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Professional Profile

· A Management Graduate with over 23 years of extensive experience in Sales and Marketing including profit center operations, Key Account Management in FMCG industries.

· A proactive leader and planner with expertise in Go-To-Market, distribution, promotion strategies, competitor and market analysis, staffing, management reorganization and targeted marketing, pricing (landed cost structure) in any given market due to International exposure in various markets.

· An Out-of-the-Box Thinker with a proven track record of increasing revenues by reducing costs, establishing channel networks and creating a teamwork environment to enhance profitability for reputed business houses.

· A skilled communicator with exceptional presentation skills.
Experience – Summary                       Designation 

                          Date of Joining




A) KHIMJI RAMDAS GROUP – From 18th May 2005 Till Date 

1) Khimji Ramdas, Oman      Assistant Divisional Manager                             28.07.2013 Till Date 
       

   

Reporting to Senior Divisional Manager 
                
2) Khimji Ramdas, India       Head – Operations & Sales
                        01.07.09 to 27.07.13 




   
Reporting to General Manager in Oman  
3) Khimji Ramdas, Oman      National Sales Manager                                   18.05.05 to 30.06.09 




   
Reporting to Divisional Manager in Oman  
B) MALHOTRA GROUP COMPANIES – From 14th February 1994 till 30th April 2005 (11.2 Years) 


1) Vidyut Metallics, India     National Sales Manager                                    02.12.00 to 30.04.05 




           Reporting to General Manager in India 






2) Sterling Four, Mexico       National Sales Manager                                    02.07.99 to 01.12.00

                                             Reporting to General Manager-Sales in Mexico 



3) Sterling Four, U.K.           Sales Administration Manager
                        22.09.97 to 01.07.99
                                     
  


Reporting to General Manager-Sales in London



4) Wesley Intl, Dubai           Sales Executive
                                               04.01.96 to 21.09.97




Reporting to Country Manager in Dubai  



5) Vidyut Metallics, India
Junior Executive

                        14.02.94 to 03.01.96
                                             Reporting to Export Manager in Mumbai

Areas of Expertise 
Planning & Budgeting: Formulate long term/short term strategic plans to enhance operations in coordination with macro plans of organization & the industry trends.

Profit Center Operations: Manage the entire business operations as a profit center Head.

Business Development: Oversee Sales and Marketing operations for achieving increased Top Line growth & profitability and initiating market development efforts.

Key Account Management: Strategic Key Account Management and Identify potential clients, generating business from the existing, thereby achieving profitability. Monitoring accounts payables/ cash-flows/ receivables, i.e. credit control. 

Category Management: Manage Categories as per A.C.Nielson / MEMRB data on VW Distribution and OOS Monitoring.
Channel Sales Management: Develop the Effective Strategy and appoint wholesalers and retailers to expand product reach in the market and mentoring the sales team (in house & dealer) for effective functioning & accomplishment of individual & team goals.

Product Launches & Brand Building: Devise & implement pre & post marketing activities for successful launch of new products. Organizing and conducting sales promotional activities such as 

Dealer meets, Promotion schemes, Road shows, Exhibitions, Ads + Demos, In-shop displays, Seminars as a part of brand building and market development effort.

Merchandising: Conceptualize visual merchandising displays, windows, POP & design of retail outlets for maintenance of a high-end store Image.

Logistics: Coordinate with Custom House Agents, C&F Agents and other external agencies for ensuring timely clearances and cost effective transport solutions. Negotiate with transporters, shipping agents etc. to ensure seamless and cost-effective movement of consignment.

MIS: Analyze MIS Reports for tracking performance
Career Highlights

Since July 2013 till date with Khimji Ramdas LLC., Sultanate of Oman, designated as Assistant Divisional Manager – Philip Morris division 

Responsible for developing the Business and the Organization through Planning, Staffing, Directing and Controlling which includes the sales of Philip Morris Brands through retail / wholesale channels with a team of 30+ members and achieve business objectives and goals. Responsible for Profitability & maximization of Return on Capital Employed. Reporting to Senior Divisional Manager (PM) – Oman.
Significant Milestones; 

· Negotiated Yearly Contracts with Retail Outlets for better space to improve Distribution and Visibility there by achieving the FMOT Objectives.

· Capability Building of the Team

· Trained the Team on WDP and individual Score cards

· GTM Strategy implemented for Effective Modern and Traditional Trade Route Coverage 

· Top Line growth increased by 5%+ every year for last four years which CAGR was -10% for last five years

· Controlled Personnel & Logistics Cost  

· Controlled Receivables & Inventory to smoothen the Operations 

Key Result Areas ; 

· Market share increased to 42%+ volume share
· OOS Reduced to 4%
July 2009 to July 2013 with Khimji Ramdas India Pvt Ltd, India, ranked as Operational Head. 

The mandate was to develop the Business and the Organization which includes the sales of Proctor & Gamble products through retail / wholesale channels with a team of 500 Team members and achieve business goals and Objectives and handle a turnover of Rs.245 Crores Per Year. Reporting to General Manager - Oman.
Significant Milestones; 

· Envisioned & Enabled the Team through Joint Business Plan, score carding with work plans & regular trainings to deliver outstanding and consistent results 
· Successfully launched new Brands & SKU’s in the market

· Top Line growth increased to 20%+ YOY 

· Modern Retail turnover increased by 30%+ YOY

· Close to achieving targeted bottom line  

· Initiated combing in South & East Delhi market with the distribution extension from 6700 stores to 30000 stores in a span of two years.  

· Core SKU distribution increased to 50% of covered stores

· Identified and explored opportunities to develop new business 

· Trained the Team to follow Processes on daily basis  

· Controlled the receivables in the market  
· Inventory reduced to 4 days as per norm
· Trained the Modern Retail and HFS Team to handle outlets in a strategic manner.
· Initiated Monthly reviews of Score Card with Modern Retail and Chain stores 

Key Result Areas ; 

· Market share of Laundry (Ariel + Tide) increased to 34% in Nov 2012 from 26% in July 2009 with numeric distribution from 87809 stores to 108905 stores
· Market share of Pampers increased to 48% in Nov 2012 from 34% in July 2009 with numeric distribution from 20238 stores to 48768 stores

· Hair care market share increased to 32% in Nov 2012 from 27% in July 2009 with numeric distribution from 90078 stores to 118968 stores

· Gillette market share increased to 76% in Nov 2012 from 71% in July 2009 with numeric distribution from 58773 stores to 97147 stores.

May 2005 to June 2009 with Khimji Ramdas LLC., Sultanate of Oman, as National Sales Manager – Bel Products. 

Accountable for developing the Business which includes the sales of processed cheese products which is a market leader in the Sultanate of Oman with a team of two office staff & 37 sales personnel’s and achieve business goals and objectives and handle  a turnover of over RO.6.5 Million Per Year. Reporting to Divisional Manager – Oman.
Significant Milestones; 

· Successfully handled and strengthened upper trade when Omanisation took place for lower trade. Top 3 hypermarkets grew at Index of 136 (RO 325K in 2006 v/s 443K in 2007)
· Negotiated the contracts for Hypermarkets & Supermarkets for the year.

· 17 Vans made operational to increase outlet coverage & distribution from 1932 to 2660 outlets across Oman.

· Successfully launched Kiri Al Jarra in the jar segment which is a growing category. 
· Introduced SOP’s to capture and analyze the data including Score carding for upper trade.
· Appointed and trained Omani employees so as to achieve Omanisation percentage for the division.
· Received letters of appreciations from the Director for making shelf share equivalent to market share in top 10 key accounts. 

Key Result Areas ; 

· Achieved Budgeted Sales Turnover for 2005, 2006 & 2007.

· Achieved Company’s objective on ROI & profitability
-    Achieved sizable Market share and volume weighted in the latest MEMRB figures
-    KIRI sales grew at an Index of 252 (26K in 05 to 67K in 06) during Ramadan
-    Developed collated cartons for Salalah,  VW went to 54% AM 08 v/s 28% FM 06
-    Sold Cheese Brands to 541 Public schools through organized contractors.         
-    Received Best Distributor award in 2006 from Bel, France. 
-    Bel, France Invited distributor’s across GCC to Oman to see distribution of Bel products in Oman in   

     April 2007.
Dec’2000 to Apr 2005 with Vidyut Metallics Pvt.Ltd., India, as National Sales Manager 
Responsible for the sales & marketing of Branded Premium /Traded products through retail / wholesale channels with a team of 22 office staff & 225 sales personnel’s and achieve business targets and goals and handle a turnover of over Rs.190 Crores Per Year. Reporting to General Manager - India.
Significant Milestones; 

· Contributed actively in ranking SUPERMAX brand the 71st brand in 2002 and the 56th brand in 2003 in the top 100 brands, as per A.C Nielson published in Brand equity which was possible through brand extension under the umbrella of Supermax and thereby increasing the brand contribution value.

· Distinction of transforming the company from a Commodity Marketing Company to a Brand Marketing Company by initiating rural distribution program for specific brand and increase the contribution of that brand from 5% to 35% to the total sales in the state of U.P & M.P., in 2001 and later adopted the strategy in other markets.

· Successfully launched and introduced PREMIUM products in the premium outlets through improved packaging and presentations of the same products at higher prices.

· Significantly contributed in enhancing the corporate image of the Company through publishing press releases and interviews of CEO in the editorial columns of Business Standard, Indian Express, Business Baron , India Today and Outlook.
· Instrumental in introducing and conducting In-shop promotions through self-generation schemes for the first time in the Company which resulted in saving of over 30% of promotional budgets.

· Sales was increased by 15% for the year 2002-03. Accounts opened were Pyramid, Crossroads, Haiko, Foodland, Foodworld (South and Pune), Metro C&C (Bangalore) with proper negotiations of space and displays as a percentage to the sales and effective promotional plans to increase per store sales.

· Created a separate cell to handle Consumer/Stockists complaints so that the marketing personnel would not get emotional to solve the problems and affect the business.

· Organize Campus interviews at various management institutes and train Management Trainees to take up assignments of Brand/Product management and identify candidates who have the caliber to take up overseas assignments.

· Introduced closed circuit communication system between all field staff so that costs got reduced by 30%.

· Received letters of appreciations from the Director for excellent performance, 2002-03. 

Key Result Areas ; 

· Conceptualized and created a parallel team to handle premium products.

· Increased Company’s profits through improved packaging, higher pricing and distribution network.

· Increased market share from 42% to 54% by volume in a span of two years.  

Jul’1999- Nov’2000 with Sterling Four Mexicana, Mexico, as National Sales manager 
Responsible for Start-up of Sales & entire profit center operations including business development, logistics, import/ export, credit administration and MIS with a team of 21 sales and staff personnel across Mexico. Reporting to General Manager Sales - Mexico 



Significant Milestones; 

· Distinction of listing the products such as Soriana’s, HEB, Casa Chapa in prestigious Supermarkets and Hypermarkets, with a proven track record of improving the sales of Soriana’s (104 outlets) from US$ 35K to US$105K in the span of five months.

· Independently controlled total logistics through Chameleon software.

· Significantly coordinated all imports/exports right from getting documentation to final payment/receipt of money.

· Instrumental in achieving a cost saving of 23% by negotiating with warehouses/Local Transport/Shipping Agents/Custom Brokers for better service & better prices.

· Entrusted with the additional responsibility of overseeing the monthly management accounts such as the balance sheet, p/l & cash flow and submitting the same to the Managing Director in London.


· Significantly improved the cash flow and profitability of the location, with a proven track record of amending the sales price structure after analyzing market demand.

· Instrumental in increasing the sales volume from US$200K to US$350K per month.  

Institutional & Channel Sales 

· Managing both Institutional as well as Channel sales & develop a strong dealer network.
· Organizing various brand building & promotional programmes such as Dealer meets, Promotion schemes, Exhibitions, Ads + Demos, In-shop displays etc.

· Sound experience of Product Design-in activity in the process of business development & success in developing business of new products.

Sep’1997- Jun’1999 with Sterling Four Ltd., U.K., as Sales Administration Manager
 

Duties Involved support function in Sales, managing the sales and marketing operations and achieve the 
Company’s Objectives. Reporting to General Manager Sales - London         


· Relationship Management with the Managing Director and General Manager Sales, ensuring

smooth business operations

· Acted as an interface between Vidyut Metallics in India & suppliers, and between Vidyut Metallics & engineers from UK.

· Close coordination with the other departments such as production, finance and administration, thereby ensuring timely dispatch of orders and payments to creditors.

· Entrusted with the additional responsibility of analysing margins & profits of all Sterling group. 

Jan’1996- Aug’1997 with Wesley International Ltd., Dubai, as Sales Executive
                            
Handled the sales and marketing operations with channel partners. Reporting to Country Manager in Dubai

· Independently handled the distribution infrastructure and developed strong retail sales in Dubai & Abu-Dhabi market and achieved sales targets from US$ 5K to US$ 20K in a span of two months.

· Relationship management with the field sales team and other associate offices in UK, USA & South Africa.

· Extensively traveled to UK for implementing management reports.





Commenced career with Vidyut Metallics Ltd., India, as Junior Executive (Feb’1994- Dec’1995)
                       


     


Training Programmes 

Attended Two day training on Negotiation Simulation in Oman in the month of Nov 13.

Attended four days training on Sales Management processes in Bahrain in the month of Oct 08.  
Attended four days Strategic Account Management session held in Dubai in the month of Sept 06.
Attended One day session on Situational Leadership in Oman in the month of Oct 05.  

Professional Courses

Completed certificate courses in: 

· Import/ Export Management from Indo- American Society, 1993.

· Computer Course from Megabytes, 1988.

Education

2004


Masters in Marketing Management from K.J.Somaiya Institute of Management 
                                  Studies & Research, Vidyavihar, Mumbai University
1992


B.Com from Goa University
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