KINGSHUK

KINGSHUK.263401@2freemail.com  


SALES & MARKETING PROFESSIONAL- RETAIL & CONSUMER GOODS


PROFILE:
· MBA in Marketing with total 4.6+ years of experience actively contributed in leading e-commerce Flipkart India Pvt. Ltd-1year and leading FMCG IMFL United Spirits ltd-3yers.
· Experienced in implementing branding plans, distribution sales in a territory, retail category management and development contributing towards enhancing and achieving profitability norms by adding to the volume & revenue growth of the company.
· Currently seeking new challenges utilizing my core competencies maximally to strike a perfect balance between employer’s expectations and performance based growth.
COMPETENCES & EXPERTISE AREAS:
Sales




Consumer & Trade Mktg.

Category Management
Channel Management


Business Development 


Sourcing & Buying

Distribution (Primary & Secondary)
New Product Launch


Merchandising

ROI




Key Accounts Mgmt.


Demand Planning
Sales Forecasting


BTL Promotions & Trade Activations
Inventory Management
Market Mapping


Space Mgmt. & POS Visibility

Margin Negotiation
Competitive Analysis


Vendor Mgmt.



Product assortment dev.
EMPLOYMENT SCAN



CURRENTLY UNEMPLOYED 




June 2013- Till Date.

Part time engaged in teaching and educating needy and financially weak local junior students at free of cost.

For the last 2 years appeared and tried for public sector jobs exams in the field of Sales & Marketing- Banking SO, SAIL MT, HCL MT,AII CM, NSIC AM etc.
FLIPKART INDIA PVT. LTD.      




Apl’2012-May’ 2013.
Sr. Business Development Executive
Location:  
Kolkata.
Industry: 
Retail / e-commerce.
Category: 
Lifestyle- Pan India Key Accounts.

Sub Category-Leather & Travel Accessories, Watches, Fragrance. 

Reporting to: 
Sr.Manager-BD (Category Manager).
· Achievements:
Increased margins average 5% to 10% of LTA key accounts.

Increased 3 fold sales of Pan India LTA key accounts. 
Build a vendor base on SOR (sale or return model) to reduce the inventory investment by 36% and increase the ROI substantially.

Onboard the key vendors and brands for a the newly launched sub-category and negotiated terms to ensure 25-30% net margin realization.
· Responsible for evaluating Brand’s tie ups and negotiating the margins.
· Responsible for budgeting, monthly MIS, trade and commercial agreements with all brands / vendors.
· Assisting Sr.Manager in demand planning and category strategies across product, price, placement & promotions.
· Driving activations for meeting category targets (sales & margins).
· Responsible for monitoring  PO generation and vendor payment.
· Implementing large scale product/category roll-outs.
· To understand and analyze category trends, shopper purchase behaviors and competition to understand which products in the categories are selling well and poorly during which time periods.
· Selecting and buying quality merchandise -seasonal, new launch and listing of SKUs at best pricing.
· Liaise synergistically and follow up on supply chain so as to ensure procurement on a timely basis.

· Setting up the monthly stock forecast, material replenishment and tracking of non-moving products to ensure optimal utilization.

· Responsible for tracking competitor activities and preparing action plan.
Notable Key Activities
· Executed Category Promotions-Buy one get one free,  Sample testing, Innovative cross-sell and up-sell strategies, Offering promotions on particular day of a week to drive sales/ seasonal, personalized segment promotions (promotions linked to age,  gender, profession), Some per cent/ Fixed amount off  per item, Seasonal activations.
· Executed successful Back to school LTA activation for Key Accounts in segment of Backpacks.
UNITED SPIRITS LTD. (United Breweries Group)  

 Feb’2009-Jan’2012.
Territory Sales Executive
Industry:
 

FMCG Breweries (Indian Made Foreign Liquor).
Reporting to:


Area Sales Manager/Branch manager.
Team:
 


5 Sales Merchandisers.
Segment:


Handled both S1(Premium) & S2(Prestige & Regular).
Average Monthly Business: 
Burdwan-4 cr. + Murshidabad-2.9+cr. (Secondary Figure).
Territory:


General Trade- Off shops, On shops. ; Institutional- Bars, Clubs, Pubs.




Burdwan- 400+ counters, Murshidabad-200+Outlets.
· Achievements:
Successfully launched brands: Signature Premium, WMV flavors, Cariba Rum, 4 Season and 

Zinzi wine.
           
Consistent on achieving secondary sales targets month on month.



Aggressive developing consumers through On Premises trial promotions.
Increased market share of regular segment whiskey by 30%.
Increased market share of premium whiskey by 12%.
100% availability of premium segments including entire prestige wine brands port folio.

Achieved highest sales volume in South Bengal launching McDowell’s Platinum whiskey.

Received appreciation letter from COO and award from company President for achieving milestone - Nov 2009.

80% conversion of Royal Stag & Blender’s Pride glow signs into McDowell’s and Signature.
· Setting up the monthly sales forecast and achievement of primary & secondary sales targets-volume growth & Market share. 
· Ensure optimal stocking levels and high billing efficiency for distributors and dealers- primary and secondary.
· Responsible for mapping markets and continuous monitoring reach , product availability-pack wise  and volume in all channels.
· Providing marketers insights into their return-on-investment.

· Responsible for shop audit to analyze the market share.
· Implementation of outlet coverage plans.
· Cost effective order capture and efficient delivery systems, assisting ASM in collection of primary requisitions.
· Responsible for tracking competitor activities and preparing action plan.
· Responsible for launching new products. 
· Responsible for preparation of suitable competitive trade scheme and tie ups.
· Implementation & Settlement of schemes with in TAT. 

· Design, recommend and implement innovative Trade Marketing activities through proper identification of trade channels and segments within.
· Responsible for BTL promotional activities- Events, On Trade, off trade.

· Responsible for store wise monitoring activities and retail shelf space expansion for maintenance of a high-end liquor store image for newly launched and old products.
· Ensuring the POP collateral and signage (indoor and outdoor) displays.
· Execution of promotions and displays from time to time through sales merchandiser as per company norms for brand building ; Tools used- Price promotion, coupons, gift with purchase, on trade trial, competition and prizes , frequent user, product  display brand wise Pack wise, display contest, signage, POS placements (banners, posters, danglers, streamers, cut outs , hoardings, highway branding, GSB), wall paintings.
Notable BTL campaign and Trade Marketing activities
· Tie up and follow up with agencies for productions of marketing materials for In shop and outdoor merchandising.
· DSB whiskey visibility contest: Lead merchandising unit across the Burdwan district to challenge Officer Choice 
sales volume including liaising between ASM and Ad-Agencies.

Aggressive scheme distribution across the channels and display contest activations to enhance effectively of campaign for sales boost in primary and secondary.
Result: Increase in sales of DS Black Whiskey in Burdwan district by 30%.
· McDowell’s no1 Outdoor visibility: Lead merchandising unit across the Burdwan district for surrogate non-lit 
visibility and surrogate ad in all the sweet shop in Shaktigarh-Burdwan NH2 Highway.
· McDowell’s no1 Platinum whole sale campaign: Lead merchandising unit to activate whole sale “piker” trade promotion in Durgapur region to challenge RSW growth.
· Launching McDowell’s signature premium whiskey in On-Premises with trial of 2:1.
INDIAMART INTERMESH LTD.       



Aug’2007-Oct’2007.
Marketing Executive
Industry:
B2B online market Place

Reporting to:
Branch Manager

Location:
Kolkata
· Exploring new business opportunities, planning and executing product categories.
· Promoting Vendor & Manufacturer through web based solutions.

· Monitoring and analysis of key data of the region allocated including sales figures, productivity ratios, client’s work status and receivables.
INTERNSHIP & PROJECT


TIDE WATER OIL (I) LTD. (Andrew Yule group)  




2006.
Summer Intern (During MBA) Duration: 2 months
Industry:  
Industrial and Automotive lubricant.


Project title:
Brand Positioning of Veedol Lubricant.


Area:

Central Kolkata Truck Market.


Aim: 

To find target consumer’s reason to buy Veedol brand in preference to competitors.




Research Type: Survey Research.




Instruments- Questionnaire-(closed end, open end), Qualitative measures.

SKILLS



Linguistic Ability: Read, Write, Speak

· English, Hindi and Bengali (Native).
Interpersonal Skills

· Oral and written communication skills applicable to a highly technical environment.

· Customer service skills coupled with reliability, flexibility, adaptability, hands-on approach and desire to work closely with other team members.
Extra Curriculum Activities

· Keeps active interest in sketching cartoons.

· Child education.
Computer and Software Skills
·  MS Word, MS Excel, MS PowerPoint and Outlook, ability to use effective Internet searches, working knowledge on ERP based consoles (Experienced while working with Flipkart).
People Management
· To motivate and train sales merchandisers and junior procurement executives for achievement of targets, to maintain hygiene in the marketplace & work towards their all-round development.
EDUCATIONAL CREDENTIALS



M.B.A. (Marketing Management), 2007:


   Score- 61.4% 

University of Kalyani.

B.B.A. [Marketing mgmt (Major), Finance (Minor)], 2005:         Score- 8.24 DGPA


Advanced Institute of Modern Management and Technology (West Bengal University of Technology).

XII - AISSCE, Science, 2002 




    


   



North Point Senior Secondary Boarding School (CBSE Board).
X - AISSE, 2000 





    



       

North Point Senior Secondary Boarding School (CBSE Board).

OTHER DETAILS



Date of Birth:

5th March 1985.
Gender:


Male.
Marital Status:

Unmarried.
Current Location:
Kolkata.WB, India.
Relocation:

Yes, open to relocate- Anywhere in India / International.
Expected CTC:

As per the company structure/ negotiable.
Notice Period:

0 days; Immediate Joining.



I hereby confirm that the information in this document is accurate and true to the best of my knowledge.
Place: Kolkata, WB, India.
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