SUROJIT 
Surojit360627@2freemail.com
	SYNOPSIS :-

	
	Result oriented professional with over 11 yrs experience in top FMCG companies. A proactive implementer with skills in business development assessing the capability of the market & grooming it with best performance.  Proficient in managing sales team. Have got a craze to handle bigger numbers and a big team. Overall I have got a positive appetite for growth.

	Professional experience ;-

	 
	A)Territory Sales Incharge                                                    Area:-South Bihar                                
Pidilite Industries Limited                                                          December 2005 till September 2006.
Job Profile

· Distributor handling
· Handling 2 ISRs and 9 stockists.

· Secondary order generation and placement of orders.

· Primary target achievement.

·  Merchandising.
· Visiting market to do all Problem Solving Activities.

· Responsible for any gap between Dealer and retailers/whole sellers.
Achievements:-
    Worked as an ISR(Non Pay Roll) for one year and got hired by the company as a TSI(Pay roll) after one and half year.
B)Sales Officer /Senior Sales Officer                         Area:-Central Jharkhand
Dabur India Limited  





     September 2006 to June 2008
Job Profile 

· Distributor handling

· Handling 4 ISRs and 12 stockists.

· Secondary order generation and placement of orders.

· Primary target achievement.

· Competitors report.

· Visiting market to do all Problem Solving Activities.

Achievements:-
     Got promoted from Sales Officer to Senior Sales Officer within 1.5 years.
C)Business Development Executive                                              Area:-Bihar
Lo’real India Limited.                                                                                    June 2008 till October 2009





Job Profile

         Target Vs Achievement

· Sales Volume. Achieving secondary based primary targets
· Calls Productivity. To have at least 80 % calls productivity
· Field Force Efficiency. To handle 6PRS and 4SSRs in a business yielding manner.
         Market Development
· Distribution handling. Handling 8 direct dealers, 46 sub-dealers and 2 Super stockists, to make them penetrate the market. Opening new towns under Super almost every month.
· Range Availability. Make sure range selling and availability, especially in competitors’ space.
· Display and Visibility.

· Launch/Implementation of Promotional Activities
Planning

· Splitting the targets.

· Timely Order Placement.

· Dealer Stock Planning.

· Meeting Preparation.

· CFRs/DRCPs-Customer retail File-Basic Information & record of the purchase of retailers, assist retailers in range selling, help to focus on product lines, daily target planning & achievement, checking the frequency of visits of a salesman. 

     Reporting

· Timeliness.
· Accuracy.

· Competitors/Trade Information.

    Customer Relationship Management(CRM)

· Needed to build relationship with retailers/Key Accounts/Clients

· Needed to add value to business.

· Needed to take initiatives to strengthen relationships.
Achievements:-

I was holding a position of 3rd rank in the Top 20 BDE list of India. I had given a GOLY of 48% in my area. My target Vs achievement till I left was 113.22%.
D) Sales Team Leader                                                                           Area:-Bihar                              

Hindustan Coca Cola Beverages Pvt Ltd                                                October 2009 till 20 Feb 2011
.

Job Profile

· Distributor handling. Coca Cola works in a strict and fast distribution work atmosphere.
· CNF handling. I’m handling 8 Direct Sales MDs(Market Developers) and 12 salesmen.
· Handling two MDE(Market Development Executive- company payroll)

· Primary target achievement.

· Merchandising.Promotions.SGA handling.Generating sales through SGAs and activation materials.

· Visiting market to do all Problem Solving Activities.

· Responsible for any gap between Dealer and retailers/whole sellers.

Achievements:-

    I was constantly driving highest RED Score(a single parameter for sales in Coke).Maximum no. of times my score is highest in Patna Metro. I have been given two payroll peoples to handle due to my team handling skill.
E)Territory Sales Officer                                                               Area:-Bihar

Hindustan Unilever Limited                                                                                  Feb 2011 till date







	

	
	

	ACADEMIA :-

	
	· B.A (Eng Hons) from Patna University with 71.5% marks.

· ISc from CBSE 
· Matriculation from ICSE 

· Pursuing Executive Program In Sales & Marketing(EPSM) from IIM Kolkata. To be completed till December 2017.


	Date of Birth

	
	29th May 1982

	Marital Status

	
	Married   

	Nationality

	
	Indian

	Gender

	
	Male
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         Surojit 
