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CURRICULUM VITAE



Personal Data

Name


: Christian Frederick Reinaldy Ello

Sex


: Male

Place/Date of Birth
: Surabaya, December 25th, 1979

Religion

: Christian

Marital Status

: Married

Education

: Advanced Diploma in Commerce, Taylors College, Perth, 



  Western Australia.

Address

: Jl. Dukuh No. 20A RT.002/017, Kel. Lagoa, Kec. Koja 



  Jakarta Utara 14270

Telephone

: (021) 430 1962

Mobile


: 0878 8249 9525 / 0812 8398 0675
Email


: christian_ello@yahoo.com.




  ello.christian@gmail.com.

Working Experiences

· PT. Bangunsukses Niagatama Nusantara (Distributor of Cement Tiga Roda for Sumatera & Kalimantan Barat and GRC Board)

Length of services
: February 2014 – Now.

Position

: Supervisor Marketing Projects Non-Cement

Job Description:

1. Control the sales of Sales Project in particular areas (Lampung, Palembang, Bengkulu, Padang, Medan, Bangka, Batam and Kalimantan Barat), especially the sales of Non-Cement products (GRC Board, White Mortar TR-30 and Water Tank “Elite”).

2. Visit to the particular areas to meet with the Projects, in order to explain and negotiate about Non-Cement products. Help the Sales Project to solve the problems they face in the Projects especially with Non-Cement products.

3. Make the Non-Cement Products Sales Reports for all areas every week.

4. Make Quotation for Non-Cement products for the Projects in the particular areas and outside particular areas.

5. Create SOP Mock-Up White Mortar TR-30 to be implemented in the areas and control their implementation, starting from order the Motorcycle Box and to find the teams. 
6. Make GRC Board Package Calculation with its installation.

7. Coordinate with Logistics Division for delivery of the goods to the areas.

8. Projects outside the particular areas can also be offered for these Non-Cement products.

9. Coordinate with Sales Project to look for Foreman / Artisan in the areas to be trained as a fitter for mounting the GRC Board so that the sales of GRC Board can be done with the installation. 

10. Communicate with the Branch Head for urgent matters, such as the problem of the payment, delivery at the project site, etc.

11. Make the “Plafond File” when there is the demand below the Price List to get approval from the Management.

12. Create Sales Project Incentive Recap especially for Non-Cement Sales.

· PT. Chakra Jawara (Iveco and Kenworth Truck ATPM & Dealers) – Member of Tiara Marga Trakindo Group

Length of services
: September 2013 – February 2014.

Position

: Sales Prime Products 
Job Description:

1. Maintain relationship with old customers and find new customers especially for Companies in Mining, Oil& Gas, Forestry/Logging, Construction and Transportation.
2. Make appointment with customers and visit them to introduce the products or regular visit.
3. Get the info for the trucks they use now and ask for the needs of trucks. Give a consultation to the customers for the trucks that suits for their needs.
4. Make Quotation and GA Draw for customers’ needs, email them and follow up.

5. Make Perjanjian Jual Beli (PJB) for deal close. 

6. Process the deal with Leasing / Bank if buying in installments.

7. Communicate with Body Builder for installing the application of the trucks.
8. Deliver the products to the customers.

· Own Business (Business Partner in Selling Castrol 2 stroke Outboard Engine Oil)

Length of services
: April 2012 – July 2013.

Position

: Owner.

Job Description:

1. Offer Castrol 2 stroke Outboard Engine Oil to the Outboard Engine Dealers / Shops all around Indonesia, and ask to some dealers / shops to be an agent to maintain some areas or provinces to sell the oil. 
2. When Dealers order the oil, contact the Distributor to send the oil to the expedition pointed by Dealers. Dealers will make sure the oil arrive in the expedition and the payment will be transferred to me.
3. When payment achieved, I will pay it to the distributor. Dealers will pay me in Rupiah (using per today Rates based on BCA Bank) and I pay to the Distributor in US Dollar. 
· PT. Karya Bahari Abadi (Yamaha Outboard Motor Distributor)

Length of services
: February 2011 – April 2012.

Position

: Unit Sales (Unit Department – for Dealers and B2B, Tender).

Job Description:

1. Keep contacts with Dealers, mostly outside Jakarta, such as in Yogyakarta, Surabaya, Bali, Pekanbaru, Samarinda, Sorong, Ambon, Manado, Banjarmasin, Palembang, Batam, Lombok, Padang, Cilacap, Makassar and Pontianak; and Branch Offices in Bali and Sorong. Tell Dealers for customers or companies want to buy the engines so that customers can buy to the nearest Dealer from their locations.

2. As PIC for selling promotion of Ai engine for location of Bali and Lombok by coordinating with Branch Office in Bali and Lombok dealer. Approach the fishermen cooperation to promote this Ai engine.

3. As Marketing Support, to answer the incoming email especially from foreigners (English language customers), follow up the tender from the website Tender Indonesia and approach magazines or newspapers media to deal for advertising.

4. Send brochures and catalogs to all government institutions in Indonesia from Governors to Fisheries Head all over Indonesia, including military and police. Also, send it to Leader of Mines Companies, such President Director, Director, Operational Managers or Purchasing Managers.

5. Come to Fisheries Ministry to get information of tender and if there is a tender outside Jakarta, tell Dealers there to approach it.

6. Approach the Mines Companies to give brochures and brand image to remind them that Yamaha Outboards Motor are now existing in Indonesia.

· PT. Masuya Graha Trikencana (Food & Beverage Company, mostly Japanese Food  & Beverage)

Length of services
: February – September 2010.

Position

: Sales Executive.

Job Description:

1. Make Sales Order (SO) every morning from phone, SMS, Purchase Order (PO) faxed. Sales Order (SO) is given to the typists to be input to program and is made an invoice. The invoices are given to expedition teams to get goods from warehouse and are delivered to outlets.

2. Make a phone call to the outlets to inform them for unavailable goods. Also, inform them if the price is changing or stock is not enough for their orders. 

3. Check all the Delivered Goods Report that was sent yesterday. The report can be wrong order, more order, return order or bad stock. If there is bad stock, I must check why it is bad and make Complaint Stock Report. The report is given to Sales Manager to be checked to Purchasing Teams.

4. Visit at least 5 (Five) outlets every day to maintain relationship, negotiates for other goods, ask for problems / complaints and ask for other competitors prices. 

5. Make sales report for visiting outlets every day and follow up for negotiating prices. Complaints from outlets are also written on sales report.

6. Twice a week I have to stay in the office 2 hours longer to get order and make codes for order on Sales Order (SO) for all sales executives. The Sales Order (SO) is then typed by typist to be delivered the next day. 

· PT. Magwei Indonesia (Registry Indonesia Magazine)

Length of services
: May – December 2009.

Position

: Account Executive.

Job Description:

1. Look for new markets for companies that will advertise in Registry Indonesia magazine. The markets should be high-class products’ companies. Also, keep maintain for old clients / markets to continue advertising in Registry Indonesia magazine.

2. Make a meeting with clients to do presentation and explain to them the advantages and the differences of advertised in Registry Indonesia from other magazines. What bonuses and packages the clients get. Explanation of free distribution to our VVIP Person and our Double Page Spread / Gallery is our main points to the clients so that they can make selling products.  

3. Make quotation or proposal for clients after having meeting and send it by email. Follow up clients is done by phone or email. I also send Rate Card Registry to the clients as their references to advertise in Registry Indonesia.

4. If there are some deals, I make contract advertisement that is signed by Director, me and the clients. The contract can be once, three, six or 12 times. 

5. Ask to the clients for all materials or articles and make job order to the traffic so that all those materials or articles can be designed or layout by design teams. If the clients do not have materials or articles, our photographers and editors will do those jobs.

6. Keep contact with the clients to get approval from them before all materials is printed or published.

· Joint Business (Join with a friend in buying & selling second-hand cars) 

Length of services
: 2007 – 2009.

Position

: Buyer & Seller.

Job Description:

1. This is a joint business with my friend. 85% – 90% of money is from my friend and I support for 10% - 15% of money. The operational is done by me.

2. Look for second-hand cars by newspaper advertisement. 

3. See those second-hand cars and appraise them. If the conditions and prices are good we make deals.

4. Do some reparation for those cars.

5. Sell those cars through advertisement.

· PT. Hasjrat Abadi (Toyota Main Dealer for North Sulawesi, Papua and Maluku) 

Length of services
: 2006 – 2007.

Position

: Area Sales Supervisor.

Job Description:

1. Supervise the 17 branches around East Indonesia for their activities such as check the discount they made, sales, stocks, outstanding, special events, budget, etc.  

2. Report the data or information about branches to Manager. 

3. Make a report about the Retail Sales and the SPK (Surat Pesanan Kendaraan) from branches every 5 days and 1 month; and report to Manager.

4. Help branches from customers’ complaints if branches cannot solve them. 

5. Do some administration jobs to control the branches. 

· PT. Wolfsburg Auto Indonesia (Authorized Volkswagen Car Dealer)

Length of services
: 2004 – 2006.

Position

: Sales Executive.

Job Description:

1. Stay in showroom when I get my timetable to stay in showroom because there is no sales counter in PT. Wolfsburg Auto Indonesia. When stay in showroom, I serve the walk-in customers and explain the products of Volkswagen compared with other cars. If needed, I also help the customers to calculate the lease pricing. 

2. Also, when stay in showroom, I call old customers that I got from the exhibitions or canvassing.

3. If not stay in showroom, I canvass and drop brochures and price lists to the customers that I get the data from friends, newspapers and magazines.

4. Follow up the customers that I have given the brochures and price lists, and offer them to test-drive. If they agree to test-drive, make an appointment when the right time to test-drive and book the car to the admin. 

5. Drive the car to the customers’ houses or offices to test the car. Test-drive can be done in all roads. If the customers wish to test the car for couple days I need to make a report to the manager.

6. In the exhibitions, explain to the customers the products of Volkswagen and offer them to test-drive, and make an appointment if they agree.

7. If the customer buys the car, make a SPK (Surat Pembelian Kendaraan) and copy of all their identities like ID (KTP) or SIM and ask them to pay a Down Payment (DP) or book fee.

8. Report the SPK to the manager to get the manager’s signature and to get more discounts if the customers wish to get more discounts.

9. After signed, report to the admin to get prepared the car. If the customers wish to lease, help them to manage the lease to the bank. If agreed by the bank, ask the customers for the rest of total payments.

10. If all done, prepare to deliver the car to the customers.

11. Keep contact with old customers and canvas to get new customers.

· FUTURE Educational Consultancy, Jakarta, Indonesia. 

Length of services
: 2003 – 2004.

Position

: Admission Assistant and Business Development Staff.

Job Description:

1. As a Business Development Staff, make a phone call to random schools in Jakarta, Bogor, Tangerang and Bekasi (JABOTABEK) to make an agreement and an appointment with those schools to have IELTS Try-Out Tests.

2. As a Business Development Staff, send posters and flyers to schools in JABOTABEK to be advertised in schools’ boards.

3. As a Business Development Staff, make a contact with other agents to explain that FUTURE is a representative of some universities and offer a co-operation with those agents.

4. Specially, act as Admission Assistant, which is responsible to be always effective, fast and appreciate the accurate information in all processing to schools for clients of center FUTURE and its branches.

5. As an Admission Assistant, who especially know product knowledge, do follow up for interested applicants to the UK for center FUTURE and its branches.

6. As an Admission Assistant, help the education consultants to fill in the forms and follow up the students who already agree to study overseas and keep contacting to the chosen universities to ask the offer from those universities.  

7. Act as a Trainer, which afford to communicate, prepare presentation, do consultation and make training documentation. Also be responsible for deliver new information for all staffs of center FUTURE and branches.

8. Be responsible for safety and confidential files, documentation or important documentation, which related to its job areas and responsibilities.

9. Be involved in all marketing area, which is done by center FUTURE and be ready to do jobs outside Jakarta, if needed.

10. Be ready to involve in leading projects, which is developed by FUTURE management in the next days. 

Overseas Part-Time Working Experiences

· Manise Café, Perth, Western Australia.

Length of services
: 2001 – 2003.

Position

: Waiter & Kitchen Hands.

Job Description:

1. See the coming customers and make a seat.

2. Give the menu and offer the best food for every day.

3. Make a record the order on a paper and report to kitchen.

4. Deliver the food and beverages to customers.

5. Clean used table and welcome the new coming customers to make a seat.

6. Help some kitchen jobs if required.

7. Answer the phone for ordering through phone.

· Domino’s Pizza, Perth, Western Australia.

Length of services
: 2001 – 2003.

Position

: Delivery Driver & Kitchen Hands.

Job Description:

1. Answer the order through phone or serve the coming customers.

2. Deliver to customers’ address.

3. Make a report the order delivered in the computer.

4. Help making pizza and cleaning in the kitchen.

Educational Background

Formal Education

1. Advanced Diploma in Commerce, 2000, Taylors College, Perth, Western Australia. 

2. Fons Vitae (Marsudirini) II Senior High School, 1996 – 1999, Tanjung Priok, Jakarta Utara.

3. Marsudirini II Junior High School, December 1995 – June 1996, Tanjung Priok, Jakarta Utara.

4. 3eme & 4eme Class (Junior High School level), July 1994 – December 1995, College Cachin, Cherbourg, France.

5. Marsudirini II Junior High School, 1992 – June 1994, Tanjung Priok, Jakarta Utara.

6. Marsudirini II Elementary School 1986 – 1992, Tanjung Priok, Jakarta Utara.

Informal Education

1. General English (Intermediate Level) & English for Academic Purposes (EAP), June – December 1999, Edwards College, Perth, Western Australia.

2. Francais Elementaire (Elementary French) 1998, Centre Culturel Francais (CCF), Jakarta.

3. Computer Study/Course, 1999, Corporation between LPK “Columbus” and Fons Vitae II Senior High School, Jakarta. 

PERSONAL OBJECTIVE

To enhance my skills and careers with new challenging opportunity in any related field.

