

· Reading and traveling.

Personal Information

Gender:
Male

Marital Status:
Married

Date of Birth:
8 February 1967

Nationality:
Kenyan

Driving Licence:
Clean and valid” Class BCE”

Achievements

· Consistently driving business direction through implementing successful sales strategies with Branch teams that have successfully brought more sales, e.g. exceeding targets for various business products through “blitz” events and Net Sales Value focus.

· Sharing new ideas on delighting customers and capturing new sales opportunities that have been implemented successfully towards growing our business via enlisting team support and input.

· Working in different organizations, gaining invaluable skills, insights and experience pertaining customer sales and service, office administration and staff management that have taken my abilities to high performance levels.

· Realignment of Machakos Sales Area in December 2011 and gained 9% growth above last Year same period.
· Revised AFCO Route to Market deliveries from EABL to units across Kenya.
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