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PERSONAL SUMMARY
An efficient, innovative and methodical marketing manager with extensive experience of supporting sales departments by reviewing, developing, defining their overall marketing strategy and needs. Can relate well with people at all levels and has the flexibility of working well as part of a team or individually. 

Now looking forward to a making a significant contribution to the marketing department of a company that offers genuine opportunities for progression.

PROFESSIONAL SUMMARY

· Overall 9 years of experience in Marketing, Business development, Strategic Planning and Product sales.

· Successfully managed cross-functional teams in a product sales environment.

· Responsibilities include A&P, Budgeting, measuring and monitoring results to deliverables, risk and issue identification.
· Experience in ATL & BTL Marketing on (new/old) product development.
· Experience in translating customers needs into detailed Business development with successful leadership of several complete product/business strategy releases.

· Successful in organizing and attending marketing events, communications, PR related activities and assisting sales team with administrative marketing/ sales support. 

· Expertise in Sales and Marketing techniques, Strategic Business Development Methodologies.
· Believe in high-Integrity relationships, participation & involvement, leadership by example, Teamwork and continuous learning for updating Market Dynamics.
AREA OF EXPERTISE  
Direct Marketing

  B2B, B2C 


 Channel Management 
 Marketing plans & strategy
  Team Management 

 New business development.  
EDUCATION 
	Course
	Institution
	University/Board
	Performance

	M.B.A.(Marketing & System )
	Dept of Management Studies,

Kongu Engineering College, Erode, Tamilnadu.
	Anna University, 
Chennai, India
	71%

(2004-2006)

	B.C.A 
	Jamal Mohamed College,

Trichy, Tamilnadu.
	Bharathidasan University, Trichy,India


	65%

(2001-2004)


WORK EXPERIENCE (DECEMBER  2012 – MARCH 2015)
Company :  INTROS               

           


Designation: Manager - Marketing (TN State, India)
Scope of work:


· Responsible for new lead generation, identifying new customers/market in all major key location of Tamil Nadu.
· Constantly improving business development activities.

· Carrying out effective research & intelligence into competitor products and trends.

· Responsible in motivating, training existing customers, applicators and Consumers on product knowledge.

· Responsible for Import planning, handling clearing agents on proper material /vessel planning and by means avoiding stock out situation.
· Evaluate fresh new marketing ideas to promote products and services that appeal to specific target groups.

· Overall responsible for Sales planning, execution of effective market research, marketing strategies, events and activities.

· Managing, motivating sales team, targeting and deriving sales through them on monthly basis.
· Deriving strategic planning for advertisements, promotional meetings and budgeting.

· Deriving and delivering timely Strategic Schemes for products/customers and by done achieving sales volume.
· New products and service identification to increase scope of business through SME Retail outlets.
KEY DELIVERABLES:

· Started and fuelled business operation by developing teams, mapping clients, starting operation in new region; utilized and acumen of identifying fruitful business opportunities. 

· Analyzing and reviewing the market requirement/response and communicating

the same on times to sales team for upcoming new applications and challenges. 

· Driving sales initiatives & achieving desired targets with overall responsibilities of ROI. 

· Led market launch of 2 new products. Identified opportunities, researched new product possibilities through selective and effective customers, created 10% growth on annual turnover. 
· Integrating market change, schemes and new line of business to boost existing business. 
· Effective usage of advertisement budget and created high reach among customers.

· Strategic sales planning and introduced bucket sales methodology to achieve equal volume on equal number of days. 
OCTOBER - 2006 – NOVEMBER - 2012

Company: Birla White – UltraTech Cement Limited


          Designation: Senior Officer - Marketing
Scope of work:


· Handling of Retail, Projects and Industrial customer sales in Chennai sales area. 

· Responsible for Effective Container Rack planning, so that to avoid stock-out situation.

· Responsible for achieving assigned Target Monthly and Annually. 

· Responsible for Collecting ‘C’ Form, Commercial documents and Balance of confirmation from Customers.

· Responsible for Team Management, Obtaining Sales target from them in Sales area.  

· Responsible for Sales and Collection (reduction of Ughai days) from assigned Tier 1 and Tier 2 Cities (Chennai, Pondicherry, Tiruvannamalai, Kanchipuram, Arakonam, Karaikkal and Vellore).

· Responsible for Insurance claim, Damage Disposal on better realization cost.

· Reporting to Regional Head.

· Responsible for New product Development and Existing product growth. 

· Responsible for Promotional Meetings and Effective utilization of Advertising Budget.

· Responsible for proper unloading, loading and avoiding demurrage charge of in shipment yard.

· Handling of Key account Builders, Engineers, Architect, Applicators, and High volume customers for Institutional Sales.
KEY DELIVERABLES: 

· Developed business turnover from $7M turnover to $16M in a span of 2 years by identifying new markets, new appointments of Dealers and increasing demand in the existing market by promotions, training applicators and converting major Customers from competitor.

· Strategically developed women applicators segment and created additional 12% business growth.

· Increased turnover of a key and growth oriented Dealer from $0.5M to $3.5M (in a span of 2.5years) by implementing marketing techniques and strategic planning on his daily sales and in turn increased business growth. 
· Introduced new strategic application technique by doing samples for architect in IIT Madras and increased scope of application by 3 times. 

· Performed Project Study on “ABG Putty Track” about ongoing customer/market research and demographic profiling to identify and capitalize on unmet market needs and product growth curve ahead (Sample of 750 Channel Partners in Tier 1 city).

· Reduced and controlled business outstanding from 30 days to 7 days.

· Conducted Yuvaratna Award function in Chennai for south India customers successfully for 2009 where by inviting 100 builders, 100 Architect, 200 Architect college students, 100 Channel Partners.   

AWARDS FROM THE ORGANIZATION 

Best Regional performer Q4 2009  – South Zone, India
Stands Rank 2nd in technical training program for south Zone, India
JANUARY - 2006  To  JULY - 2006

Company: Iconium Consulting Group (India) Pvt Ltd                       Designation: Recruitment Executive 
Scope of work:

· Pre Screening of resumes as per client requirement for both IT and NON-IT.

· Making Cold Calls and increase candidate base. 

· Head Hunting of prospective candidate as per client requirement. 

· Follow up and closure of calls till the client requirement is fulfilled. 
SYSTEM PROFICIENCY
MS OFFICE / Windows Operating Systems
PERSONAL PROFILE

Date of Birth


: 09th November 1983
Age



: 31 Years

Marital Status


: Married

Linguistic Abilities

: English, Tamil, Hindi. 
Country of Citizenship

: Indian

