ODIH LAWRENCE NNAMDI
21, Daniel Omoilu Street, off Ipaye Bus/Stop-Iba-Igando Road, Lagos.
Tel: 08067826030, 08094401631
Email: prilawrence2007@yahoo.com
CAREER OBJECTIVE
                         To seek a challenging position with avenues for career development and              

  

  Job satisfaction.


PERSONAL DETAILS 
Sex:



Male
Date of Birth:


22nd October, 1980
State of Origin:

Imo
L.G.A:


Oru East
Marital Status:

Single
Nationality:


Nigeria


PROFESSIONAL STRENGTH 
 A highly motivated, energetic and creative professional with a passion for solving challenges. A progressive thinking individual with experience in sales management, advanced selling skills, marketing strategy and management, channel and customer development. Good numerical and analytical skills, ability to work under pressure and tight schedule, coherent reasoning tendencies, sound communication skills and persuasive prowess, effective and efficient managerial skill, good team player, focused, pro-active, teachable and adaptable.

     PROFESSIONAL PROFILE
ASSOCIATE CHARTERED INSTITUTE OF LOAN & RISK

MANAGEMENT OF NIGERIA (ACILRM)





2013


 INSTITUTIONS ATTENDED WITH DATES
Nnamdi Azikiwe University







2005 

Accountancy.





Second Class Upper 
Federal Polytechnic Nekede, Owerri






2000
Banking and Finance

Lower Credit 
Methodist Boys’ High School, Victoria Island, Lagos.



1995
General Certificate Examination 
 
WORK HISTORY WITH POSITIONS AND EXPERIENCE 
GGGGDDDDD
Orange Groups Limited







2016 
Sales Supervisor - Abia, Calabar, Uyo, Portharcourt and Bayelsa State.

Great Brands Nigeria Limited






2016

Territory Sales Manager (TSM), Lagos State.

May & Baker Nigeria Plc (Food Division-Mimee Noodles)


 2013- 2015

 Zonal Sales Executive, South East.
· Recruit and maintain minimum required number of customers, 2(3000ctns minimum monthly purchase distributors), 3(500ctns minimum monthly purchase wholesalers).
· Ensure credit exposure is within agreed limit.
· Assign targets to sales support staff, distributors and wholesalers inspiring them to deliver.
· Develop and submit weekly and monthly itinerary and call plan with team (market developers and merchandisers).
· Establish total number of each category of customers required to deliver volume.
· Monitor expenses versus actual sales revenue on a weekly and monthly basis.
· Report quickly any new activity that is a threat to own operations by competitors.
· Drive support team to develop and maintain required customer base.
· Monitor and document daily sales and marketing activities.
· Monitor and document monthly sales by support team and trade partners.
· Respond and take action immediately complain occurs.
· Prepare and issue quarterly performance report on each sales support staff.
· Deliver Annual sales target
· Prepare and issue appropriate daily, weekly and monthly sales report.
· Monitor and strengthen distributors re-order level of purchase.
Cedar Square









2009 – 2013
Account Relations Officer
Europcar Nigeria








2008 - 2009 Branch Manager, Enugu State.
NYSC SERVICE YEAR
Barewa College Zaria, Kaduna State





2006 – 2007
Task: 
· Teaching 

SOCIETE GENERALE BANK OF NIGERIA (SGBN)



2000
BULK CASHIER (INDUSTRIAL TRAINING)


       SOCIAL AND ORGANIZATIONAL SKILLS
· Living and working with other people, in multicultural environment, in positions where communication is important and situations where team work is essential.
· Co-ordination and administration of people project and budgets in voluntary work and at home.
SEMINARS AND WORKSHOP
HUNTERSVILLE – CHANNEL MANAGEMENT & EFFECTIVE SALES COURSE - 2013
Proficiency in Basic Computer Operations and Appreciation.

      EXTRACURRICULAR ACTIVITIES
Research, Mentoring, Traveling, Watching Documentaries & Events Management.

         REFERENCES

AT YOUR REQUEST

