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PROFESSIONAL C.V.
Personal data:
Name: Gonda, Péter Pál

Born.: Sárospatak, Hungary, 24.02.1957.

Family: married, two daughters ( Andrea, 29 and Adrienn 25 )

Address: 2131 Göd, Tóth Árpád utca 12., Hungary

Tel: +-36-30-418-2558

Home: +-36-27-337-177 ( after 6 p.m. )

e-mail: p.gonda@vnet.hu
Education:

Elementary school: Elementary School  of Teachers’ Training  University of Sárospatak.

(1963 – 1971 )

High school: II Rákoczi Ferenc Gimnázium of  Sárospatak Protestant Collegium

(1971 – 1975 )

Universtity: College of Foreign Trading,  Budapest
(1975 – 1978 )

Languages: 

English - fluent
Spanish - fluent
Jobs, responsibilites and achievements:
1. FRANKE Magyarországi Kereskedelmi Kft  

(05.2005 – 31.12.2007 )

 )
· Position: Managing Director
· Introduction and launch of the Built In Kitchen Appliances product category to the Hungarian market. Workout of complete launch strategy for : product range, price positioning and selection of distributional channels

· Rework of the core product categories ( kitchen sinks and taps ) 

· Introduction of the Washroom and Sanitary System Division to the professional market ( public vandalproof washrooms concept )

· Preparation of yearly business plans and budgets according to Franke instructions – presentation of budget to Board of Franke Group Switzerland
· To tailormake administration of local subsidiary (staff, costs, motivation etc ) in order to assure achievements of targets.

· I have achieved a dinamic growth of NSV, good and expanding presentation of products in the right distributional channels. 

· Realised the required Cash Flow  set as target in each business plan and budget

· Achieved a market share of 35 % of total sink market

· Have built up the  Franke Reference Kitchen Studio Network ( 120 members )
2. CANDY HOOVER Hungary Kft 




( 11.2001 -04.2005 )
· Position: Managing Director

· Starting from zero by legally establishing the new subsidiary of CANDY Elettrodomesttici S.r.L, Milano, Italy in Budapest

· Working out the complete business plan and strategy for entering the market of Household Appliances ( washingmachines, refrigatores, dishwashers and Built in Appliances )

· I had to build up the local company and make customer acquisition in a very agressive business environment  whereas the main competitors ( Electrolux, Whirlpool, BSH, Merloni ) were already long present.
· I have achieved  a good and stable growth of market share and sales volume, overfulfilling budget each year by about 15-20 %.
· By 2004 I have achieved a measurable marketshare of about 4 % on a market where Electrolux is present since the ’70s and has more than 50 % m.s !
· As the growth was probably too promising , the new Export Director ( head of all countries outside Italy and Russia in Europe ) wanted unrealistic further growth. My opinion  and professional experience was different from it and as we could not come to a common platform I decided to resign 
3. MOULINEX KRUPS Kereskedelmi Kft 


 ( 01.1998 – 10.2001 )

· Position: Managing Director
· I had to relauch the whole operation due to the negative results of the previous M.D.

· Via selecting the adequate product range with correct price positioning and contracting the major distributors ( wholesalers, multis, specialists, etc.. ) I have achived a market share of 60 % (!) of  the Hungarian Small Domestic Appliances market by end of 2000 with decent positive financial results

· From beginning of 2000, I was appointed as managing director of the Czech and Slovak republics, as well.

· In September 2001 the mother company MOULINEX S.A. France declared bankruptcy and soon afterwards all legal entities worldwide were liquidated so I joined Candy Elettrodomestici of Italy.
4. REEMTSMA Kft 





( 11.1995– 12.1997 )
· Position: Sales Director

· My job was assure the sales figures of tobacco products ( cigarettes mainly ) of the REEMTSMA  A.G. Hamburg, Germany  in the right FMCG and Catering ( Davidoff ) channels

· I had explained my different opinion regarding the product range that was not the appropriate one  for the specific demand of the local market ( strong black market, dominance of Philip Morris and BAT ) the share of Reemtsma was constantly decreasing.
· As there was no positive change of product strategy by the management ,after two year I had decided to resign from the position.
5. UNILEVER Hungary Kft 




( 05.1991 – 10.1995 )

· Positions:
Area Manager Icecream Division 
    ( 05.1991 – 12.1992 )
Sales Manager – Food Business Unit ( 01.1993 – 10.1995 )
· Unilever had just started operations in Hungary, so I was recruited for managing the Budapest area for the sales of Eskimo and Carte d’Or icecreams

· I was controlling 12 sales reps and 60 selling vans together with a stock of value of HUF 6 million at 1991 value level.

· By end 1992 we have achieved about 75 % markets share against the main competitor Schöller

· From January 1993 I was promoted to the position of Sales Manager of the Food Business Unit of Unilever Hungary.

· My responsibility was the national sales of Lipton teas, Delma, Rama, etc.. margarines and the Capatain Iglo branded quick frosen foods

· We had , for example 97 % market share of the margarine market, around 25 % market share of tea market and about 15 % share of quick frosen food business in  Hungary.

· I had a good postion and was respected  but I decided to change because I wanted to something what is more challanging and gives a bigger responsibility, as well.

6. KOSHIN BUSSAN K.K. 




( 06.1989 – 04.1991 )
· Position: Deputy Manager of Representative Office

· K.B.K.K. represented different Japanese companies ( Kenwood Hi-Fi. Omron , Mitsubishi Chemicals, Ryobi, etc… )  in Hungary in the old economic and political system. Soon they lost market as the system was opened and market conditions had became valid.
7. MEV Microelectronics Ltd. 



( 01.1988 – 05.1989 )

· Position: Buyer – non COMECON markets
· My job was to buy the necessary raw materials for the production of semiconductors and transistor
8. MEDICOR Rt 





 ( 01.1982 – 04. 1988 )
· Position: Export Manager

· Medicor was the specialised manufacturer of diagnostic electromedical instrtuments in the COMECON era

· As an export manager I had to develop business with different countries like India, U.K. and Canada.

· I had participated in different project deals int he above countries , like:

India: bigovernmental deal fo building a factory foe ECG machines in Panjab

Canada: production cooperation for insulin injection instruments for diabetes

U.K.: X-ray machines sales to African British Commonwealth countries coached by the Crown Prince of the Royal Family

9. TUNGSRAM Rt





(09.1978 – 12. 1981 )

· Position: Export Executive
· Right after finishing university I started to work at export executive for the lamp and fluorescent tube manufacturer Tungsram Rt. My responsibilities were to sell the products to Latin American countries and to organise the supply to the Spanish car maker SEAT.

Personal  highlights:

· Taking challange and facing responsibility

· Creative and target oriented

· Team worker – teram spirit building

· Taking the lead

· Positive thinking

· Conflict management skill
Personal interest:

· Reading ( mainly historical literature )

· Photography

· Nature ( trekking )
· Music ( classical and jazz )
Reason for termination with Franke: management of Franke Holding A.G., due to changed strategical reasons closed down the Hungarian Subsidiary by end of 2007.

10. 01. 2008, Göd

Peter Gonda
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