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SUMMARY 
A dynamic results-orientated Managing Director, Vice President  & General Manager Sales & Operations business leader, developing growth strategy in Sales & Marketing and implementation, Lead P&L and financial deliverable, client relationship management. Drive transformation change strategy and improve overall deliverable. Communicate clear commercial understanding to the team and prove leadership. Establish strategic, mutually beneficial partnerships and relationships with customer, vendors, service providers and employees. Adept at creating strategic alliances with customers, organization leaders to effectively align with and support key business initiatives. Establishing performance management framework, Change management, cost reduction, continuous improvement, multi-sit operation, multi-drop distribution, Leading small & large teams, Excel at building and retaining high performance Sales, BD, operations team in EMEA by hiring, developing and motivating skilled professionals, in sectors such as in Electronics, HVAC, Automotive, Aerospace, Commercial and industrial, Controls, Building Products, Lighting, Water technology, Valves and filtration, Service Aftermarket products and Manufacturing with P&L responsibility for businesses ranging in size up to $243million. A proven, business leader, with High Business acumen and experience, in negotiations in B2B and B2C sectors of the market.

EDUCATION/QUALIFICATIONS

MBA Business Management, Joint Programmed: International Business School/South Bank, London

BSc Electrical and Electronics, South Bank, London

OND Electrical Engineering, Willesden College of Technology, London

Six Sigma Black Belt (GE) 

GE Crotonville Senior Management College NY
PROFESSIONAL MEMBERSHIPS                                                               Key Skills
                                                                                        Management                   Communication
· Chartered Engineer (CEng)


          1. Business Development     5. Sales & Marketing

· Member of CIBSE (MCIBSE)                                  2. Negotiation                    6. Strategic Planning
· Member of the Institute of Lighting Eng. (MILE)      3. Team Leadership            7. Cost Control
CAREER HISTORY                                                      4. P&L Revenue generation 8. Deceive nature
Since 2016
Johnson Controls- Hitachi – Managing Director-UK-IRE
Lead, develop and implement EMEA Sales, Product Marketing, production and manufacturing annual strategy, lead a tactical negation plan and ensure effective deployment to drive performance in sales, production, supply chain, quality, continuous improvement, customer service and Manufacturing. Implement effective utilization of resources to meet business needs. Managed capital investment   
· Develop new Sales & marketing strategies to quickly capitalize on market opportunities and growth sectors. Lead the business P&L with profitable results delivered
· Oversaw opening/closing negotiation operations for £4m annual revenue sales project in line with growth strategy

· Improved sales by 22% through effective channel strategy, NPD, new customer acquisition, sales training and implementation of employee incentive schemes.

· Using CRM to monitor sales and improving sales productivity by 26%
· Restructuring the customer portfolio, focusing on the business lines to eliminate cash drains and increase overall revenue; Implemented new initiatives to increase product reliability and customer satisfaction.  
· Improved profit margin by 8.5% by up selling and cost reduction
· Drive transformation change strategy with improvement of 15% in growth 

·  Manufacturing process with a results of improved productivity from 65% to 90%
2014-2016
Watts Water Technologies- Vice President-Emerging Markets - Eastern Europe, MEA, India
Proven track record, lead businesses in Water industry. Develop growth strategy, in Sales & Marketing, Manufacturing delivering results of 30% growth & cost reduction of 22%. Direct employee hiring and training initiatives with responsibility for developing and driving sales team in reaching company performance goals. Lead sales personal in maximizing revenue and productivity. Administer short and long term operations to ensure sales revenue in line with company strategy. Deliver strong business relationships with customers to drive business development growth. Plan and implement sales productivity programs in coordinating with the leaders to deliver results. Direct report 12 total employee 102
· Capture 40% of water market share in MEA with new water regulating valve

· Built productive water valves and controls industry and cross-industry relationship to maximize revenue generation.

· Introduce a channel sales strategy and grew water utilities and commercial-industrial by 15% 
· Develop customers profile to understand customers’ needs

· Negotiating and oversaw opening/closing operations for a $3m annual revenue sales project 

· Implement  the use of CRM with increase of sales productive by 15% 

· Increased customer satisfaction by improving follow-up and reducing repair needs on products

· Implement quotation system to drive sales tend

· Grew business 50% over tenure with new products improved marketing and low cost across the regions 

· Established employee operations guidelines to standardize procedures.

· Implemented Lean Manufacturing process with improvement in productivity by 17% 
2011-2014
Johnson Controls-Executive Director- EMEA
· Created brand new revenue streams by expanding on new product accessories for main products lines

· Directly managed team of 12 professionals with company of over 400 staff

· Capture over 30% market  share with new ECO chillers and free air cooling brought to market 

· Reduced manufacturing cost 20% by consolidating locations and reducing line staff

· Develop customers profile to understand customers’ needs

· Improve business profitability from 6% ROS to 12% ROS @ $443m revenue for the Electrical & Electronic, Controls, HVAC, Parts, Water Controls Business across Europe.. 
· International led several M&A, divestitures and Integrations: Clear focus on high quality & business profit.
2007 -2010
Toshiba Carrier TCUK-Managing Director-UK-Nordic –A UTC Company
· A main Board member with full P&L responsibility, successfully increased sales by 20% through effective channel strategy, sales training and employee incentive. 

· Create brand new revenue stream by expanding into water treatment accessories product line, with sales revenue of $215m @ROS of 13.2% 

· Directly managed team of 12 professionals with company of over 220 staff

· Restructure the UK Businesses to profitability after previous loss making years.
Created a Control B2C and B2B turnkey division with sales of £15m
· Grew the Service and Control business by 15% in revenue and improve EBIT ROS from 9.5% to 15%
Led Acquisition for 3 companies with the integration completed within 18 months  
2005-2007
KENT Europe 

KENT Europe an Auto Electrical, Industrial and Automotive Chemical component Company which offers Manufactured Electrical Auto components, Chemical Additives, Sealant, consumer Oil enhancing product, Chemical Adhesive, Synthetic engine Oil for the Industrial, Automotive Markets

 Business Director: Industrial Division  
Led KENT Industrial Division delivering increase profit of 10% Develop new customers base strategies and expand customer portfolio. Provide commercial direction and strategic sales support to the sales and marketing team. 
Achievements

· Increased Sales Turnover from £28.5m  to £32.7m- OP from 4.45%-7.1%

· Product and incentive market mix strategy to drive customer needs

· Introduced New Products with Sales contribution - £0.2m
1999-2005
GE Europe, Consumer and Industrial

GE Electronics, light Industrial, Lighting and Building Automation part of the Global GE Group of Company’s which offers a manufactured electrical electronics, Lighting, Automotive Lighting Component, metering Auto Drives, Smart Water Controls and sensors.
General Manager/VP, Commercial Lighting & Electronic Controls-EMEA and India 

Direct employee hiring and training initiatives with responsibility for developing and driving sales team in attainment of company performance goals. Lead sales personal in maximizing revenue and productivity. Administer short term, medium and long term operations to ensure sales revenue in line with company strategy. Develop strong business relationships with customer to drive business development and growth. Plan and implement sales productivity, lean manufacturing programs in coordination with the business leaders. Prepare the business to deliver results.
· Implement go to market channel and NPD strategy with increased Revenue from £480m to £560m, ROS from 8.5-12%

· Increased Revenue from $432 to $560m @ ROS of 12.6% by developing the water control sector

· Directly managed team of 12 professionals with company of over 500 staff
· Developed a Global Compact Lighting Markets with of £9m
· Introduced a market mix strategy to drive customer needs

· Develop Consumer Lighting Controls After Market Sales Strategy

· Built smart Water control business across the water sector and increase revenue from $34m to $55m with 14.3 ROS 

· Strategic growth through New Products implementation- £12.2m
· Restructure the industrial division with savings of £4.2m 
· Acquisition: Acquired 2 companies, integrated both and delivered profitability 
1995 - 1999
SLI - SYLVANIA International (France & UK)

Vice President International Sales/Product Director (internal promotion from Siemens)

Responsible for European Sales & Marketing & operations P&L for Lighting, Luminairs. Electronic, Controls, and manufacturing Plant Product operation in France. Providing leadership strategy for growth in SLi common channel. Driving a Market led differentiation strategy. Turnover £120m with 300 employees including Sales/Marketing & Manufacturing personnel. Direct reports 10: 
Achievements

· Increased Sales turnover from £95m to £120m EBIT ROS 10.6%
· Implement Sales and Product development strategy to meet customers needs
· Developed a European Sales/Marketing distribution strategy, providing new pricing structure to enhance sales operation
· Drove a marketing Mix and product mix strategy to enhance growth
· Provide process change plan to increase Top-line by 5%
· Introduced 4 major new products with contribution of £1.5m to the business
1992 – 1995 
SIEMENS ELECTRONIC GERMANY/UK LTD


European Business Development Director – Automation controls-Lighting, Electrical and Water Products 

Developing business growth strategies, to increase revenue, and create market share, in Smart Water Controls, HVAC, electrical and electronic product range. Implementing a direct hiring and training initiatives with responsibility for developing and driving sales team in attaining of company performance goals. Lead a PAN European Industrial-Commercial and Home Automation partnership strategy. 
Achievements

· Introduction of 3 new products, with contribution of £950k in sales

· Implemented new Water control products initiatives to increase revenue

· Successfully developed sector strategy for Smart Water control  resulting in growth of 23% of sales Turnover £20m per annum

· Responsible for 20 Product/Marketing Personnel - 6 direct reports across EMEA
1990 - 1992
CROMPTON LIGHTING UK LTD

Commercial Sales & Product Marketing Director 

Responsible for strategic Commercial sales and Channel development: Led the drive towards new product development, and customer base expansion, in respective markets. Develop sales strategy to enhance growth across Europe.
Achievements

· Introduction of 3 new products, including CHEVIN & MODUSPEC ranges with contribution of £1.2m
· Turnover £25m per annum
· Responsible for 10 Product marketing staff
1985 - 1989
PHILIPS ELECTRONICS LTD UK

Product Sales Manager  

Responsible, for product management and category management for compact electronic PL lamps, Lighting Electronic Controls and Luminaire.  Providing technical support and developing some OEM customers.

Moved into OEM sales developing 

PERSONAL DETAILS

Address

68 Caterham Drive


Old Coulsdon 


Surrey CR5 1JH
Place of Birth 
Warri, Nigeria  
Nationality
British

Status
Married, with 2 sons 
HOBBIES AND INTERESTS

Sport, Classic Music, Piano, Computers, Church Organist
