	050042, Kazakhstan,

Almaty city, m-d “Taugul” 


	mob: 7 (701) 101 39 33
E-mail: vladislav_tyo@list.ru


Vladislav S. Tyo (01.03.1979)

Departments: Sales Department; Procurement Department; Commercial Department.

Position: Commercial Director; Head of sales department, General Manager/Deputy of general manager; Director of branch (representative) office.
WORK EXPERIENCE:

from 2011 – till present.

Private business.

Supplying of different polymers and chemicals materials from South-Asia countries.

15.04.2013 – April 2014. LLP “KPM - PLAST” (Producer of PE pipes).
Managing director (Commercial director).

Management of sales department (2 managers, lawyer, production) .
Management of financial and economic activities of the enterprise in the field of logistics , sales ( sales of goods and services) .
Development and preparation of prospective and current plans logistics and marketing  sales of goods and services), financial plans.
Marketing , pricing and sales.
Logistics and procurement.
Negotiation and contract work .
Work with accounts receivable .
Participation in tenders .
Drafting of financial and other documents, calculations, reports on the implementation of plans logistics , sales of finished products, financial activities.
Searching of new clients and new markets.
01.04.2012 – 01.04.2013 LLP “MANUCHAR KAZAKHSTAN”.
Deputy of General Manager (Head of Sales dep).

Administration of commercial activity ;

Sales administration;

Control for accounts receivable;

Entering of new products and development of new business directions;

Marketing;

Cooperation with "Key accounts";

Procurement;

Logistic.
01.04.2011 – 31.03.2012
Head of sales department (chemical raw materials and polymers).

* Administration of sales dep. (6 persons:4 SM, Assistant of sales dep).

* Execution of sale plans; 

* Planning (preparation of monthly and annual sales plans), analysis and launching new products on market);
* Analysis and systematization of client’s data base (splitting by products);
* Conflict resolution “client – manager”; 
* Forming of orders; 
* Solving of reclamation questions
* Negotiations with clients, ensuring and control for execution of all contract terms; 
Results:
Growth of sale volumes – in 4 times;

Growth of proceeds from sales – increased in 4 times;

Growth of profit – in 4 times.

Personal sales volumes for 2011 is 15.1 mln. USD.

08.07.2010 – 31.03.2011
Regional Sales Manager (chemical raw materials and polymers).

* organization and administration of sales.

* clarification of client’s needs and motivation of partners for cooperation with Company. 

* negotiation with clients.

* execution of monthly and annual sales plan. 

* searching of new clients and business development in Central Asia countries and Kazakhstan.

* planning and analytical work. 
* ensuring and increasing of sales. 
* control functions (warehouse, logistic and payments).

* negotiations on the level of top-managers.

* successful experience of business trips.

* constant cooperation with headquarter in Belgium.

Results:

1) successful developed new business direction (promoted in Kazakhstan market the polymers of SCG Performance Chemicals (Thailand), sales volume reached stable level;

2) adjusted sales chains;

3) established long term relations with partners;

4) Sales volume for 6 months of 2010 was more than 1 mln. USD.

5) attracted new plant HYSUNG (Korea) for promotion theirs products in Kazakhstan.

6) reduced constant expenses which allow me to make offered products more competitive. 

7) started activity by entering in CA markets. 

8) practiced opening of new other directions (PET, PP, Paper and other PE grades).

9) managing by sales department.

01.07.2009 – 01.07.2010 “SIEMENS” (Germany).
Sales Manager (freelance). Dep: Oil & Gas sector.

* Automation solutions for Oil&Gas.

* Negotiations with top-managers.

* Participation & preparation for KIOGE-2009.

* Monitoring and marketing research of Oil & Gas sector.

* Preparation of commercial offers.

* Consulting of clients.

* Independent promotion of company’s products.

* Searching of perspective projects.

Results:

Attracted 2 projects (in Aktau and Atyrau).

21.03.2008 – 02.05.2009 – Repr. office “HANWHA Corporation” (Korea).

Regional Trade Manager (Oil-chemical stuff: LDPE, LLDPE, PP, PET, HDPE).

* Active sales; 
* Searching of clients; 
* Negotiations and making of contracts; 
* Control for delivery and payment by the contract; 
* Business negotiations with corporate and key clients; 
* Work with Projects;

*Preparation and conclusion of Contract;

* Control for execution of contracts terms (payment; shipment; delivery; quality and so on);

* Building of sales system (arrangement of long-tern relations with clients);

* Analysis of competitors environment;

* Pricing (working out of price policy;

* Control for bill receivable;

* Preparation and execution of sales plans;

* Creation of dealer’s network;

* Cooperation and interaction with top managers;

* Good experience in attraction if key clients.

Results:

1) Sales volumes has reached the stable level;

2) Formed order portfolio on 2009 year;

3) Put in order the long term relations with key companies;

4) Within 2008 year was not registered none of one reclamation from the side of partners;

5) Formed constant sales channels.

6) Sale volume for 2008 was 1,5 million USD.

7) Sale volume for Jan-Feb 2009 are 3,5 million USD.

EDUCATION:

1996-2001 Kazakh State Academy of Management by T. Ryskulov

Specialty – External Economic Activity. Economist

1995 - 1996 Mid-school #127, Almaty city (economical bias).

1986 – 1995 Mid-school #2 (specialized on English), Kyzylorda city.

SKILLS:

Internet; Outlook Express, OFFICE; Drive license (B,C).

CERTIFICATES:
* “Increasing of personal effectiveness of staff”, OM Time. 08.11-10.11.2011.

* «Team Building». Alexander Zimanovskiy. October, 2011.
* “Sales management”, Ambition. 03-05.10.2011.

* Certificate about completion Kazakh language courses (“Agrinas”, Jan-Apr, 2007).

* Certificate of Accountant (CHA, 2007).

* Adobe Photoshop Certificate (Kompas KZ, 2007).

* PC Operator Certificate (Institue of mathematic, 2002).

* Professional Driver License (B,C category), 

* Military ticket (I had served since 2001 till 2002 in Military Forces of Republic of Kazakhstan in Internal Forces). 

* Also during my school life, I successfully finished the Economic Program “Junior Achievements” in mid-school #127 of Almaty. Have a lot of number of certificates for excellent studies and good achievements in the process of school life.

* Participated in July 11, 2003 in practical seminar “Business strategy and management in the terms of increasing global competition”. The speaker was Mr. Kang T.V. (world-famous consultant) (2003).

* Participated in special program “Junior Achievements” (1994-1995).

* Participated in Mathematical Olympiad in 1988 and 1990. 2-nd place.

Summary:

	Higher economical education

- - Experience in various foreign companies. I.e. I have the experience and interaction with colleagues and the leadership of other countries, with their own personal characteristics of different mentality and ethical aspects.

- High economic education (Kazakh State Academy of Management).
- 10 + years’ successful experience in active sales

- Excellent experience in managing of commercial department (10 people and more)

- Deep knowledge of technical industry (equipments, services), chemicals, polymers, construction, B2B and FMCG sales in Kazakhstan and Central Asia countries. 

- Wide circle of acquaintances among top managers and officials

- Deep knowledge of sales process in different industries, as B2B so in FMCG.

- Excellent experience in delivering sales volume and profit in line with scheduled budget and ensuring that appropriate account plans are developed, strategies promoted and implementation monitored

- Deep knowledge of negotiating innovative support approaches and secure contract agreements which deliver customer value and the required margin to the business.
- - Proven practical experience in commerce, sales, transportation and warehousing, knowledge of finance, marketing, product & business development, extensive experience of cooperation with foreign partners and contractors (the United States, Japan, Southeast Asia, Europe, etc.) experience in foreign trade.
- Personal skill: good presentation skills, detailed, assertive and professional.

Have a real confirmation of successful implemented projects.

- Good knowledge in Sales (B2B, B2C, FMCG, Logistics, marketing, management and finance).


Experience in the following areas:

- FMCG; B2B;
- Petrochemicals (polymers) and chemistry; industry polymer protective coatings;
- The construction (development, engineering) 
- Oil and Gas (equipment);

- Commercial and refrigeration equipment;
- Medical equipment.
Languages:
English – Fluent

Russian – Fluent
