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CIRRICULUM VITAE

Vikram 
Vikram.332672@2freemail.com
Industry Preference: FMCG / Foods & Beverages; Location Preference: UAE

PROFILE SNAPSHOT

MBA (Marketing) with over 18 years of experience in:
Sales & Marketing


Business Development

Key Account Management

Channel / Distribution Management
Training


Team Management

Product Launch & Promotions 
               Receivables Management
Customer Relationship Management
· Expertise in handling the entire marketing/business development activities, analyzing market trends and establishing healthy & prolonged business relations with clients, thereby ensuring higher market share
· Skilled in nurturing and deepening strong rapport with key accounts of the company to win confidence, anticipate needs and deliver appropriate product solutions 
· Excellent business skills involving development of business plans and design & implementation of successful sales & marketing strategies

· Proven ability in achieving targets and opening new & profitable product/services markets 
· Highly successful in building relationships with upper level decision makers and delivering on customer commitments
· Consistent success in maximizing organizational reach and market share through the application of robust strategies, effective pricing and excellent client relationship management skills 
· A negotiator who effectively meets goals through strong leadership, interpersonal, communication & analytical abilities
CORE COMPETENCIES 
· Developing marketing plans to build consumer preference and drive volumes

· Driving business growth through identification & penetration of new market segments for attainment of periodical targets with a view to optimize revenue from markets

· Evaluating marketing budgets periodically including manpower planning initiatives and ensuring adherence to planned expenses

· Conducting competitor analysis by keeping abreast of market trends and competitor’s moves to achieve market share metrics; evolving market segmentation & penetration strategies to achieve targets 
· Conceptualizing and executing sales promotion schemes to increase the brand visibility, thereby preparing management level reporting on brand’s performance, needs and forecasts

· Monitoring new product launch results and providing solutions for addressing any variance in volume budget

· Deploying suitable research tools to gauge market trends and competitor activities to gain competitive edge in the market

· Leading, training & monitoring the performance of team members to ensure efficiency in sales operations and meeting of individual & group targets

EMPLOYMENT DETAILS 

Since March’99: Al Gurg Unilever LLC, Dubai, UAE

Growth Path:

March’99 – April’01: 

GT Merchandiser
April’01 – May’04:

Wholesale Sales coordinator

May’04 – May’11:

Wholesale Sales

June’11 – till date:
Key Account Supervisor- Modern Trade-CD-LMT

Key Result Areas:

· Looking after sales plans and budgets to accomplish the annual sales objectives for the channel; monitoring and controlling the sales budget to ensure optimum utilization of resources in the channel

· Overseeing efficient distribution network to ensure the comprehensive availability of company’s products and services across the channel to achieve or exceed the sales targets

· Administering standard market visits to check route coverage, competitor activity and discovering new opportunities in order to enhance sales in the channel

· Coordinating with marketing team to ensure that adequate marketing support by way of merchandising and promotions is available in the channel in order to provide brand visibility and promote sales in the channel

· Handling required regional sales management organization structure,  ensuring the right caliber of staffing and providing appropriate training to meet all job requirements

Highlights:

· Played a major role in execution of:

· CATMAN’s in category such as Beverages, Hair, Deo’s, Skin cleansing in various LSM outlets

· First ever MALE GROOMING/ MENS ZONE in GCC for Unilever

· Perfect Stores programme in LSM-MT & GT

· FIELD CAPABILITY SCORE (FCS) in GT outlets

· Unilever’s brands in all HEALTH & BEAUTY events of various LMT accounts

· Holds the distinction of receiving:

· Sales Champion Award.
· Chairman’s Award for implementing new projects for the first time in GCC.

· Merit of being recognized for launching new brands to the market place by maintaining all on-going targets
TRAININGS ATTENDED 

· Customer Marketing Foundation from Unilever Global Academy
· Perfect store Training Unilever

· In shopper Marketing Research

· Store Thumb Print

· CATMAN & Express CATMAN implementations   

· Negotiation skills –Win Win situations

· Training on 6 X 9 Sales tools & merchandising principles by Unilever

· Communication Skills & SAP Training 

· Objection Handling & Closing the sales by Unilever

· Standard Operating Procedures & EDGE for Sales Executive’s by Unilever

· Workshop on Advanced Selling skills conducted by Ideas Management Consultants

ACADEMIC DETAILS 

· MBA (Marketing) from Lincolnshire Humberside University, UK
· B.SC. in Botany, Zoology & Chemistry from Nagarjuna University, India in 2001
IT Skills: Well versed with MS Office, Windows, Tally, SAP and Internet Applications
PERSONAL DETAILS

Languages Known: 
English, Hindi & Telugu,
Nationality: 

Indian

Visa: 


Employment (Transferable)

Driving License:

Valid U.A.E License

Marital Status: 

Married
