MORRIS, AFFIONG CHIOMA
16 Zedoni Street, Abesan Estate, Lagos State,Nigeria | 08060517436 | affiong.morris@gmail.com
SUMMARY
A dynamic, ambitious, result-driven, and business-savvy sales professional with years of experience in Brand/Category Activation, Sales, Route to Market, Distribution, Market Development, Customer Marketing, Trade Marketing, B2B, B2C, Modern Trade,  Distributor/Partnership Management, Wholesale/Retail Development, and Premium/Key Account  
EXPERIENCE
UAC (Chemical and Allied Products PLC)
Key Accounts Manager (B2B/B2C/Trade Marketing/Brand Activation/Partner Development/Coaching) | 2021– 2021
· Responsible for the overall operation of the Colour/Experience Centre including but not limited to customer service, marketing, merchandising, inventory, financial reports, and store safety 
· Responsible for developing and communicating strategic sales plans to grow market share and sales revenue of the colour/experience centre,
· Ensure efficient and optimum distribution of products to customers,
· Responsible for developing an Annual Business Plan for the business,
· Ensuring that sales, volume and profit targets are met.

UAC (Portland Paints and Product PLC)
Area Sales Manager (B2B/B2C/Wholesale Development/Franchisee & Distributor Management/Coaching) | 2021– 2021
· Responsible for developing, promoting sales and distribution of products in the assigned region, 
· Implement the Customer Service policy for the region and managing periodic information on sales and customer for the region,
· Ensure compliance to trade and payment terms at all times,
· Managing relationships and people with responsibility for capacity development of team,
· Monitor and report all customer and team feedback,
· Regularly review and assess sales performance in existing areas and ensure the achievement of category sales targets.

OLAM 
Senior Sales Officer – Trade Activations (Lagos & South West) (Modern Trade/Distributor Management/Brand & Category Activations/Off-Trade/Key Account/Open  Market) | 2020– 2020
· Responsible for development, creating and managing brand activations for assigned region (Lagos and Southwest),
· Ensure activations are carried out in the right trade channels for maximum results,
· Co-manage, plan and draw up regional category and brand activities with the Marketing and Brand team,
· Responsible reporting, evaluating and analyzing success of previous campaigns for the region, etc
Key Achievement (s)
· Contributed to the currently running NCP plan on Purebliss SKUs,
· Drew up a regional Distributor activation plan for a SLOB (Sweet & Biscuits) that resulted in about 50% increase for the brands in the region across all our DBs.
· Planned and developed numerous self funded activations to assist in depletion of SLOBs –Sweets (Topmint) across DBs in Lagos and the Southwest,
· Drew up a two months  regional Open Market activation plan for a new innovation--Biscuit (King Crackers) that resulted in 100% stocking region wise of same brand by the second month.

Guinness Nigeria Plc (Diageo)
Territory Sales Manager (Distributor Management/Trade Marketing/Modern Trade/Coaching/Retail Development/Wholesale) | 2017- 2019
· Ensure that all trade channels  in the assigned territory adhere to compliance requirements in all areas of operational activities, company policies and procedures,
· Responsible for weekly coaching and managing people and team to effectively deliver on called out business KPIs,
· Responsible for implementation of trade marketing activities and driving compliance to the Route to Market model within assigned territory,
· Responsible for formulation and implementation of the retail or wholesale strategy for assigned area, 
· Keep and update a database of outlets within the territory,  and gather/report market competitive intelligence to aid decision making, etc
Key Achievement(s)
· Increased territory coverage/accounts by 50%,
· Realigned territory profile geographically increasing efficiency by 20%,
· Developed a new route within the territory.

Guinness Nigeria Plc (Diageo)
Retail Sales Manager (Relief) (Distributor Management/Customer Marketing/Retail Development) | 2015-2015
· Improve stock management and consistent retail standards,
· Ensure promotional activity is in the right outlets and support delivery of all marketing campaigns in the assigned area and ensure it is well managed,
· Responsible for clearly communicating of sales targets and retail execution objectives to Reps and Merchandisers so that they remain well informed of their required contributions,
·  Increase Loyalty and Support of Trade partners, etc
Key Achievement(s)
· Consistently met and exceeded monthly sales targets.

Guinness Nigeria Plc (Diageo)
Retail Sales Executive (On-Trade/Premium & Key Accounts)| 2016- 2017
· Responsible for the account management and trade activation in assigned outlets
· Use of Sales Force Automation (SFA) system in trade to capture SKU, Coverage, Distribution, Pricing of outlets visited
· Listing of innovations and priority brands, and pre-selling of total portfolio (Beer and Spirits) in the right quantity
· Ensure achievement of basic sales drivers (price compliance, distribution, quality, visibility) within assigned territory/outlets
· Ensure sell-out of distributors/market share growth are achieved via monitoring the Retail Redistribution Scheme, and excellent execution of promotions, etc
Key Achievement(s)
· Came 1st  Position on Performance achievement in the North Division at 155%.
· Came 2nd Position (Monthly Performance Rating) Pan Nigeria at 129%.

Guinness Nigeria Plc (Diageo)
Sales Executive (On-Trade/Off-Trade/Key Account/Open  Market) | 2014 – 2016
· Responsible for Account Management and Activation in assigned outlets.
· Ensure effective customer/ business development to counter competitive activities in these outlets, 
· Ensure achievement of Basic sales drivers/ Outlet Activation Standards (price compliance, distribution, quality, visibility) within assigned territory,
· Responsible for maintaining and updating database of trade channels within the route assigned, etc
Key Achievement(s)
· Achieved brand distribution of 100% for Smirnoff Double Black Guarana after launch in my accounts.
· Developed a territory from scratch achieving 100% outlet growth/enlistment.
· Came 1st Position (Pricing) Pan Nigeria at 133%.

SKILLS
IT, Management, MS Excel, MS Word, Communication, Coaching, Budgeting,  Negotiation, Presentation, Persuasive Selling, Analytical, Critical Thinking, Leadership, Team skills.
EDUCATION
· University of South Florida (Muma College of Business).
Diversity, Equity and Inclusion in the Workplace  | Certificate
2021
· University of South Florida (Muma College of Business).
Emerging Trends in Global Services and Retail Management  | Certificate (In view)
2021
· University of Nigeria, Nsukka (UNN).
Master of Business Administration (Marketing)  | MBA (In view) 
2019-2021
· Nuhu Bamalli Polytechnic.
Electrical/Electronics Engineering  | HND 
2016-2018
·  Lagos State Polytechnic
Electrical/Electronics Engineering  | ND
2009-2011
AWARDS AND ACKNOWLEDGEMENTS
· Lions Club (Leo Membership)
Service to Humanity Award,
· Lagos State Polytechnic (Electrical & Electronics Students Association)
Leadership Recognition Award.
 TRAININGS, LICENCES & CERTIFICATIONS
· License to Coach, 
· License to Sell, 
· Retail Maths (On & Off Trade),
· Structured Call,
· Responsible Drinking Ambassador (Drink IQ),
NON-PROFIT/VOLUNTEER MEMBERSHIPS
· Bill & Melinda Gates Foundation (Enthusiast).
· United Nations Youth Assembly.
· International Youth Council.
· Lions Club.
REFERENCES
Available on Request.
