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Summary:
· Nearly Fifteen+ years of professional work experience in Sales & Marketing.
· Ability to transform strategy & plans into workable solutions and benchmarks for performance against key operational objectives.

· Delivered optimal results in a high growth environment that exceeds operational goals and yields measurable outcomes.
· Support & Coordination with the technical team for preparation of specifications submittals, give inputs to team for projects. Coordination of all activities, multi level approach to all accounts, competitor observations and conclusions.

· Having good contact with Architects, Builders, Contractors, Dealers, Engineers, Masons, EPC firms and end Users (Construction industry), corporates like banks,  Govt, Defence, Infra reality sector majors bldgs, developers, defence DGNP/DRDO, educational institutions etc…..small developers local builders.

· Influencing the tender specs, plans. Getting prior info on requirements thru networking & regular interaction with key decision influencers/contacts. 
· Sales and receipts projection (Actual & receipts), Variance reports, Total order/tenders report, Loss  – possible reasons/review and steps taken to overcome the short comings if any. Preparation of Annual business plan.Resolution of customer complaints regarding supplies and services.
· Contacts with EPC firms Govt, Defence/DGNP/PSU/EPC/MRO/Private/ Corporates/Contractors in AP & Chatisgarh /Orissa. Good contacts & worked with the key personnel in pvt &  Govt level. Solid network of credible contacts with senior and mid level executives in the work region.
· Experience of working on Oracle Apps ERP implementation team and Production Support Group issues related to  Distribution Modules.  

· Knowledge of procedures and quality norms ISO 9000.

· Participation in major Exhibitions & Trade Fairs like HITEX, etc.

· Knowledge in the technical, conceptual and content development of sales-driving collateral.  ability to drive sales campaign and execute successful product launches.

· Sales: Direct the sales force to achieve sales and profit goals through market penetration.

· Development of new distribution outlets as needed. Analyze market potential for new products and applications.

· Recommend product or service enhancements to improve customer satisfaction & sales potential. Manages multiple areas and adjusts sales goals and procedures for each area.

· Distribution: Establishing effective relationships with distributor principals and key distributor personnel, ensuring distributor loyalty. Develops and upgrade of distributor organization to provide maximum sales coverage.

WORK EXPERIENCE

Professional Experience: 1

Name of the Organisation: HAPPY VINIMAY PVT. LTD.
(Vardhaman Group is one of the leading groups from West India mainly into Textiles, Real Estate, Mining, Plastic Processing & Building Materials, Head Quartered in Surat with a successful business track record of 3 decades.)

Nature of the organization: Manufacturer of Upvc Roofing Sheets, Upvc Doors, Upvc Boards.
Designation: Regional Manager

Location:     Hyderabad, Telangana
Duration:    February 2013 to  to till date

Area of Operation : AP, Telangana,Orissa, Chatisgarh.

Role & Responsibility: Regional Manager
Roofing sheets & Wall tiles manufactured in collaboration with our Japanese Parent company, mainly for industrial  sheds, factories, chemical and pharma applications, corporate projects, warehouses, houses, farms, parking lots, public utility places like railway stations and numerous other site applications having a life of more   than 20 years.


This tile is the best replacement to conventional asbestos, metal G.I. sheets and PVC sheets considering the   heat insulation, sound insulation, water resistance, chemical and alkali resistance, corrosion proof, fire retardant, eco friendly, easy to install and move, light weight as well as cost effective in installation (as less  steel and less overlap), as per the efficiency and benefits it provides. It can save construction cost upto  50%. It has captured many international certifications for its genius properties

Apart from its numerous benefits, its salient features include heat insulation upto 35% (highly energy efficient) and it can withstand temperature upto 55 – 60 degrees.

· Explore & exploit Government/Private sector for opportunities (corporate, channel, Govt)
· Implementation of sales plan in order to archive sales target required by the company through government sales
· Indentify the areas in which the product can be sold thru channels.
· Indentify and approach the right government official in the department and close the sales deals
· Preparation of Product presentation for government officials in the local language
· Presenting the organization and product to government officials in the local language
· Educating the concerned regarding the technical specification of the product
· Identifying the potential for the product in different private sector and government departments
· Define the strategy to enter in the new territory by understanding the departmental strategy & business
Potential of the territory
· Identification of tender/order process for railway/ports/FCI departments
· Identification of new Tenders in the region
·  Organizing arch meet, Franchisee meet, Mason meet ,Contractor meet, Tech meet and  To specify product to architect and consultant
  Achievement: Turnover of Rs 22 Crores in first year of operation. Established our brand as  preferred choice of  

  Pharma units, food processing firms, seed firms and for warehousing firms.
Professional Experience - 2
Name of the Organization:
M/s Zydex industries
Nature of the organization: 
Established in 1997, Zydex has been developing, creating and providing 
                                                                sustainable eco-friendly chemical technologies for the Agriculture sector,  

                                                                Textiles sector, Roads sector and the Construction sector.
Designation:                              Area  Sales Manager
Location:                                     Hyderabad/ AP
Duration :                                   October 2006 to January 2013
Joined in Road division and moved on to water proofing division
Role & Responsibility: 

· Developing market for Zydex products
· Executing marketing strategies

· Locating and finalizing prospective Franchise owners in the assigned area.

· Ensuring extensive market penetration and presence by maximizing demos conducted throughout the area.

· Conducting regular performance assessments of Marketing Executives and Field Assistants and initiating corrective actions to improve performance

· Coordinating the activities of marketing execs. with  Franchise owners to ensure targets are met and surpassed.

· Relationship building and maintenance with Zydex Franchise owners. 

· Continuously making amendments to the current marketing strategy over time in order to maximize presence and sales in the market. 
Achievements:

Handled Branch as a profit center. Approx. 22 people used to report from Sales, Insatallation, Maintenance and Accounts Department. Orders received worth 80 crores received during this period all Big Builders , Promoters, Architects , Corporates etc.and maintained approx. 50 clients..
Professional Experience - 3
Name of the Organization:
M/s Saint-Gobain (Weber) India Ltd
Nature of the organization: 
A French MNC, manufacturers of Construction Material & Industrial Mortar)
Designation:                          
 Area  Sales Manager

Location:                                     
Hyderabad/ AP
Duration :                                   
Dec 2002 to September 2006
Role & Responsibility: 

· Managing sales various products through 6 subordinates.

· New product launched: Tiling solutions in the AndhraPradesh and achieved market share of 40& within Ist year of launch.

· Successfully created better base at Hyderabad and emerged as good team in the South India.

· Sales targets exceeded by 50%

· Got promotion from Visakhapatnam to Hyderabad as Area Sales Manager.
Achievements:
· Lead the team of AP into creating historical sales for Weber.set firm which  is a polymer modified cementitious tile adhesive used for fixing all types of tiles and natural stones like marble, granite on wall and floor. It is also suitable for fixing any porosity tile over any porosity cementitious substrate.water guard,  during the National Focus Day Drives, the premium-adhesive brand of our firm.
· Contributed to making the cluster of AP hit its historical highest secondary sales of 8 crores in December 2005.
·  Handled one of the most competition intensive region of the country. Helped in gain of market share and implementation of vital sales-linked and also relationship-based marketing activities. 
· The best performing cluster in terms of end-user offer management and implementation in terms of enrollment numbers and also effectiveness in terms of capturing tertiary sales.
Professional Experience - 4
Name of the Organization:               Somany Ceramics 
Nature of the organization: 
The Company Is A Complete Solutions Provider In Terms Of Décor Solutions With Widest Product Selection Categories – Ceramic Wall And Floor, Polished Vitrified Tiles, Glazed Vitrified Tiles, Digital Tiles & Sanitary ware And Bath Fittings As Well As Tile Laying Solution
Designation: 


Marketing Manager 
Location:


Hyderabad- AP
Duration:


Sept’1998  to  Nov‘2002
Verticals Targeted: 
Corporate, Govt, Educational Institutions, Developers’, IT sector and local builders and channel sales
Role & Responsibility:

· Responsible for sales and marketing in assigned area thru 3 ways 
· Develop distributor’s network. Visits dealers to promote confidence and goodwill, discuss &      

· Generation of dealer interest in obtaining more retail business for the company, conclude sales   

contracts  and supervise logistics. Identify and secure new accounts by contacting dealers / customers not yet established with the company, explaining advantages of company products/services and negotiating agreements.

· Responsible for products marketing in a specific territory and for specific product line(s).

· Visit regularly  all distributors and dealers; persuade them to purchase products , Cash collection to bank
· Visit with other dealers  to advice on our program and to select potential new direct customers.

· Develop promoters’ network in the assigned area and manage it.

· Managing client portfolios ranging from Industrial, State/PSU Government Agencies, Blue Chip organizations, Commercial, Institutions.

· Expanding contract base by creating long term relationships with key decision makers ranging from procurement managers, engineering managers and facility managers.

· Providing monthly sales reports to the regional manager and director.

· Conducting formal presentations on product and services available to new and existing clients, to generate company credibility, sales and customer confidence.

· Undertaking site surveys to prepare tenders and quotations and contracts .

· Undertaking contract / reviews to ensure all aspects  are met at all stages of the contract / project.

· Organizing, managing and operations staff to ensure deadlines are met and service scheduled is completed.

· Prospect new business through visits to customers and end users of the product, with the objective to develop a portfolio of clients.

· Responsible for portfolio of clients in the sense of new business, maintaining a close relationship    technical commercial sectors with the shopping and end-user.

· Ensure good customer relations thereby retaining customers and enhancing the customer base.
Professional Experience - 5
Name of the Organization:
Marshalls wall paper
Nature of the organization: 
An end to end, specialist company engaged in import, wholesale, retail and application of wall coverings. Marshalls is headquartered at Mumbai and retailed in stores across the country by 600+ dealers. 
Designation: 


Business Develeopment Executive to Sales officer to ASM
Location:


Hyderabad/ AP Region
Duration: 


June’1995 to August’1998
Role & Responsibility: 
The main responsibility is for a establishing presence in the AP and market. This role was to operate both strategically and tactically to determine the channel to market, product emphasis, customer base, marketing approach and the operational set up to meet the customer requirements. 

• Responsible for sales and marketing of wallpaper to homes, offices, hotels, hospitals and retail chains in India from boutique spaces to large townships, from apartments, offices, retail chains, banks, coffee-shops, hospitals, restaurants to five star hotels and popular malls.
• Accurately forecast and close sales commensurate with company goals.

• Understand the customer's business challenges, solution requirements, and operating constraints.

• Be accountable for acquiring new business and growing existing business relationships via direct sales efforts and indirect channels.

• Participate in the recruitment of key partners as needed with guidance from National sales manager.
• Collaborate with marketing and technical teams to develop and execute marketing and sales programs   that will drive demand in key markets.

• Communicate market needs back into the product group to assist in market segmentation and appropriate targeting.

• Participate in various trade functions, exhibitions etc. to meet and nurture prospects, customers, and partners
• Communicate sales trends, competitive activity and recommendations for activities that will help   promote sales and profits in accordance with goals.

• Generate leads and qualify prospects; conduct in-person and sales presentations; develop sales   proposals and customer communications; participate in and support technical evaluations and product trials; direct contract processes to closure.

EDUCATIONAL QUALIFICATION:

· Degree in Engg Year of passing 1995. 

· Diploma in ERP Oracle 11i. (modules known OM, INV, PO (good working knowledge) , BOM, WIP, ASCP & MSMRP)

Personal  Information:

Date of Birth            : 
21st December 1976 
Languages Known   :            English, Hindi, Telugu, Oriya.

(Read & Write)

Martial Status          :             Married
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