Kaustubh
Kaustubh.28677@2freemail.com  
Top level assignments heading Strategic Management/ Profit Centre Operations/ Sales and Marketing/ Business Development with an organization of repute

CAREER SNAPSHOT
A mission focussed leader with a proven success of over two decades in overseeing operations, involving conceptualisation, setting up and strategic management of Profit Centres. A Keen strategist with exceptional track record of increasing revenues, streamlining workflow, evolving effective operational procedures and creating a team work environment. A proactive planner with expertise in strategic planning, market plan execution, account management with skills in contribution maximisation, competitor and market analysis. Presently associated with Reliance Industries Limited as a Vice President – Marketing : Polymers/Regional Business Head. An effective communicator with exceptional presentation skills and abilities in forging business partnerships in Global markets, lead cross-cultural teams and establish beneficial relationships with key players in the industry. Proven track record of escalating profitability levels of the organizations by effective Strategic Management across the entire career span. The Functional Strenghts include ; 
- Profit Centre Operations 
- Strategic Management 

- Turnaround Management

- Sales & Marketing 

- Business Development

- Supply Chain Management
- Channel Management 

- Relationship Management
- Team Development
ORGANISATIONAL EXPERIENCE

The Company


: Reliance Industries Limited

The Company Profile
:India's largest private sector company, the Group's activities span exploration/ production (E&P) of oil & gas, refining & marketing, petrochemicals (polyester, polymers & intermediates) and textiles.
The Duration


: Jul ’91 – Till Date

The Growth Path




· Jul ‘91 – May ‘93

Deputy Manager – Marketing
· Jun ’93 – May ’96 

Additional Manager – Marketing

· Jun ‘96 – Dec ’98

Marketing Manager
· Jan ‘99 – Sep ’99

Deputy General Manager – Marketing 
· Oct ‘99 – May ’01
 
Regional Manager (Ahmedabad)
· Jun ’01 – Mar ’04 

Vice President – Polymers (Ahmedabad) 

· Apr ’04 – May ’05 

Vice President – Polymers (Chennai) 
· Since Jun ’05

Vice President – Marketing : Polymers (Mumbai) / 
Regional Business Head

· Presently heading marketing operations for Polymers for western India at Mumbai with accountability for Nett turnover of Rs 7000 Crs ~ US $ 1.5 Billion i.e., a large 30% to the Polymers business; targeted contribution is Rs 1700 Crores ~ US $ 370 Million with a team of 48 colleagues including Business Managers and Regional Accountant at Mumbai and sales team of 4 sales centres at Pune, Jalgaon, Aurangabad and Nagpur.
Major Highlights :
· Functioning as a Member of the Leadership Team for implementation of policy decisions on M & A, Business, HR initiatives/employee morale/team building having major and long term impact.
· Involved in environment planning and industry management by coordinating with Govt Departments, organising conferences/seminars/meetings, to facilitate the campaign of promotion of plastics and usage in daily life, combat anti plastics drives in the region with the help of Co-producers, NGOs, Educational Institutes and Trade Associations.

· Heading the Channel Management function consisting of a reliable network of Agents and Dealers, selection, periodical evaluation and appraisal.

· Instrumental in escalating the net sales turnover by Rs 1063 Crs ~ US $ 230 Million (14%) in 2008-09 in the region despite slowdown.
· Distinction of launching a major re-structuring / integration exercise after takeover of IPCL; streamlined workflows, re-established internal controls and re-aligned business ideologies.

· Stellar in establishing the Bombay Regional Office from the scratch inclusive of manpower planning / recruitment / training and finally start of profitable operations.

· Merit of being nominated by Reliance to participate in a Global Licensees Conference organised by Nova Chemicals, Canada to evaluate & benchmark Reliance product slate vis-à-vis other licensees. 

· Successfully implemented SAP in June ’00 for Regional Office operations in Reliance; in Feb ’03, post takeover of IPCL by RIL, ensured smooth “go live” SAP for IPCL operations.
· Merit of being known as a Total Solution provider; some of successes are enumerated below involving plastics processing industry and end users;

· Infrastructural Development
· Gujarat Water Supply & Sewerage Board (GWSSB : Govt. of Gujarat) – Introduction of most modern PE pipes for their water supply schemes resulting in creation of new demand for PE pipes valued at almost Rs 240 crores ~ US $ 60 Million spread over three years.
· Rajasthan Urban Infrastructure Development Project (RUIDP : Govt. of Rajasthan)  Introduction of PVC pipes for their sewerage and drainage schemes in five cities of Rajasthan resulting in creation of new demand of almost Rs 70 crores ~ US $ 17 Million for PVC pipes to be purchased over two years.

· Tamil Nadu Water and Drainage Board (TWAD Board : Govt. of Tamil Nadu) - Introduction of PVC pipes for their sewerage schemes and de-salination plants & systems resulting in creation of new demand of almost Rs 140 crores ~ US $ 35 Million to be utilised in three years.

· Packaging solutions
· Jyothy Laboratories Limited 
: Clothes Whitener “Ujala” 
· Marico Industries Limited 

: Coconut oil “Parachute”
· Castrol and Indian Oil 

: Lubricants – change over from tin to plastics
· GCMMF *


: Improved their packaging performance for milk 
* Gujarat Co-operative Milk Marketing Federation (Mfrs. of Amul). GCMMF’s Mother Dairy is a world leader with lowest wastage.

· Automotive: Developed auto components from PP for Volkswagen, Tata Motors, Mahindra, Bajaj Auto, Hyundai, etc.
· Recipient of many awards and recognitions for exemplary performance across the career span. 


The Company

: 
Polyolefins Industries Limited
The Duration

: 
Oct ‘80 - Jul ‘91
The Growth Path
:


· Oct ‘80 – Sep ‘81

Management Trainee
· Oct ’81 – Mar ’84 

Sales Supervisor
· Apr ’84 – Mar ’86

Sales Officer
· Apr ’86 – Mar ’88 

Senior Sales Officer
· Apr ’88 – Jul ’91

Senior Sales Executive
Major Highlights :
· Successfully handled the strategic launch of Plastic Sprinkler Irrigation Systems under the brand name of “Hasti” sprinkler systems on all India basis.

· Undertook business development activities to develop Drip irrigation systems and strategizing subsequent product launch.
· Merit of escalating the sales volume Rs 3 crs ~ US $ 1 Million per annum in ’81 to Rs 14 crs ~ US $ 4 Million per annum by ’86. 

· Instrumental in achieving a volume growth from Rs 28 crs ~ US $ 7 Million in ‘88 to Rs 35 crs ~ US $ 9 Million in ‘90.
· Handled selection / training of stockists and expanded network by appointing 18 new stockists in Oct ’81 to Mar ’86.
· Developed and implemented a Sales Order Processing System which also took care of MIS requirements. 

· Launched “Hasti” brand plastic sprinkler irrigation systems – a pioneering effort. Subsequent to this “Hasti” became synonymous with efficient irrigation and water management systems amongst the farming community. “Hasti” sprinkler systems became a brand size of over Rs 10 crs ~ US $ 3 Million in just two years contributing to a large 35% in the total volume of the Plastic Products Business.
IT SKILLS : Proficient in Windows : Power point, Excel, Word; Lotus Notes and Internet
ACADEMIC CREDENTIALS

1980

MBA (Marketing) from Poona University

1977

Bachelor of Science from Meerut University

