
 PERSONAL DETAILS
  Name:                                WAFUMBO ANDREW. T
  Nationality:                   UGANDAN  

  Date of Birth:                  22/10/1979
  Home address:             KIWATULE, KAMPALA 
  Telephone number:   +256702160606, +256772946484, 
  E-mail Address:            Wafumboandrew@gmail.com
PERSONAL SUMMARY
A highly efficient, innovative, result driven sales and distribution representative with strong sales and service skills, has a proven track record of meeting sales targets. With experience of supporting sales teams and departments by developing, defining, reviewing their overall sales strategies and Comfortable working in any sales/marketing environment I also have experience in dealing with both B2C and B2B markets. My mission is to remain a self-motivated, dedicated and committed person working well with others in order to obtain the best value results for personal and organizational development.
KEY SKILLS
· I have the ability to successfully lead and motivate a team

· I have excellent sales and negotiation skills.

I possess sufficient customer care skills that I use to sensitize customers and other stakeholders and deliver my services professionally

· I am able to quickly understand customer needs and deliver timely and cost effective solutions

· I possess excellent communication and peoples skills.

· I am able to work calmly under pressure.

· I am goal driven and able to set realistic goals
WORK EXPERIENCE
UPENERGY UGANDA LIMITED May 1st to date 

Regional sales supervisor central (Kampala)
AIM

To bring inspirational clean energy and health products within reach of low income customers. 

Up Energy customers rely on us for the best efficient cook stoves, water filters, and solar lights. 
KEY RESULT AREAS
· Understand customer needs and offer solutions and support

· Organize and coordinate sales representatives schedules

· Recruit, hire, and train new sales representatives

· Receive and report on all sales leads

· Supervise sales representatives and assistants

· Answer potential customer questions and follow-up call questions

· Work with sales team when closing sales

· Track weekly, monthly, and quarterly performance and sales metrics

· Meet all sales quotas and goals

· Assist sales representatives and team to meet and exceed goals

AFFRICELL UGANDA LIMITED April 2016 to October 2018
Regional sales and distribution supervisor Kampala 
KEY RESULT AREAS 

· Sales Planning and Execution.
· Monitor the Africell Distribution Strategy in the Area of Duty

· Control and Supervise the franchisee agents , Trade Sales Executives in the Area of Duty

· Liaison between the Operations Manager of the Dealer and Africell Distribution Department

· Customised Branding for Retailers, Stockists and Dealers:

· Market Intelligence Gathering:

· Training and Refresher training for Retailers, Stockists, Dealers, Special partner agents/Merchants and Direct Staff:

· Continually identify better ways of work and share this with the team and management as appropriate.

· Promote and maintain a high quality, professional, service oriented company’s image among all Retailers, Stockists and Dealers.

· Consistently engage Retailers and Dealers in brainstorming to get their ideas on how Africell can grow to become the market leader
 ACHIEVEMENTS 
· Clearly communicated the Distribution strategy to the dealer operations manager, all shops and field staff and  conduct daily evaluation on the team’s contribution towards achievement of the distribution targets for each quarter leading to the

· Development  of a new system for generating sales leads which was implemented across the organization and resulted in an improvement in sales performance
· Seconded by national sales manager to support sales teams in other regions and ensure that their quarterly targets were achievement
· Led a team of sales and marketing executives in a promotional campaign that resulted in increased sales of both sim cards and airtime.
· Increased my territories client base
· Trained and developed a team of  new field sales executives who achieved given sales targets within their two  months
MAXAM UGANDA LIMITED (HEINEKEN DISTRIBUTER) October 2013 to April 2016 
Regional Sales and distribution representative East and Northern Uganda
KEY RESULT AREAS
· Meet or exceed regional sales objectives to achieve personal, divisional and corporate objectives

· Contribute to the organization’s ability to innovate and expand the market by growing the consumer’s imagination in how and in what circumstances they should consume our products

· Build and sustain customer relationships and trust while growing their passion for our products

· Service and support all on premise and retail accounts, manage current portfolio and anticipate and respond to customer /consumer needs and expectations in the assigned territory by conducting on-site sales visits with both new and existing customers

· Effectively manage and minimize stale date products, and check product expiry dates regularly

· Plan and execute on premise, retail and consumer programs

· Develop and maintain a Category Management Strategy for all retail accounts, plus executing cooler re-aligns

· Focus on product placement, inventory management, execution of POS, and merchandising with a commitment to the fact-based selling approach

· Create independent/specific sales programs for individual retail and on premise customers while keeping focused on provincial and corporate objectives

· Create territory planning and strategizing to meet or exceed sales and financial objectives

· Consistent execution of Heineken sales and brand strategies

· Demonstrate ability to effectively communicate and deliver compelling presentations and/or training sessions

· Develop, manage, achieve and be accountable for annual budget objectives

· Analyze and report on regional sales performance on a monthly basis to assist with planning and strategizing to meet or exceed sales and financial targets

ACHIEVEMENTS
· Directed the growth of over 150 active and 500 prospect accounts
· Reduced revenue losses and enhanced retention of major and at risk accounts using negotiation skills
· Overcame competitors by increasing competitive knowledge, market intelligence and sales skills
· Improved budgeting and planning process using analysis skills
· Improved forecasting accuracy by creating tools and reports that increased metrics and trends tracked
· Independently formulated and managed long and short-term sales plans, targets and expenses
· Maintained a tenacious drive to exceed corporate mission and grow existing and new accounts
· Kept ahead of competition using SWOT analysis and outside the box thinking
· Increased competiveness by tracking key metrics to identify trends, and opportunities
· Improved product competitiveness by working with senior management in all departments
· Supported sales representatives on sales calls and built rapport with key customers
· Managed continuous change by getting buy-in, effective communication and leading by example
GETCOM TORORO (WARID DEALER) February 2009-october 2013(BUSIA AREA)

Franchisee manger
KEY RESULT AREA
· Manage Air Time scratch cards and the mobile money base since its launch (WARID PESA).

· Consistently reach expected sales targets.
· Deliver compliant information to customer base.
· Nurture and manage existing and new client relationships.
· Answer customer inquiries concerning sales
Build strong relationships with business heads to understand the strategies, business plans, issues and requirements for the business area.
· Drive performance of the sales team, and help them grow and develop a relationship with clients.
ACHIEVEMENTS
· Realized growth in the client base.
· Participated and planed the roll out of new products successfully.

· Successfully increased client compliancy.

· Managed and monitored a team of 40 sales people and also trained them on customer relationship skills.

· Continually improved the individual will, drive and efficiency to the customer by identifying areas of development that will retain the customers. 

 TELE DOT COM (MTN DEALER) Jan 2005 to Dec 2008 (BUSIA BUGIRI AREAR)

Station manager 
 KEY RESULT AREAS
· Work with sales rep to ensure availability of stock at all times.
· Manage the main dealer shops in the stations.
· Ensure main dealer shops and staff open early enough to meet customer demands.
· Attend to customer complaints in respective territory.
· Check dumping in the territory by other dealers
· Compile daily and weekly sales reports for review by the sales manager
· Introduction of new sub dealers/stockiest in the territory.
· Monitor activities of sub dealers and stockiest to ensure sales are conducted in a free and fair manner.
· Assist the MTN rep in carrying out promotions and activations.
· Ensure new products and services are embraced.
· Train territory retail staff.
 ACHIEVEMENTS
· I increased the number of sub dealers from below 50 to above 200 during this period.
· Created stockiest in every major town and trading center, this curtailed the issue of stock outs.

· The creation of more sub dealers and stockiest grew sales by over 100%during this period.

· I created a route schedule that helped in distribution and thorough market penetration.

Because of the creation of stockiest in all major trading centers, and a good distribution structure, the issue of dumping was eliminated.

JAY/ SANJAY ENTERPRISES (NILE BREWERIES DISTRIBUTOR) Feb.2003 to Jan 2005 TORORO AREAR           
Sales manager: 
KEY RESULT AREAS

· Direct sale and customer service management, obtain orders, and establish new accounts by planning and organizing daily work schedule to call on existing or potential sales outlets and other trade factors.

· Keeping management informed by submitting activity and results reports, such as daily call reports, weekly work plans, and monthly and annual area analyses.

· Monitors competition by gathering current marketplace information on pricing, products, new products, delivery schedules, merchandising techniques, etc.

· Resolves customer complaints by investigating problems; developing solutions; preparing reports; making recommendations to management.

· Ensuring availability, visibility and product awareness in assigned area
ARECHIVEMENTS
·  Increased my territories client base year-on-year

· Trained and developed a team of five new field salesmen who achieved their sales targets within their first three months

· I ensured availability of Nile breweries products up to the remotest consumers

· I was able to achieve set targets over and above.

I increased the number of stockiest in every major town and trading center. This eliminated the problem of stock outs and hence increased sales

JAY/ SANJAY ENTERPRISES (NILE BREWERIES DISTRIBUTOR) October 2002- Feb. 2003
Salesman:
 KEY RESULT AREAS
· Ensure availability of popular and relevant Nile breweries products up to the remotest consumers.

· Deliver stock to stockiest and help them set up appropriate display of brands.

· Increase sales by meeting set targets

· Attend to customer complaints at different levels.

· Offer support to new outlets by helping them easily take off in the market.

· Organize product advertisements and other promotional activities.

· Sales forecasting and market research.
ACHIEVEMENTS
· I ensured availability of Nile breweries products up to the remotest consumers

· I was able to achieve set targets over and above.

Increased the number of stockiest in every major town and trading center. This eliminated the problem of stock outs and hence increased sales
 

EDUCATION 

       Makerere University 
       Bachelors of Education 

       2013-2016

Chartered Institute of Marketing

Professional certificate in Marketing

2013-continiung
Institute of teacher education Kyambogo

Diploma in education
1999-2002
 LANGUAGES 

 Besides English language, I can ably communicate in 
 Luganda, Kiswahili and Lugisu
 REFEREES
               MR MOSES AMONE 

               DIRECTOR OF STRATEGIC PARTNERSHIPS
               UPENERGY UGANDA LIMITED
               Tel+256701198895
              moses@upenergygroup.com
               MR GEORGE NYANKORI

COMMERCIAL DIVERSIFICATION COORDINATOR

AFRICELL UGANDA 

TEL. +256790790605

George.nyankori@africell.ug
               MR. WETONYI JOEL
COUNTRY MANGER MANAGER BAREFOOT POWER

TEL. +256759-212014
joelw@barefootpower.com
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Barefoot Power Uganda Ltd
PO Box 34544

KAMPALA

UGANDA

26 November 2013
Membership Number: 38416140

Dear Andrew

We are writing to confirm that your results have been ratified by the CIM Awarding Body at the
September 2013 Examination Board and are as follows:

Grade % Mark
522 - Marketing Information & Research B 64
523 - Stakeholder Marketing c 51

The Chartered Institute of Marketing takes all possible measures to ensure that the assessment
and the marking process are fair and equitable. In addition, all D grade assessments have been
subjected to further scrutiny prior to the Examination Board.

In all cases, the decision of the Examination Board is final and no correspondence can be entered
into to appeal against the Board's academic decision.

We would like to take this opportunity to thank you for studying with The Chartered Institute of
Marketing and hope we can continue to support you throughout your marketing career, including
any further studies you may undertake.

Yours sincerely,

gvxt u’l/\/\m

Susan Thomas

Head of Awarding Body




