　　　　　　　　　　　Taro　Aozora

2-8-2, Akasaka

Minato-ku, Tokyo, 107-0052

Phone:(03) 1234-XXXX
Mobile:(090) 1234-KKKK

Email: ABCD1111@xxxxx.com
OBJECTIVE

A position as a retail sales specialist in imported toys distribution sector, where my extensive knowledge, skills and experience of sales and sales management can contribute to.

QUALIFICATIONS

· varied experience in product sales and managerial service relating to sales in such business sectors I dedicated to date as import/export, securities, general construction and so forth,

· excellent sales performance and know-how on client-oriented sales destined 
for both consumers direct and corporate, which is one of my strong sales points, as I believe it applicable to other business sectors than the mentioned above.

· know-how on interfaced and interchanged sales configuration applicable between sales for consumers direct and for corporate,

· solid confidence in what various financial figures do mean, backed up by my initial accounting and financial career, helped me be strong playing-manager in wide ranges of sales strategy, project planning, financial negotiation with bank and so on.

WORK　EXPERIENCE

 ●　March, 1968   graduated from ☆☆ University, 
Bachelor of Business Administration,

● April, 1968 ~　March, 1985 :   IROHA Corporation: 

                  (founded in 1960, registered at Tokyo Stock Exchange No. 2 market, 

500million yen of Japanese capital, with 100 employees)

                 *April, 1968 ~ March, 1973 ;  at Accounting Dept.

                  position during assignment:  Assist. Manager with two subs. 

                  (conducted P/L statement, and part of B/S in terms of A/P, and A/R)

                *April, 1973 ~ March, 1984 ;  at Sales Dept.-1
                  position during assignment:  Deputy G.M. with five subs.

                       (imported and distributed European general merchandise to dealers),

                       (conducted market survey as well to shoppers-end user at shops to 

                        grasp consumption trend, which produced original hit-sales items  in productive coordination with European makers.),

                *April, 1984 ~ March, 1985 ;  at Sales Dept.-2
                        position during assignment:  Manager with 8 subs.

                        (developed import of Asian merchandise in line with corporate strategy, however though business recorded below the target due to delayed delivery trouble and quality claim),

          <Resignation ground> 
by company order to transfer to Administration Dept due to                         close-down of the Sale Dept.-2, against my career design to stay  with front sales player, and coincidentally head-hunt action by ABC Inc., who has been the principal securities dealer of IROHA Corp.

       　●April, 1985 ~ March, 1998 :   ABC, Incorporated
                       ( foreign capital securities corporation in Japan, unregistered to stock exchange market, 100million yen of capital, with 50 employees)

                      *April, 1985 ~ March, 1990 ;  at Corporate Sales Dept.

                       position during assignment:  Manager with 5 subs.

                       (handled sales of securities and bond towards corporate clients.

                       (far surpassed over planned budget in number of client, and sales proceeds by way of securing pension fund source, luckily backed up by  bubbled follow wind ).  

                      *April, 1990 ~ March, 1998 ;   at Personal Sales Dept. 

                       position during assignment:  General Manager with 20 subs.      

                       (achieved sales of securities and bond to the individual clients in full against planned budget throughout full G.M days, although bit struggled at interim with depressed personal purchase power on account of weakened market situation.)

       <Resignation ground>  head-hunt by ○× Construction Co., who offered an

               interesting and challenging post at new business project Dept.

· April, 1998 ~ March, 2001 : ○× Construction　Co.,　Ltd.

　　　　　　(housing contractor, founded in 1980, unregistered to stock exchange

market, 50million yen of Japanese capital, with 80 employees).

* April, 1998 ~ March, 2001;  at Business Planning Office
                    position during assignment: General Manager with 10 subs.

                     (project planning and implementation undertaken to construct and sell out resort type of residential mansion at □□Highland Resort)  (overall responsible for project planning from scratch, project financing schemed, coordinative negotiation with local community and governmental authorities concerned for construction permit., and membership sales development.)

      <Resignation ground>  inevitable restructuring reshuffle due to unsatisfactory

sales performance forced to quit my post voluntarily as was

responsible for guiding subordinates to voluntary resignation.

· April,2001~  present  : 

            * seeking for a job.

                * [self brush-up] : chase improving PC performance skill(Word, 

                  Excel) to be a qualified performer of upper grade MOUS, under

compensation privileges of effective unemployment allowances. 

*[job finding efforts]: positive in action, seeking for front sales post

at general merchandise or at general contracting field of business to commence employed by December, 2001 latest.

SKILLS QUALIFIED

· JCCI Office Business Skills Test in Book-keeping, 2nd grade in 1969,

· STEP 2nd grade in 1969,

· TOEIC 750 in 1985

· EXCEL　WORD　POWERPOINT
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　MOTIVE　FOR　APPLICATION

· Reference is made to your business line of retailing imported toys to corporate customers, to which some sever prospects sound attributable nowadays due to   shrinking birth rate down year by year in Japan.  I rather have a different view about future prospect for this line of business though fact is fact of shrinking birth rate down steadily, that consumers’ bargaining power addressed to a child per capita would keep on uptrend, compatible with income level in turn.

Child toys tend to be shifted to go forward for intellectual training type of role with value-added, rather than for conventional type of fun goods, and this trend could certainly become a main current of faction since such public opinion prevails that Japan’s cultural and educational restructuring badly be needed.  

In addition to this, [health-oriented] or [ecological preservation] would be a very keyword to be taken into consideration for any party/company to do anything, which would become a follow-wind to toy business in any case.

·  I believe it almost certain that keener business competition among toy industry 
 could force any party/company involved to be severely selected and survived.

 Your company policy to keep practicing two types of business parallel is so highlighted in terms of survival race since ample track record of established retail sales to corporate customers gives stable confidence to continue and newly lined-up sales system by mail-order to consumer direct, which is implemented in operation, ahead of any other party/company in the industry.

 Such consistent business concept of you since founded is believed to be broadly accepted among consumers and further developed in future too that toys you handle for sales are subjected to be;
① exclusively made of natural materials, and be safe enough to baby in any event   
   of licking, chewing etc.,  and also,

  ② the one worth being inherited to next generation from present successively.

· Taking this opportunity positive, I would like to apply for being interviewed as 

I am eager to contribute to your development with all that I have and I will potentially gain upon joining you.  

                                                                  -E.O.M-
