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OBJECTIVE



Seeking a challenging position and be an invaluable asset to the organization by driving the organizational change to achieve growth and excellence

PROFILE SUMMARY

· Accomplished and Six Sigma Green Belt Certified Professional with 3 years of experience, recognized for consistently achieving company goals in Sales and Marketing 

· Last working profile is with Multipro Enterprises Ltd., Nigeria as a Branch Manager
· Excellent knowledge of Administration, Supervision, Sales Forecasting, New product development, Customer Service, and Relationship management.

· Rendering advice to clients and facilitate effective decision making to meet business requirements

· Outstanding verbal and written communication skills in English , Hindi & Punjabi 
· Collaborate effectively with Sales and Marketing teams as well as corporate managers
· Creative and analytical thinker with ability to forecast predictions and competitive analysis
PROFESSIONAL EXPERIENCE

Technology LLC, Dubai                                                                                           

Sales Engineer
                                                                                                      Jan 2016 – Present
· Looking after sales of Fiber Optic Test Equiments,  protocol analysers, Ethernet analysers, Datacom Testers & Certifiers, OTN, Cable accessories and Installation etc

· Responsible for UAE & Qatar(keeping Dubai and Doha as focused cities)  
Multipro Enterprises Ltd., Nigeria                                                                                           

Branch Manager
                                                                                           Jul 2014 – Jul 2015
· Handling and taking care of 3 states in Nigeria; overseeing selling and distribution of FMCG products in the store  
· Manage operations of branch office viz., hiring employees, approving loans & lines of credit, sales & marketing 

· Build rapport with the community to attract business, assisting customers, managing supplies & logistics etc.

· To handle a team force of more than 60 people .

· Training employees on new products and customer handling for both pre sales and post sales. 

· To handle the logistics of the above mentioned products from the source to the distributor outlet

· To plan the ATL and BTL marketing activities for the above mentioned products.
· Accomplished all revenue targets and goals in-accordance with the Area Business Plan 

· Experience of working with marketing team to produce sales collateral required for the target market
· Reported business patterns and area performance to the National Sales Manager
· Developed and maintained successful business relationships with all prospects 
· Accountable for negotiating with transporters and clearing agents for cost effective transport solutions 

· Monitoring and analyzing the loss in transits and undertaking measures to control the same

· Execute systems to meet business prerequisites & build up routines to accomplish targets and resource planning
· Authorized in business operation to accomplish targets and operating revenue & profit (overall P&L)

· Arranging, organizing and controlling resources required for the given assignment while guaranteeing adherence to frameworks and procedures; also increase current standards in operations and administration

Sales Manager 






          Feb 2013 – Jun 2014
· To achieve the set targets of all the eight Multi-Pro products such as Indomie Instant noodles, Hypo bleach, Power Pasta spagettie, Power Oil (cooking oil), Pure Flour(wheat flour), Dano Milk powder, Minimie Noodles and Minime Chin Chin (a local snack) in the three states of Nigeria. Indomie Instant noodle is the no.1 brand in the noodle sector in world.

· To manage the selling, distribution and redistribution process of all four above mentioned products.

· Negotiating with transporters and clearing agents for cost effective transport solutions, establishing methods to achieve targets and resource planning

· Accountable for working on areas of improvement and risks involved in the logistic process followed by prescribing moves to be made for evacuating the bottlenecks

· Interact with the local & foreign suppliers and developing long-term partnerships
Sales Executive






          Jun 2012 – Jan 2013
· Responsible for building and maintaining strong professional relationships with clients, ensuring visibility of products at shelf space, achievement of sales targets and delivery of high quality customer service to the existent and potential clients.
· Introduce the company’s profile and communicate the selection of products available
· Focus on increasing the sales and supervise the sales process by follow up on orders, deliveries and collections 
· Provide market feedback to the Sales Manager regarding movement of goods / brands
· Ensure payment of receivables in a timely and diplomatic fashion
· Build and maintain effective customer relationships in order to build strong loyalty
· Handle and respond to existing products queries from clients quickly, effectively and accurately
NOTABLE ACCOMPLISHMENTS

DESIGNATION
      YEAR               TARGET/ANNUM

TARGET ACHIEVED

Sales Executive
    2012-2013
      $10 Million

              $13.2 Million

Sales Manager
    2013-2014
      $30 Million


 $ 35 Million

Branch Manager
    2014-2015
      $60 Million


 $ 61 Million 
· Recipient of triple bonus for the year-end 2014 (USD15,000) than 2013 (USD 5,000)

· Received awards/recognitions for the contribution in overall sales increment of 1 lakh cartons
· Initiated and executed new framework of tracking in logistics division resting in smooth, timely supplies and reducing operational cost by $ 3 Million annually
· Generated revenue of 4.3 Million USD every month soared by 30% in 4 months because of the roll-out & implementation of effective strategies and audience-specific branding initiatives
· Instrumental in achieving sales target of $5 Million Dollar for each month successively for 4 months by including 40 new records worth 120,000 cartons through market mapping, lead generation, maintaining robust channel sales and in addition adjusting existing clients

· Increased revenue by 30% and market share by 14%  (total noodle market in the assigned area is 700,000 cases per month and Indomie is 400,000 cases per month with a market share of 57% which I increased to 500,000 cases per month a market share of 71%) through innovation (focusing on gram age wise increase through a new sku (100gm) only in the specific zone in Nigeria, smart hiring practices and acquiring competitors   

· Opened up client base by 10% by maintaining effective relationships, proper price monitoring to ensure equal profit margin for every customer
EDUCATION

· Post Graduate Diploma in Management (Marketing), ICFAI Business School, India – 2012
Secured International Study Scholarship in UK for second semester of MBA

· Bachelors of Engineering (Computer Science Engineering), Maharashi Dayanand University, Rohtak, India – 2010 with honours securing 72%. 

GLOBAL EXPOSURE

· Interacted with the clients from Nigeria/Ghana/Ethiopia/Cameroon

· Experience of working at Nigeria, effectively handling and taking care of 2 states in Nigeria 
· Studied in Birmingham College (United Kingdom) for 2nd Semester during PGPM as part of International Study scholarship awarded.
TRAININGS & CERTIFICATIONS

Trainings

· Enhancing Sales Force from Indian Institute of Management, Ahmedabad

· Selling Skills from ICFAI Business School

Certifications

· Six Sigma Green Belt certified from Benchmark Organization (RABSAQ), 2011-12

INTERNSHIP

Organization:
 ONGC (Corporate Marketing Group)                                       Feb 2011 – Jun 2011

Title:  
           
 LNG Landscape: India and the World 

Key Learning:
 Conducted market research to identify list of LNG terminal available for ONGC corporate marketing group

CORE COMPETENCIES 

· Managed the logistics operations and effectively coordinated with the companies for transport and other external agencies in order to achieve cost-effective transport solutions
· Plan and implement strategies for optimization of distribution network with the an improvised investment levels of trade partners as well as formulation and implementation of working norms in consultation with the Sales Head
· Proficiency in directing all logistics functions including  storage, distribution, payment realizations & customer support as well as negotiations with transporters for ensuring cost effective transport solutions & clearances
· Provide training to the branch employees on products and ensure that the same is cascaded down to sales promoters and the dealer sales force

· Effectively negotiate and secure market share by utilizing personal information on competitor’s price changes and marketplace conditions
SKILL SET

	· Sales & Marketing

· Revenue Generation

· Logistics

· Process Improvements

· Client Relationship Management

· Competitive Analysis
	· Channel Management

· Market Research

· Vendor Management

· Supply Chain Management
· International Business
· Key Account Management




AVAILABILITY

· Currently in Dubai, ready to join immediately
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