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Application for the Post of Suitable Post  

	
	
	A highly motivated, exceptional, with excellent organizational skills confident (multi-tasking) Sales, Business development, CRM, Operations & Logistic  & Management professional currently in FMCG sector (Unilever Food Solutions), with  excellent achievement record. Having extensive 19 years of experience of identifying the needs of customers, businesses and the ability of delivering sales and marketing solutions for them. Possessing a significant record of achievement in sales management and able to quickly understand short, mid and long term goals of an organization. A quick learner who can effortlessly fit in to any existing established environment.

Seeking for a new and challenging position, one which will make best use of my potentials, skills and experience and also further my personal and professional development. Currently on visit in UAE

	Language Skills
                                                English Language                Fluent
                                                Arabic Language                  Spoken


                                                Hindi Language                    Fluent
                                                Malayalam Language         Spoken
                                                Tamil Language                   Fluent


                                                Sinhalese Language            Fluent
Professional Education
                                       Diploma in Computer System Design                      1996
                                       Charted Institute of Marketing  (Stage 1)                    1997

                                                  Higher Diploma in Business Management                  1998
                                                  Motor Vehicle Technology I                                            2002
                                                  Advance Diploma in Business Management              2013
                                                  Diploma in Hotel Operation                                            2014
                                                  Advance Diploma in Logistics Management              2015

	
	
	

	
	
	

	Primary Education

	
	
	G.C.E. Ordinary Level Examination                                  1991

	
	
	G.C.E. Advance Level Examination                                   1994

	
	
	

	Personal Information

	 
	
	

	Date of Birth

 
	
	05th June 1975



	Personal Skills

	Innovator 

Grower                              

Cost Reducer
Sales & Marketing

Project Deliverer

Leader
Customer Service Improver
Brand Developer
Passionate Achiever

Wholesale, Retail & Distribution
Automotive expert
Decision Maker


	Current Employment


	October 2012 to date (3 yrs & 5m)
	
	Chief Executive Officer – FMCG, Automotive - Sri Lanka
Sanden Intercool Lanka (P) Limited. 

Sanden Intercool Lanka P Limited Business Partner for Unilever Food Solutions been in FMCG business since the 2004, and home to some of the world’s favorite brands; Knorr, Hellmann’s, Lady’s choice, Lipton etc…. We work closely with five start hotels, independent restaurants, and contract caterers, wholesalers across Sri Lanka.  Diversified business brands of EBC brake pads.



	Duties
	
	· Responsible for increasing sales volume, reaching secondary targets, monitor debtors, increase market share and width of distribution in the assigned territory

· Manage a team of  Sales Executives that services, HORECA, Dealers, Gov. non movement tenders, B2B, Modern trade and other retail channels

· Logistic Management for timely delivery.

· Review competitor activities and advise strategies to counter them
· Monitor fast moving KPI’s and maintain a stock norm of required KPI’s without tying up too much of the company's cash in unused inventory. 
· Building relationships with vendors helps you perform more effectively
· Working closely with the UFS, PULL & PUSH managers in order to have a smooth operation. 

· Supervise and improve daily warehousing operations

· Organizing team meetings with staff, Leadership Team and Assistant Sales Managers. 

· Involved in the day to day management of Sales & distribution.

· Participation in team building and sales training events. 

· Performance monitoring of Assistance Sales Managers

· Oversee existing campaigns to grow key categories & channels. 

· Retain accounts through the development of strong relationships with key decision makers.
· Preparing all report to management (forecast, Budget, Sales, KPI, OTM)


Achievements

FMCG




· Sales Increase in  of all SKU’s 
2012 Sales of 12MN 

2013 Sales 28MN Growth 112% compared to 2012
2014 Sales volume of 52MN Growth 185%compared to 2013
· Gross Margin increased, with high level of Operation Management
· Energized  established company to take advantage of local market conditions and achieve its potential
· Closed many new acquisition/migrations s by working  closely with 5 star hotel Chef’s, Purchasing Manager, Decision makers, and Suppliers

· Proactively visit hotels, Supermarkets Horeca, B2B and other wholesale & retail channels to maintain CRM 
· Recorded excellent order/forecast procedures with CD operations.  

Automotive


· Maintained responsibility for more than 20MN product value, while driving strong and sustained profit improvements by controlling costs, and steering stable departmental operations with high employee retention rates.
· Trained staff in new programs, policies, computer updates and product information. Recruited applicants for management positions. Supervised staff of 12 associates providing inventory control, customer service, and shipping/receiving.
· Maintained thorough knowledge of store merchandise to provide helpful advice to Dealers.
· Significantly exceeded CEO’s performance levels rapidly achieving peak performance resulting in reduced expenditure, enhanced profits, lower staff attrition rate, and increased customer loyalty.  
· Gross Margin increased by  25% in with a minimum 1 months stock cover with excellent forecast/order procedures 
	Work Experience



	

	June 2011 to September 2012
 (1 yr & 4 m)
	
	Business Development Manager – Electronics- Sri Lanka
Elite R (Private) Limited 
A local partnership business holds the distribution rights for world renowned brands ACUMA, Sanden, Framec, Cool star commercial refrigeration solutions to enhance the lifestyle of consumers by offering innovative, environment and cost effective products combined with excellent after sales service.  


	Duties
	
	· Responsible for increasing sales volume, reaching monthly target , market share and width of distribution in the assigned territory

· Review competitor activities and advise strategies to counter them

· Managed a team of 9 Sales Executives that services, Dealers, Gov & non government   tenders, and other retail channels.

· Servicing existing client base Acquire up new business opportunities and setting up meetings 

· Communicating new product developments to prospective clients


	Achievements

           
	
	·   Sales Volume Increased by 128% from all brands
· Expansions in to new Markets
· Build quality organization with a motivated workforce giving special emphasis to build relationship with modern trade and key accounts and increased the profitability.


	January 2003 to  May 2011

 (9 yrs & 5m)
	
	Snr. Sales Executive – Automotive- Doha-Qatar
DOMASCO (AL-Futtaim Group) 

DOMASCO, an overseas joint venture of the reputed UAE-based AL FUTTAIM Group, has been in Qatar for more than 50 years and has sole distribution rights for Honda cars & motorbikes, Volvo cars & trucks, Proton, CMC, JMC and Jinbei brands of commercial vehicles, and diversified business brands of watches and electronics such as Raymond weil, Westar, Titan, Casio and Sanyo, BPL and Godrej as well as Yanmar marine engines.

	Duties
	
	· Identifies business opportunities by identifying prospects and evaluating their position in the industry; researching and analyzing sales options.

· Sells products by establishing contact and developing relationships with prospects; recommending solutions.

· Maintains relationships with clients by providing support, information, and guidance; researching and recommending new opportunities; recommending profit and service improvements.

· Identifies product improvements or new products by remaining current on industry trends, market activities, and competitors.



	Achievements
September 1997 January 2003
 (5yrs & 4m)

Achievements 

Operating Systems Experience
	
	       •       Achieve and maintain the Company prescribed sales standards for the entire 

               Qatar operation, which improves and maintains company and brand image 

               and prestige 

       •     Launched GS batteries to Qatar Market &  set up a strong dealer network              
       •     Achieve or exceed the allocated sales target for Passenger vehicle Parts Sales 

             & GS   Batteries for Dealers, Government sectors, Oil fields/ Refineries, 

             MOI’s, Fleet customers & local workshops. 

       •     Maintained high level of CSI objectives thereby  ensuring maximum 

              customer satisfaction and repeat sales 

       •     Adhere company sales and prospecting systems by exceed the target  

              on number of prospects logged which ensures achievement.
       •     Well converse with EPC use

Corporate Sales Executive – Mobile – Sri Lanka
Etisalat Lanka 
Etisalat, fully owned subsidiary of Etisalat in UAE. Deals with total telecommunication provider to nation, Mobile phones, and all value added services to Corporate and Individual sector. Etisalat is the first & and the pioneer cellular operator in Sri Lanka ranks a top notch in the cellular industry. 
·   Acquiring new accounts, development and performance of all sales activities in Corporate Account customer base
·  Provides leadership towards achievement of maximum growth in line with company vision and values.

·  Establish plans and strategies to expand the customer base in the sales & marketing area and contributes to the development (additional solutions) of training for clients Recommending solutions.

· Maintains relationships with clients by providing support, information, and guidance; researching and recommending new opportunities; recommending profit and service improvements.

· Identifies product improvements or new products by remaining current on industry trends, market activities, and competitors.

· SAP
· Info cell
· Finac

· AS400

· QuickBooks 

	
	
	

	
	
	


