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SENIOR LEVEL ASSIGNMENTS

Channel Development ~ Sales & Marketing ~ P & L Management ~ ROI Accountability ~ Cost & Resource Optimisation~ Strategic Planning / Budgeting & Forecasting~ Key Account Management
Strategic sales and marketing specialist with over 16 years of cross-cultural experience in Sales & Marketing; leading teams for businesses worth INR 1280 Crores in revenues per annum; driving sales, marketing and growth strategies. Identified new business avenues and grew product por​tfolio from 350 Crores to 1000 Crores of Bisleri. Collaborated with sales, marketing and other key stakeholders to understand customer insights and executed customer centric market/sell plans and programs, which increased the sales and margin growth by 61%. Steered business operations for the profit centre with a view to realize pre-planned sales and revenue targets; formulated profit centre budget for operational / business development activities. Formulated plans, translated product & business strategies into executable channel plans and drove implementation in various region with the cross functional teams. Developed, reviewed and reported on the business development strategy, ensuring the strategic objectives were well understood and executed by the team; supported the overall process of management and corporate decision making to ensure the organization maximizes its short, medium and long-term profitability and shareholder returns. Conducted market research on competitors and rival products; defined and managed a comprehensive go-to-market strategy and plan that included positioning, launch strategy, sales support and so on. 

ORGANISATIONAL EXPERIENCE



Since Dec’13: Anmol Biscuits Private Limited, Kolkata as Global Head –Marketing Branding and Strategies
Role: 

Responsible for marketing activities for all brands . Responsible for marketing activities of all brands. This involves developing and implementing 360 degree marketing programs including Advertising Communications & Media strategy, Media buying, PR, Brand and Retail Activation, Loyalty program implementing & leveraging. Sponsorship management and Digital / Social Media Marketing. Assumed for group of brand responsibility for monitoring all & branding activities while maintaining brand focus internally & externally. Develop the marketing & brand management strategy to support top line & bottom line growth & foray into new segments and innovative products . Direct the evaluation of brand portfolio including brand definition & proposition, advertising concept, pricing, packaging, place and promotion for each category & brand. Head Marcom and responsible for partnering in conceptualizing the marketing communications strategy for the brand including consumer insights for communication as well as new product development, building the brand identity including the guidelines for the various elements, planning and executing the ATL. Work closely with the Chairman and Director for planning and monitoring the BTL activities, employee connect programs, working closely with the PR team to build positive stories on the new business. Understand Market insights on consumers and competition & use it for suitable market interventions. Formulate strategies to effectively communicate product program & Meet Business Objectives. Intervene in developing Sales Processes. Dotted Line Reportees include VP Sales and Regional Business Unit Heads and Sales Team. Use BTL & ATL to effectively communicate product to target segment through all possible channels. Develop innovative merchandise to grab customer and trade attention. Keep all POSM up to date based on new product / functionality developments. Liaise with corporate brand and media teams to roll out campaigns as per business objectives and budgets.

Highlights:  
· Increased topline from 520Cr to 1680Cr in a span of three years. 

· Showcased entire range of Biscuits, Cakes and Cookies at Gulf Food Feb,2016 
· Participated at the Suraj Kund Mela as well as Aahar Food Exhibition Feb 2017.

· Created new markets in the Middle East – Burkina Faso, Vietnam, Oman, Kuwait and Bahrain from Apr’16  

· Launched new variants of Orange and Strawberry Tiffin Cakes in a whole new fresh pack Jan’16 along with Yummy Elaichi and Yummy Kesar Pista in Eastern India in Apr’15 and Vita Bix and Rusk in Sept’15

· Reduced the milk power purchase from 10 tonnes to 5 tonnes by reworking the inventory management system for finished products from 8 Crores to 5 Crores and signed manufacturing agreement with Jubilant Food Works Ltd. and IRCTC for Eastern India.

· Awarded the Best Financial Performer at The Economic Times Bengal Corporate Awards 2017. 

· Co Sponsored The Economic Times Bengal Corporate Awards Jan,2016.

· Launched new variants of Orange and Strawberry Tiffin Cakes in a whole new fresh pack Jan,2016

· Created Presence across the social media on Facebook, Google Plus, Youtube Jan,2016

· Partnered with DoIT Sports Management to purchase the Dabang Delhi Team of the Pro Kabaddi League.

· Crunch Partner for Kshitiz 2014, 2015, 2016 – IIT Kharagpur , Gold Sponsorship for XMC 2014,2015,2016 – St Xavier’s College Kolkata

· Writing the script for Dream Lite TVC , Headed the Marie, Cookies, Vita Bix 

· Headed the Photo Campaign and developed the qualifier for the entire KOOKIZ range.

· Prepared the art work for 20gm & 40gm Bhujia Range (Bikaneri Bhujia , Aloo Bhujia, Chatpatta, Khatha Mitha, Peanut Crunches, Moong Dal).

· Dovers Lane Music Concert 2014,2015 and 2016
· Crunch Partner for Kshitiz  2015,2016 – IIT Kharagpur , Gold Sponsorship for XMC 2016 – St  Xavier’s College 

· Sponsored the Lions Club Of Kolkata sports meet for Special Children on 2nd February2015 and 2016.

· Launched Yummy Elaichi and Yummy Kesar Pista in Eastern India in April2015

· Launched Vita Bix and Rusk in September2015

· Associate Sponsor of No.1 Dramebaaz Season 2 on E24, Dec2015. 

· Participated in the 47th Annual Cultural Programme of Kolkata Police February2016.

· Asia Cup2014

· Organized Arijit Singh, Sonu Nigam Concerts- Hangover 2014 and 2015 

· Developed school contact programmes for Schools and Colleges

· Developed ANMOL Motivational Anthem for Employees.

· Participated in Events in Modern Trade partnered with BIG BAZAR, MORE supermarkets , Spencers Hypermart.

· Introduced CSR activities.          

· Manage Marketing Budget of 50 Cr.

Dec’05-Dec’13 : Bisleri International Pvt. Ltd., Mumbai as Senior Vice President- Sales and Marketing (Group – 12 owned Bottling Units)
Role:
Sales Management 

· Manage Sales and Marketing operations with accountability for incremental volume & profit growth.
· Actively involved in identifying new business opportunities and assessment of revenue potential in these business opportunities.
· Devise and drive sales initiatives by motivating the sales team and dealers to implement such initiatives for achieving business goals.
· Review and interpret competition strategies , monitor market behavior to fine-tune strategies.
Channel Management

· Creating effective Network for driving Sustainable growth and competitive gain . 

· Implement Grocery and ED Channel Strategy .
· Expand Presence in FMCG whole sale and create market impact thru POS execution.

· Build separate team for new and Niche products.

Route To Market

· Implementation of RTM Strategy like 

· Hub and Spoke Operation

· Anchor Distributor

· Pre sell & Tell sell operations

· Distributor Automation through Jaguar –Lite and Handhelds.

Marketing

· Implementation of Marketing Strategy Of Bisleri.
· Conceptualize and implement promotional campaigns and Marketing Impact Teams.
· Track market / competitor activities.
· Liaise with advertising & PR agencies for marketing campaigns.
· Implement VI strategy in market. 
Market Execution

· Implementation of Right Execution Daily (RED)Program in high volume outlets.
· Lead a team of Market Developers in ensuring adherence to Picture Of Success.
· Ensuring Cooler Purity and Range Availability.
Key Account Management

· Develop relationships with key decision makers in target organizations.

· Develop joint business plans with partners.

· Ensure Fill Rate and MBQ.

Chilling Equipment Management
· Plan and Source Chilling Equipments with due analysis of territory need and cost implications.
· Placement of Chilling Eqipments in the right outlet.
· Provide world class after sales service to ensure better business.
· Keep a track of SGA thru its lifetime.
Corporate Social Responsibility

· Liaise with NGOs and other Local Govt. Bodies in activities like Support My School .

· Empowering women retailers through retailer capability development programs , providing Solar Coolers free of cost.
Highlights         
· Appointed 3500 distributors in a span of 8 years .

· Led business growth of Bangalore , Chandigarh , Chennai , Delhi , Goa , Gujarat, Mumbai , Hyderabad , North Bengal , Orissa , Rudrapur, Sahibabad through market expansion.

· Changed the Complete Brand Identity from the Clichéd Blue Colour Bottle to the Alaska Green Colour ( Present Colour Of The Bottle) with the Tag Line – Sweet Taste Of Purity .

· Notable Accomplishments also include Launching operations in Key Cities ( Mumbai , Pune , Ahmedabad , Baroda , Surat and Goa ) as per plan and within stipulated time frame, within the required infrastructure w.r.t to Sales and Distribution . Also extended distribution to tier 2 cities such as Aurangabad , Nagpur , Bhavnagar , Nasik , Indore , Rajkot , Gandhidham . Lead the team to get product placement in 7000+ outlets within 13 months . 

· Successfully increased revenue by 120% within 3 months and ensured cost saving like over time for company workers

· Launched 250 ml Bisleri , Vedica ( Mountain Water ) , Bisleri Soda . Ice Cubes
· Introduced Exclusive Bisleri Shoppe at strategic locations as well as Vending Machines in Airports  Railways stations and Metro Rail.

· Launched the Campaign “ Kiss to drink “ by which the fan page on face book crossed more than 300,000 views.

· Propagated purity of water and the bottle size by launching the Campaign “ Play Safe “ , “Mountain Water” , “ Bada Bisleri “
· Planned the roll out of URZA – Energy drink before my exit.

· Successfully achieved targets for September in Gujarat and Quarter 3 (Oct-Nov-Dec) for Mumbai Delhi and Bangalore.
· Conducted various promotional activities in super marts like Reliance, Food Bazaar & Spencer Retail to increase visibility from 20% to 80%
· Increased Outlet base from 2 lacs to 8 lacs.

· Signed up various agreements with Four Seasons, Mumbai, Oberoi Agra and Big Bazaar, Noida
Mar’02-Dec’05: Coca-Cola, Mumbai as Area Sales In-Charge

Responsible for development and execution of zonal level strategies and town specific micro marketing plans for the recovery of market share and gains over 2004.

• Accountable for driving beverage sales and Market Share.
• Planning & allocation of budgets for sales promotion and stringently review plan vs utilization.
• Plan and implement the Go to Market strategy, drive distribution expansion and market share  

  growth.
• Drive & monitor adherence to all market execution and process parameters.
• Maintaining stringent financial discipline on accounts receivables.
• Coordinate with Logistics team and ensure fill rates for Van deliveries are achieved at optimal costs. 

Leading sales functions, achieving sales & revenue targets and capability development of team .
Manage Sales and Marketing operations with accountability for incremental volume and profit growth.

Actively involved in identifying new business opportunities and assessment of revenue potential in these business opportunities.

Highlights:
· Holds the merit of being 1st person in following:

· Organizing window displays for soft drinks section

· Handling sales promotion for Vanilla Coke Mobile Bottles through the increase in sales by 30%

· Distinction of receiving the award of Best Area Sales Manager in the Western Region for consecutive 2 years, 2004 & 2005 for highest volume growth.
· Increased outlet base from 750 to 2700 in Mira Road.
· Pivotal in reducing distributor outstanding to zero balance
· Distinction of leading the 2nd Best ASM Team of Region West in 2004 based on NR, GP and RED Scores.
· Interacted with local retailers & bar-hotel associations for ensuring availability and consumption of Soda, Maaza, etc.

· Organized separate vehicle for Tetra & Water and New Outlet Activation

· Updated Chilling and Marketing Programs including Khanna Khazana, Thanda point & Rack Programs 
· Effectively developed & maintained base for soft drink distribution in upcountry market

· Successfully achieved overall growth of 105% in 2005 vis-à-vis 2004
· Recognised as 1st in PET Sales Pan India Contest and 2nd in RGB Sales (Primary) in Jul’05
· Handled total sales of Rs. 60 Crores for Western suburbs through a network of 5 distributors

Mar’00-Feb’02: MTV, Mumbai as Editor

Responsible for Commission submissions from contributors .Prepare written and visual content to daily deadlines. Write stories for MTV Bakra . Managing website content and Digital as well as Social Media .
Achievements :
Developed and coordinated a concept which has received submissions from around the world

Contributed to site redesign and development
EDUCATION



2002
PG Diploma in Business Management (Marketing) from Chetana’s Institute of Management & Research, Mumbai 

2000


B.A. (Hons.) in Sociology. from Madurai University
IT Skills:                               Well versed with MS Windows Operating System, Retail Software .SAP and Internet Applications

Achievement:
Secured 1020 Marks in UPSC Exams and got selected at The National Defence Academy Twice.[image: image1.png]




