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Maciej Rutkowski

Ul. Duńska 28/61;  71-795 Szczecin

mobile 0048 519 78 55 58
e-mail: mrutkows@poczta.fm
Professional goal:

Building or strengthening the brand of good international medical company.
Professional experience:

Zimmer Biomet

Position: Trauma and Foot& Ankle Lead (since 11.2015)

· Decisions about product portfolio in Poland, setting prices, ordering loan sets, responsibility of warehouse stock, planning product strategies 

· Responsibility of achieving business plan and managing budget for promotional activities. In the first year of a new organization sales budget achieved in October. Achieving 102% of budget in 2017.
· Promotional  activities: product presentations in hospitals, negotiating with surgeons and managers, taking part in orthopedic meetings. Responsibility for my own territory and business unit sales.
· Responsibility for P&L in trauma department,marketing and customers training plan; supervision over tendering procedures and offers
· Managing  six sales consultants- setting goals, budgets, motivate sales force
· Taking part in recruitment process from the beginning to the end

Zimmer Polska Sp. z o. o.  Warszawa

Position: Business Unit Manager Trauma (since 01.08.2014)

· Decisions about product portfolio in Poland, setting prices, ordering loan sets, responsibility of warehouse stock, planning product strategies 

· Responsibility of achieving business plan and managing budget for promotional activities

· Promotional activities: product presentations in hospitals, negotiating with surgeons and managers, taking part in orthopedic meetings

· Responsibility for my own territory: sales of trauma products in polish hospitals, introducing new products

· Managing sales consultant

Synthes Sp. z o. o. Warszawa (DePuy Synthes; Companies of Johnson Johnson)
Position: Territory Sales Manager (01.01.2012-31.07.2014)

· Managing  a 5-8 sales consultants team (zachodniopomorskie, pomorskie, wielkopolskie, łódzkie, kujawsko- pomorskie, łódzkie, part of mazowieckie and part of podlaskie voivodship)
· Motivating sales people
· Business strategy and sales planning
· Annual budgeting and daily control of performance
· Execution of company goals
· Negotiating with top customers
· Introducing new products to hospitals
· Sales personnel recruiting and training
Position: Senior Sales  Consultant/ Trainer (since 01.02.2011)
Position: Sales Consultant (since 24.07.2006 till 01.02.2011)
Sales strategy and area management:
· Building and  strengthening sales network including 10 hospitals in the West Pomeranian Voivodeship, 

· Planning and implementation of sales budget, winning new clients, launching and promotion of new products, 

· Monitoring sales results, i.a. by everyday contacts with medical environment, including assisting at operations, 

· Taking correcting, repair and improving actions, 

· Independent preparation and conducting trainings and workshops for physicians and nurses on the basis of grounded knowledge in the area of orthopedics,

· Commercial talks with medical personnel, both on the managerial level and executive level: physicians, heads of wards, heads of operating suits, administration of a hospital, 

· Management of implant commission-houses in hospitals, coordination of consumption and replenishment of products,

-
Participation in the recruitment of new employees, 

- 
Introduction of new sales team members to the position of medical representative,

· Achievement of 106% increase in 2007 in relation to the year before. Achievement of 38% sale growth in relation to the previous year in 2008.  Achievement of yearly sales budget performance in October 2009. 40% growth of sales during 2010 and 32 in 2011.
Promotion and marketing activities:

· Preparing and conducting trainings, presentations and workshops for doctors and operating nurses

· Participation in big conferences and scientific symposiums, i.a. „Congress of Polish Orthopaedists”, „Convention of Children’s Surgeons”, by organization of company stands and customer service on the stand. 

Courses and Trainings:
· „Primary Training” in Switzerland (2006), „Basic Training” in USA (2007), „Intermediate Training” in Switzerland (2008), “Foot and Ankle” in Switzerland (2009)
Johnson & Johnson Poland Sp. z o.o.  Warszawa

Position: Senior Medical and Marketing Representative 

01.10.2001-05.05.2006

Implementation of the strategy of sales and region management:

· Accomplishment of planned business objectives (implementation of the sales plan, winning new clients, efficient new products launch), 

· Achieving on average 20% increase of sales annually in relation to the year before, 

· Sales of specialized medical products in 30 hospitals on the area of West Pomeranian Voivodeship and part of Greater Poland Voivodeship,  

· Conducting commercial talks with medical personnel, that is physicians, managers and heads of operating suits, hospital pharmacy managers,
· Commercial talks with personnel of hospital administration, that is directors, managers of the supply department, employees of the accounting department,

· Implementation of annual sales plans in the amount of about 3 million PLN.
Negotiations of the contracts and cooperation with key customers:
· Preparation of about 30 tender proposals annually with total amount of 4 million PLN,  

· Preparation of about 20 commercial offers annually with total amount of 600 thousand PLN,
· Preparing and conducting annually about 20 presentations of products, in which participated from 5 to 150 persons,
· Supervision of carrying out orders by working them out and controlling delivery date,

· Coordination of payments by talks with hospital directors and accounting departments,

· Preparation of weekly and monthly reports and plans of activities,

· Preparation of monthly sales reports.  

Promotion and marketing activities:

· Preparation of annually about 20 workshops consisting in practical application of products,
· Annual participation in big conferences and scientific symposiums, i.a. “Congress of Polish Surgeons”, “Convention of the Association of Children’s Surgeons”, in which participated from 50 to 1000 persons, by organisation of company stands and customer service on the stand,

· Conducting commercial negotiations in the area of prices and other terms of purchase, that are deadlines of payments, additional promotions,

· Participation in the process of recruitment,

· Introduction of newly employed persons on the position of medical representatives, conducting product trainings and in the area of government procurement law,

· Conducting trainings of representatives in the group of haemostatic products, responsibility for the strategy of launching and developing products on the market. 
· Achieving certificates from trainings „The art of presentation and public performance”, „Negotiation in the sale process”, „Negotiation – solving of crisis situations” carried out by the European Institute of Personnel Development

Courses and trainings:

· - Primary Sales School”- monthly training in USA including products, anatomy, surgical procedures, selling and negotiation techniques (“Integrity Selling”) 

· „Effective communication within a group”, „The art of presentation and public performances”, „Negotiations in sale process”- organized by European Institute of Staff Development 
Education:

- 10.2016-06.2017

Collegium Balticum- postgraduate studies Psychology in Business
- 11.2006-03.2008

The West Pomeranian Business School,  Master of Business Administration Studies (MBA)
- 10.1996-06.2001 

University of Economics in Wroclaw, National Economy Department, International   Economic and Political Relations, master

Interests:

· English, Spanish



· Economy and management

 

· Medicine




 



 

· Music, movies, books

· Sport: running, fitness 

References:

· On demand
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