SUPRATIM

Curriculum Vitae
Sex: Male.   Date of Birth – 22.05.1980. Marital status: Married.  Religion: Hindu.
     Father – Mr.ChandanSinha (Retired. S.D.E in B.S.N.L).Mother - Mrs. Shibani Sinha (Housemanager)
     Wife-     MrsSanchari Sinha (House manager).     Daughter- AsmitaSinha, Son- Sourya Sinha
OBJECTIVE: To procure a middle management position & substantiate my Indian exposure to international markets.

Management Professional working asSales Executive for Elekta Gulf  from 3rds sept 2015(B.E- Electronics & Telecommunication &PGDBM-Marketing) posted in Dubai,  U.A.E,  handling corporate B TO B Sales.( prior experience in Abu Dhabi markets handling  hypermarkets & supermarkets).A total work experience of 10 years &6 months plus in FMCG &Telecommunication  mass distribution prepaid  model to facilitate the revenue market share and to ensure healthy  return on investment for all distributors.Relationship with local purchasers for merchandising& promotions through different trade engagement activities is also an integral part of the job.
SUMMARY OF QUALIFICATIONS 

Education:
PGDBM/MBA2003 -2005.    Indian Institute of Rural Management (CGPA –A-74%)



            (Specialization: Marketing &Rural marketing)

B.E.                  1998 -2002    (Electronics &Telecommn.) M.B.E.SCollege of  

Engineering, Dr.B.AmbedkarMarathwada University,                    

Aurangabad with Distinction.  (75%)
ISC.
     1998                St. Xavier’s Institution, West Bengal (74.1%)
ICSE      1996                The Assembly of God Church, Dankuni, West Bengal   (76.5%).             

Computer Qualification:  Basic working knowledge of MS-Office (Excel level 3) and Internet .
Summer Project: Marketing & Sales projects
Company Name: Hindusthan Coca-Cola Beverages Pvt. Ltd., Jaipur, Rajasthan(2 months).

Company name:  Videocon international limited, Jaipur, Rajasthan.(1.5 months).
Company name:  Mother Dairy, Dankuni, West Bengal (1.5 months).
SUMMARY OF JOB  PROFILE
Job description

1) Lead the ASMs / Sales Executives in the region
2)Responsible for meeting the revenue and margin targets for the region.
3)Manage relationships with super stockists and distributors of the region.
4)Drive business development activities of the regionwith analytical and communication skills
5)Conduct BTL marketing activities of the region .
6)Hire, Train, Supervise and Manage delivery of the Direct Reports (Area Manager )
7)Manage Client Engagements for for Direct Reports in structuring deals
8) Lead a team that acts as the central resource and driving force for the marketing of product(s) as they move from conception to distribution. Organize interdepartmental activities ensuring completion of the project/product on schedule and within budget.

PROFESSIONAL BACKGROUND
                                     (Previous Experiences)
A) Company name: As Manager- business development  from june 2014 to june 2015.

· Setting up of the distribution infrastructure.

· Organizing trade promotions and direst sales campaigns.

· Institutional tie up and post sales service through promoters.

· Resposible for primary and secondary revenue.

B) Company Name: Reliance Communications Limited – Deputy manager(30thSeptember 2009 to June 2014) looking after the GSM & CDMA division - west kolkata cluster. 

Handling the team of 3 territory managers, 2 key account managers, 2 data dsr s to work meticulously on the distribution infrastructure, to appoint spokes as per geography and distribution norms and increase revenue market share .Setting up of the operations and telecom procedures all channel partner points as per company guidelines of RCOM & TRAI. 

	· Responsible for appointing distributors in synchronism with the organizational specifications and    

· requirements.

· Ensuring adherence to the distribution policies and procedures.

· Impart training to the field sales personnel on the new products launched.

· Making sure the set targets are achieved within the scheduled deadline inline with generating Revenue for        

Organisation.

· Resolving customer & retailer complaints.

· Updating the customers on the latest  product  and Tariff.



	


C) Company name:Dishnet Wireless Limited, AIRCEL. As  Territory Manager – Sr. exec.(modern trade & distribution)  July 2008 to September 2009  ( Durgapur corporate office of west Bengal).

Achievements: 

· Has driven the revenue from 15lac to 35lac plus within a span of 9 months and doubled gross adds from 1500 to 4000.
· Has increased the URC and UAO and increased the participation of more outlets in trade schemes.

· Has increased the tertiary more than 11 lacs in span of 6 months.

· Reduced document pendencies by more than 10%
D) Company Name: Bharti Airtel Limited, West Bengal. /Bharti Hexacom Limited         (Airtel, Rajasthan- previously) - May 2006 to  July 2008.
Reporting Office: AM (Modern trade & distribution)Kharagpur& posted in Regional Office. (To Zonal Business  Manager & Zonal Sales Manager) 

Achievements: 
· Successfully achieved required targets for the national based contest of AB Breakfree (trip to Amsterdam) and Pirates of the Orient (trip to Singapore).

· Expansion of Distributors from 3 to 19 &FOS from 9 to 43 within one and half years (in Rajasthan).
· Realization of four Airtel Prepaid Shoppe at  Chittaurgarh district in the Udaipur Division within three months.
· Incremental sale of 1 Cr. 44 Lakhs rc revenue when left the same territory in September 2007.
Job Profile: 

· Handling the Prepaid sales of Kharagpur (city), adjacent areas and previously Prepaid Sales of Chittorgarh and pratapgarh district of Rajasthan.

· Delivering business of 1 Cr. 30 lac avg. revenue and (previously) two Cr. &ten lakh recharging (avg.) which is 22% of the total contribution of Udaipur Division.

E) Worked as Customer Executive (Sales) in Udaipur from Dec 2004 to May 2006with the PEPSI‘S“BEST BOTTLER IN INDIA”- consecutively the best bottler for last four years, Ravi Kant Jaipuria (RKJ Group) – Varun Beverages Limited.

Company Name:         Varun Beverages limited- PEPSI, Rajasthan.

(PEPSI’Sbest F.O.B.O operation in India)

          Designation:
Customer Executive 
Location:                    Udaipur (Branch Office)  

 Brand Names             Pepsi, Mirinda (o)/ (L), Mountain dew, Lehar   

                                               7up (ice), Evervess, Aquafina, Slice.

Product:                      Beverages 

        Job Profile:


· To ensure the target achievement of Udaipur main city through channel partner and sales team.

· Manipulate schemes and discounts in pockets.

· Weak area detection and marketing support to the area.

· Recovery of credit from the market through channel partners.

· Also involved in the inhouse/outhouse branding in outlets.
· [image: image1.png]XGulfjobseeker.com

Helping you to search bestjobs & talent since 2002!



To suitably deploy visi’ Coolers , signage’s in order to get sales deals.
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