NIVEA E. RUIZ DAVILA

Camino Real Calle Villa Real 129
Juana Díaz, Puerto Rico 00795 
Phone & Fax: (787) 580-7618 – PCS: (407) 791-1887

Email: nivearuiz@hotmail.com  

LOGISTIC /MATERIAL BUSINESS DEVELOPMENT/MARKETING/ HR/ MANAGEMENT/SALES PROFESSIONAL
• ANALYST •Organizational Development • Purchasing • Inventory •Territory Development • Customer Relations
Results driven leader in the communications, electronics manufacturing and food industry, with significant achievements in business development, prospecting and closing, forecast, sales strategies, logistics training, and motivating teams. Highly proficient in building successful partnerships with clients and customer teams to achieve desired results and exceed goals.


ACHIEVEMENTS:


· Sales Strategies:  Developed/presented a sales tool for the entire company by thoroughly analyzing, and identifying the real needs of the company and customers. Results: 20% increase sales profit for $500,000Y. Developed sales presentations and identified growth opportunities for the account and customers. Results: Increased distribution by 25% introducing new items for the Florida Market.
· Organizational Development:  Organized/ lead sales team motivating, coaching, structuring and establishing deadlines. Results:  completed in a 4 weeks period generating 30% increase on sales.

· Staff Development:  Trained the staff and sales team for the entire company by developing a method of productivity measurement. Results:  improved efficiency and productivity 95%.

· Recruiting / Team Development:  Interviewed, trained sales personnel by assessing, evaluating and establishing     the requirements for the positions.  Results: 40% increased sales for the entire district; earned President’s Club.

· Business Development:  Identified new locations by negotiating and coordinating the opening. Results: opened the new location in    4 weeks increasing the sales by 30%.
· Sales Territory Development:  Built a new territory by prospecting and promoting products and services. Results:  achieved 500 % over set goals and recognized for the first 3rd month as the “Best of the Best”.
· Customer Service/Relations:  Determined what the customer needs and established excellent relations by providing the product and services in expected time. Results: in 6 months, 80% increase of new business. 

· Strategic Planning:  Created a strategic plan to increase sales by coordinating with manufacturing, operations and engineering, the forecasting of orders, material availability and personnel needs.  Results:  reduced 80% of the inventory and increased profits by $1M.  Recognized as the employee of the month for Westinghouse, Santa Isabel, and PR. 
· Maintain customer account deductions at zero. Assisted the team to increase the ROI, and sales for 12.7% Awarded In 2009, Winner of the Stars of Excellence Award for Business Excellence and Team Work.
PROFESSIONAL EXPERIENCE:











Business Project Consultant:
Ponce, Humacao PR.                                                                                                                            2014- Present 
Consulting: Identify the company needs; Generate assessments, Progress Plan, Planning, Procurement Process,  Implementation plan for each department.  Implemented corrective action plans and programs as needed.  Results increased effectiveness and efficiencies buy 98%. Business Reorganization, business development, increase ROI
Microsoft: Initiate Procedures; manage requirements, process flow, shipments, for New Project Development (Asia, Europe). Successfully Manage Pilot Process. 

Sales, Business Development Manager- Business Consulting


                   2012 to July 2014
GDI Technology, Inc. Miami, FL. (Base in Puerto Rico)
Operations Process; Develop Sales Logistics, processes for the company and customers. Developed and implement Sales & presentation plan & marketing strategies Identified distribution opportunities, custom designs , base on each category for existing, new and potential customer. Redesigned products to meet customer needs; Promote new Telecommunication products, Developed new Sales territory, work directly with the accounts, Identify opportunity base on consumptions, planning, budgeting, market, inventory among others. Increasing distribution for new and existing accounts Managed Remanufacturing, Transportation, and Inventory Logistics. Open new accounts (Latin America). Trade Shows and more. Results 2M Contract. 
Retail Planning Associate/ Category Manager- In the Job Training
Sara Lee Foods U.S. Orlando FL.







       2004- 2011  

Sales support for Eastern Wholesale, Southeast, Central, and Brokers Team. Developed processes and distributed ad hoc sales reports, Best Practices compliance. Sales forecasting, Monitor forecasting accuracy, trade compliance, monitored the team compliance in weekly basis.  Attend Sara Lee Corporation trades shows.  Developed Worked in partnership with team members and customers during the planning process to achieve sales initiatives. Yearly reviews for all accounts base in consumption, target market, identified new distribution opportunities for each of the categories.
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· Developed marketing strategies for the sales team; identified growth opportunities by developing category initiatives by utilizing syndicated market data. By utilizing fact based Customer and Category Reviews, Top to Top Presentations, and New Item Presentation, sales and distribution was increased on Core Items for 25% by gaining distribution of 32 new items including the financial and DSD process, for one of the largest independent groups in South Florida.  Gained new distribution for fresh bakery on the Central Florida market.
· Provided full support all the teams to develop and grow the South Florida Independent Market. Developed a strong trade relationship with customers and account personnel. Attend customers visits, assisted in the process of reset of the new stores, test stores. Purchase material and maintain the availability for the trade shows for the entire team.
Communication Consultant:
Sprint, Millennia Plaza Orlando, FL 









2003 - 2004    

Established and manage a base of customer by excellent services, direct sales and promotions.  Maintained in monthly basis sales results over 150%. Recognized the top best sales person for Sprint in Orlando area, obtaining the SERCA Award, also recognized employee of the month from January thru June 2004. 

Retail Kiosk Manager:  

Centennial de Puerto Rico Wireless Services








1998 - 2003
Developed and implemented sales strategic tool for the use of the entire sales force of the company, Identified opportunities of sales, Leading and gain new sales point’s and locations. Managed negotiations with Commercials, Companies involved.  Established new locations and coordinated for the grand opening. Established and executed controls on Cash Management. Developed and implement Inventory and Kiosk procedures. In addition maintain the available inventory at the point of sales. Interviewed, Recruited, trained, and supervised employees.  Successfully Lead the Development and Achievement of top sales & customer service employees to in P.R.
Outside Sales Representative:  

Developed and implement Sales & presentation plan & marketing strategies.   Identified and Developed new Sales territory.  Identified sales opportunities and developed new promotions and customer service.  Maintain daily inventory in stock, available for sales.  Recognized “The best of the best” in Sales with an outstanding performance Results of 313%. President Club Member. 

Scheduler & Planner:
Rexnord, Puerto Rico











1997 -1998

Managed Customer services, scheduling, planning, manufacturing personnel coordinator, purchasing, packaging, production raw material, customer’s and company forecasted and commitments.
Executive Manager:  Human Resources Administration        

Department of Education, Ponce, P. R.  








1996 -1997

Develop and implement Administrative System, Reassign personnel, develop and implement purchasing and inventory procedures.                       

Materials Planner, Production Control Coordinator and Materials Analyst:   

Productos Electrónicos Ind. (W) Puerto Rico  








1986 - 1995    

Managed and plan the transition for new programs and production for the company. Coordinated issuing the order, material availability, sale forecasting, priorities, shipping deliveries, forecast for the customers. Searched for supplies, negotiated, and purchased all raw and packing material. Developed shipping procedures and trained personnel. In charge planning and scheduling the military projects. Recognized in (1990) as the Employee of the year.
EDUCATION:
· Master Business Administration, University of Phoenix 

· Bachelor of Management, Catholic University of Puerto Rico 
PROFESSIONAL CERTIFICATION AND TRAININGS: 

· Expert level - utilizing and leveraging Microsoft Office (Excel, PowerPoint, Word, Access, 
Outlook, Publisher)
· IR, CPGN Panel, Nielsen, Spectra, Hyperion, Essbase, Epicor, EPR, SAP, Siebel Adm. Systems and Extensity. Dynamics.
· Sales Human Recourses Marketing and Public Relation seminars  




· Inventory Manager Development and MRP I & II, suite, APICS.       
· Success through communications.

· How to manage priorities and meet deadlines.

· Human relationship and communications Real Estate Course (IFREC)   

