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ANFIL 
C/o - Mob. no:  +971 50 1685421
Email: anfil.377582@2freemail.com 
CAREER SUMMARY
Sales professional with more than 12 years combined experience in sales and marketing roles in the leading FMCG industry – Dry, Chilled and Frozen foods. Skilled in leading and coaching sales teams in achieving the sales and distribution of existing customers in Modern Trade and also to identify &penetrate new potential customers in the Traditional Trade.
Areas of Expertise 

· Sales & Marketing 

· Channel Distribution Management
· Team Management

· Negotiation Skills

Professional Profile
BRF Federal Foods LLC:  April- 2013 – Sept 2017
BRF is the one of the biggest food companies in the world, created from the association between Sadia and Perdigao, two giants of food market.BRF Federal foods has been recognized as one of the top marketing and distribution companies in the UAE, to the full spectrum of Retail, Food service, Catering and Wholesale sectors by offering the best Brands – Sadia&Perdix in frozen, Pinar in chilled and Halwani in Dry category.
Joined as Key Account Executive in March 2013 promoted as Area Sales Supervisor in 2015

Job Profile

· Responsible for enhancing sales through the implementation ofstrategic and tactical sales plans for promotion sales of the brands Sadia in frozen, Pinar in the chilled and Halwani in the dry food segment.

· Co-ordination and line management of sales team working across an allocated store territory.

· To ensure delivery of the team members KPIs and work plan.

· Ensure the MSL in the key outlets and increase the numerical distribution across the region.

· Execution of plans provided by management and ensuring perfect execution. 

· Enabling the delivery of the sales targets associated to the management plans.

· Negotiating promotional space and budgets with the retail group.
· Achievement of agreed quantities sales goals and KPIs.
· Maintain and increase category wisemarket share of the products.

· Develop annual quarterly and monthly sales forecast for the region in line with the business strategy. 

· HandledA& B class supermarkets including Hypermarkets in Modern Trade and C class supermarkets, Groceries, Restaurants and Cafeterias in the Region in Traditional Trade.

· Network with key customers, business partners like Lulu, Carrefour, Safeer Markets, Choithram, K. M Trading etc to develop an effective business relationship.

· Assist in developing and implementing a robust pricing strategy to counter the short term and long term effect of fluctuating demands.
· Assist in strategizing for new product development for the region.
· Conducting survey on new product development and the feasibility.

· Take overall responsibility for achievement of sales target in the region

Nestle UAE LLC, Dubai – UAE: April 2010 – March 2013
Nestle is one among the top largest food producing company in the world. Nestle UAE has been recognized as one of the top marketing and distribution companies in the ME, with its product portfolio in categories like Dairy – Nido, Maggi, Nescafe, KitKat,Mackintosh, Cerelac and Purina.
Key Account Specialist, Al Ain - U A E
Job Profile
· Network with key customers, business partners to develop an effective business relationship.

· Successful implementation of category wise MSL and planogram on Dairy – Nido, Culinary – Maggi, coffee – Nescafe, confectionary – KitKat&Mackintosh, Baby food – Cerelac and petfood – Purina by ensuring the visibility in BDA. 

· Develop a strong understanding of the product demand within the region, by customer category and by type of end use and uses this to achieve the business objective.

· Successful implementation of monthly initiatives & product promotions in the selected stores based on company strategy.

· Strategize on the various SKUs that will be marketed within the region to suit the local market.

· Ensure that the brands standards and its practices are maintained.

· Ensure that legal and statutory norms are adhered to as per local procedures.

· Ensure timely sales realization by following up with customers for orders, market visits to resolve high stock / slow moving inventory issues.

Charlotte Trading & Contracting Co, Doha– Qatar, November 2006 – October 2009             
Div.Sales Manager

Job Profile
· Developing sound distribution channels through all the main Hyper Markets, Super Markets & Mini Markets & in selected HORECA segments in Qatar.
· Planning & implementing the Company's strategy in order to create a good Market share in Qatar.
· Successful implementation of category wise MSL by ensuring the visibility in BDA in Brands WestlandCheese, Divella Pasta, Orion, Lotte, Fini&Euro cake.
· Managing & coordinating the Sales Executives, VanSales Men& Merchandisers.
· Conducting New Product Launching & Sampling activities.
· Competitor activity analysis & surveys.

· Preparing Principal Contact Reports – Principal Visit briefings including inputs from meeting & agreements.
· Preparing monthly Orders and Sales Forecasting for each Brands.

ANARCO Dubai,UAE -December 2004 – November 2006
Sales Executive

Job Profile
· Handling A& B class supermarkets including Hypermarketsincluding Carrefour, Lulu,         K.M.Trading, Spinneys, FathimaS/Metcin Abu Dhabi.
· Identifying and mapping of potential Marketing areas.

· Planning and Conducting Promotional Activities.

· Handling collection activities.  

· Supervise Merchandisers in Abu Dhabi. 
Academic Credentials

2001-2003MBA- K S R College of Arts & Science, Erode, TamilNadu.
1997-2000 BBA- M E S College, Erumely, Kerala.
Personal Profile

Date of Birth                            24/04/1980
Marital Status                            Married
Nationality 

Indian    
Languages Known                       English, Hindi, Tamil & Malayalam
