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	Competent senior management professional with expertise in sales and marketing plus proven track record of 25 years of experience within multinational FMCG industry. Self- motivated, results-oriented and successful team leader has achieved sales goals and delivered outstanding results on revenue growth. Expertise in business start ups, strategic planning and implementation, tapping remote markets, promoting new brands, recruiting the right team members and meeting highest standard of service levels. Tact to deal with challenging business issues and performs efficiently under work pressure having a vast contact with major industry players. Currently looking for an exciting senior management role within FMCG industry.


	STRENGTHS

	· Decades of managerial work experience
	· Vast exposure in FMCG product brands

	· Retail operations-sales-marketing expertise
	· Skilled in product - brand management

	· Strategic planning and decision-making skills
	· Market penetration-client retention skills

	· Knowledgeable with local market 
	· Effective leader with P & L responsibility



	Diploma in Marketing 
	1991

	The Chartered Institute of Marketing (CIM), United Kingdom
	



	Major brands handled: Vanhouten, Swiss Toggi, El Almendro (Confectionery); Delight (Frozen Vegetables); Selecta-Walls (Frozen Desserts-Ice Cream); Gits (Authentic Indian Food)

Key Accounts: Carrefour Hyper & Express Chain; EPPCO / ENOC Convenience Store Chain; Emarat Convenience Store Chain



	Assistant Sales & Marketing Manager (Dubai)
	2007 - Present

	Area Sales Manager (Al Ain)
	1997 -  2007

	T. Choithram & Sons, United Arab Emirates 
One of the leading groups in retail chain of supermarkets, large department stores. Its marketing division is a preferred supplier for many trade channels representing more than 60 brands in UAE that caters all major categories particularly of the modern trade and LET (Low End of the Trade) and HORECA (Hotels / Restaurants / Cafeterias).


	Sales Manager
	1993 – 1996

	The Maharaja Organization, Sri Lanka
The company is the largest and most diversified private sector company in Sri Lanka with 34 divisions including Pepsi, Anchor, Cadbury in consumer edibles; Citizen / Polaroid brands in consumer durables and GSM networks / FM & TV stations in the communication sector.


	Sales Manager – Pharmaceuticals
	1990 -1922

	Area Manager – Consumer Division
	1986 - 1990

	Smith Kline & Beecham Division (SKB), Shah Wallace & Hedges Ltd., Sri Lanka
	




	
	



	Assistant Sales & Marketing Manager, T. Choithram & Sons
· Anticipated the management of 5 major SBUs such as Leone Tea Division, Kmball & Bachelor’s Sups Division, Green Season, EPPCO/Emarat Petrol Stations and Dubai Duty Free. 
· Establishing sales and marketing goals for the division on short & long term basis and identifying means of achieving the same.
· Setting up realistic plans or annual sales targets through defined plans and controls.
· Coordinating with overseas principals in developing marketing plans for the brands specifying promotional or distribution objectives along with strategies or tactics to achieve the same.
· Planning, directing and controlling core business issues of assigned key accounts towards continued growth and steady profit streams.
· Launching new product range on exiting portfolio to boost up sales.
· Enforcing incentive schemes for the filed supervisory, sales & merchandising team.
· Driving efforts towards securing profit margins according to the division’s guidelines.
Achievements
· Team member of the elite champion team for the implementation process of SAP.
· Spearheaded new product launches including re-launched of an existing product such as Nature’s Gift-Pet Food Range (2011); Burger King Kips (2010) and Sunmaid Raisins (2009).
· Seized the management of Carrefour account (The largest key account contributing 20% of the divisional turn over in year 2009.
· Inaugurated the concept of preparing annual strategic business plans for specific brands highlighting specific marketing and financial objectives following the activity calendar.


	Area Sales Manager, T. Choithram & Sons
· Managed the division while leading sales team comprising 3 Salesmen and 3 Merchandisers.
· Coordinated with head office for the implementation of national or regional promotional plans including tailor made promotions for key accounts.
· Contributed in creating marketing plans for the Abu Dhabi division as necessary.
· Conceptualized and implemented divisional annual sales plus profit targets; monitored stocks of the division and controlled credits.
· Assisted the company’s retail segment on new branch openings and promotional campaigns.
· Handled effectively EPPCO / Emarat key account in Dubai and Northern Emirates.
· Organized and implemented in-house trainings for the sales and merchandising teams to upgrade their skills and become strategist in competitive environment.
Achievements

· Played a key role in the transition of the division from unorganized to organized status plus set up KPI’s for the team member.
· Successfully restructured the entire division and introduced key account concept.
· Significantly increased the LET (Low End of the Trade) from ground zero to 150 accounts.
· Expanded the distribution network from 70 to 350 accounts in year 2007.
· Contributed in the successful opening of 3 new branches in Al Ain Sector. Performed jobs such as selecting locations, determining customer profile for each catchment and developing strategic plan for new outlet opening.


	Sales Manager, The Maharaja Organization

· Performed a whole gamut of management functions related to strategic planning, market analysis, account management, product presentation and business development.
· Oversaw showroom operations including merchandising lay-outs, promotional campaigns as well as day-to-day management of the service center.
· Deputed agents in key strategic locations.
· Provided leadership and direction to the sales team; drove toads achieving targets.




	
	

	Achievements
· Channelized successful opening of Titan watch showrooms in Colombo including dealer and distribution network for the brand.

· Modified the status of the watch from unknown brand to “must have” status competing with all established international brands in a year.


	Sales Manager-Pharmaceuticals, Smith Kline & Beecham Div., Shaw Wallace & Hedges Ltd.
· Deputed regional distributors and supervised their daily performance.
· Guided and motivated the newly recruited sales team towards achieving divisional objectives in terms of sales, profitability and market share.
· Ensured compliance to the worldwide policy of the company in preparing and implementing ethical plus promotional campaigns.
· Developed annual sales forecast in coordination with the company’s regional office.
· Dealt with key accounts such as State Pharmaceutical Corporation, National Hospitals and Armed Forces. Negotiated with them on obtaining tender business annually.
· Imparted trainings to the sales team and regional distributor’s team on general selling techniques, product knowledge and roll out or promotional campaigns.
· Instrumental in setting up a sales and distribution network for pharmaceutical products on an island basis. The module was adopted by other similar organizations in Sri Lanka.


	Area Manager-Consumer Division, Smith Kline & Beecham Div., Shaw Wallace & Hedges Ltd.
· Managed the entire division which was the sole distributor for Horlicks & Marmite from SKB and other market leader brands with total sales force exceeding 100.
· Assumed accountability on the elite Colombo division that contributed 50% of the company turnover with twelve members. Initially handled team of five members and grew up to 6 staff.
· Directed the regional sales team including implantation of policies and procedures.
· Worked alongside with Area Representative in achieving sales target for the region as well as in motivating the regional distributors.
· Awarded as Best Area Manager and best Colombo Sales Team in 1989.



	Previously employed with Glaxo Ceylon Ltd., Started as Medical Sales Representative and later promoted as a Field Sales Supervisor (Junior Executive Grade). 

Privileged to join the “Young Talent Search” campaign during college and was chosen by the world leader in health care I: E-Glaxo.



	Sales and Marketing

· Play an instrumental role in developing and growing the business.

· Understand fully marketing program; plan and carry out them according to the needs of key opinion leaders, market needs and products global policy.

· Develop and set up long-range business plan for the region designed to create and build a business development issues as well to exploit current abilities and services; expand horizontally and vertically in market. Identify and win new business in assigned region.

· Evaluate existing market position, strengths and weaknesses and create a vision for the future.

· Engage in negotiation of the contracted business ensuring compliance with policy of negotiation plan specifying minimum and target positions for costs and profits.

· Drive towards achieving incremental growth of targeted market business.

· Arrange client meetings for promoting business; creating awareness for product brands. 

· Carry healthy business relations with major clientele, ensuring maximum customer satisfaction by achieving delivery and quality norms.

· Experience in handling large team of sales executives with multichannel distribution networks.

· Practice and use management principals and theories with latest market information and business know how to gain momentum in assigned territory and product sales.




	
	

	Brand Management

· Lead new product launches, promotional campaign planning and product management to increase revenue, and improve brand visibility and availability of product in the market.  

· Check overall brand performance with each brand and work closely with Brand/ Sales teams to ensure overall brand standard and intact image.

· Communicate with the entire organization, including the dedicated sales team and other marketing staff to provide effective materials aimed at boosting sales.

· Communicate and enforce standard guidelines for all brand communications to ensure consistency and quality as well as achievement of objectives.



	Well versed with MS Office Suite, e-mail applications, internet surfing and web research



	Nationality
	:
	Sri Lankan

	Date of Birth
	:
	23rd July 1979

	Marital Status
	:
	Married

	Languages
	:
	English, Hindi & Singhala

	Reference
	:
	Available on demand
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