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� ajwilfred@yahoo.co.in      � Baghdad / Iraq


 � joseph-wilfred-31bb3716  � wilfred.joseph8


� +964-7819379719





Objective





To lead challenging assignments with global companies in the domain of Sales and Marketing Business Development; make record-breaking contributions to Channel Establishment / Product Penetration / Sales Growth / Client relationship Management





Synopsis





A competent Sales and Marketing professional with more than 25 years of cross functional industry experience and accomplished track record in delivering consistently to the Top-line while effectively contributing to the Bottom -line through effective channel development, team management and customer relationship management.





Associated with organisations like LG Electronics India Pvt. Ltd, Hewlett-Packard India, Compaq Computer Corporation and Pepsi Co India.





Currently (since Jan 2017) employed as National Manager-Sales and Marketing for Dina Iraq. Atlas Dina Iran in a Joint Venture with Kais Hekmat Hady Factory for Snack Foods manufactures and distributes Potato and Corn based Chips and Snacks food and breakfast Cereals products. They are market leaders commanding a sizable share. Dina also own franchise rights for Bugles from General Mills Mars Chocolates and Pepsi Cola

















      �Joseph Wilfred      


Country Sales Manager @ Kais Snack Foods Iraq              





Objective





To lead challenging assignments with global companies in the domain of Sales and Marketing Business Development; make record-breaking contributions to Channel Establishment / Product Penetration / Sales Growth / Client relationship Management





Professional Skills





Time Management:


Strong numbers orientation with sustained focus on performance measurement and time management for consistent contribution to business success.





Workflow Management:


Highly competent at streamlining workflow and with encouraged team-skills and Customer Relationship to enhance profitability.





Relationship Management:


An effective communicator with exceptional relationship management skills is astute at providing training and development to juniors.





Project and Resource Management:


Initiative and strongly committed to meeting project objectives and deadlines through effective planning, resource management and sales execution.








Key Result Areas





Sales and Marketing:


Effective sales operation planning through strategic professional network in Business Markets; creates sound marketing intelligence and database management of Market potential while maintaining statistical MIS reports for Business and Market Analysis.





Business Development: 


Contribute consistently to Strategic Planning for Business growth in assigned territories in alignment with Top Management initiatives’ and operational capabilities to deliver aggressively to the Bottom line for success in Market places.





Channel Management: 


Identify road map to manage demand in competitive markets through tactical alignment development of Sales Channels and Value Chain Management; Emphasis on Supply chain and Delivery management for Customer and Consumer satisfaction.





Client Servicing:


Strong Focus on “Customer-Centric” model for success in Markets with high commitment to Relationship Marketing and Customer satisfaction. Provide single-point of contact for Account management at a personal level while increasing Customer Satisfaction levels & Retention.





Team Management: 


Encourages seamless integration of processes through establishment of effective communications between departments; encourages and advocates team-skills while maintaining integrity and honesty at work.








Industry Vertical





High-Tech / Consumer Electronics & Appliances / IT - Consumer Retail / FMCG / FMCD / Building Material  





Education Qualifications





PG Diploma in Pr. Management


Annamalai University                -1990


Bachelor in Commerce


St. Josephs College Trichy         -1989


Higher Secondary Examination


Campion AI School Trichy        -1985








Other Information





Languages:                                      English, Tamil, Hindi, Kannada      Extra Curricular:  


NCC School Level Part I & II Certificate


NSS Crowd/ Traffic Management 


Hobbies:                                          Play and Follow Cricket, Driving, Travel and Camping     





�





�





Independent Director


- Meshtec International               2016


High tensile woven SS Security Screens for Doors and Windows, 


- KAM Group LG Distributors   2016


Channel development and System implementation in the region.


- Campus Wallet by Chillar IoT 2017      


Fintech NASSCOM awarded APP for students - Cashless Campus


- GRK Wellness Juice/WIP        2017


- Coffea Coffee Malaysia/WIP   2017





Manage a team of experienced professionals across multiple functional and International markets who bring fresh ideas and a strategic perspective to every engaging challenge across both strategic and operational functions. Our insights are backed up by a rigorous process of analysis and solution development. This ensures that our recommendations are well researched, practical and tailored to an organization’s requirement. Meshtec Thailand expansion in India, Sri Lanka under brand ArmorRite is a notable project. Other projects include a Fintech start up in Cochin, a Malaysian Coffee retail house and a wellness juice company in TN.





Assistant General Manager                                                �                                       


LG Electronics India Pvt. Ltd.                                                                   2008-2015








Reporting to General Manager


- Drive MS for Inverter AC's      2015


- Branch Manager's Role            2014


- RSC role of TN/ KL region      2013


- Onam-HO coordinator role      2012 


- MWO 40% MS leadership       2012


- Mallika-E-Kitchen ATL/BTL  2011


- NPI Charcoal Light Oven         2011


- HTiB 20% Market Share          2010


- HTiB. Display/Market Share    2010


- Launch HTiB with Karaoke     2009


- Launch IT Exclusive Store       2008


   





National Product Manager - Home Appliances Division: Microwave and Kitchen Appliances category. Positive operating income and combined operating Income at global level. Plan and support regions with ATL/BTL activities. Work in tandem with global and Korea HQ teams. Responsible for New Product Introduction and market shares


TN-KL - Business responsibility - Regional Sales Coordinator and Branch Manager. Sales execution and monitoring. Implement National Sales Programs and Schemes. Control and drive financial discipline. Market Share leadership in coordination with teams for all categories. Stock monitoring and availability. Product display and distribution. Regional key account management. 


.    








Reporting Manager - RM - South


- Customer Experience Program 2007


- Flag Ship stores in Chennai      2006


- Unique 'Demand a Demo'         2005


- Pavilion 60% contribution        2004


- 10000 PC's club program          2004


- Printers and Ipaq in retail          2003


- Micro retail project Bangalore  2003


- 100% Partner transition to HP   2002


- ABG commercial business        2001


- Double Retail presence             2001








Area Manager                                                              ��


Hewlett-Packard India Sales Pvt. Ltd.                                                     2001-2008








Responsible for premium retail business in Tamil Nadu. These are exclusive HP World retail stores that position and sell Premium Pavilion and Presario range of Desktops, Laptop, Handhelds (IPaqs) Computers, all printers, accessories etc.  Accountable for expansion and sustainability of these stores and Market share of all the premium range products. Ensure ROI of each store as per norms.


Earlier: In-charge of Rest of TN for SMB and Retail channel partners for Compaq before merger with HP.  This included entry level servers and commercial desktops and laptops as well.








Territory Sales Coordinator                                           �


Pepsi-Cola India Marketing Company                                                     1990-2001








Reporting Manager - TDM 


- WH responsibility as TC          2001


- Best System implementation    1999 


- Distribution Ops-MS & Reach 1998


- Pepsi Power - Product display  1997


- Project Brnidavan- FP Mysore 1996 


- Project Dream Machine PMx.  1995


- HPL-150 unit placement PMx  1994


- Project Railways in Bangalore 1994


- Salesmen direct to indirect       1993


- Direct WH as Sales Officer      1992


- Part of the 1ST launch team       1990


    








      


               


                                                                                                                                                                                      





                                                                           


                                                                                                                   





Territory coordination: Direct/Indirect business operations. Part of Chennai core team to have planned to revive distribution for better reach; Responsibility of recruiting distributors and maintain quantitative data base on the territory and give qualitative feedback to the management for strategy development.


Earlier as Customer Sales Executive: PMx. Division (FOBO) - Responsible for Fountain Pepsi operation in the state of Karnataka. Part of the core team to provide insight into the market potential for FP operation in a city; provide analysis and feedback for effective penetration in Market Shares. Responsible for timely outstanding market collection and complete WH operations for bottled beverages.














Dell International Services India Pvt., Ltd., - Board Member, Sr. VP and Gen. Manager. Consumer and Small Business 


Ph: +91-9972097667   E-mail krishnakumar_p@dell.com 

















P Vijay Babu








LG Electronics India Pvt., Ltd., - Senior General Manager and Business Head Room Air Conditioners  


Ph: +91- 9953554945   E-mail pvijaya.babu@lge.com                       

















Krishnakumar P
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Personal Information





Status:     Married


Wife:       M.Sc. B.Ed. - Teacher 


Children: One - Son Student. Gr. X11


Address:  New #14 (Old # 15/3), 12th


                Cross Street, Indira Nagar,


                Adyar, Chennai - 600 020.


                Tamil Nadu - India   


Passport: H2862843 Valid: 03/02/19         





As a Sales Head for Iraq Operations responsibilities include to coach and build a sustainable local team. Make sure growth of products produced from the local facility than that of imports from Iran. Focus and arrest de-growth of Corn based products. Ensure a robust business model for distribution of products both direct and indirect. Minimize the loss arising out of expiry through proper Sales forecast. Responsible for both top line and bottom line. Improve Operation efficiency with available resource in hand. 





Reporting to Director Operations


Moved distribution from Direct to Indirect - 4 markets          - Mar 2018


Exiting from non performing partner in Baghdad City                - Jun 2018 


Identify operational issue in Basra and improved daily business by increasing the routes        - Aug 2018 


Closed Direct WH Operations Najaf by appointing distributor – Aug 2018    
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