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Mrs. AGNES BENCZIK Pharm.D
	Personal Data

Nationality:
 Hungarian
Permanent Address
DombLakópark 35.
Kecskemét

6000

Hnngary
Phone Number
+36209426726
E-mail
agnes.benczik@in-phax.hu
Languages

Hungarian: Mother Tongue

English: Very good

German: Good


	personal statement
A senior consultant with 5 years international experience with more than 22 years experience in sales, sales force effectiveness, marketing and change management within the pharmaceutical industry as a business professional .Demonstrable track record of progressive success based on an ability to work well with customers and colleagues, combined with a real drive to succeed. 
My personal attributes include very strong communication skills as well as analytical, problem solving, strong leadership skills and product related medical knowledge. My desire to lead AC/DC, business process diagnostics, follow up with design and deliver workshops/training programs / business coaching based on the diagnostic findings. 
Interact effectively with people from diverse backgrounds and diverse cultures. During the 3 years international assignment working closely with marketing, medical, HR and sales departments in more than 25 countries ensure cross functionality to achieve the company goals.

skills
· Proven leadership and influencing skills to engage people and to embed change 

· Good analytical skills allows a rapid assessment of key business drivers

· Strategic thinking enables the development of plans that encompass both long-term requirements 

· Broader  effective project management skills support the delivery of objectives
· Proven skills to work and to achieve results in multicultural team

· Project oriented way of working 

· A high level of written and verbal communication skills in English and Hungarian.
· Strong people skills with proven ability to build successful, cohesive teams and

interact well with individuals across all levels of the organization 

Strong coaching skills to develop capabilities 

·  My strategic approach coupled with a massive implementation plan is my most

important stronghold

Education

02/1991
Budapest Semmelweis Medical University
Pharmacology Faculty
07/1994
Budapest Foreign Trade College
MSc (Econ. & Bus. Adm) in International Business
07/1996
Master’s in Pharmacology
Executive coaching during 3 years prior to  international assignment application 

02/2012
Professional Coach & Trainer Education 
Professional Experience 
08/2013 -  Present
                      IN-PHAX Consulting 

Managing own consulting company 

Working in collaboration with CAPITA Consulting and Wilson Learning Company
D-Verse Consulting and ABACULUS companies
                      Core responsibilities :

· Sales , coaching , presentation technique , communication , negotiation, leadership and project management training design & delivery ( practical ,case study based training )
· Business coaching , Executive coaching 
· AC:  Capability Assessment 

· DC:  Development Centre
· Design and implement individual  development programs for  managers , sales person based on AC/DC competence results 
Consulting focus on sales, , marketing, sales force effectiveness ( SFE)and  HR
Marketing :

· Quality Market Research 
· Brand planning 

· Communication: brand positioning , messages 

Sales :

· Sales Force capability assessment and development centres
· SFE : business processes : Segmentation and Targeting (S&T)
· Alternative sales channels ( communication ,selling skills, coaching)  
HR:

· Career ladder design and implementation 

· Training curriculum design and implementation based on core capabilities 

· AC /DC
· Structured individual development programs 
· Change management :followed by restructuring , new sales model implementation 
 08/2012-08/2013

Astrazeneca

Head of MarketingDepartment (Hungary)
Team leader of 7 people 
Core Responsibilities:Supervising and managing a marketing team of 7.
Act as an business consultant to the Turkish MC .
Key Achievements :

· Managing the marketing team , maximise sales growth of mature brands . 
· Building up local SFE capabilities via coaching to ensurenew product launches and  new sales channel implementation working internationally.
01/2010 -08 /2012
AstraZeneca
International Sales Force Effectiveness Lead (CEEMEA Region )
Core Responsibilities:  Work within the International Sales and Marketing Organization based in Brussels. Lead the development and introduction of Sales Team Effectiveness programs across major AZ markets. 
Key Achievements:
· Responsible of the Region Performance Management review. Main tasks included gathering relevant market data, conducting detailed analysis and providing a high quality report and action plan for each market involved. Results were presented to the MCP and local team and clear buy-in/ commitment towards the recommended action was achieved in all cases

· Development and implementation of new guidelines /new programs to improve the quality of Performance Management across Region. Subsequently aligned with work on Reward, Recognition and Retention. 

· Supported the upgrade of Incentive Guidelines at AZ.  

· Lead Sales Force Capability Assessments involving ~ 1200 sales people and follow up with the different countries (Russia, South Africa, Egypt, Romania, Ukraine and Levant, Turkey) to increase the SF capability through training programs and in field coaching.

· Development and implementation the Sales Force career ladder and training curriculum across the  CEEMEA region.(2011-2012)

· Responsible of development and delivery 5 different  practical case-study based training on the core elements of sales force capabilities on the 3 different level of SF : Performance Management, Selling skills, Leadership skills, Coaching skills, Business Planning skills directed to Sales Trainers, Representatives, Sales Managers, Senior Sales Leaders across the Region with excellent feedback.

· Developed & led the new product launch related Capability Assessments and cross-functional workshops & training programs integrated with marketing strategy, knowledge and skills working closely with marketing, medical and trainers at  local/regional  level and monitored and followed up actions.
· Development and implementation of new  Segmentation&Targeting guidelines . 
09/2008–09/2010
AstraZeneca

Sales Force Effectiveness Lead 
Core Responsibilities: Act as an internal consultant to the Hungarian Marketing Company to deliver improvements in the effectiveness of AZ Hungarian sales force. Worked cross functionally with HR, marketing, medical and sales. 
Key Achievements:

·  Led the Segmentation & Targeting of the product portfolio, gained approval on recommended action plan and implemented changes. 

· Ensured effective launch of a new products through: segmentation & targeting, FF optimisation, introducing new incentive scheme included reward & recognition

· Convinced Hungarian business to adopt an integrated program assessing field force “Quality” from both internal and customer perspectives and led the program successfully. Within this program increased the SF capabilities with comprehensive structured training programs and infield coaching. Program became the best practise in the Region.

· Gained International Assignment to the Regional Office based on the developed program.
· Organizational  Development
01/2000– 2008
AstraZeneca

Filed Sales Manager – Primary Care Unit
Core Responsibilities: Team leader of 10 Representatives 
Key Achievements:

·  Led the most successful Sales Division in 2000-2008. Team delivered the highest sales and market share growth, the strongest customer activity and programme delivery in each different product launches.
· Significant experience of launching brands. 
· Promoted to executive FLSM 3 years of starting and was the companies top FLSM in 2005.

· Received 3 years executive Coaching (2times/Month).
10/1991– 1999
AstraZeneca

Medical Representative and Hospital Representative
Core Responsibilities:  Promotion of the company’s brands to health professionals in primary and secondary care. First Astra Rep in Hungary.

Key Achievements:

· Promoted to executive rep 4 years of starting 

· Company’s top rep in 1995
PERSONAL SKILLS, COMPETENCIES

· Strategic overview, quick problem solving, straightforward communication, extensive

means of presentation, efficient conflict-handling.
· Efficient communication in change management, making others realise what results

are to be predicted and expected as a result of change.
· Years of experience of sales, marketing  management,SFE and HR consultancy.
Additional Information

· International Assignment in Brussels (AZ CEEMEA Regional Office) from January 2010- July 2012.




