AMIT
Seeking assignments in the area of channel sales/retail sales in a growth oriented company of repute preferably in the Industrial products/consumer durables in India only
PROFESSIONAL PROFILE



· 17 years’ of rich experience in channel sales, dealers, distribution, channel management, retail sales & team building in India & Overseas markets
· Extensive experience in developing channel & retail network infrastructure and adept at inventory control, ensuring smooth operations both in India & Overseas markets
· Proficient at analyzing market trends to provide critical inputs for business development initiatives and formulation of selling and marketing strategies

· A keen planner and strategist with proven track records of consistently increasing the sales/ profitability of the company

· Effective communication, team building & relationship management skills


CAREER HIGHLIGHTS



Summary of professional career

	From
	To
	Yr
	Company name
	Designation

	May 2007
	Till date
	1
	Al Motowa Trading Company Ltd
	Head of Sales 

	Aug 2004
	Apr 2007
	3
	Kraft Sales & Services (I) Ltd 
	Regional Manager (North)

	Apr 2000
	Aug 2004
	4
	Singer India limited
	Asst. Regional Manager

	May 1995
	Mar 2000
	5
	Singer India limited
	Area Manager

	May 1991
	May 1995
	4
	Garware Synthetics Limited
	Area Sales Executive


Current assignment

Organization:

AL MOTOWA TRADING COMPANY LIMITED
Designation:

Head of Sales
Head quarter:

Dammam – Kingdom of Saudi Arabia
Period:

Since April 2007 to continue
    [Service contract of 1 year- to be completed in April ’08]
Area of Operation:
Kingdom of Saudi Arabia
Reporting to:

Managing Director
Brief history of company

Al Motawa Trading Company Limited (MTC) first founded in 1972 is a well known leading marketing & distributing company for many kinds of well branded household major electrical home appliances, electronics & air Conditioners. The company operates some remarkable specialized retail showrooms and some ware houses through out Saudi Arabia. These showrooms are considered the largest in their regions supported by a project department to meet governmental and institutional customer’s orders. We also supply electrical home appliances, electronics & air conditioners to all major projects in gulf & Middle East countries namely KSA, Yamen, UAE, Kuwait & other small countries like: Qatar, Bahrain, Omam, Lebanon, & Jordan based on big purchase values & quantities. We also act as International traders with exclusive distribution rights for our own brand like HOMY & MTC products in Middle East & GCC. Company is having its owned 12 big retail electronics showrooms in Saudi Arabia. Company is engaged in the business of Electrical Home Appliances, Electronics (Refrigerator / Washing machine / Dryer/ Freezer / Dishwasher / Color TVs, Vacuum cleaners, Water coolers, Cookers, Table cookers, Video cameras, DVD players, Telephone / Fax etc), Air Conditioners and Water purification systems. We have business tie up with all leading Brands of world like LG, Panasonic, Kelvinator, Hitachi, JVC, Zamil, Sanyo, Carrier, Daewoo, General Electric, Gibson, Whitewesting House, Maytag, Moulinex, Konka, BEAC, Sharp, Phillips, Delonghi  etc.
Job responsibility

· I am working as profit centre head & responsible for the entire sales operation in Saudi Arabia with head quarter at Dammam - Kingdom of Saudi Arabia. I am controlling channel sales/retail sales and project customers. I am handling a turnover of 100 million Saudi Ryal for the current business year

· I am Controlling 100 dealers/250 sub dealers/12 company owned retail electronics showrooms/40 big project customers

· I am controlling two regional offices at Dammam & Hassa / three warehouses at Dammam, Hassa & Jubail
· 100 sales people/3 ware house administrators/8 technicians/25 non skilled workers at ware houses are reporting to my office through proper channels
· My job responsibility also includes to open branch offices at neighboring Gulf countries Bahrain, Qatar & Dubai (UAE) in current business year and controlling company business operations from these countries
Key result areas (KRA)
· Ownership for sales volumes & market share

· Manage all the Sales divisions with their staff including marketing & regional sales

· Manage sales and control outstanding invoices

· Support sales divisions and eliminate obstacles may they face

· Review sales invoices for both retailing & corporate and control discrepancies

· Survey the market on periodical basis and suggest new products and prices for existing products after coordinating with procurement department

· Manage price variances and liquidate non moving inventory by coordinating with purchase department
· Merchandising the display & enhance  point of sales material and product availability

· Analyze sales and products movement frequently

· Visit clients and customers for market development & enhancement 
· Submit a monthly report for the managing director including planning, achievements and obstacles if any

· Expansion plan-responsible for identifying suitable channel for new category items and setting the most appropriate distribution network

· Responsible for market mapping, profitability of zone, plan new product launch & new services, propose product branding & budgeted product mix & contribution 

· Organize promotional events and evaluate results & gather market intelligence

· Responsible for inter departmental co-ordination for logistics & other activities involved in successful running of the business

Last assignment









Organization:

Kraft Sales & Services (India) Limited 




Designation:

Regional Manager (North)

Head quarter:

New Delhi

Period:

August 2004 – April 2007  

(Three years)
Area:


Delhi, UP, Uttrakhand, Rajasthan, Haryana, Punjab, HP, J & k, Chandigarh

Brief history of company

A marketing company and is a part of Kulkarni power tools Limited (KPT) which was established in the year 1976 and successfully doing domestic and export business for electrical power tools Under brand name KPT, AEG & Milwaukee (A&M electric tools Gmbh-Winnenden Germany) and is well placed in the market as number two after BOSCH. 

Job responsibility

· I was accountable for sale of north zone, handling a turnover of 13 Crores per annum. I was reporting to GM (Sales) at Mumbai.

· I was accountable for managing Delhi regional office, branch office at Ludhiana and C&F at Delhi & Gurgaon, 55 dealers, 500 sub dealers & approximately 500 large, medium & small end users across northern India comprising of 8 Indian states and Chandigarh.
· I was handling key clients such as; Northern railways, COD, Thermal projects, Oil refineries, BHEL, NTPC, Railway coach factory, Hindalco, Bus body builders, Fabricators, L & T etc.

· Effectively and efficiently managed a team of 17 personnel across 3 departments, sales/service/commercial. 

Major achievements

· Distinction of achieving the highest sales in the north zone for the month Dec’04, March’05, May’05, July’05, Sept’05, Dec’05 Jan’06, March ’06,July’06, Aug’06, Sept ’06 & Jan ‘07 every time surpassing previous highest sale
· Increased sale of north zone from 6.10 Crores to 9.34 Crores. Sale increases every year by 24%
· North zone complete receivables were under 30 days rotation
· Increased market share of KPT make electric power tools in north India by 2%
· Sales inventory return was under 1% of total sales with no bad debt reported
Earlier assignment









Organization: 
Singer India Limited 





Head quarter:
New Delhi

Growth Path:

A. May 1995 – March 2000 


Joined as Area Manager

Five years

B. April 2000 – August 2004


Assistant Regional Manager

Four years
· Accountable for managing: retail sale, channel sales & CSD(Army’s canteen) sale for Delhi, Rajasthan & Haryana at different capacities with nine years in the organization

· Successfully developed a network of dealers, sub dealers & company retail showrooms

Major achievements

· Received “All India best Area Manager” award in 1997

· Awarded for highest growth in consumer durable sale for north zone in 1999
· Awarded as the “Best Regional Manager” across India in 2002.

· Successfully organized the company show at India International Trade Fair (IITF) for 4 years from 1996 to 1999 and recorded the highest sales in the year 1996.

First assignment 








 

Organization:

Garware Synthetics Limited

Designation:

Area Sales Executive

Head quarter:

New Delhi

Period:

May 1991 – May 1995                       (Four Years)

Area:


Delhi, W.UP, Uttrakhand



· Responsible for handling channel sales for Delhi, West U.P & Uttrakhand
· Instrumental in creating a new distribution set up for the new fast moving consumer products such as: tooth brush/shaving brush/hair brush and other bristle based products.

TRAININGS ATTENDED



· Attended Panasonic dealer meet at Thailand in February’ 2008

· Attended Personal development center conducted by VSS consultant in February 2007
· Attended training programme on Effecting selling methods conducted by National school of sales (NIS) in August 2002
· Attended seminar on Business ethics, in July 2001
· Attended training programme on Development over personality in June 1999
· Attended training programme on Retail sales conducted by Singer India Limited in July 1996
EDUCATIONAL QUALIFICATIONS



1989 

PG Diploma in Space Science & Application            Gujarat University, Ahmedabad 

1985 

M.Sc. (Physics with Electronics) 


Agra College, Agra

1983 

B.Sc. (Physics, Chemistry and Mathematics) 
Agra College, Agra

PERSONAL DETAILS



DATE OF BIRTH
:  13TH November 1964,

43 Years

E-MAIL


:  Amit.15118@2freemail.com 
