	Noel 
Senior Sales & Marketing Management Professional
E-mail: noel.47882@2freemail.com 

	

	PROFILE SYNOPSIS
	

	Result-driven sales and marketing management professional with decades of proven experience in multinational FMCG and consumer product sales demonstrating leadership skills in strategic sales planning and implementation, business development,  distribution, trade channel development, and key account management. Very well versed in managing territory sales, expanding business in the targeted markets, increasing product visibility & brand awareness, and developing-maintaining excellent relationships with key industry players using excellent networking and interpersonal skills. Career record based on performance, promotion and gaining growth plus organizational goals is well supported by industry references.


	STRENGTHS

	· 18 years of proven work experience in GCC
	· Sound knowledge of FMCG industry

	· Strategic business & sales planning expertise
	· Excellent financial & budgeting competency

	· New market penetration & brand development 
	· High level of relationship building skills

	· Export activities & Letter of Credit know how
	· Profit Centre Head with vast business contacts


	EDUCATION & COURSES
	

	

	Postgraduate degree in Marketing Management, Annamalai University, India


	

	Bachelor of Commerce, Loyola College, Madras, India

	

	PRODUCTS & KEY ACCOUNTS 
	

	· Gulf Drug Establishment. Deep Heat, Mentholatum, (UK); Coppertone (Schering Plough, USA); Ria, Bel, Molicare (Paul H., Germany); Futuro (Beiersdorf USA); Beverly Hills  (Purity Laboratories UK); Filtral (France); Banat (Turkey); Fumakilla (Japan); Blistex, Dentyl, Astral (DDD Ltd.), UK
· Mak & Scher LLC. Tuff, Ecla, Shine, Ypmen, Yplon, Isabel.
· Nestle India Limited. Nespray, Cerelac Nescafe, Maggi, Taster’s Choice, Lactogen, Kitkat, Sunrise, & Milo.
· Pharmacies A & B Class Supermarkets; Cooperatives, Institutions, Hotels; Duty Free & Wholesale Markets; Major supermarket chains: Carrefour, Spinneys, Lulu, Panda, Geant, Co-Ops, Boots, Life,
· Ferrero, United Biscuits (Mcvities), Smithkline Beecham, Yardley, Wella, Zetra, Warner Lambert, Reckit Benkiser QUALPRO (Alalali) and NBCC (Champion Chips).


	ACHIEVEMENTS
	

	

	· Instrumental in managing the start up of Mak & Scher LLC and increasing its profitability through delivery of strategic business solutions on consumer products by launching them across GCC market.
· Yielded start-up turnover of USD 750K during the first year of operation, Mak & Scher LLC.
· Recorded the highest sales turnover of AED 1.5 Million per month with Maritime & Mercantile Int’l.
· Awarded with ACE (Ability & Commitment to Excellence) certificate for special project on Trade Universe survey conducted at the organization, Maritime & Mercantile Int’l.
· Played a lead role in developing entire distribution network for Tiffany biscuits and snacks across UAE.

· Accomplished the pre-defined sales targets and turnover for Tiffany biscuits-snacks & confectionery.


	CAREER SNAPSHOT
	

	

	Sales & Marketing Manager, GULF DRUG EST., Dubai, UAE

	Oct 2001 - Present

	Sales & Marketing Manager,  MAK & SCHER LLC, Dubai, UAE


	May 1998 - Sept 2001

	Sales Manager, MARITIME & MERCANTILE INT’L, Dubai , UAE

	Apr 1996 – Mar 1998

	Area Sales Manager / Product Manager,  TIFFANY FOODS LTD (IFFCO), Sharjah, UAE


	Oct 1992 - Mar 1996

	Sales Officer, NESTLE INDIA LTD, India
	Sept 1984 - Sept 1992


	

	

	JOB RESPONSIBILITIES
	

	

	Sales & Marketing Manager, Gulf Drug Establishment
Company profile: Leading player in healthcare products & services in UAE since its inception in 1969. One of the first companies to start pharmacies, private clinic and healthcare marketing-distribution services in the country.

· Overseeing consumer division with objective of increasing market share for 10+ global companies, growing revenue & customer base, managing distribution channel, handling product lines and achieving targets.

· Developing key account relationships across GCC markets-UAE, Oman, Bahrain, Qatar, KSA, Kuwait & Yemen.

· Creating and implementing strategic objectives while driving efforts towards optimizing sales activities in target markets maintaining product visibility and market presence.

· Reviewing customer preferences and buying patterns to improve marketing and merchandising efforts.

· Working on maximizing product mix through effective display and new product launches.

· Strategically positioning the organization as the vendor of choice.

· Providing leadership, direction and motivation to a team of 17; organizing training for them on how to achieve and maintain target markets, including sales planning to meet individual & company objectives.

· Channelizing strategic global business alliances to maximize profits.

· Resolving all issues during all phases of business processes, distribution channels, and exports.


	Sales & Marketing Manager, Mak & Scher LLC
Company profile: Engaged in cosmetics and toiletries trading.

· Steered initiatives in identifying the target customer and distribution channels for non-food European product line of personal care, toiletries, homecare, insecticide, detergents and cleaning products.

· Assigned distributors in the target market and spearheaded price positioning, market survey, launch plan, distribution across trade channels and feasibility studies.

· Implemented marketing plan for distributors, visibility, consumer & trade promotions and BTL activities.

· Secured competitive edge in multinational markets including Jeddah, Riyadh, Bahrain, Qatar, UAE, Oman, Kuwait & Yemen. Similarly, developed territory markets in Indian and African subcontinent.

· Visited global distribution companies and interacted with them regarding the products.

· Set up credit policy based on companies objectives, L/C and developed reporting systems.

· Motivated team towards achieving organizational goals and worked on enhancing customer experience.


	Sales Manager, Maritime & Mercantile International
Company profile: Marketing and distribution f beverages, fast moving consumer goods and general trading.

· Directed trade marketing activities and van route sales of the division.

· Supervised 10 Van Salesman, 2 Credit Salesman and 2 Merchandisers. Organized training for salesmen and actively involved in the recruitment process.

· Monitored product display in the market and in shop promotion.

· Ensured efficient utilization of resources; tracked budget and expenses.

· Monitored stocks availability to ensure achievement of sales display objectives.



	Area Sales Manager / Product Manager, Tiffany Foods Limited 
Company profile: Manufactures and markets a well-integrated range of consumer products.

· Set up and used efficiently sales and budgets for marketing expenditure.

· Supervised and motivated team of 7 Salesmen, 3 Merchandisers and 1 Supervisor.

· Channelized all promotional to increase product visibility.

· Carried out extensive research in the market to develop new product and packaging. Assessed wholesale or re-export market institutions for pricing and rate contracts.

· Liaised with advertising agencies for intuitive consumer campaigns to promote trade.



	Sales Officer, Nestle India Limited

Company profile: Subsidiary of Nestle SA and engaged in food business.
· Handled planning and promotion of all product brands sales within the territory.
· Increased company’s market share through trade & consumer promotions and attendance in exhibitions.
· Carried out stock planning, indenting, reporting, and market research.
· Supervised company distributors and C & F agents-payments and claims including all aspects of the distribution network. Ensured timely arrival & dispatch of goods to distributors and wholesalers.


	

	

	AREAS OF EXPERTISE
	

	· Provide quality leadership and support to high priority projects on a global level including the development of strategic and operating plans for the growing business – FMCG industry.

· Lead development of trade marketing strategy to achieve defined objectives across all brand categories.

· Develop, execute, and monitor performance of all programs designed to increase market presence.

· Oversee trade marketing investments and initiatives execution including the development of trade promotional plan with key customers as well as channels. Manage and grow relationship with distributors.

· Streamline sales & marketing business operations while developing contacts with key accounts.

· Understand the prevailing market trends and issues; analyze its impact towards the business in long run and further devise strategies to oppose any possible business threat.

· Scan the market and get brief with competitors, their product pricing and customer service dealings. 


	FOREIGN TRAVEL
	

	Widely travelled to Europe (France & Germany), USA and Canada to develop business, attend conferences, exhibitions and seminars including product launches and principal’s trainings.


	PROFESSIONAL DEVELOPMENT
	

	· Management Development Programme by Stephen Barrow

· Maximizing Your Potential by Attitudes and Coaching Skills – a Human Resource Program

· Business Presentation Skills from Creative Management Consultants

· WELLA Product Training at Wella Headquarters in Germany for 7 days 

· Sales related training programs held by Nestle India Limited. It includes Sales training course, Senior Sales representative training course and Sales officer’s workshop.



	IT SKILLS
	

	Well versed with Oracle E-business, MS Office Suite, internet and e-mail applications 


	PERSONAL DETAILS
	

	

	Nationality
	:
	Indian

	Date of Birth
	:
	14th June 1962

	Marital Status
	:
	Married

	Visa Status
	:
	Transferable

	Driving License
	:
	UAE Light Vehicle

	Languages
	:
	English, Hindi, Tamil, & Spoken Arabic


	REFERENCE
	

	Furnished promptly upon request
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