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VINOD

VINOD.373951@2freemail.com  
SALES & MARKETING PROFESSIONAL 

Area Sale Manager / Business Development and Channel Sales / Innovation & Initiative 

PROFILE

· Over 22 years of experience in Business Development, Channel Sales & Marketing strategies, Sales Promotion, and Relationship Management,, team leadership, dealer & distributor development and brand placement & promotion in Telecom and FMCG industry in Maharashtra, Goa and Gujarat. A strategic planner with functional expertise in Market Plan Execution, Distribution Network Development and implementation of effective business strategies to achieve revenue and profitability norms. Ability to support & sustain a positive work environment that fosters team performance with strong communication & relationship management skills.

· Twelve years and Nine Months of experience in Prepaid, with Vodafone India, Bharti Airtel Ltd & Telenor (India) and Ten years experience in Distribution with Pepsi Cola (I)  Ltd, Marico Industries Ltd, Indrayani foods ltd. 

·  Currently working with Telenor (India) Handling Prepaid Business in Maharashtra ..

· Competent professional, with planning, budgeting, execution, monitoring and resource balancing skills and ability to handle multiple functions and activities in high pressure environments with tight deadlines. 

· Highly motivated, positive and goal-oriented, with demonstrated professionalism, attention to detail, tenacity as well as the ability to learn as I go along.
· Excellent communicator with exceptional talent for problem solving through reasoned thought processes, attested by a track record for team leadership, target achievement and employer satisfaction.
	Strategic Planning
	Business Development
	Product Promotion

	Distribution Management
	
	



Strategic Planning: Involved in conceptualizing, planning, implementing and monitoring of winning business strategies to drive growth in business volumes.
Business Development: Exploring and monitoring market trends and moods to identify fresh business opportunities and developing new as well as existent markets for higher levels of sales and revenues.
Sales & Marketing Activities: Carrying out the comprehensive range of sales and marketing activities for the assigned territories including distributor sales.
Team Leadership: Providing effective and inspirational leadership through regular training, motivation and suitable incentives in order to achieve set targets in sales volumes, revenue as well as other performance parameters like order collection and billing.
.
Distribution Management: Identifying, developing, training and co-ordinating the network of dealers and distributor, especially in the remote regions of the territories.

PROFESSIONAL EXPERIENCE
Nov 09 till date   Telenor (India)                                             Senior Manager (Prepaid) PCMC
· Leadership
· Handling the prepaid business for PCMC Zone.
· Was an acting ZBM for Goa Zone from October 2011 to Feb 2012

· Leading a team of  One T.S.M   and 3 TSI 
· Ensuring the retail counter to be packed with all the SKU's and to be branded well at eye level.

· Driving the team to achieve their KRA’s month on month.

· Ensuring the growth of RPU business and revenue generation per cell site.

· Expanding the distribution network by mapping my area of operation population wise and site wise.
· Conducting weekly meetings with the team in order to identify the areas of correction and to share the success story of their respective territories.

· Ensuring the timely training for the team and retaining & motivating the team in order to deliver consistent growth to the business
· Prepaid Sales

· Aggressive acquisition to enhance customer base in the mass market. 

· Identification of grey areas in terms of distribution expansion and Infrastructure as per norms.

· Driving my team with specific focus on revenue generation by focusing on gross numbers.

· New Town extraction through handset & handset bundle route along with targeted focus on UEO.

· Ensuring the committed ROIs of the channel partners. 

· Key account tie-ups and Modern trade extraction. 

· Hands-on on the DMS/ Google Mapping for all reporting purpose.
· Cross Functional Management   
· Cross Functional Management 

· Co-ordination with Product Support/Marketing/Technical/Customer services department.

· Supervision of marketing communication/Merchandising for in shop and outdoor activity.                              

· Achievements:
· Identified and recruited Sale force for the entire Zone.

· Developed Strong Distribution Network for the Zone. Appointed 15 distributors across the Zone.

· Played a Active role in recruiting Distributor Sales force.
· Placed Stock in 1000 outlets in the first month of the launch.

Dec 07 – Nov 09    Bharti Airtel Ltd                          Zonal Sales Manager(Prepaid) Gujarat
· Leadership
· Handling the prepaid business for Bhavnagar Zone(Emerging), which cover 4 District.

· Leading a team of  9 Lead Officers which are on roles.

· Ensuring the retail counter to be packed with all the SKU's and to be branded well at eye level.

· Ensuring the growth of RPU business and revenue generation per cell site.

· Expanding the distribution network by mapping my area of operation population wise and site wise.

· Developing the rural market and ensuring that the investment from distribution channel to be at par with the market.

· Conducting weekly meetings with the team in order to identify the areas of correction and to share the success story of their respective territories.

· Ensuring the timely training for the team and retaining & motivating the team in order to deliver consistent growth to the business
· Achievements:

· Proficiently handling a business of Rs. 3 Crores and 20k activation  per month.
· Ensure Roll out of RS-RD model of distribution.

· Successfully rolled out Airtel Service Centre Across the Zone to serve better to the customer.

· Have given over 100% growth in Revenue and Customer base during my tenure.

· Doubled my distribution strength during my tenure
July 07 – Dec 07 World Space Sattelite Radio Pvt Ltd                Area Manager -  Pune
Significant Highlights

· Driving Business through  Associates for Pune City.

· Successfully handling a team of 10 Fse and 10 tele caller , generating business through telecalling and getting the demonstration done through Fse and closing Sales.

· Motivating the team and training the Sales team for increasing the business.

· Organising Promotional activites in Corporate and Institution,
· Taking reports on daily basis from my team in order to drive the business.

· Setting the KPI’s on monthly basis and analysing the performance.
Oct’04 
- July’ 07          Vodafone Cellular Ltd

Assistant Manager – Pre-Paid (Maharashtra and Goa)
Significant Highlights

· Driving Sales, Business Development, Channel Management, Marketing for South Goa & Pune. Currently handling Ulhasnagar and Bhiwandi under Vasai Cluster.

· Accomplished growth of 200% during my tenure of 2 years.

· Efficiently achieving targets on month to month basis.

· Successfully handling 2 Distributors along with 1 TSI and 7 Sales Executive.

· Instrumental in expanding Retail Channels through distributor DSE and TSI.

· Taking reports on daily basis from my team in order to drive the business.

· Setting the KPI’s on monthly basis and analysing the performance.

· Won a Trip to Sydney (Australia).
Mar’01 – Oct’04                 Marico Industries Ltd

Territory Sales Officer - Pune
Significant Highlights

· Drove Sales Operations across Pune City.

· Achieved growth of 50% during my tenure in Pune Territory.

· Handled Baramati and Phaltan territory for 2.5 years.

· Responsible for Business Output from 4 Direct Distributors Retail.

· Generated Business worth Rs. 65 Lacs per month.

· Managed hardcore retailing in the market, placement and display of product in each outlet.

· Conducted Weekly Meeting with my DSR.

· Organized & carried out various Sales Promo Activities e.g.: Exhibition, Melas and Shows etc.

Feb’96 – Feb’01              Pepsi Cola India Marketing Ltd
Customer Executive – Pune District – Nagar District)
Significant Highlights

· Launched Distribution Network in Pune District, Nagar district, and parts of Maratwada and Solapur District.

· Constant and aggressive follow up on inquires in order to close the sales.

· Keeping a track of major key accounts and providing them with the best after sales Service.

Commenced career with Indrayani Foods Ltd  - Pune from Feb’95 – Feb’96 as Sales Executive

EDUCATION

     Master  in Marketing & Sales Management from Institute of Marketing Management in 1994

B.Com from Vidhya Bhavan College of Commerce, Pune University in 1992 (Secured 1st Division)

PERSONAL PROFILE
Date of Birth

:
16th September, 1971

Languages Known
:
English, Hindi, Marathi and Malayalam

Current CTC                   :           18.5 lakh excluding Perks.

