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INTERVIEWER’S  NOTES

· Self-starter, reliable, honest, systematic, organized and deadline driven

·  Innovative, proactive and solution oriented

· Team player copes with multiple tasks, able to address problematic areas and devise and implement solutions.

· Excellent skills of computer literacy and focused on bottom-line results.

· Willingness to learn and develop further.

· Customer relations experience

PERSONAL DETAILS

NAME & SURNAME

:
MONGEZI 

GENDER



:
MALE


SECONDARY EDUCATION

HIGH SCHOOL


:
VULI VULLEY HIGH SCHOOL (MATRICULATED 





1998)

SUJECTS 



:
XHOSA, ENGLISH, BUSINESS ECONOMICS, 






ACCOUNTING, ECONOMICS AND MATHEMATICS

TERTIARY EDUCATION

INSTITUTI0N


:
PORT ELIZABETH TECHNIKON (1999-2001)

DIPLOMA OBTAINED

:
ND SALES AND MARKETING

· MARKETING I,II,III

· MARKETING RESEARCH

· SMALL BUSINESS MANAGEMENT

· BUSINESS MANAGEMENT

· SERVICE MARKETING

· COMMUNICATION IN ENGLISH

· SALES PROMOTION AND ADVERTISING

· PERSONAL SELLING

· QUANTITATIVE TECHNIQUES

· LAW FOR MARKETERS

· ECONOMICS

· ACCOUNTING FOR MARKETERS

· CONSUMER BEHAVIOUR

· END USER COMPUTING

· INTERNAL AUDITING I

· FINANCIAL ACCOUNTING I

· COST AND MANAGEMENT ACCOUNTING I

MENTORSHIP PROGRAM


· IMP TRAINING

· POLE POSITION COURSE

· COACHING FOR PERFORMANCE

· TALENT MANAGEMENT WAY

· ROAD TRAFFIC LEGISLATION addressing the following issues:

· Road Traffic Legislation Amendments, prosecution and procedures.

· The Road Traffic Management Corporation.

· The Role of the Inspectorate of Manufactures, Builders and Importers.

· The Mozambique load control initiative

· Effective traffic Law enforcement.

WORKING EXPERIENCE

COMPANY NAME

:
AFRISAM SOUTH AFRICA

POSITION HELD

:
TERRITORY SALES MANAGER

PERIOD EMPLOYED
:
8TH JUNE 2015 – SEPTEMBER 2016
REASONS FOR LEAVING
BETTER OPPORTUNITY

	Financial
	· Take responsibility for territory sales,(volumes,ASP and margin) and manage risk within own territory

· Execute the Afrisam commercial strategies through the development and achievement of territory sales plans 

· Ensure that sales activities within the territory are implemented in line with the agreed business strategy

· Support sales managers in their sales efforts to achieve area/region targets

· Prepare and submit sales budgets for own territory and submit for approval by Sales Manager /Commercial executive 

· Own the sales budget for the territory

· Manage forecast to within 5% of actual results at product level, ASP and margin

· Manage the input in the CRM system that will provide insight to the pipeline sales and backlog order book

· Produce sales reports for assigned plants in territory with corrective action plan

· Works with credit control to manage DSO of client in territory

· Manage own budget effectively

	Manage Customers relationships and ensure the delivery of required customer service levels.
	· Define and manage customer service levels within the territory 

· Resolve any escalated client service issues within own territory

· Ensure client satisfaction level indicators to ensure that defined levels of service are achieved

· Establish and maintain sustainable relationships with customers within own territory

· Develop and manage an efficient call cycle to manage customers in territory

· Ensure all customers in territory receive a professional service

· Ensure that quotations are available for all projects in territory.

· Work diligently with MPS when they require pricing in your territory

	Understand and manage market share of own territory 
	· Develop a full and comprehensive understanding of the market, competitors, customers and market response capacity within own territory. Reflect on territory maps, templates and maintain up to date information.

· Develop and maintain a territory database detailing competitor and customer profile information.

· Manage the customer database for the region including interface with Mapping and sales analysts 

· Ensure desired sales results are achieved on a sustainable basis wrt price, volumes, margins, product mix and segment mix

· 

	Ensure a professional interface with operations


	· Partner with stakeholders within the broader business, to ensure that territory operations are professional, effective and efficient

· Manage the territory sales in conjunction with the MPS sales team
· Manage/ the interface with operations to ensure inventory levels (including excess stock levels) and truck loading schedules, logistics are well handled

· Ensure that the sales lead management system is maintained for all projects in the territory and ensure accurate pipeline visibility




COMPANY NAME

:
SOUTH AFRICAN BREWERIES (PORT SHEPSTONE 




Depot)

POSITION HELD

:
SALES LEADER

PERIOD EMPLOYED
:
1st OCTOBER 2013 – 31 MAY 2015
Summary of my Role and Responsibilities

Implement a market driven differentiated service that builds sustainable competitiveness within Key Account Groups, thereby delivering sustainable growth in brand equity, sales volume, market share, competitive advantage and corporate reputation.
· Sales leader managing five REPS.

· Achieve sales volume and market share targets in identified segments.

· Implement the national/regional and adhoc promotions according to the RMP. This includes demand shaping promotion activities.

· Ensure effective placement of fridges as per the regional marketing plan.

· Ensure BTL merchandising execution according to regional marketing plan.

· Execute customer signage according to the regional marketing plans.

· Manage price to regional recommended selling prices per segment guidelines.

· Manage the brand category to SAB guidelines.

· Ensure AMPPS and all related activities are executed to SAB guidelines.

· Develop and manage sound customer relationships.

· Ensure rep calling is executed according to the defined TSP per segment.

· Conduct monthly customer account reviews.

· Handle customer and consumer complaints and queries.

· Manage product quality according to SAB quality standards.

· Manage sales administration.

· Manage budget to promotional plans guidelines.

· Manage Trade visits

COMPANY NAME

:
SOUTH AFRICAN BREWERIES (PORT SHEPSTONE 




Depot)

POSITION HELD

:
ACCOUNT MANAGER

PERIOD EMPLOYED
:
1st March 2011 till 30 SEPTEMBER 2013
· Managing a team of 3 Sales Representatives

· Achieve sales volume and market share targets in Key accounts, and independent customers, in the off premise channel as defined. 

· Implement the national key account and regional independent promotions according to the key account promotion calendar and the regional independent promotion calendar. This includes demand shaping promotion activities. 

· Ensure effective placement and management of fridges as per the national key account plan guidelines. 

· Ensure AMPPS and all related activities specific to national key account customers’ requirements are executed and targets achieved. 
· Develop and manage sound customer relationships. 

· Ensure rep calling is executed according to the defined TSP per segment. 

· Conduct monthly customer account reviews. 

· Handle customer and consumer complaints and queries. 

· Manage product quality according to SAB quality standards. 

· Manage sales administration requirements. 

· Manage budget to promotional plans guidelines. 

· Manage trade visits. 

Lap top used as and when required to engage with customer on specific sales requirements.
COMPANY NAME

:
WORKFORCE GROUP (EAST LONDON)

PERIOD EMPLOYED
:
APRIL 2010 – FEBRUARY 2011

DUTIES


:


· Managing a team of 3 people

· Put systems in place that will ensure that the recruitment procedure happens as per company policy.

· Must ensure that all staff placed at clients has been loaded onto Contractor Zone, Crim checked and has all the required PPE before going to a site.

· Render a professional service to the clients and follow reasonable instructions or requirements of the assigned contracts.

· Liase between the client and Workforce management in order to ensure the successful running of the contracts.

· Ensure that staff A.O.D.’s are signed and given to Admin Department within the allotted 5 days.

· Regular site spot checks to be carried out, and report to be given to management.

· Responsible for the collection of time sheets from the clients on a weekly basis.

· Ensure that all employees registered on the system have bank accounts, in to which his/her salary can be deposited on a weekly basis.

· Ensure that all employees placed on site have duly signed the Limited Duration Contracts.

· Responsible for the re-signing of the Limited Duration Contracts on sites where “regular” employees are working i.e. Medal Paints.

· Submit Workmen’s Compensation documentation and the completion thereof, to the Admin Department.

· Ensure that any vacancies are filled as when required by the Clients, according to laid down requirements.

· Enforce the Company’s disciplinary procedure and procedure for the removal of staff from the clients premises.

· Ensure that all employment applications are dealt with in a professional and timeous manner.

· Ensure that problems of staff on sites are resolved and feedback is given.

· The operations driver will report directly to you. 

· You will also be responsible to handle and resolve all pay queries and other queries of staff on sites and ad – hoc staff coming to the office. 

· Make arrangements for training that must take place. 

· Ensure that all drivers has been evaluated before placed on any sites. 

· All other aspects that is reasonable and are related to operations.

COMPANY NAME

:
SOUTH AFRICAN BREWERIES (Mthatha Depot)

POSITION HELD

:
WAREHOUSE CONTROLLER

PERIOD EMPLOYED
:
APRIL 2009 TO 31 March 2010

REASON FOR LEAVING
:
RELOCATION

DUTIES 

          


· Managing a team of 11 people

· Ensures sound stock control and undertakes stock 
reconciliation. 

· Ensures product quality policies and standards are 
implemented and met. 

· Compiles annual budgets and produces forecasts and 
manages within such constraints. 

· Designs the warehouse structure and selects staff. 
Manages and develops staff. 

· Monitors performance of staff. 

· Responsible for the development of improved materials 
handling and computerized control systems. 

· Authorizes expenditure and sets standards.

·  Ensures customer service standards are met through 
stock availability and liaison.

·  Optimizes information system utilization and ensures 
staff competence in the user application and 
interpretation thereof. 





COMPANY NAME

:
SOUTH AFRICAN BREWERIES (Mthatha Depot)

POSITION HELD

:
STOCK SUPERVISOR

PERIOD EMPLOYED
:
NOVEMBER 2006 TO MARCH 2009

DUTIES 





· Balance stock transfers between the depots

· Manage the interface between manufacturing and the warehouse

· Liaise with the Planning Department providing key input on stock information

· Ensure optimum stock holding levels

· Prepare daily performance feedback reports

· Regular interface with the shop floor to streamline the warehouse stock operation

· Verify all stock inputs in the department

· Stock Counts

· Investigate and minimize stock losses

· Filling and keeping records for Audit purposes

COMPANY NAME

:
COCA COLA FORTUNE (PORT SHEPSTONE)

POSITION HELD

:
DISTRIBUTION TEAM LEADER

PERIOD EMPLOYED
:
FEBRUARY 2006 TO OCTOBER 2006

REASON FOR LEAVING
:
BETTER OPPORTUNITIES


DUTIES






· Managing a team of 120 people

· Generating reports for Human Resource Department to prepare incentive for all the drivers and helpers.

· Manage drivers and  truck assistants

· Control of driver shortages

· Daily control of clipboard project

· Hiring of casual labour as/when required

· Control of missed calls

· Control of driver/crew image in the trade

· Management of assets

· Drive Mission Directed Work Teams

· Ensure commitment to The Coca-Cola Quality System

COMPANY NAME

:
DUBAI REFRESHMENTS PSC (UNATED ARAB 





EMIRATES)

POSITION HELD

:
DISPATCHER/STOCK CONTROLLER

PERIOD EMPLOYED
:
JANUARY 2004 TO DECEMBER 2005

REASON FOR LEAVING
:
RELOCATION

DUTIES 




· Managing a team of 12 people

· Control Pre-Sell Trucks and productive utilization of the vehicles, drivers and helpers to meet the monthly targets.

· Work hand and hand with Fleet Department in all matters of our vehicles.

· In charge of day shift operation such as, involvement in production scheduling, receiving stock from production, ensuring smooth loading and unloading of sales vehicles, trailers and presale vehicles, dealing with complaints from Sales Department ,controlling and planning shift activities and manpower, housekeeping, stock taking, stock reconciliation etc.

· Responsible for Pre-sell operation in co-ordination with Dubai and Sharjah Warehouse.  Receive Pre-sell orders from Sales and ensure timely execution of Pre-sell deliveries as per the set procedure from receiving orders to delivery made at customer end.

· Monitor the minimum stock levels at all 6 Satellite Warehouses on daily basis and ensure fair distribution of available volume to all areas based on the daily stock requirements and priority load requirements set by the Satellite Warehouses and avoid out of stock situations at all locations. (SKU’wise)

· Frontline contact point for all the details related to Trailers and Trailer drivers dedicated for the bulk deliveries to all locations.

· Purchasing of wooden pallets for production and hiring of trailers when necessary.

· Monitor the pallets movements to customers and their location; ensure timely retrieval in co-ordination with Raw Materials staff.

· Daily, weekly and monthly reporting of Pre-sell volume deliveries driver and truck wise and customer wise to keep the Management informed.

· Assure timely distribution of Pre-sell and Trailer driver incentives as per DRC Incentive Policy.

· Control all Trucks, Trailers and Drivers belong to stores and schedule them for the optimum utilization of vehicles and manpower utilization, which includes Exports requirements.

· Arrange distribution mineral water from Dibba throughout the franchise to ensure the availability of the product at all times.

· Submit a daily report (Trip Tracking Report) of Trailer Drivers to Warehouse Supervisors.

· Generating reports for Human Resource Department to prepare incentive for all the drivers and helpers.

COMPANY NAME


:
BONGEZIBOKUSA GARDEN SERVICES

POSITION HELD


:
MANAGING DIRECTOR (OWNER OF THE COMPANY)

PERIOD EMPLOYED

:
JANUARY 2002 TO DECEMBER 2003

LOCATION



:
MTHATHA

DUTIES



: 


Sourcing new and maintaining existing customers, responsible for the marketing of the business, finance management as well as enhancing customer service levels and all other activities of the business.

COMPUTER PACKAGES
:  
             

· SAP

· INTERNET EXPLORER

· MICROSOFT EXCEL

· MICROSOFT OUTLOOK

· MICROSOFT POWERPOINT

· MICROSOFT WORD

CURRICULUM VITAE OF MONGEZI NTETHA

                Honesty and Intergrity

· Conduct myself in accordance with Company conduct

· Maintaining integrity in all communications

· Follow through on commitments

· Respect the confidential nature of some of the work of the company

· Act with honesty in all aspects of work

· Live the Company values

Problem Solving 

· Collect all relevant information and data needed to address the problem

· Identify the most probable cause of the problem and logical outcomes

· Display confidence in decison making when challenged
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