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Sales & Marketing / Distributor Management / Channel & Retail Management / Customer Relationship Management 

Objective









A strong determination, passion and ambition to reach the highest level in the field of sales, marketing & business operations carrying alongside, the goals and objectives of the organization with merit 

Management Skills







 Effective with senior management; ability to see the big picture 

 Hands on sales & operations professional with focus on numbers 

 Team Player 

 Expertise in handling distribution channels 

 Exposed to building retail distribution channels from start 

 Excellent Inter Personal skills 

 Ability to bond long lasting relationships with customers and colleagues 

Executive Summary








A competent professional with around 7.8 years of quality experience in Sales & Marketing with passion for building a career in sales, marketing & business operations. 

Currently working with Hindustan Coca-cola beverages Pvt.Ltd. as Sales Team Leader handling Sales Operations for multiple products across in Hyderabad. 

                                             Responsible for achieving budgeted targets. 
Handling business operations across General trade & Key accounts.
A keen performer with demonstrated success in increasing business. 

Successfully Handled 12 Distributors and covered Nizamabad , Adilabad , Medak Districts in Telangana State.
Expertise in identifying new customers & conceptualising/ implementing competent strategies with a view to incrementing business revenues. . 

Good communication, analytical, team building and relationship management skills. 

Hindustan Coca-Cola Beverages Pvt. Ltd. 


The Coca-Cola Company, HCCBPL has 24 bottling plants at strategic locations in various states spread across India. We cover approximately 65% of bottling operations for the Coca-Cola System in India. HCCBPL has an extensive distribution system spanning more than a million outlets operating with world class execution standards. The focus of the system is to develop strong customer value while delivering preferred choice of refreshment at an arm's length of desire to the consumer.
 Sparkling Beverages –.
 Still Beverages –and Minute Maid® range of fruit flavored drinks.

Sales Team Leader                                                                                                    Dec 2013 to till date
Responsibilities








Identifying, developing & implementing new initiatives for monitoring sales and maintaining relationships with Distributors / Retailers to achieve sales targets. 

Co-coordinating with the distributors to maintain 10 days inventory and availability of all the range of SKU’s in their ware house. 

Devising, implementing & monitoring sales promotion activities at retail level. 

Responsible for merchandising of outlets and proper utilization of company owned Sale Generated Assets (SGA) and Display units. 

Analyzing & reviewing the market response/ requirements and communicating the same to the marketing teams for coming up with new schemes / product extensions. 

Identifying new & unexplored segments for business as part of market development effort. 

Prospect, Identify & Appoint new Distributors to cover unrepresented / unexplored geographies to increase business & market share. 

Organizing promotional activities & trade / retail schemes for achieving better market reach and penetration. 

Monitoring extended teams & ensuring quality deliverables. 

Providing direction, motivation & training to the internal team for ensuring optimum performance. 

To gain firsthand knowledge of competition schemes & be responsible for market intelligence. 

Achievements 
· Successfully Handled UPC Markets 12 distributors got transferred to Hyderabad to handle high Profile markets.
· Winner of Sprite SFI Contest with in the AP.

· Continuously placed 3 times City Top 5 Performers in RED.
· Placed 4th position in AP Level Minute Maid Sales Contest in the month of March’14.
· Winner of RGB Contest among A.P and got HP Laptop in 2016.

Professional Experience 

Heinz India Ltd. 
Heinz India is a subsidiary of H.J.Heinz Company; a U.S based 150 year old company with annualized revenues of over U.S $ 12 Billion. Heinz occupies the market leader or No 2 position in more than 50 countries worldwide and is present with its operations in more than 200 countries. Heinz is a market leader in Health, Convenience & Nutritious food segment. In India, Heinz markets some of the most iconic brands like Complan, Heinz Ketchups, Glucon D, Nycil etc..Operating in India since 1994, Heinz has grown into a reputed brand in its segments of operations and is a preferred choice to consumers looking for healthy & nutritious food. 

Sales Officer                                                                                                                      February 2012 -Dec 2013 
Responsibilities  
Responsible for achieving sales for product lines in Hyderabad region. 

Responsible for achieving budgeted targets on a monthly & annualized basis. 

To ensure achievement of sales volumes, value & profitability. 

To drive increase in counter share; to gain customer market share. 

Expansion of distribution channel & increase in retail penetration. Appointment / replacement of distributor’s Monitoring outlet coverage. 

Responsible for targeting & opening unrepresented markets. 

To drive revenue objectives. Plan market wise sales and plan monthly stocking & sales. 

Responsible for training in house & distributor sales teams. 

Implementing systems like Route Cards, Beat Plans etc. Evaluating distributor team’s KPI's. 

Responsible for sales through pharmacy outlets. 

Co-coordinating with the distributors to maintain 10 days inventory and availability of all the range of SKU’s in their ware house. 

Achievements 
 I got selected from entire south India, for a short time assignment went to Kolkata to launch new products   and launched successfully & achieved budgeted volumes within 3 months 

Achieved budgeted targets month on month 
SRL Ranbaxy Ltd. 
SRL is the only Pathology Lab Network in India to have 12 Reference Labs, 4 centers of excellence, over 212 network laboratories, 19 radiology/imaging centers, and a Footprint spanning over 1300 Collection Centers, offering more than 4000 tests.
 Business Development Executive                                                                        April 2009 – September 2012
Responsibilities 
Promoting new tests and Technologies.

Appointing new collection centers and maintaining relationship with existing clients. 

Coordination with Area Sales Manager’s.

Follow up with collection centers for payments.

Growth of business in the allocated area.
To ensure updating of market Intelligence with info on competitor’s products, activities, prices etc.. 

Responsible for updation of other market info, like Product Opinions, Assessments etc.. 

Responsible for MIS & field reports. 

Educational Qualifications 
Masters in Business Administration, specializing in Marketing, 

       Magnus School of Business, ICFAI University, Hyderabad, 2009. 

Bachelors in Science, SSR Degree College, Osmania University, Nizamabad, 2006. 

Academic Projects

Project on Consumer Perception towards GSK Product Horlicks in Hyderabad.
Technical skills








· Internet proficiency.
· Computer skills: MS-OFFICE.
· Proficiency in MS Office (Word, Excel & PowerPoint) and Internet Concepts.
Extra Curricular Activities

· Participated in various Zone Level Competitions in Cricket and Shuttle. One of the Team Members in HCCBPL Corporate Cricket Team.

· Awarded Best Sportsman Title in College Level Competitions.         

Personal Dossier









Born in April 1986 

Fluent in English, Hindi & Telugu.                                                            
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