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A Strong African Executive with more than 10 years’ FMCG Senior Leadership experience (in alcoholic -beer- Spirits or non-alcoholic Malted beverages and the rest in Food), having: 

· Lead high performing internal and outsourced Sales Professional teams through my good leadership, management skills, Entrepreneurial Mindset, made of strong values, virtues and excellent organizational abilities.  
 
· Developed great commercial Strategies which resulted into outstanding and consistent growth in Revenue, market shares, distribution, in a highly competitive, pressurized environment

· lead market research and analysis to create detailed business plans on commercial opportunities 


·  Worked and still in many African countries, has broaden the strong ability to lead in a multicultural environment but more importantly a deep understanding of Africa’s markets urban, rural but also its customers, shoppers, consumers segments, insights, and trends. 


 Some of my demonstrated Skills areas are:  Developing Commercial Strategies, Building Routes to Markets alongside with Sales Capabilities, setting up winning Distribution Networks, Customer Relationship management, Trade Marketing, Distributors and Key accounts Development, handling top Sales Negotiations, Innovations Commercialization, Commercial Analytics and Reporting, Embedding Sales Force Automation and Business Development
My motto:   Accelerate people’s and business sales performances 

EXPERIENCE  





























Since Jan 2018          MARSAVCO     (largest FMCG of Central Africa-  former UNILEVER)

                                                                             COMMERCIAL DIRECTOR 


· Lead the entire commercial activities and team across DRC CONGO  and Member of the Executive Committee
· Ensures the Sales force is equipped with the right Capabilities, Incentives, tools, processes, budget, assets, and staff, to win in the market”
· Define an insight-based Route to market to improve distribution in main cities and the penetration of the rural
· Define, then lead the execution of winning Sales and Trade Marketing strategies to grow brands, volume
· Drive the commercial Performance and had delivered against previous year’s growth of 36% growth in 2018 and 27% in 2019 by turning the focus from Sales in to Sales Out. Deliver same volume in 20202like previous year due to COVID and growing by  11%  monthly average in 2021 

2004 to 2017        DIAGEO GUINNESS CAMEROON S.A    (Beer & Spirits / 10 001+ employees)



Jan 2017 till end 2017                  Commercial Development Manager

In this strategic role, second to the Commercial Director I lead the: 
·  development of the Commercial Strategy, Sales Plans and lead Innovation Commercialization plan
·  Sales Excellence Capabilities Program and Distributor Management new tools implementation. 
·  Back Office Commercial Team in charge of equipping the Sales force with the right Capabilities, Incentives, tools, processes, assets, and staff, to win in the market and deliver growth ambitions
·  Commercial performance Reporting, Sales Database team and the Sales Archives
· Sales transformation projects (Salesforce Automation, Glass, New Channels Development, Home sales, etc.)
·  New Trade Marketing approach with Joint up Business Plans
·  The budget planning and execution of the entire Commercial Department 100 % within the approved limit


Oct 2015 - Dec. 2016                  National Field Sales & Capability Manager

As a second in the Sales Organization, I lead the entire daily Sales Operations of the business while the commercial Director focus more on Strategies and projects development
Lead and inspire directly a team of 06 Divisional Sales Managers (Coastal, West, North, Central, ROTC, South)
· Coordinate the effectiveness, efficiency of the entire sales force and the Distributors teams 
· Lead the Capabilities Agenda, and deliver many Programs (Active Selling, Distributors Management, Key Accounts Development, Persuasive Selling, Advance Negotiation Skills, Sales Mathematics, Stand of Excellence for field Sales, High Performing Coaching, People Manager Effectiveness, Customer Marketing Foundations, etc.)
· Coordinate the Sales Talent Review (development Plans, Succession Planning, Sales Leave Replacement plans, Talent Calibration exercises) 

Nov .2010 – Sept. 2015 (5 year)                       Divisional Sales Manager

· Responsible for the full P&L of the biggest Division “Central” accounting for 30 % of National Volume
· Had achieved consistent double digit’s growth in volume, 3 points in market share, and deliver distribution metrics and Customer satisfaction targets.
· Drive the launch of Innovations and lead regular 
· Drive with the team excellent Execution at the Point of Purchase on and off trade of the Sales Drivers (Quality, Distribution, Visibility, Price, Promotion and Persuasion) as per Trade Marketing Plans
· Deliver Competition Monitoring and implement trade activities to protect our market shares
· Lead a team 200 salesmen with 5 Sales managers and deliver a monthly turnover of 4 million dollars

Jul 2007 – Nov. 2010 (3 years)                  Business Development Manager      
· Was in charge of   Managing daily the relationship with04 big Distributors delivering total 32% of national Value and thus is accountable of growing their Volume, Market Share, profitability (25% ROI). 
· Follow their Sales In (orders, deliveries, complaints, rebates, discounts. Etc.)
· Follow their Profit and Loss Accounts and provide advices for their rapid development
· Redesign their Route to Market to gain growth in distribution and customers Satisfaction 
· Build Distributors and Sales force Capabilities to execute brilliantly sales as per our Standards

 Apr 2005 – Jul 2007 (2 years)                      Area Sales Manager    
· Ensure the effectiveness of 30 Sales Representatives, promotion coordinators directly and indirectly of 30 van Sales in charge of Beer Distribution, promotional Activities execution and customer relationship management.
· Perform Distribution routes planning and profitability for an efficient Area Coverage 
· Lead the team to Deliver daily targets of Volume, distribution, cash, sales visits, Sales coaching, audits, and KPIs of new brand launched
Feb 2004 – Apri. 2005                                      Territory Sales Representative      
· Deliver daily targets of Volume, distribution, cash, sales visits, promotional activities KPIs, audits, and new brand launched targets. An average of 18% growth realized in my sector in Yaoundé
· Execute Activities in Outlets which drives consumption of our brands on areas like  Quality, Distribution, Visibility, Price, Promotion & Persuasion 


Sept. 2002 – Jan.2004     Sales Coordinator at Sodiacam Leader Price (FMCG distribution / 200 + employees)

· Deliver daily volume and sales visits in the Wholesale, Supermarkets, and Horeca Channels 
· Drive the Execution of Promotional Activities in these channels and coordinate 06 Junior Sales agents


Jul 2001 –Sept 2002                Commercial    at   Groupe ARNO ATE   (Electricity / 100 + employees)

· In charge of the Showroom. Follow up of Key Customers, processed their complaints and Deliver Monthly Sales targets 

 1993 –1999                              Commercial at ECAS    (Family Business -Services / 20 + employees)

· Sales Prospection of (Working uniforms, Security equipment, etc.) Orders and deliveries follow up. Payments EDUCATION & TRAININGS


· Collection.


2019 – 2021                            Executive Master Business Administration (MBA)

                                             (African Leadership University (ALUSB)
1999 – 2001                 Diploma in Advanced Management and Administration 
                              
                                                   (British College of Professional Management)
 
1990 – 1993                              Bachelor in Law and business management   
                                                      
                                                              (University of Yaoundé - Cameroon)
OTHERS

                     




Computer Skills High professional proficiency   (full mastery of MS office)
· Bilingual (Fluent in French as mother tongue and English)
· Driving.   Highly skilled with many years of driving experience
· Awarded : Most Inspirational Leader of Diageo Africa 2015 -    Best Employee 2016  - 

References.  Mr   Baker Magunda     tel 00234 812 999 1010 Managing Director Guinness Nigeria
                          Mr. Joseph Togo          tel.   +237 679 536 182           Executive Director in FMGC 
                          Mr Patrice Tchoupe            tel.  +237 699 00 33 06           Commercial Director UCB     
                         Mr    Charles ELAME          Tel 00237 670003232       Managing Director Unilever MANAGEst Africa        
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