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Career Objective: To be able to strive for a responsible position in an organization utilizing my skills, experience, expertise and accomplishments. To serve with dedication and high standard of professionalism for the organization I may be associated with.

PROFILE 

· Master of Business Administration [MBA] Major in Marketing and Human Resource from the Anna University, India in 2009.

· Bachelor of Commerce [B.Com] with Computer Applications from the Periyar University, India in 2007.
· Have 5+ years of experience in India employed with reputed organizations in Marketing & Sales Industry.
· Served in highly responsible positions as Territory Manager, Sales Officer, and Performance Coach.
· Gained knowledge, skills in marketing and Sales including management and administration.  

· A seasoned professional who is a fast learner, adaptable in any assigned task, and expert in prioritizing duties. 

· Comprehensive problem solving capacity with excellent analytical, organizational, supervisory, coordination, time management and team leadership skills. 

CAREER PROFILE

Currently working as Territory Manager in Vishal Personal Care Pvt Ltd (Banjaras), India. Looking after Distribution channels in sales – FMCG sector (2014 sept to till date)
· Taking care of the sales with focus on achieving predefined sales target and growth
· Forecasting and planning monthly and quarterly sales targets.
· Coordinate with the distributors for primary and secondary sales.

· Distribution appointment and managing interim sales representatives..
· Conduct regular market visits to check route coverage, competitor activity 

· Continuously search for new opportunities in order to increase sales in the region.
Sales Officer, The Himalaya Drug Company, India. (2013 May to 2014 Aug) – FMCG 
· Involved in the recording and administration of sales .

· Forwarding reports and regular updates to the ASM.
· Attending team meetings to update the sales strategy.
· Finding new outlets to increase business.

· Analyzing of outlets which required branding and implementing it.
· Ensuring Point of purchase materials reaches the retailer on regular basis.

· Utilizing point of purchase materials in the eye contact level.
Performance Coach, Britannia Industries Ltd, India. (2012 Mar to 2013 April) - FMCG
· Training Distributor salesman in sales call process.
· Monitoring salesman on focused products to achieve their Targets & incentives.
· Communicating monthly schemes, offers, targets to the salesman.
· Ordering required stocks from company to distributor.
· Responsible for primary & Secondary sales assigned by company.
Awards and Achievements:

· Britannia – Won Best Performer Award for the period April 2012 to Sept 2012.

· Britannia - Achieved 101% of width coverage in new product launch. 
· Britannia - Being part of Achieving 25 Crores in October 2012 
· Himalaya – Received Certificate from CEO for successful completion of sales officer induction program between 16th to 21st September 2013. 

Personal Details:

Date of birth

:  08.07.1987
Nationality 

:  Indian

Language Known
:  English, Tamil and Hindi
Marital status

:  Single
