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A 20 years of hands-on experienced Travel Professional Seeking Senior Level Assignments as an active key person in Sales, Operation, Product & Business Development.
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Professional Preface
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A seasoned professional having control over International & Domestic Travel with 20 years of success achieving revenue, profit and business growth objectives within start-up, turnaround and rapid-change environments.
Currently working as Head Consultant –for upcoming Online Travel company( B2B) since Sep’12 under contract . Extensive experience in setting up and managing business operations which require deep understanding of critical business drivers in multiple markets , highly successful in building relationships with upper-level decision makers and business partners.
A proactive leader and planner with cross functional expertise in planning, market penetration, product launch & management with skills in P & L management and competitor / market analysis. Spearheaded numerous business development & market expansion initiatives. An effective communicator & team leader combined with detail oriented attitude with ability to interact effectively.


Areas of Expertise

Strategic Planning &
Management
Profit Centre Operations
Business Development
Sales & Marketing
Product Management
Sales Promotion
Relationship Management
Liaising & Coordination


· Establishing short / long term budgets in tune with corporate strategies for achieving business targets. 
· Conducting business planning, forecasting & analysis for assessment of revenue potential in business opportunities. 
· Developing relationships with key decision-makers in target organisations and establishing tie-ups for business development. 
· Analysing & reviewing the market response / requirements and communicating the same to the sales teams for accomplishment of the business goals. 
· Overseeing the sales & marketing operations, thereby attaining increased business growth. 
· Identifying streams for generating revenues & devised marketing plans to build consumer preference. 
· Conducting competitor analysis by keeping abreast of market trends & succeeding market share metrics. 
· Networking with financially strong & reliable dealers / distributors for deeper market penetration & improved market share. 
· Recruiting, leading, mentoring & monitoring the team members to ensure efficiency in process operations and meeting of individual & group targets. 
· Sound knowledge of Booking System: GTA, DOTW, TRAVCO, TOURICO, KOBRA, Hotel Beds, etc. 
· On ground experience of Escorting group tours to Thailand , Singapore , Malaysia , Sri Lanka , Bhutan & multiple destinations within India. 


Employment Scan
Since Jan’ 13- till date with WOODSTOCK INDIA as Head Consultant– Products and Operations. Since Oct’ 12- till Oct 14 with SIMPLY YATRA .Com as Head Consultant – Hotel and Holiday Products.
Accountabilities
· Managing the Creation of Product ( Domestic & International Leisure Holiday products  ) 
· Packaging of Product, Pricing of Product, Supplier Management- Contracting, Inventory Management, and Relationship Management with accountability for incremental volume & profit growth. 
· Inspiring Product & supplier management team to implement initiatives on field for achieving business goals. 
· Building brand focus, Devising pre & post activities for successful launching of new products. 
· Supplier Management - Identification & Evaluation of suppliers- Hotels, Car rentals, Tour operators, for India & worldwide for both ONLINE & OFFLINE products & distribution. 

Business Strategy - Identifying key products to boost the top & bottom line business growth as per market & customer needs, making & executing business strategy plan by Introducing & executing Concepts/Products (Business Logic) for an online & offline product range for B2B market segment, Hotel Online distribution ,Integration of multiple online products , Devising Workflow, Dynamic Packaging. 
Since Nov’ 11- Sep’ 12 with YATRA .Com as Regional Manager (East India )
Accountabilities
· Managing Kolkata Main branch along with 4 other branches in Kolkata , Ranchi & Bhubaneswar for fulfilling business focus as a team in coordination with the Regional Director . 
· Enhansing the market share of business of International & Domestic package tours in Kolkata & Eastern India. 
· Assisting and motivating the sales & documentation team , looking after Staff Recruitment & development . 
· Implementing new ways of customer acquisition in terms of Tour sales without ATL activity & marketing campaigns along with creating new regional products. 
Since Nov’ 10 – Nov’ 11 with SOTC KUONI as Branch Manager
Accountabilities
· Managing Kolkata Main branch along with 4 branches in Kolkata & Howrah for attaining outbound tour target. 
· Ascertaining distribution channels for expansion of package tour business in Kolkata & Howrah region in East. 
· Inspiring and Managing sales & documentation team , looking after Staff Recruitment & development . 
· Actualising new ways of advertising & marketing campaigns along with developing new regional products. 
Attainments
  Successfully directed initiative & gained 78 % of the Target from Group Series WFT - LOB
Since Jul’07 with Make My Trip.com (Online Co.), Kolkata as Dy. Manager, along with additional responsibility of Branch Manager – Guwahati, Since Jun’09
Accountabilities
· Overseeing the R.O. (East) in coordination with General Manager for accomplishing sales target. 
· Supervising sales & operations team (Domestic & International). 
· Identifying, collecting and maintaining R & D data of the destination / property & get them uploaded in website while in Kolkata. 
· Approaching different organisations & corporate and organizing presentation to generate business. 
· Looking after profitability of Guwahati branch in individual capability through B2C and B2B. 
Attainments
· Successfully directed initiative & gained 65% of the branch contribution from Domestic LOB, thereafter was also inducted in product development team after 6 months. 
· Initiated 1st ever Series Departures under MMT banner & grew the hotel base of East India by 45%. 
· Instrumental in closing 2009- 10 with a profit of Rs. 78 Lakhs from offline business. 
The Growth Path
  Jul’07-Mar’08
Assistant Manager – Domestic (Sales)
  Apr’08-Jun’09
Dy. Manager
  Jun’09-Oct’10
Branch Manager - Guwahati
From Mar’05-Jul’07 with Peerless Travels Pvt. Ltd., Kolkata as Senior Manager
Accountabilities
· Managing tour activities of Kolkata branch; supervising & coordinating with sales team. 
· Approaching different organisation & corporate and organising presentation to generate business. 
· Identifying potential destinations collect & maintain all necessary R & D of the destination (Domestic). 
· Designing products & marketing (F.I.T & G.I.T Tours). 
· Conceptualising & designing giveaways / POPs and developing newsletter for corporate. 
Attainments
· Laid the foundation stone of International Tour Department. 
· Aligned and trained staff to focus on tour packages & increase service levels through quality work. 
· Attracted new 20 – 25 new corporate in 12 months. 
· Made a new selling window through the field sales agent of the finance division of PGFI. 
· Operated the 1st international group of 52 passengers to Far East & biggest group ever of 382 passengers to Puri till date under their banner & handled the regular International FIT movement. 
· Accounted for over 45% of the company’s revenue. Thereafter as a strategy to get marketing support & service niche people joined hands with Thomas Cook as 100 % Gold Circle partner. 
Jan’98-Mar’05 with SOTC- Kuoni Travel (India) Pvt. Ltd., Kolkata as Assistant Manager

Accountabilities
· Managing Kolkata branch in coordination with Branch Manager for achieving outbound tour target. 
· Identifying distribution channels for expansion of business of package tours in Eastern India. 
· Supervising & coordinating of sales & documentation team. 
· Extending operational support to the customers & ensuring high level customer satisfaction. 
Attainments
· Headed the documentation team within 6 months. 
· Entrusted the responsibility of increasing sale through channels. 
· Added 5 Channel partners in East. 
· Took over charge as Assistant Manager – Sales in 2003 & kept significance growth year on year. 
The Growth Path
Jan’98-Apr’00
Executive
Apr’00-Mar’03
Sr. Executive
Mar’03-Mar’05
Assistant Manager
Aug’94-Jan’98 with Vensimal World Travel Agt (P) Ltd, Kolkata as Sales Executive
Accountabilities
  Handling documentation.
· Responsibility of increasing Corporate sales. 
Certifications 
· Travel Management Course with 80% marks from I. M. M. 
· Cargo Management Course with 80.5% marks from I. I. A. 
· Undergone Amadeus C. R. S. Training and can handling computer jobs. 
· Done Fire & Life Safety Training from United States Department of Foreign Building Protection Division. 

Trainings Undergone
· Customer service & sales training programmes of Mercuri Intl. & NIS Sparta in 2004. 
· Several Sales & Customer Service Diploma Courses from 1996 till 2004 with SOTC KUONI. 
· Several Sales & Customer Service, Management & ERP Courses from Jul’07 till date with Make my Trip.com – The largest online travel company having offline offices across India. 

Scholastics
B.Com. from Maithili  Vishwavidyapith, in 1995.

Personal Portfolio
Date of Birth: 26th Mar , 1974
Linguistic Abilities: English, Bengali, Hindi, Urdu and Assamese (Spoken)

