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Summary
Professional Career for 10 years, stand for high & reputation companies, clear career roadmap & plan to make it happened. 
Passions in things done, work with right attitudes & behaviors. Good at Business Development, People Management and Commercial Negotiation
Inspired by learning, sharing, coaching, spreading knowledge to relevant people
Qualification
master degree | 03-2016 | sorbonne university
Major: Marketing, Sales and Services
Related coursework: Define Modern Trade Channel Strategy for Homecare Category to turn out crisis situation at SJ Johnson & Son Company 
bachelor degree | 09-2008 | foreign trade university
Major: International Business
Related coursework: Business Plan to export Vietnam Ceramics to European Market
Skills & Abilities
management and leadership
6 years in manager, functional head and country management position, managing up to 200 HC within department
Situational lead relevant people from Top to normal Staffs to drive internal business results & deliver customers and suppliers alignments and signed-off contracts successfully during the time
Win Endorsements and Advocacy from Board of Management and many Cross Functional Team to create remarkable team performance in every position hold
sales capabilities
Build sales fundamentals, structures & skills set, focus retail field
Training Partner with Kantar Consultants to build Sales Learning Academy, composing and editing all Training Materials before going live for Abbott sales team, giving lecturing together with trainer to trainees during the courses, including Account Management, Persuasive Selling, Category Management, Negotiation, Shopper MKT, etc.
Coach & build team as priority for job, there are many direct reports promoted within the time under my management, including middle & senior manager level
advanced negotiation
Experiences in both Sourcing & Selling during 10-year workings, trained & applied in real working life all about negotiation
Negotiation strategy define for different kind of business objectives, including Trading Terms, Promotion, Price, Renting, Merchandising, Sourcing, Distribution, etc.
High skill in Opening and Closing for any deal
strategy thinking
Very situational and fact base internally and externally analysis to define clear strategies for scope of work. Following with proper action plan to execute & highly flexibility to create benchmarks to review the process from strategy define to execution
Well- aligned the strategy to get endorsement and approval, always making sure those strategies are deployed properly to executers & create impactful results. 
Certificates
Conducting a Successful Negotiation – granted by Metro Group House of Training
Negotiation Skills – granted by Leads Training
Project Management – granted by Metro Group House of Training
Interviewing skill – granted by Metro Group House of Training
Coaching and Feedback – granted by G&H Management Services
Practical Category Management – granted by Nielsen
Wholesales/retails Fundamentals – conducted by KANTAR retails
Advanced Negotiation skill – conducted by Howard Bryant from TESCO
Experience
indochina business development manager| freedom foods group| 08- 2018 to now
Country representative for leading Healthy Food Australian Company, Freedom Foods Group for the whole Vietnam, Cambodia, Myanmar and Thailand market, open up for the brand penetration to the markets.
Select the right partners/ distributors for relevant brands, direct for brand strategy to be implemented in the market in proper way, aligned with company strategy
Define the RTM, including E commerce, Modern Trade, Traditional Trade and Food Services channels and channel P&L for each brand in relevant markets, working with each distributor, making sure all brands are executed correctly in markets and at key POSs
Manage sales and P&L budget at brand level and strategic planning on how to deliver those budgets at market responsible for
Handling oversea distribution and logistics matter, give advices to company for any regulation that can impact to the penetration process of our goods
Direct/ indirect customer management together with distributor on market execution and development
Business review and target setting for distributor and customer to meet company goals
Pricing and channel management, involving in handling any channel conflicts or customer’s complaints 
[bookmark: _GoBack]Achievement: successfully launch 3 big brands (-50 skus) in Vietnam and Cambodia within 6 months of taking the roles, sharpened channel and market in the right way, delivered sales & budget target and build a very sustainable footprint for brand evolution in the market in long run. Bring market from 500k$ from beginning to 11million$ per year to now, 80% market share coming from Vietnam.


modern trade and e commerce head | abbott nutrition international | 07-2016 to 07-2018
Responsible for Nationwide Modern Trade & E commerce channel as a Business Unit Head at Abbott Nutrition International- Vietnam. Channel strategic building for nearly last 2 years, setting up infrastructure for this both channels, driving sales capabilities, defining vision & direction for the team to deliver business objectives effectively & sustainable
Bring channel business contribution from 4%, up to 15% after only ~1 year, added up + $60MM into business. Managing 200 Headcounts with strong leadership.
Dedicated, smart work, integrity, innovative and creative in handling jobs and people.
Fully be responsible for Channel P&L, Sales Roles to company, via managing +20 Big Key Accounts and 80 small customers, covering 2000 stores nationwide
Align up, cross & down to all Abbott Internal Functions to make sure all defined strategies and plan executed correctly & timely at Vietnam affiliate & cross Regional offices due to special vertical working structures
Put in place Trade and Customer MKT strategy to specific Account following deeply Category Understanding & Shopper Insights
Directly or indirectly negotiate 200 annual selling & buying contracts, valued up to $15MM each
Lead the team to drive business as a whole, successful over deliver company expectation during the time in position 
Keep line manager & related business stakeholder on BU performance & improving the results on daily basis.
[bookmark: OLE_LINK1][bookmark: OLE_LINK2]modern trade head | sc johnson and son | 06-2015 to 06-2016
In charge of all Modern Trade accounts nationwide, including Metro, Big C, Co.opmart, Lotte, etc. & new channels such as CVS, minimart, Vinmart, etc.
Manage to deliver sales, trade spending, trade activities as targeted by company 
Make sure both Key Account & Operation Team performed effectively & efficiently
Work as a customer voices for internal & represent for company to promote internal brands at all modern retailers via trade activities.
Manage all Trade spend & sales force cost of MT department as a business unit
MT strategy building aligned with Marketing, trade marketing & GM & team deployment
Support KAMs to develop their account plans in short & long run.
Guide & direct Ops team for in-store fundamental execution & target delivery
Develop all KPIs. to the team ( KAM & Ops) & staff career path development
Handle annual contracts and join business plan with customers
[bookmark: OLE_LINK3][bookmark: OLE_LINK4]Enhance customer relationship & new customer development in Modern Trade sectors
senior key account manager | kimberly clark | 06-2013 to 05-2015
In charge of SGC account- the biggest MT customer with 40% contribution on sales and profitability in term of customer margin
Manage account to deliver targets of sales, trade spending, visibility and available assortment
Roles
Win with customers for yearly trading term negotiation, selling the channel initiatives, daily business volume promotion/non-promotion planning.
Operational business plan for developing customer strategy, building and managing budget, identifying and winning new business opportunities.
Monitor execution :
· Develop and keep updated account plan to the standard
· Monitor and performance and compliance, taking corrective action where necessary
· Ensure clear communication and adherence of pricing and promotions
· Communicate clearly company program and business updates to the customers
· Organize regularly the joint business review accordingly for each type of customers.
Achievements:
· Outstanding Average growth 2nd haft 2013 : 36%, compare to 1st half 2013 of 12% only, remaining more than 50% growth for Q1 2014 within trade spending approved
· Deeply understanding the most complex MT account in Vietnam and built a sound and sustainable relationship with SGC in term of business cooperation.
Category manager in 3 years, before as management trainee | metro cash & carry vietnam | 08-2008 to 05-2013
Category Manager - Laundry and Household Cleaner, cum. Personal care, Shaving, Hair Care and Health Care in specific period at Metro cash & carry Viet Nam as a business unit
In charge of above categories- the biggest categories with 31% and 32% sales and profitability contribution accordingly.
Manage above defined product to satisfy customers’ need, achieving sales, and stock and profit target.
Manage +200 suppliers with annual contract negotiation & handle + 1500 negotiations per year
Be responsible for Assortment, Inventory, Shelf Space and Promotions.
Develop and maintain Price Strategy for the Categories with marketing department.
Keep up to date with Market Trends and deliver innovation and excitement to the range
Manage the performance of defined product category in terms of pricing, promotion, assortment, planning and allocation
Research, analyze and evaluate market to identify target customer's needs and product opportunities.
Design and implement with Merchandising Planograms delivering correct space allocation.
Ensure clear communication and understanding to Operations of any action taken that impacts on Customers or Stores
Maintain professional internal and external relationships that meet company core values
Achievement
Drive total categories successfully as POWER categories
Sales and profit growth for responsible categories: +33% and +37%
Achievement of other commercial KPI’s: Cash margin, later income, Old stock, Stock rotation, Core customer share, stock Correction and Availability
Customer- focused
Strong in analysis ability and good in data/ figures
Advanced in contract negotiation to nearly 100 responsible suppliers
Good at strategic business planning and category management
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