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	A. PERSONAL DATA

	Name:
Contacts:
Email:
	KAJUMBA ETHEL MIRIA

Cell#: (+256) 773-873979 / 774 549643
kajumba.ethel808@gmail.com

	B.  CAREER OBJECTIVE
 A very motivated,business orientated person seeking long term employment in an organisation where I can      display and enhance my knowledge,skills  and experience to ensure profitability and growth of my employer and career through hard  work, integrity, accountability and ownership.

	

	C. EDUCATION SUMMARY

	September 2019- TODATE
2018-2019
2016-2017
2010- 2013
2008-2009
2004-2007

	POST GRADUATE DIPLOMA IN PROFESSIONAL MARKETING
Chartered Institute of Marketing (Level 7 ongoing)
DIPLOMA IN PROFESSIONAL MARKETING  
Chartered Institue Of Marketing. (Level 6 completed)
CERTIFICATE IN PROFESSIONAL MARKETING
Chartered Institue of Marketing. (Level 4 completed)
BACHELOR OF BUSINESS ADMINISTRATION
Makerere Universtity Kampala
UGANDA ADVANCED CERTIFICATE OF EDUCATION
Makerere College School
UGANDA CERTIFICATE OF EDUCATION
Ndejje Secondary School


	D. WORK EXPERIENCE

	JUNE 2017- TODATE
FEB 2016- JUNE 2017

	Franchise Sales Representative (Bonastore) 

LAFARGE (HIMA CEMENT LIMITED)                           
· Drive volume and market share growth through identifying and recruitment of new customers to the Bonastore franchise across the country. 
· Disseminate information and ensures all outlets are 100% compliant to the franchise standards through regular tracking of performance, branding and store aesthetics and health and safety standards among others.

· Grow Hima cement sales in areas with little or no presence.
· Carry out monthly reviews of the customers’ businesses using the management control tools and adding value to their businesses by offering business advice and insights.
· Maintain positive financial positions for all the shops and outlets under my portfolio.

· Negotiate pricing, marketing support and supply contracts with bonastore partners.
· Prepare daily, weekly and monthly reports for management.

· Manage customers receivables within the company’s agreed limit of 15 days  

· Source and recommend new suppliers for the Bonastore franchise to management to enable our customers have a complete solution.
· Train shop owners and shop workers on how to use point of sales systems such as Robotill.
· Conduct periodic surveys on the company’s image, customer perceptions towards the brand. 

Achievements

· As part of the pioneer team of the only hardware franchise in the Country, that designed the initial product portfolio that was instrumental in recruiting franchise owners.
· Recruited and managed 25 shops between 2017 to date all of which were green fields.

· I have gained extensive knowledge on franchises using different Point of Sales (POS) systems such as Robotil and can offer value to new business partners through my business management and accounting skills which enabled me to record a positive financial position for all my customer accounts.
· Built excellent relationships with sales’ representatives, mainstream trade dealers through whom I was able to tap into as customers buying from the franchise thus growing my sales by 5%
· Gained strong negotiation skills through benchmarking market prices of other items in the trade and also locked in payment terms with our partners.
· Executed a successful customer forum day that brought all customers, supplier partners and the business as large with intention of improving business performances.

· Maintained a positive financial position for all outlets under my management, through ensuring stocking of the fast moving items, selling a basket of goods and managing their receivable within the allowed days.
· Penetrated new markets (Kapeeka, Kazo, Busabala) that had very little / 0 Hima cement presence thereby contributing to the additional 5% Hima cement market share that came through bonastore.
· Identified the first project niche customers (worth 50bn Ugx) under the Bonastore franchise that would see our sales revenue grow by 34%.
· Achieved daily, weekly and monthly targets and maintained a high performance standard exceeding management expectations as is documented in my 2018 annual performance review. 
· I have gained strong relationships with media houses, marketing and advertising agencies thus acquired extensive knowledge and skills in promoting a brand and protecting the company image.
Central Tele sales Agent-Central 

LAFARGE (HIMA CEMENT LIMITED)                            

· Customer relationship management: Enhancement of customer experience through prompt response to customer complaints and inquiries, conducting customer satisfaction surveys and preparing market intelligence reports to assist management in decision making. 

· Gather feedback on customer experiences, among other things and as such enhancing brand trust and loyalty while creating strong ambassadors for the business.

· In liaison with the central sales representatives, I generated orders for central customers approximately 50 direct customers such as Hardware world, Cheap hardware, Seroma etc.

· Coordinate with logistics and dispatch team to ensure quick and efficient turnaround of customers’ orders. 

· Open new customer accounts in the system and update records for existing customers as required. 

· Maintain records of all customer interactions and transactions.

· Advise product development team on the requirements of the market and product performance. 

Achievements: 

· I got a commercial director’s award for delivering outstanding customer satisfaction.

· I have gained strong relationships with media houses, marketing and advertising agencies thus acquired extensive knowledge and skills in promoting a brand and protecting the company image at large. 

· Proper management of new and existing customers and re-activation of dormant customers especially with the central accounts customers hence increasing the company’s market share. 

· Achieving daily and monthly targets and maintaining a very high performance standard.
Customer Resolutions Officer  
ECOBANK  UGANDA-  Head office Parliamentary Avenue                        MAY 2014 – AUGUST 2015
Key Responsibilities: 
· Account opening and onboarding of clients onto the bank’s omni flow system.

· Internet banking inputter for both clients and staff.

· Training staff and customers on how to use the retail internet banking platform.

· Responding to customer complaints, requests, and inquiries through the contact Centre email and number.

· Participate in other deposit or cash mobilization activities assigned to me by my supervisor.

· Preparing periodic reports.
Customer Service-intern                                                                                                   

ECOBANK UGANDA- Bombo rd. branch                                                JUNE 2012-MAY 2014 

                                         
·  Issuing out Atm cards, pin numbers and cheque books

· Account opening process for customer and also cross selling to walk-ins.

· Resolving customer complaints and responding to customer queries and inquiries

· Direct marketing of new products to dormant and inactive accounts.

· Preparing periodic reports

· Any other roles assigned to me by supervisor.

· communicating with customers to update them on the available brands hence intensive  training and experience in the customer care


	E. PERSONAL KEY ATTRIBUTES & SKILLS

	
	· Excellent report writing and business communication skills

· Strong sales’ kills.

· Organization skills, planning , interpersonal, analytical and customer care skills(KYC- Know Your Customer models)

· Quick learner who can easily and openly pass on my knowledge to colleagues and team mates

· Ability to work within tight deadlines.

· Ability to work with minimum supervision

· Highly self-motivated, focused and ambitious 

· Stress tolerance 

· Organized team leader who innovates, motivates, and encourages hard work and progress through proper planning and coordination

· Technical skills; MS Office, SAP and other ERPS, CRM model
LANGUAGES

English: Excellent

Luganda: Good

Runyakitara: Good 

 

	F. TRAINING PROGRAMMS COMPLETED

	
	1. Sales Essential Training
Lafargeholcim-Middle and East Africa Sales Academy
HIMA Cement Uganda 
2. Anti-bribery & Corruption and Fair competition training 

Lafargeholcim E-Learning courses

HIMA Cement Uganda 

3. Customer Experience Management Training 

Lafargeholcim Customer Experience Management Academy

LafargeHolcim- Hima Cement Uganda  



 

	G. REFEREES

	1.
	SOPHIE MIREMBE
General Manager
Hima Cement, Kigali Rwanda
P.o Box 7230
Tel. +256-7720291
Sophie.mirembe@lafargeholcim.com


	2.
	ALLAN SEMAKULA
Director Enterprises
Airtel Uganda 
Plot 16A Clement Hill 

Tel. +256-782331691 or +256-704331691
alla. ssemakula@ug.airtel.com


	3.

	OLIVIA MIREMBE
HR Business Partner

Nssf Uganda
Kampala,Uganda

Tel: +256-705 734640
omirembe@nssfug.org 



Signature: kajumba ethel

   Date: MAY 18 2019
Curriculum Vitae 


KAJUMBA eTHEL MIRIA
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