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PERSONAL PARTICULARS

PERSONAL PROFILE
Core Professional Strengths
AND SKILLS
working experiences

working experiences

working experiences

QUALIFICATIONS & EDUCATION

REFAREE

	Surname                        :     MJUNGU
Place of Birth                :
     Tanzania
Marital status               :      Married
Nationality

:      Tanzanian
Language

:      English, Kiswahili
License                          :      Class E

As a matured, self-motivated and accountable person, with a good eye for details. My future aspiration is to have global opportunity and fully utilize management skills, experience and academic knowledge whilst continuing to make a significant contribution toward performance in the global economic sector. 
Ability to identify internal problems affecting the performance of both the Company and the Department. Analytical and with arbitrating views when situations demand. Confident in front of crowds. Very good and identifying clientele needs, business needs and leading the team in devising strategies to cater for the needs. Excellent in initiating marketing policies for new projects. Creativity in terms of identifying options that lead to increased volumes, market share and return on investment.
· Computer literate
· Excellent team player
· Good interpersonal skills, goal oriented and good communication skills.
· Able to work with minimum supervision
· Capable of working alone or in a team environment
· Dedicated and hardworking
· Human resource knowledge and skills
· Extensive background in administrative duties
· Customer service skills
· Proud of delivering satisfactory service to other,
· Top of mind brand recall

· Increased sales

· Sending business and news updates to clients.
· Supervise the creative staff as well as compose.

· Edit and manage the production of a full range of material to effectively support the advancement goals of client’s campaigns
· Asses business growth opportunities with new and existing customers

· Prepare weekly and monthly market analysis report, work with sales staff to identify new sales and business opportunities

· Maintain Customer Relationship Management (CRM) strategies to foster repeated business

· Conduct one-on-one review with all Account Executives to build more effective communications, to understand training and development needs, and to provide insight for the improvement of Account Executive’s sales and activity performance.

· Responsible for client servicing and client acquisition.

· Managing day-to-day affairs and ensuring customer satisfaction.
Year        : April 2008 to October 2010
Position : Field Sales  EXCUTIVE  Division(Lake Zone)
Company: COCA-COLA/NYANZA BOTTLING CO.LTD
Duties and Responsibilities includes:-
· Sales and Marketing

· Forecasting periodic sales targets & driving sales initiatives to achieve business goals & managing frontline sales team to achieve them. Managing receivables collections to ensure nil outstanding.  

· Conducting competitor analysis by keeping abreast of market trends & competitor moves to achieve market share metrics.

· Implementing promotional activities in coordination with external agencies to spearhead product launch, brand promotion.

· Business Development

· Initiating & developing relationships with key decision makers in target organizations for business development.

· Undertaking relationship management activities with corporate clients of the area.

· Evolving market segmentation and strategies to achieve desired targets. 

· Channel & Distribution Management

· Recognizing & establishing financially strong and reliable channel partners for deeper market penetration; providing training & direction for ensuring quality performance. 

· Customer Relationship Management

· Managing customer centric operations & ensuring customer satisfaction by achieving delivery & service quality norms. Attending to clients’ complaints and undertaking steps for effectively resolving them. 

· Interacting with the customers to gather their feedback regarding the product satisfaction. 

· Team Management

· Recruiting, mentoring, training and development of the field functionaries to ensure the sales and operational efficiency. 

· Creating and sustaining a dynamic environment that fosters the development opportunities and motivates the high performance amongst the team members.
Year        : March 2010 to October 2012
Position : CUSTOMER RELATIONSHIP REPRESENTATIVE
Company:  SERENGETI BREWARIES  LTD/DEAGEO
Duties and Responsibilities includes:-
· Achieve sales targets through effective selling of products.

· Educating customers through detailed explanations and /or demonstrations of the products.

· Retain current customers for repeat business, as well acquire new business.

· Follow up all active prospects and update customer data base regularly.

· Maintaining customer relationship after the sale.

· Prepare quotations and daily sales summary.

· Following up outstanding loans

· Manage the sales process and ensure time delivery.

· Providing customer services assistance in terms of technical advice and enquiries by customers

· Ensuring policies and procedures relevant to business are adhered to.

Year        : January 2013 – December 2014.
Position : AREA SALES Executive
Company: UNILEVER TLD(BUQUER EST.AFRICA)
Duties and Responsibilities includes:-
· Undertaking relationship management activities with corporate clients of the area.

· Evolving market segmentation and strategies to achieve desired targets. 

· Channel & Distribution Management

· Recognizing & establishing financially strong and reliable channel partners for deeper market penetration; providing training & direction for ensuring quality performance. 

· Customer Relationship Management

· Managing customer centric operations & ensuring customer satisfaction by achieving delivery & service quality norms. Attending to clients’ complaints and undertaking steps for effectively resolving them. 

· Interacting with the customers to gather their feedback regarding the product satisfaction. 

Year        : February 2015to March 2017
Position : ZONAL TRADE DEVELOPER
Company: GSK
Duties and Responsibilities includes:-
Providing interactive experiences that connect with consumers leading to 

           Top of mind brand recall

            Increased sales

            Increased market share 

Responsible for coordinating and enforcing the following:

Branding guidelines and standards business lines 

Generating ideas and content for sales

Advertising, external websites and printed signage for events.

Competitive analysis

Organizing direct mail campaigns

Sending business and news updates to clients and relevant stakeholders.
MY EDUCATION BACK GROUND

1998 – 2001 (KAMPALA SEC SCHOOL) – O- levels.

2002 – 2003 (ROYAL OASIS COLLEGE) – A- levels.

2004 – 2007 (MAKERERE UNIVERSITY) – University
Addition knowledge ;
•
Time management workshop – Arusha ESAMI.

•
Sales Excellence – SBL /DIAGEO
•
Sell Beer – Dar

•
Finance for non Finance Managers

•
Route to market.

•
Goal setting for Managers.

•
Beer business value chain.

•
Bar Man’s Guild.

•
Competency assessment.
Traveling and playing pool table.
JUDES MJUNGU

ATCL AIRPORT MANAGER

J.K INTERNATIONAL AIRPORT

DAR ES SALAAM
Mobile: 0788-266-377

CARRITAS  ALEX NTAGANDA

DHL MARKETING MANAGER

DAR ES SALAAM

Mobile: 0779-000-059
ERICK  TENDEGA

UNILIVER TANZANIA LTD

TERRITORY MANAGER

DAR ES SALAAM

Mobile: 0688-940-933



	
	


