SATHAPPAN

E-Mail: SATHAPPAN.28709@2freemail.com 



Seeking assignments in Sales/Marketing/Channel Management/General Administration with an organization of repute

SYNOPSIS

· Over 20 years of experience of Sales/Marketing/ Business Development/Distribution/Channel Management {Retail, Direct and Tele Sales} across diverse industry spectrums.
· Currently designated as Circle Direct Sales Head – TN (Deputy General Manager) with Reliance Communications Ltd.
· A proactive leader and planner with expertise in sales & marketing, man management, channel management across brands with skills in competitor/market analysis and targeted marketing. 

· An Out-of-the-Box Thinker with a proven track record of increasing revenues, establishing channel network & creating a teamwork environment to increase the market share.

· A skilled communicator with exceptional presentation skills strong analytical & organizational abilities.

AREAS OF EXPERTISE 
Sales & Marketing







· Identifying, developing & nurturing of new segments for the launch of new products and services, thereby enhancing profitability.

· Managing COA for Direct Sales Vertical.

· Responsible for implementing of sales promotion plans to generate increased sales for achievement of targets & handles operations.

· Handling institutional sales & responsible for business development activities.

· Planning & implementing promotional activities for the smooth functioning of the operations.

Distribution / Channel Management

· Developing and expanding the channel infrastructure through the dealer/distributor network to enhance product reach and achieve business targets.

· Guiding and training channel staff to enable achievement of sales and revenue targets.

· Appointing End to End stores and dealers to the network as per company policies.
· Developing & expanding existing distributor & dealer network & manage revenue recovery.
Customer Relationship Management 

· Ensuring customer satisfaction by seeking constant feedback, thereby maintaining successful relationship with the customers. 

· Supervising for quality controls for providing better product quality to the customers by giving technical analysis, technical feedback & performance details.

Team Management & Training

· Providing direction & support to team members and assist them in accomplishing targets.

· Motivating & sensitizing team members in effective customer handling skills.

ORGANIZATIONAL DETAILS

Since Nov’04 with Reliance Communications Ltd:-

Growth Path:

· Joined as Zonal Sales Lead – DST in Nov 2004 – Chennai

· Promoted as Sales Lead – SDSA Handling Entire Chennai – March 2006.

· Promoted as Cluster Retail Sales Lead (Sr. Manager) for Tirunelveli Cluster – Nov 2006.
· Transferred to Chennai as Cluster Direct Lead – DST Operations for Chennai – May 2008.

· Promoted as A.G.M. (Circle Direct Sales Head – TN South) – July 2010.

· Promoted as Circle Direct Sales Head – TamilNadu – July 2012.

· Promoted as DGM – July 2015

Currently handling, Tamil Nadu Circle as Direct/Tele Sales Head- Operating out of Chennai.
Profile:-

· Responsible for Outbound Business (Postpaid) thru (Direct Sales Agency  & Direct Sales Team(R.H.R.S)) for the entire circle.

· Responsible for COA of Direct Sales Vertical –TN and Planning, effective execution and working within the COA as per the guideline laid by the NSHQ.

· Driving Achievement of Effective Gross Customer Acquisitions as per AOP.
· Prepare business plans in line with AOP for the clusters.

· Review performance by business and implement corrective actions to achieve AOP.
· Managing to Keep Churn within stipulated percentage as per NHQ Norms
· Ensuring achievement of AOP Revenue targets.
· Responsible for IRMS (incremental Revenue Market Share) for the Direct Vertical.
· Responsible for roll out of Activation and Primary schemes month on month for the Direct Vertical(DSA/DST).
· Channel Retention/FOS Retention/ Recognition practices.

· Channel capillarity and planning

· Channel relationship management and motivation towards developing and maintaining a bond with the company.

· Competition benchmarking: products, markets, channel etc.

· Setting up process for Market intelligence, Monitoring, Analysis and feedback to NHQ and the operating team.
· Evaluate the training need gaps and ensure requisite feedback & training through HUB Training manager.

· Responsible for Recruitment of Team, training and retention.

· Local Marketing / Promotional Activities.
· Appointed and Handled End to End Stores across TN location barring main Towns, now been nurtured as FOFO(Retail Stores in Tier 2 and Tier 3 Cities) under Retail Vertical.
Notable Contributions

· Successfully handled sales & marketing operations in the assigned territory of TN.

· Effectively managed COA.

· Been instrumental in setting up DSA/DST/E2E(29 Towns) operation for Tamil Nadu.

· Been rated as a top performer and signed up as critical resource for RCOM TN.

· Major contributor for national post paid business thru Direct Sales Vertical.

· Topper DSA Vertical for continuous 6 months.
A.G.M. (Circle Direct Sales Head – TN South) – July 2010 - 2012
· Handled DSA/DST and End to End Stores business based out of Madurai.

Cluster Direct Lead – Chennai
Handled DST Operations for entire Chennai, handling a team of Channel Sales Mangers, Team Leaders, Total team size of 100 people, responsible for Post paid wireless Mobile, fixed wireless Phone, data business.

Profile:-

· Handling a team size of 100 people (3 CSM, 14 Team Lead, 80 DST members).
· Responsible for increase in Outbound post-paid business in all 3 product profile.
· Responsible for training the team periodically.
· Responsible for planning and implementing sales schemes to the DST team month on month.

· Responsible for attrition management of the DST team.
· Responsible for SME/LSME life cycle management.
Notable Contributions

· Successfully handled sales & marketing operations in the assigned territory of Chennai.

· Effectively managed a team of team managers & executives.

· Been instrumental in setting up DST operation for Chennai

· DST Chennai was topping no 1 for financial year 2009 to 2010 nationally.

· Been selected as Circle topper for Sales Engagement Programme contest thrice.
· Been instrumental in setting up Super - DSA channel in Chennai.

Cluster Retail Sales Lead - Tirunelveli
Handled a team of Zonal Sales Leads and Zonal operation executives for the cluster, responsible for end to end business of Post, prepaid Business through RCOM outlets for entire cluster, and outbound business through DSA.
Profile:-

· Prepare business plans in line with AOP for the cluster.

· Review performance by business and implement corrective actions to achieve AOP.

· Increase customer acquisitions in Postpaid/prepaid/FWP.

· Drive visibility leadership In the respective towns.

· Work our ongoing plans to build and leverage the sales and collection infrastructure that ensures requisite reach ad capillarity to help achieve target.

· Monitor and ensure showroom upkeep and 3C process adherence at all RMS with a view to delight the customers in every interaction.

· Responsible for handset primary, E – Recharge billing to RMS for the cluster. 

· Channel Management:

· RMS Retention.

· Channel capillarity and planning

· Channel relationship management and motivation towards developing and maintaining a bond with the company.

· Competition benchmarking: products, markets, channel etc.

· Evaluate the training need gaps and ensure requisite feedback & training through REL NIS.

Notable contributions
· No: 1 Retail lead in Net connect Sales, Kerala & Tamil nadu for the period of Quarter 1 & Quarter 2.

· Been instrumental in setting up of RMS in Tirunelveli

· Been recognized as critical resource 2008-2010. 

· Star award winner.

Jan’97-Oct’04 with BPL Mobile Cellular Ltd. as Channel Sales Manager

Growth Path
· Joined as

Major Accounts Executive
Jan’97-March’98

· Promoted as

Channel Sales Executive

April’98-Jan’99

· Promoted as

Channel Sales Manager

Feb’99-Oct’04

Notable Contributions
· Effectively managed the operations in the assigned territory of Coimbatore, Pollachi, Udumalpet, Palani, Trichy, Salem, Namakkal, Rasipuram, Sankagiri, Thiruchengodu, Vellore, Ranipet & Kanchipuram.

· Successfully handled various operations for the smooth functioning; brand activity, sales promotion & tactical ad planning.

· Felicitated with 2 Sixer Awards for call out of duty.

· Contributed towards the growth of the company & ensured the Mobile Penetration in Namakkal as the best in Tamil Nadu next to Tirupur for BPL Mobile. 

Apr’95-Dec’96 with National/Panasonic (Indo Matchiuta Appliances Co. Ltd.) as Junior Sales Officer


Notable Contributions
· Effectively managed the operations in the assigned territory Salem, Coimbatore and Erode.

· Effectively managed distributors & retail outlets.

· Successfully handled co-operative business.

· Actively promoted direct Sales on Companies Pay Role.


Nov’91-Mar’95 commenced career with BPL Gallery (Ganapathy Marketing (P) LTD.) as Deputy Manager (Sales & Administration) 

Growth Path
· Joined as

Showroom Sales Executive
Nov’91-Mar’93
· Promoted as

Deputy Manager


Apr’93-Mar’95


Notable Contributions
· Effectively managed Showroom Sales, Consumer Durable, Office Automation, Telecommunication (EPABX & Push Button Telephone). 

· Successfully handled accounts including Cash, Purchase, and Sales & Outstanding Statement handling Bankingoperations.

ACADEMIC CREDENTAILS

· Advanced Diploma in Marketing Management from N.I.H.R.D AICTE Approved Jan’99.
· B.Sc. (Physics) from Madras University Sep’91.
· MBA from National Institute of Management – March 2008

TECHNICAL QUALIFICATIONS

· Diploma in Computer Application from Annamalai University.
· Certificate course in Typewriting English Lower.
TRAININGS

· Attended various programme; 

· Sales from APTECH, N.I.S., team productivity consultant’s ltd.

· Self-Development & Stress Management from Creative Communication & Management Centre.

· Train the trainer programme from Rel.N.I.S

· Basic Leadership Skills from X.L.R.I, Jamshedpur.

PERSONEL DETAILS

Date of Birth

: 27th April 1971

