Ddungu Shem
P.O. Box 4215 Kampala

Tel +256 776121076/ +256 704121076 

 ddungus5@gmail.com 
Brief:
Results oriented with great wealth of experience and skills in Channels distribution, Sales management, Products management, Business development and analysis, Customer service management, Banking operations, Project management, Financial inclusion, Leadership and Strategy development & implementation. 

Academic Qualification: BA Hons, SS - Economics & Social Administration- 2004 MUK
Other Certificates:
· Strategic Sales in Telecommunications- Neotelis Inc
· Building relationships and guaranteeing a forth sale.

· Trade Marketing Excellence. (Nairobi)
· Regional Management Development Programme. (South Africa)
· Foundation Leadership Program –Global Head of Leadership (South Africa)
· Ms Word & MS Excel- APTECH
· Problem Solving and Decision Making- Kepna Tregoe
· Emotional Intelligence –Global Head of Leadership (South Africa)
· Life Assurance certificate.
__________________________________________________________________________________
Work History and Experience: Over Ten years of experience, mainly in Sales/Sales Management, CRM, Distribution Management and Territory Development.
· Nov  2018 to date  Manager Payments and Channels ( Equity Bank Uganda Ltd)

Role description:
1. Oversee the Payments performance of the Bank through formulating and executing the Payments strategy  Equity Bank.

2. In charge of all integrations and business Analysis for the Bank’s aggregators.

3. Develop and manage a robust Acquiring Strategy for the Bank and also manage the whole Acquiring business for the Bank.
4. Performance management of the entire Payments and Channels staff.
5. Soliciting Strategic Partnerships whilst product development to suit the identified Partners.

6. Run and Manage the Digital team for the Bank.
· Feb  2018 to Nov 2018  Head of Sales ( African Vending Systems- PayWay)

Role description:
7. Oversee the Sales performance of the Company through formulating and executing the Sales strategy  for African Vending Systems 

8. In charge of all integrations and business Analysis for the Company’s inflows.

9. Develop and manage a robust distribution network for the Company’s Agents on the plat form through building strong networks with 3rd parties and alliance partners (Agents).

10. Performance management of the entire sales staff

11. Soliciting Strategic Partnerships whilst product development to suit the identified Partners.
12. Manage all third party negotiations for the Company’s rental agreements and kiosk placements.
· October  2017 to Feb  2018 Manager  Financial Inclusion ( Accessmobileinc.com –Dar)
Role description:
1. Drafting the Financial inclusion strategy and Action plan for access.mobileinc.

2. Soliciting development partners for access.mobileinc including other financial services in country.
3. Raise awareness of financial inclusion amongst all development partners with access mobile.
4. Performance management of sales and marketing Staff.
5. Exhibit and present information about financial inclusion services at local conferences and events using a range of various methods.
6. Relationship Management for key accounts.
7. Identify excluded income groups of people and deliver practical solutions/ Interventions such as targeted campaigns.
8. Liaise with Government and local authorities for effective business growth and development.
· Feb 2016  to Aug 2017 Manager Mobile Banking (Bank of Africa-Ug)
Role description:

1. Oversee and take charge of the overall performance of the Banks mobile banking platform through formulating and executing the business growth strategy.
2. Develop and manage a robust distribution network for the bank’s mobile plat form through building strong networks with 3rd parties and alliance partners.

3. Prepare and analyze performance reports, evaluate user behaviors, market conditions and competitor pricing models to promote the e-business.

4. Develop a comprehensive marketing and sales plan and supervise its implementation.

5. Work closely with the following departments; IT, E-Commerce, Marketing to create maximum value for the bank’s e-platform.

6. Perform user acceptance tests to ensure quality, design and usability standards.

7. Work closely with compliance, Audit and Risk departments to ensure that the standards of the e- channels business is in line with the regulatory requirements.
· April 2014 to Feb 2016  Head of Sales and Marketing ( Accessmobileinc.com –USA)
Role description:
1. Drafting the Sales and Customer Relationship Management Strategy for access.mobileinc.

2. Soliciting development partners for access.mobileinc
3. Identification, recruitment and support of access.mobileinc Sales Staff.

4. Performance management of sales and marketing Staff.

5. Relationship Management for key accounts.

6. Organizing and management of Marketing and promotion activities/plans.

7. Market / Customer intelligence management.
8. Route to market options’ analysis

9. Analysis of appropriate revenue models
· Nov 2013 to Mar 2014  
 Head Digital Channels ( Stanbic Bank Uganda Limited )
Role description: 

1. Managing all Digital Channels of the Bank including POS, SMS alerts, Email alerts, Internet Banking, Mobile Banking.
2. Identification, recruitment and support of Digital Channels Staff.

3. Performance management of Digital Channels Staff.
4. Relationship Management.
5. Management of Sub Agents- Sales Force ( Recruitment, performance, motivation, training and mentoring)

6. Organizing and management of Marketing and promotion activities.
7. Market intelligence management

· Aug 2010 to Nov 2013 Regional Manager ( Stanbic Bank Uganda Limited) West and Greater Kampala, Leverage and optimize people, resources, channels , business and risk controls in line with market potential, maximize business growth , retention and profitability targets for the region.
1. Drive service excellence in the region by planning continuous monitoring, enforcement of all SLA’s
2. Forecast and plan service demand by taking into account resources, market demands, structure, cost, operational risk and system capabilities.
3. Drive and manage the delivery of a multi-channel sales and service strategy across the region to attract, grow and retain Personal and SME business.
4. Measure, track and manage sales targets and budgets for the region.
5. Market intelligence management 

6. Run business, control, coordinate activities, adherence to set guidelines, job descriptions, governance and execution.
7. Establish, monitor and manage physical, operational and process risk controls as well as levels of authority in the region to minimize risk exposure.

· Jan 2008- Aug 2010: Regional Accounts Manager ( MTN Mobile Money)
 Management of Mobile money distribution, maintenance, and performance in terms of revenue generation.

1. Measure, track and manage mobile money sales targets and budgets for the region.

2. Forecast and plan service demand by taking into account resources, market demands, structure, cost, operational risk and system capabilities.

3. Overall market development of the Mobile money strategy.

4. Recruitment, assessment and distribution of all Mobile money agents in a given region.

5. Market Competitor intelligence management.
6. Implementation of partner projects including:

· Bill and Melinda Gates, 

· SAGE , Social Assistance Grant for Empowerment- Eastern and Central Uganda

· READYSET, Renewable Energy Pilot (Fenix )Eastern Region

· Mobile Money Unbanked (MMU )

· Universal Access( UA)

· Rural Development Communication Fund under UCC

· June 2007- Jan 2008:
 Territory Manager Uganda Telecom Limited
1. Direct sales/ management of all sales teams.
2. Execution of all after sales service

3. Management of all Dealer purchases – right purchase and quantities.

4. Ensuring visibility and availability of all UTL products in a given Territory.

· Jan 2006- June 2007:
 Area Supervisor Commercial lines ( Uganda Telecom Limited)
1. Soliciting for markets for commercial lines.

2. Bridging the gap between customers and management

3. Updating customer information for all those on commercial lines.

4. Ensuring usage levels of all commercial lines

5. Growing commercial lines data base by ensuring vigorous selling.
· Jan 2005-Jan 2006:
 Sales Representative ( Uganda Telecom Limited)
1. Ensuring daily sales for daily targets across all given UTL products.

2. Forwarding Customers’ complaints to management on a daily basis.

3. Follow up deliveries and supplies on a daily basis

4. Ensuring product knowledge to all customers.

· Jan 2004- Jan 2005:
 Sales Representative (National Insurance Corporation)
1. Selling all insurance products as per monthly sales targets

2. Customer education on all insurance products.

3. Growth of market share.

__________________________________________________________________________________
Other achievements:
· Successfully rolled out the revamped Bank of Africa mobile wallet platform that included the Loan facility on the Mobile phone among others.
· Exceeded targets by over 40% in Mobile Money Distribution in the Eastern Region 2009 and 2010 in Western region

· Was nominated departmental best performer at MTN Public Access 2009.

· Rolled out Core Banking in Stanbic Bank 2012 – Project team member / Business lead.

· Champion for a new Performance Management Program for Stanbic Bank (Endurance Performance Management) for Business.
· Drafted the Digital Channels Strategy for Stanbic Bank Uganda Limited.

· Successfully drafted  Sales and Customer Relationship Management models for  access.mobileinc 

________________________________________________________________________________
Skills:

· Management and operational skills

· People Management and Leadership

· Business Development

· Decision Making

· Problem solving

·  Mentoring and coaching

· Performance management

·  Interpersonal & Relationship Management

· Communication (Oral & written, Listening) 
· Bargaining & negotiation

· Training & Presentation

·  Innovation.

Profile:
· I am social, outgoing, result oriented, self- motivated, a team leader and team player, innovative with a high sense of humor & a high level of integrity.
· I am able to work under minimum supervision.
·  I am good at creating strategic business rapport and have the potential to build a strong clientele base.
· I am ready and willing to travel through the country.
__________________________________________________________________________________
Personal Details:

· Date of Birth:     
   1979
   
· Nationality:

   Ugandan

· Home District:

   Wakiso

· Marital Status:

   Married
· Number of Children:
   3.

Referees: 
Mr. Steven Cwinya-ai.
Head Corporate Banking Barclays Bank
Tel: 0752623529. 
Email steven.cwinya-ai@barclaysgroup.com
Mrs. Enid Katusiime

Manager Head Office Operations

Bank of Africa
          Tel: 0758946391 
          Email: Enid.Katusiime@equitybank.co.ug
Mr. John Baptist Kaweesi
Head of Digital Banking
Stanbic Bank
Tel:  0773534783
John.kaweesi@stanbicbank.co.ug.

______________________________________________________________________

