Name  Surname



ADDRESS:
                       Warsaw, xxxxxx Street, apt. xx
TELEPHONE NO:
xxx-xx-xxxxxx

E-MAIL:
xxxxxx@xxx.pl
DATE OF BIRTH:
        September 03, 19xx

MARITAL STATUS:
  single

WORK EXPERIENCE

January 1, 2009 – present day 

xxxxxxxxxxxx 

Property Management
· Establishing and maintaining contacts with clients and partners of the company

· Acquiring new customers and collaborating companies

· Coordination and supervision of collaborating companies

· Market monitoring

· Cooperation with other organizations and entities present in the industry field (e.g. experts, court appointed experts or developers) 

· Customer service quality control

· Representing customers before Government authorities and private entities 

October 1, 2008 – December 31, 2008 

xxxxxxxxxxxxxxxxxxxx
Marketing and Distribution Department
Position: Product Manager for the Sales Support Department/Sales Support Department Manager
· Sales Support Department’s budget planning and supervision

· Improving sales parameters

· Creating, establishing and implementing product visualization concepts

· Creating and approving sales support materials (POSM and TPOSM)

· Management of a Sales Support Team/Sales Support Experts and Regional Coordinators

· Negotiating, realizing and supervising of agreements with retail store chains

· Negotiating, realizing and supervising of agreements with distributors

· Direct cooperation with government representatives

· Direct contact with nationwide retail networks – KA

· Creating and implementing loyalty programs

· Media Express advertisement surface management

· Organizing and supervising promotional activities at points of sale

· Direct cooperation with advertisement agencies and POSM/TPOSM manufacturers

· Employee recruitment

October 10, 2006 – September 30, 2008

xxxxxxxxxxxxxxxxxxxxx
Trade Marketing Department
Position: Senior Sales Development Specialist
/Trade Development Executive/

· Budget planning and supervision

· Co-creation and performance of TM Dept plans

· Project management

· Creating and implementing TM Dept activity for PMPL Sales Dept

· Creating and implementing pro-sales activity for PMPL Sales Dept

· Creating loyalty programs for retail chains

· Implementing and planning marketing strategies

· Creating TM activity in KA chains, as well as creating PMPL image

· Co-creating loyalty programs

· Creating and approving sales support materials (POSM and TPOSM)
· Organizing logistics and controlling POSMs
· Creating and approving information materials for the Sales Dept
· Creating and approving information materials for the retail customers

· Direct cooperation with advertisement agencies and POSM/TPOSM manufacturers

· Selection and supervision of external companies

September 1, 2004 – September 30, 2006  

xxxxxxxxxxxxxxxxxxx
Sales Department
Regional Sales Supervisor
/Regional Sales Supervisor/

· Developing sales and distribution of PMP products (e.g. Marlboro, L&M, Caro)

· Building and development of a sales representative team

· Team management and supervising performance of set plans

· Preparing and performing all marketing activities

· Direct cooperation with Wholesales and Key Accounts (domestic and international chains)

· Retail and wholesale market analysis

· Budget planning and supervision

· Assurance of strict conformance to internal company regulations and procedures

· Preparing and leading trainings and meetings

July 1, 2000 – August 31, 2004 

xxxxxxxxxxxxxxxxxxxx
Sales Department
Regional Retail Market Development Specialist 
/Regional Trade Development Executive/
· Creating loyalty programs for KA chains 

· Direct contact with KA chains (international and domestic)

· Budget planning and supervision

· Creating, implementing and planning sales and marketing strategies

· Coordinating sales department activity

· Retail and wholesale market analysis

· Direct cooperation with Wholesalers and Key Accounts

· Employee recruitment

May 13, 1998 – June 30, 2000

xxxxxxxxxxxxxxxxxxxxx
Sales Department
Retail Promotion Supervisor

 /Retail Promotion Supervisor/

· Co-creation of marketing cycles

· Realizing and supervising of the promotional budget

· Recruiting, managing and development of sales representative and promotion teams

· Organizing and performing trainings

· Creating terms and conditions for retail and wholesale promotions

· Logistics for wholesale and retail promotions

· Cooperating with promotional agencies and supervising such

· Supervising the performance of set plans

· Assurance of strict conformance to internal company regulations and procedures

February 27, 1994 – May 12, 1998

xxxxxxxxxxxxxxxxxx
Sales Department
Retail Sales Representative
/Merchandiser/
· Assuring product availability and visibility

· Providing advice on sales development

· Negotiating and concluding exclusivity agreements concerning sales and advertisements

· Cooperation with sub-wholesalers

· Organizing and supervising promotions at points of sale

· Managing hostess teams during retail promotions

EDUCATIONS

University degree

Political studies




major: Political marketing

1995 – 1997

Warsaw College of Economics




major: Accounting and Finance

1990 – 1995

Secondary Technical School of Mechanical Engineering




Program: Technology and machine construction

TRAINING AND COURSES

Selected positions:

”Apples and Oranges” – details of enterprise operation training 

“Art of negotiation”

“Time and priority management"

„Supervisor’s Skills” – team management training

"Field Training and Coaching Skills" - coaching skill training

"Sales and Merchandising Skills II” – advanced sales and negotiation techniques training

„Sales and Merchandising Skills I" - sales skills training

PROFESSIONAL SKILLS

MANAGEMENT

· Team leadership and management

· Motivation and inspiration of employees

· Employee skill development through trainings during work, as well as through seminar trainings

· Ability to predict and react to market changes

· Provision of advice on sales development

· Independence in problem solving

· Supervision of performance of set plans

· Employee recruitment

· Openness to new challenges

COMMUNICATION

· Performance and presentation of meetings and seminar trainings

· Presentation: clear communication of information

SALES

· Wholesale – market knowledge gained through direct cooperation

· Key Accounts – Cooperation with domestic and international chains

· Retail and wholesale market analysis

· Assessment of potential needs of the client

· Negotiations with key accounts and care for key accounts

· Co-creation and performance of marketing activities

· Identification and development of distribution channels

· Result-oriented approach

· Ability to organize promotions aimed to advertise and increase sales of the product

· Negotiation and analytical skills

· Ability to acquire and maintain impeccable relations with clients

ADDITIONAL INFORMATION

Driver’s license: category B 
Interests include: history, politics, technology, sport
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