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Management Professional: Sales & Marketing / Business Development / Channel Management / Retail Operations
___________________________________________________________________________________________

· Extensive Business Background with Sound Understanding of the Basic Framework of Operations.
· Repeatedly Produced Sustained Business and Revenue Growth in Changing Markets.

· Possess an Integrated set of competencies that encompass areas related to channel development.

PROFILE SUMMARY
A Seasoned Professional with over 9 years of Commendable Success in

(  Sales & Marketing                                      (  People Management                          ( Process Enhancement
(  Channel Management                               (  Distribution                                          ( Key Account Management
(  Business Development                              (  New Product Launch                          (Channel Expansion
· Currently associated with Tata Teleservices Limited, as Zonal Manager - Branded Retail.
· Have grown from Executive level to Zonal Manager level within the same organization having worked & delivered 

in various Business divisions like Distribution, Prepay Retail, Postpaid Franchise & Branded Retail.
· Outstanding track record of delivering business results, leading large teams, scaling up businesses to outperform against targets, and consistently overachieving on top line and profitability parameters.
· Proficient at delivering high levels of customer experience & satisfaction through the front end teams. 
· Expertise in enrolling and sustaining new Channel Partners in different formats and locations.

· Managing channel partners and their sales team, ensuring high involvement of the owners thereby resulting in achievement of sales target and desired Channel Profitability. 

· Achieve assigned sales target, product wise & category wise with focus on Retail segment as well as SME.
CAREER CONTOUR

Growth Path:

· Promoted as Zonal Manager in June 2016.
· Promoted as Deputy Manager in October 2013.
· Promoted as Asst. Manager in October 2011.
· Promoted as Senior Executive in May 2009.
Tata Teleservices Ltd: Zonal Manager– Pune, Branded Retail
June 2016 to Date
Accountabilities:

· Spearheading entire gamut of operations for Tata Docomo Branded Retail stores across Pune.

· Responsible for all Channel Development and Marketing strategy Implementation.
· Leading the team of Area Sales Manager’s. Mentoring, motivating and guiding ASM’s. Ensuring sales, Business generation and achieving Budgeted figures & productivity on monthly basis.

· Entrusted with the responsibility of building distribution, coverage, BTL activities & overall Market access of business.
· Delivery of Marketing visibility & customer experience in the form of visual merchandising & Mystery shopping for the Retail stores.

· Achieved budgeted volumes for each category of Business – Retail & SME across Voice & Data Products.

· Drive Rollout of the new Branded Retail Store as per the required footprint.
Tata Teleservices Ltd: ASM Retail– Pune, Branded Retail
Apr 2012 to May 2016 

Accountabilities:

· Achieved a sustainable market growth of 1150 postpaid acquisition from an existing market of 850 acquisitions
· Achieving the target of Postpaid Net Gross as per the rolled out target.

· Taking care of In shop Branding & Mystery Audit for the Branded Store

· Achieved budgeted volumes for each category of. Business – Retail & SME.

· Responsible for the Customer Lifecycle Management for 150 days from acquisition.

· Sales volume achievement of 123% over rolled out target in the year 2012 – 13.

· Got promoted as Deputy Manager.

Additional Responsibility:

· Successfully handle Pune cluster as acting ZM for duration of 3 Months from Feb’14 to Apr’14.

· Handled the entire store operations for Pune.

Tata Teleservices Ltd: Asst. Manager– Pune, QSO (Quick Service Outlet)
Apr 2011 to Mar 2012
Accountabilities:

· Overseeing & Managed complete brand change from Tata Indicom to Tata Docomo.

· Complete ownership of Postpaid Acquisition as major and Prepaid as minor KRA.

· Voice & Data contribution were key measurable.

· Executing effective planning and strategies to change the existing QSO model to Branded Store.

· Handled 11 Branded Stores for Pune & PCMC.

· Achieved a sustainable market growth of 850 postpaid acquisitions from an existing market of 400 postpaid acquisitions.
· Was promoted from Sr. Executive to Asst Manager. 


 Tata Teleservices Ltd: Channel Sales Manager – Pune, TVS (True Value Shoppe)

April 2009 to March 2011

Accountabilities: 
· Overseeing Merchandising, in-shop branding, product availability, promotions and hygiene of stores. 

· Designing and implementing incentive scheme for the QSO.
· Looking after Prepaid Business of Assigned Territory.

· Handling a team of 6 Distribution Sales Executives and  2 Prepaid Distributors
· Implement strategies to identify new business opportunities & expand the existing market.
· Setting primary and secondary targets for the assigned Distributors.
· Ensuring availability of all brands like Samsung, Haier, Huawei, Micromax, LG, Unicare, etc. 

· Restructuring and channel appointments to improve width and depth of coverage.
· Motivating TVS sales force to attained high target and to provide best possible service to the customers.
· Monthly physical stock taking of all TVS and taking weekly and monthly sales targets.
· Was promoted to Sr. Executive.


Tata Teleservices Ltd: Channel Sales Executive – PCMC, TVS (True Value Shoppe)

 Jan 2008 to March 2009

Accountabilities: 

· Responsible for expansion of TVS in PCMC territory.

· Driving secondary & territory sales from TVS.

· Sales Planning and implementation to achieve acquisition targets for prepaid.

· Achieving Handset Primary targets.

· Customers Interaction, Handling Query and Complaints.

ACHIEVEMENTS

· Awarded with “TOP GUN” award for the year FY15-16, which is given to top 1% performers nationally. 

· Awarded Most Prestigious “M.D Award, ACHIEVER’S CLUB Award 4 times for Remarkable contribution in being Highest on Gross Numbers in 8 years.
· Bestowed TTL HI FLIERS & STAR AWARD 26 times for being the most consistent ASM in AOP Achievement in Branded Retail.
· Bagged “National Blue, Red & Black Cap” FY 15-16 from President Mobility for outstanding business performance.
· Qualified for 6 overseas trips to Bali, Bangkok, Singapore, Dubai, Hongkong & Sri Lanka as Sales Incentives.

PERSONAL INFORMATION

EDUCATIONAL QUALIFICATION:

· PGDM (Marketing & IB) ( ICIB ( Pune University  ( 2006-08.
· B.B.M (Marketing) ( Pacific college ( Mohanlal Sukhadia University ( 2005.
PERSONAL PROFILE:
Reference

: Available on request.
I hereby declare that the information given above is true to the best of my knowledge & belief.
