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Contact No.: +971 50 3858143 / 056-6855649 E-Mail: susanthsurendran@gmail.com                                                
17 years experienced professional specialized in establishing operational excellence with a high level Sales management background seeking leadership positions to head Sales & Business Operations with a reputed organization 
PROFILE BRIEF 

· 17 years of total experience in functional areas like: FMCG Sales & Operations, Key Account Management, Traditional Trade Management and New Product Launch & Business Development for Leading Global Brands (Food and Non-Food).
· Presently associated with  Al Seer (Reckitt Benckiser) as Sales  Manager, Dubai, UAE





· Proven ability to drive Business Growth through aggressive initiatives, consistently delivering Revenue Growth, Profitability & Market Share 

· Adept at budgeting in line with the corporate strategies and identifying streams for revenue growth.

· Brands Handled –Kraft, Nabisco, Tang, Dream Whip, Reckitt Benckiser etc.

· Proven abilities in devising sales and executing marketing activities and growing the business. 

· Expertise in managing business operations across markets with key focus on profitability by ensuring optimal utilization of resources.
· Recognised for many innovative concepts, Speed to Market, strategic approach, Trade spent Management/ Optimization and Team Motivation 

· Effective in a core leadership role revitalising internal groups, building & managing client relationships and training/ mentoring teams to outperform themselves and competition

· Highly successful as a multi-cultural/ multi-ethnical team builder.

CORE COMPETENCIES 
	MANAGERIAL
	FUNCTIONAL

	· Operations

· Strategic Planning 

· Top/ Bottom line Accountability 

· Sales Training/Coaching/Team Building  

· Business Negotiations 

· Trade spent Management

	· Channel Management

· Brand Building / Launches/Promotions 

· Trade Spend Optimization

· Category Management

· Partner Management

· Trade Marketing

· Forecasting, Stock Management


AWARDS
· GCC Best Modern trade excellence Award– Sales Performance 2017
· Mondelez – best distributor award-2017
· Successful Launch of Kraft Cream Cheese Spread White with exit share of 10% in UAE market - 2018
· Exemplary Business Performance Award for Share Growth of Tang in GCC – 2017
· Highest growth in Carrefour & Lulu GCC award -2017
· Certificate of Excellence in Execution of “Oreo” – Doubled the business in 2 years (2011 – 2013)

· Best in-market execution for Launch of “Oreo Mini” – 2013
· Recognition for being part of the Category Leadership team who managed to make biscuit the fastest growing Category in MDLZ – 2013
Key Achievements

· Highest number of Tang Thematic displays (20) executed during Ramadan 2018
· Highest Market Share achieved for Tang & Kraft  in Carrefour in 2017

· Kraft CCS Crystal launch – Best execution Award in March 2016 

· Highest Market Share achieved for Philadelphia in cheese category in 2014

· Oreo achieved 100 MT in Jan 2013

· Star Performer award for the month September 2014

Career Growth Path- In Al Seer
	AL SEER GROUP
	July 2019 - Present
	Sales Manager – Reckitt Benckiser

	AL SEER GROUP
	 Sep 2014 - July 2019
	Sales Manager – Mondelez

	AL SEER GROUP
	Mach 2012- Sep 2014
	Sales Supervisor  – Mondelez

	Al SEER GROUP
	August 2008 – Mach 2012
	Key Account Executive  – Mondelez


CAREER CONTOUR
Since Aug’2008                              
       Sales Manager, 
                Al Seer       (Mondelēz International)
· Al Seer Group is the largest FMCG distribution company in the UAE and Oman, works exclusively with the top MNC's to be region's most preferred Brand Building partner.

· Accountable for the delivery of Sales, distribution and visibility objectives in line with the Channel and Brand objectives for the Group

· Accountable for Kraft Foods business, with an annual turnover AED +192Million.
· Ensure Profitability of the business through effective negotiation and A&P Controls to ensure better return on investments

· Leading and coaching 15 KAE & Territory Executives and 3 Supervisors  from division and working towards fulfilling company objectives and principal guidelines 

· Conduct Business Reviews with the designated accounts on a periodic basis.

· Ensure effective monthly sales forecasting, stock management and execution of the stock management priorities

· Developing Category growth strategy in alignment with marketing priorities and enabling growth in Modern and Traditional Trade Channels. 

· Managing negotiation with retailers to ensure that marketing and operational plans are in line with business plans.

· Ensure market working on a regular basis including market intelligence, competitor tracking, conducting reviews and develop good commercial relationship with relevant stakeholders etc

· Regular monitoring of the service levels of distributors to improve their efficiency in managing business in line with the goals
· Adeptly handling key brand reviews, RSP surveys, competition reports, POS material updates, post promo analysis, ROI analysis etc.
· Working Closely with Strategic Partners (Carrefour and Lulu) to drive JBP.
    February 2006 to July 2008



Key Account Executive      

                  M.H. Enterprises Dubai
Job Description

· Dealing with various type / categories of customers & agencies by satisfying them.

· Able to handle more than one portfolio at a time.

· Develop and manage key accounts of major departmental and specialty stores.

· Develop detailed sales proposals tailored to suit the needs of specific client requirements.

· Contact yearly rental spaces and maintain as per the Plano gram.

· Organize localize promotion; coordinate with the management in the account to increase the sale of slow moving products. Ensure effective execution in launch of new products.

· Planning and implementing promotions & driving in store excellence activities through consistent, high quality secondary placements in prime Zones and cross merchandising.
Jan 2002 to Jan 2006


                                     Sales Executive


            JAWAD Group Bahrain
Job Description

· Planning and implementing strategies for Sales.

· Preparation of Sales orders and their follow-ups.

· To Co-ordinate with warehouse in charges for further requirements of goods to be purchased.             

· Handling various types of customers like Hotels, Restaurants, Clubs & Ship Chandlers, etc.

· Able to handle nicely various customers and creating healthy relation with them resulting into increase of timely sales.

TRAINING COURSES, WORKSHOPS AND SEMINARS ATTENDED
· Team Building |Kraft Foods, Dubai | June ‘18
· Finance for Non Finance Training | Kraft Foods, Dubai | Oct ‘17

· STEPS Training | Kraft Foods, Dubai | June ‘17
· Six steps of the Call |Al Seer |July ’01 2015

· People Management| Al Seer Dubai | Sep ‘15

· Key Account Management & Negotiation Skills | August 14

· Managing for Impact | Kraft Foods, Dubai | Sep ‘12

· Business Challenges | Kraft Foods, Dubai | May ‘12 

ACADEMIA
· BA, Economics
PERSONAL DOSSIER 
Date of Birth



29th May 1980      
Linguistic Proficiency
English, Hindi, Tamil and Malayalam 
