RAJUN 

Contacts: C/o 0505891826 E-Mail: rajun.124155@2freemail.com 
~ SALES / MARKETING / BUSINESS DEVELOPMENT PROFESSIONAL ~

~ OVER 14 YEARS OF RICH EXPERIENCE ~

· A result oriented professional with experience in managing Business Development functions encompassing Sales & Marketing, Distribution Management, Client Relationship Management, Product Promotion & Team Management, mainly in FMCD sector.
· Fully experienced in increasing sales revenues, exceeding targeted sales goals, developing profitable and productive business relationships, building an extensive client base and market development.

· Skills in breaking new avenues & driving revenue growth and proactively conducting opportunity analysis by keeping abreast of market trends/ competitor moves to achieve market-share metrics. 

· Skills in developing and appointing new business partners to expand product reach in the market and working in close interaction with the dealers and distributors to assist them to promote the product.

· Proven ability of identifying and sourcing major institutional clients and escalating sales turnover.

· Strong business acumen with skills to remain on the cutting edge, drive new business through conceptualising strategies, augmenting & streamlining networks / franchisees, implementing product promotions, etc. 

· Exceptional work ethic, routinely use available time to solve organizational problems, ability to work without the need for direct supervision, multi-tasking, and timely completion of all assignments.
PROFICIENCY FORTE


· Devising effective strategies with a view to achieve top line and bottom line profitability of the organization.

· Taking care of the sales with focus on achieving predefined sales target and growth. Forecasting & planning monthly & quarterly sales targets and executing them in a given time frame.
· Managing complete sales operations with accountability for profitability. Strategizing the long term business directions of the region to ensure maximum profitability in line with organizational objectives.

· Identifying market opportunities, developing business cases and offering successful product / services.
· Establishing strategic alliances / tie-ups with financially strong and reliable channel partners. 
· Developing new business partners to expand product reach in the market and working in close interaction with the dealers and distributors to assist them to promote the product.
· Responsible for managing customer centric operations and ensuring customer satisfaction by achieving delivery timelines and service quality norms. 

· Providing direction and motivation for ensuring optimum performance & enhancing their professional and soft skills.

PROFESSIONAL EXPERIENCE

Since Feb’11 with Samsung India Electronics Pvt. Ltd., Guwahati as Sales Officer
Role:

· Generating and maintaining new and existing dealers, sub-dealers and distributors, and responsible for primary and secondary sales processes,leading a team of 3 DSOs.
· Ensuring proper display patterns in various out-lets for assigned a defined territory (Upper Assam,Barak Valley , Mizoram and Guwahati).
The Highlights:

· Bulk orders bagged for festive season.
· 45 new sub-dealers appointed(Upper Assam).
· Focus flat panel display emphasized in rural areas.
Oct’09 – Jan’11 with LG Electronics India Pvt. Ltd., Guwahati as Remote Sales Officer(Lower Assam)
The Highlights:

· Bulk order bagged for festive season.
· 15 new sub-dealers appointed.
· Focus on LCD segment emphasized in rural market.
Jul’09 - Sep’09 with Rimpon International, Guwahati as Sales Executive

The Highlights:

· Developed new and maintained old dealers in consumer durable products. 
· Carried out bill collection and payment activities; developed service centre points across North Eastern region.
Jan’09 – Jun’09 with LG Electronics India Pvt. Ltd., Guwahati as Shop Sales Executive

The Highlights:

· Showcased features of the products and sold pertaining to the needs of the customers in consumer durable product category.
· Ensured proper display of the variety of products and maintained a competitive display share ratio with the competitors.

PREVIOUS ASSIGNMENTS
Oct’04 – Dec’08 with ASCON Office Automation Pvt. Ltd., Bangalore as Assistant Sales Manager

Sep’00 - Sep’04 with HDFC Bank, Bangalore

Joined as Marketing Executive and promoted to Territory Manager
SCHOLASTIC

2003
Master of Marketing Management(MMM), Pondicherry University.

2001
Bachelor of Business Management(BBM), Bangalore University.
Computer Skills:

· Well versed with Windows and Internet Applications.
.
ACADEMIC PROJECT
Project:

Reliance Telecom
Title:


Consumer Behaviour and Market Analysis
Duration:

1 month.

Contribution:

· Interfaced with the customers and gained their opinion and views regarding the service pertaining to the factors like the service charges, value added services, clarity, transmission, acceptability and extendibility of the service.

PERSONAL DOSSIER

Date of Birth

:
5th October, 1976.
Linguistics Abilities
:
English, Hindi, Bengali, Assamese, Nepalese and Garo.
Sales & Marketing 


Business Development


Market Development & Expansion


Channel Management


Relationship Management


Budgeting


Business Planning


Team Management











