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Personal profile:

My ideal job would be a marketing or business development position that not only rewards performance, but also has the potential for growth into a strong management position. I have over ten years’ experience in Sales and marketing communications. This includes Business planning, development, strategizing, account management in various industries which include Sport, media & Advertising, manufacturing, FMCG, B2B and Retail. I am a good leader and listener with proven marketing and sales skills, and have a driven and motivated personality that can inspire both my colleagues and clients. I am always on the lookout for a challenge that can be transformed into positive change. I live by the Latin Motto “Supera Moras” Translated to “Overcome difficulties “

Work Experience and Practice
eMedia Holdings 01/11/2013 – Present (3 years 4 months)
Account Executive – eMedia Sales
My role involves selling commercial airtime and sponsorship programme opportunities to the Advertising market place across our eMedia channel brands, e.TV ,eNCA,, OpenView HD channels and online (e.tv.co.za & eNCA.com).
Key duties include: 

· Building sustainable relationships in the media and advertising industry. 
· Working close with Media Strategists, Planners & Buyers to ensure quarterly targets are met.
· Presenting Creative advertising / sponsorship content/ programming opportunities.
· Strategize and build effective campaigns for client by working close with Production / Ad agencies to ensure clients’ needs are met.
· Conduct marketing research around the TV and media landscape.

· Managing client portfolio (contracts, commitment tracking, Budget Commitments)

TVPC MEDIA 01/07/2013 – 31/10/2013
Account Executive. – School Sports News
Responsible for Digital Media and advertising sales for School Sports News www.schoolsportsnews.co.za Managing daily sales and reports and client feedback. Worked with Production and media department to ensure clients campaigns are running according to strategy and to fit within budgets.

Reason for leaving (Offered an account management position with South Africa’s largest independent Free to air Broadcaster e.tv & OpenView HD.
Consultant – Self Employed 1/08/2012 – 14/06/2013
Sponsorship/Event and Brand Management. Managing Product promotions and selling event product packages to clients. Clients included BAT (British American Tobacco), DHL with Client (Community Marketing) Corporate focus Group day for Client Axcess IT 

Event activation for ABSA home Loans Photo booth activations hosted at CTICC, Cape Town

Event activation for Eskom.
Cricket Champions League T20 Event activation with Client (Maverick SA) and Cricket South Africa which involved managing the Cape Town Newlands Cricket event tournaments, DJ entertainment and sponsorship activations.
CRICKET SCHOOL OF EXCELLENCE 01/03/2012-30/08/2012 (whilst still working for SAHealthblog)
-Marketing Brand Consultant contract for 6 months
Responsible for development of sponsorships, marketing communications, driving social media and building the CSE brand and client base. Managed to secure R50 000 worth of sponsorships for the development of the Cricket School of Excellence sponsorship campaigns. Selling Cricket and coaching clinics and setting up Corporate and Holiday clinics which involved government, Broadcasting and event facilities. Most of the funding raised for Cricket School went towards township development projects
Roles involved developing client database and weekly sales meetings with the CEO. 
BRAND INC Sports / SA RUGBY 01/05/2011-31/10/2011
-Marketing Project Manager (ABSA Currie Cup 2011 Campaign)
Responsible for managing the day to day activities including the marketing and advertising performance of our client SA Rugby on the ABSA Currie Cup 2011 project campaign, ‘My Team My Passion. My role involved managing the advertising and day to day activities, social media and above and below the line media with a budget of R4.2 million. During the campaign period I reported to the marketing manager of SA Rugby and all external and internal stakeholders on a weekly basis. The most challenging part was the marketing involved with the re-launch of the ABSA Currie Cup brand during the Vodacom Cup, IRB Rugby World Cup and Super Rugby tournaments.
COFESA (Confederation of Employers for South Africa)   01/09/2010-31/04/2011
Marketing Executive – Western Cape
Responsible for Client relationship development by selling Employment law membership packages for Small to medium sized business owner around the Western Cape, areas included Northern and Southern Suburb areas in the Western Cape, Weekly and monthly targets were met by setting appointments and introducing COFESA membership packages and upselling and renewing existing clients packages. Membership prices varied according to amount of staff. Monthly targets of R30 000 were achieved.
Reason for Leaving: To work for myself.
CONFEDERATION OF TOURISM AND HOSPITALITY   01/09/2009-01/08/2010
Country Agent – South Africa
Responsible for overseeing market development by introducing CTH education Programmes to Colleges in the Southern African regions and securing Education institutions to come on board with the aim of enhancing the skills and expertise of new and upcoming students who wished to pursue their careers in the SA Tourism and Hospitality Market
Reason for Leaving: Head hunted by COFESA
BLUEGRASS DIGITAL (London/South Africa) 16/10/2008–13/08/2009
-Marketing & Sales Executive

Responsible for developing new clients and establishing good relationships with advertising and online creative agencies. Our services included ASP.Net development, Microsoft, email marketing, CMS Packages (Umbraco),Google Analytics, SEO, website maintenance, cost-effective web solutions and online marketing services to a wide range of global clients to develop creative and innovative technology to deliver results. Weekly and monthly sales targets were met by setting up appointments and generating business leads which involved building prospects and managing existing clients.

Reason for leaving: Company went through major restructuring 
FL MEMO LTD (London) 01/12/2006 – 30/09/2008

-Sales Account Manager
I joined the sales team as a senior sales consultant then within the first 6 months I was promoted to senior sales account manager. My role involved business development by selling FL Memo’s various online product Software packages, Employment law, Tax, VAT, UK GAP & Financial Accounting and Company law. Weekly and Monthly targets  and over exceeded by selling over 50 product units a month (12.5 units a week) valued at £ 55.00 per product unit.
Reason for leaving: Offered a more challenging role in the business IT and web development sector.
JAI KUDO OPTICAL DISTRIBUTORS (London) 04/04/2006-30/11/2006

-Distribution Controller

Responsible for managing distribution of stock to Europe, which involved stock control and ensuring products were assembled together to meet clients requirements, this gave me the opportunity. This role involved working in line with the Sales department.
Reason for leaving: Practical part of studies required more experience in the B2B sector 
ABOVE AVERAGE TRADING LTD (Cape Town) 05/08/2004-04/03/2006

-Sales Representative
Supplying/Distributing spare parts for the Truck and Trailer industry in Western Cape and worked close with companies such as Hendred Fruehauf, Truck & Trailer SA to supply parts. Called on Agriculture, Logistical / Commercial Truck firms.
Reason for leaving: Wanted to travel and further my Education aboard.
BOARDMAN BROS (NEWDEN) (Ladysmith KZN) 01/01/2003-31/07/2004
-Supply Chain Representative
Worked for a household FMCG brand manufacturer (NEWDEN) which enabled me to complete my two years practical in the marketing / Sales management field. My first 6 months involved working in the distribution department and gaining product knowledge working in hand with the production department and dealing with various suppliers which involved chemical, packaging and bottling companies such as NAMPACK/MondiPack, and BevCan.
Reason for leaving: Completed my 18 months practical towards obtaining my 3 year National diploma in Sales/Marketing Management, enabling me to pursue a greater challenge in my field and in the Logistics sector
Relevant Skills:

· The ability to motivate and reach set targets.

· The coordination of a large team of people.
· Marketing Planning and media Strategy
· Flexibility and organisation - adaptable to different cultures, work and processes.

· Adaptable to any given situations and problem solving.

· Very good listener, observer and strategic thinker.

· Self-motivated/ Able to work under pressure and meet tight deadlines 

· Excellent communication skills 
· Computer literate. Excellent knowledge of programs such as Power Point, excel, BTS system
· Good knowledge of internet marketing, Microsoft ASP.Net and SEO/Google analytics and understanding of online consumer and buyer behavior.
Education levels:
AAA School of Advertising - (AMASA) (Cape Town) 2016

Course: Media Management (Strategy & Planning) Certificate (Honours)
London school of marketing (London) 2007-2009
Course: CIM Professional Diploma in marketing management www.cim.co.uk
North link college South Africa (Cape Town) 2004-2006

Course: National Diploma in marketing management and practice
Table View High School 1999-2002

Matriculation 
Western Province Cricket Level 1 Coaching Course Certificate
Institutions:

Member of AMASA (Advertising Media Association of South Africa)

Member of Cycle Teknix (cycling Social cycling club)
Member of Toastmasters (District 74) Cape Town SA
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