   Ayebare Philemon                                                                                                                                                         ayebarephil7@gmail.com                                                                                                                                                                0750969056/0788158129
Summary
I am a performance driven individual and highly committed to service delivery. I am experienced in sales and customer service. I have a Bachelor's degree in International Business from Uganda Christian University.  My major competencies are in the area of sales, market insights collection, data analysis, report writing, customer service, networking, research and presentation.
Working experience
Telesales agent, Hima Cement                                                                                                                                                                                 November 2017 to February 2019                                                                                                                                                                              Key responsibilities         
Sales 
Delivering monthly sales volume of 9,000 tons of cement in the South Western region of Uganda
Making 40 customer calls daily
Converting retailers into direct dealers
Activating dealers that are redundant
Customer relationship management
Issuing customer statements
Reconciliation of customer invoices and statements
Achievement                                                                                                                                                                                                                      Established direct sales as sales route for South Western Uganda                                                                                                      Efficient service for recruited customers
Market Intelligence
Collecting  retail prices for company product
Collecting  retail prices for competitor products
Collecting information on the shelf share company product
Collecting information on periodic stock levels 
Filling customer complaints
Achievement                                                                                                                                                                                                 Recommended and seconded competitive price for the in South Western region
Data analysis
Writing daily reports for the field team
Updating field team on customer accounts balances
Identifying daily potential  targets
Identifying required urgent visits for the field team
Achievements                                                                                                                                                                                                    Maintained daily sales of 330tons to 500tons                                                                                                                                           Monthly sales volume increase to11,500tons                                                                                                                                           Lowered credit sales and establishment of cash customers in the region
Sales promotion and marketing
Calling customers to initiate orders
Calling customers to confirm orders submitted by field sales team
Coordinating customers to achieve required monthly targets 
Confirming customers requirements and receipt of promotional items
Routinely calling retailers to check on stock levels.
Achievements                                                                                                                                                            Recruited 10 retailers to the direct dealer scheme                                                                                                       Added a volume of 1500tons monthly to the direct dealer scheme
Commercial Trainee, Career Directions Limited                                                                                                                                                         May 2017-October 2017                                                                                                                                                                                              Key Responsibilities
Customer account management
Maintaining a credit limit of up to 15 days for dealers
Calling on dealers to make timely payments for their orders
Indentifying and raising notice on overdue payments
Booking of customer orders
Logging customer orders into the company system
Coordinating logistics department for timely serving of orders
Confirming receipt of customer orders
Field visits 
Confirming legibility of customer complaints
Delivering promotional items
Training masons on how to use cement
Orientation of retailers on trading with the company
Commercial officer Trainee, External Department Ministry of Trade, Industry and Cooperatives                                                             January 2015-April 2015
Ministry performance analysis 1st half of 2014/15 financial year
Secretary to 31st COMESA Heads of State Meeting preparation committee
Represented MTIC at Launch for Sustainable Land Management Investment Framework by Ministry of Agriculture
Represented MTIC at SEATINI conference on sustainable trade 
Preparation of ministerial briefs for various international business community meetings
Member Steering Committee for consultative meetings on Liberalisation of Services Committee in East African Community Common Market
Weekly presentation on researched policies
Trade Data interpretation
Education Background    
                                                                                                                                                                                                                           Management Skills Improvement (UMI Certificate) 2019                                                                                                                      Bachelor of International Business 2013-2016                                                                                                                                                 Uganda Advanced Certificate of Education 2011-2012                                                                                                                           Uganda Certificate of Education 2007-2010
Training and E-learning   

 Hima Sales Academy                                                                                                                                                                                     LafargeHolcim Data Security                                                                                                                                                                            Group Code of Conduct ( LafargeHolcim)                                                                                                 Marketing management UMI
Other Skills                                                                                                                                                                                                     Excellent use of Trade map and System Applications and Products in Data Processing (SAP) and user software: MS word, MS Excel, MS PowerPoint and MS Access     
Language proficiency                                                                                                                                                                                                      
	
	spoken
	written
	comprehension

	English
	Excellent
	Excellent
	Excellent

	Luganda
	Good
	Good
	Good

	Runyakitara
	Good
	Good
	Good

	Kiswahili
	Fair
	Fair
	Good

	French
	Fair
	Fair
	Good
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