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*** Personal Profile ***

 MACROBUTTON EmptyMacro  Personal Profile

 SUBJECT  \* MERGEFORMAT 
Last Position            Head of Sales Operation 
 MACROBUTTON EmptyMacro Highest Education
MBA Of European University joint course with Fudan University 

 MACROBUTTON EmptyMacro Gender
Female
 MACROBUTTON EmptyMacro Nationality
Chinese

 MACROBUTTON EmptyMacro Home Location
Shanghai, China

 MACROBUTTON EmptyMacro Language
Chinese, English
MB                     13916309037

Mail                    yaoqing1125@aliyun.com
*** Personal Profile *** SUBJECT  \* MERGEFORMAT 

 MACROBUTTON EmptyMacro Employment History

 SUBJECT  \* MERGEFORMAT 
· 7/2012 ~ 5/2014
   Esprit China, Head of  Sales Operation,  report to COO
·            (German Apparel Co.)
Key Responsibility & Achievement
Strategic business optimization & planning for business driving
· Perform as a CHANGE AGENT Leading Commercial Excellence and facilitating the process to Evolve Business Model. 
Deliverables Examples: franchising segmentation managment, inventory centralization management & optimization  
· Lead process for recap & analysis of acutal sales results to plan, and forecast of in season & off season sales plan.
 Deliverables Examples: New business planning model, Account P&L management model, order management model, 
· As a business partner to provide business insight to Franchising Head, RSM.  
Deliverable Examples: business review tools, E-platform  tools for  mutual communication between Franchisees & Esprit Head office  
· Behave as a KEY ENABLER to Grow on Internal Capabilities. 

partner with other internal functions ( marketing, IT, MM and finance) to facilitate internal growing capability processes and make better and faster Decision on a Daily Operations such as Deliverables Examples : Criteria for Regional Target Allocation, Regional Business Review Tools, POS system management… etc. 
· Business planning coach & team  development.  Deliverable Examples:  regular training & best practice sharing with team & RSM/Account Manager
3/2003 ~ 3/2012     Pfizer (Wyeth) China Consumer Health Care

Top pharmaceutical company in healthcare industry
· Senior Sales Admin Manager (3/2003-12/2006),  report to Sales Director
· Senior Business Planning Manager (1/2007-3/2012) report to Sales Director / Senior Commercial Director 

(As one of BPR Owner for One Wyeth and One Pfizer project during 2008-2010)

Key Responsibility & Achievement
Assistant Sales Director for business driving
· Perform as a CHANGE AGENT Leading Commercial Excellence and facilitating the process to Evolve Business Model. 
Deliverables Examples: new business model SOP, One Wyeth project(OTC, Nuture, Pharma.),  Pfizer & Wyeth Merge project 
· Lead Strategic Planning in each channel in order to optimize the Customer performance helping Wyeth OTC to achieve sustainable and tangible Productivity Gains. 

· Become the internal experts by mastering three Key Strategic Tasks such as : Opportunity Sizing in the Chinese OTC Market, Resources Allocation and Deployment, 

· Tracking Customer performance and Measuring KPI on Performance and Productivity Outcomes. 
Deliverables Examples : Forecasting Model, Score Card ( KPIs’ Standards and Goal Settings ), CRM(BI) system, Sales Incentive scheme.  
(Rewarded No.1 Global Sales forecast accuracy No.1 in 2005 & 2007)
· Act as and BUSINESS PARTNER with Business Leaders ( NSD / RSM / National Commercial Head ) and providing Business Insights and recommendation / training for to Sales leaders to Maximize Wyeth OTC Assets ( People, Brands and Budget ) and Increase Efficiency at the Operational Level. 
· responsible to run Internal and External Assessments to  Identify Internal GAPs in terms of Capabilities / Resources. 
Deliverables Examples : SFE Dashboard, Resources Elasticity&Effectiveness Model … etc 
· Behave as a KEY ENABLER to Grow on Internal Capabilities. 
· partner with other internal functions ( marketing, IT, supply chain and finance) to facilitate internal growing capability processes and make better and faster Decision on a Daily Operations 
Deliverables Examples : Guidance for Territory Design, Criteria for Regional Target Allocation, Regional Business Review Tools, SAP APO model… etc. 
· Commercialization Efforts: Responsible for taking the lead in developing and executing projects that result in commercialization excellence. 
Deliverable Examples: Productivity Project (sales force sizing and retargeting),  incentive plan, manufacture inventory optimization, customer inventory optimization. New product launch 
12/2000 ~ 2/2003
Coca-Cola China,  East China Region, 
· Strategic Business Planning Manager report to General Manager 
(mainly in charge of Top 3 Bottles(Shanghai / Hangzhou / Nanjing) business in China)
Key Responsibility & Achievement
· As a business partner to top 3 bottler management team for their opportunity & rick identification.  

Deliverable Examples

· Maket share monitoring

· Short term & long term strategic business forecast model
· Resource allocation optimization

· Lead & Initiate new beverage opportunity through China Economic index, market size, market share, competitive intelligency analysis. 

Deliveryable Examples

· future beverage trend project – water, juice, 
· Upsize package project(since 2001) to boost business during Chinese New Year & National Holiday festival promotion to regain market share No.1 in Shanghai, the toughest market in China
 7/2000 ~ 12/2000
Bayer China, OTC divison.

Sales Administration Manager, report to Sales Director
· Business forecast & Business Analysis for business development 
· Order management, inventory management both customer & plant

· Market size, market share & competitor intelligence analysis

3/1998 - 7/2000 
Loreal China
Sales Administration Manager, report to Sales Director
· Business forecast & Business Analysis for business developemnt & new market extension
· Order management, inventory management both customer & plant

· Market size, market share & competitor intelligence analysis
8/1992 ~ 3/1998
Johnson & Johnson China
Sales Administration Supervisor (1/1996-3/1998)

· business forecast / analysis for new market extension & business incremental
· Order management, inventory management both customer & plant

· Market size, market share & competitor intelligence analysis

Executive assistant & Sales Adm. (8/1992-12/1995)
Education

9/1986 ~ 7/1988
Shanghai Railway University
 MACROBUTTON EmptyMacro  Major in Reliability Engineering, Focused on Mathematics
9/1999 ~ 6/2001
European University joint course with FuDan University 

MBA.

 MACROBUTTON EmptyMacro  Training
· Project management

· Leadership development program

· 7 Habits

· Professional marketing research & analysis training

Personal Assessment

· Integrity with self-motivation, good team player
· Focus on value & customer 

· Leadership with Innovation / Passion / Positive  

· Sustainable personal growth with quick learning
· Strategic business forecast planning & operation,  business process reengineering  in  FMCG / Pharmaceutical / Apparel MNC. 
· Native Chinese with Bilingual in speaking, writing & presentation skills


