Gagan 

( Email: gagan.383521@2freemail.com 
Summary
· Passionate, curious, and result oriented Sales professional having straddled across top telecom companies with a total experience of over 18 years.  
· Proven ability of conceptualizing and implementing marketing campaigns and successful product launches while expanding the distribution network and increasing revenues.

· Well organized, self motivated, with an initiative to achieve both personal & corporate goals.

Core Competencies
	· Sales 

· Channel management 

· Channel Expansion

· Consumer activations

· New Product launch

· Product Positioning & Branding

· New Product launch


	· Rural Marketing

· Inventory Management

· Sales Training
· Product Training

· Supply Chain management  
· Team Management




Professional Experience                                                       
ZTE MOBILE COMMUNICATION                                                 JULY 2017 – JULY 2018
AREA SALES MANAGER

· Create the distribution network in assigned territories
· Responsible to take primary and secondary with all the assigned distribution
· Managed sales as well as service also
· Responsible to handle and give all the solution to market and to distributor also
· Manage all the team of promoters and BTLS for organize the promotional activities in market to increase the sale
· Reporting to Regional manager
· Execute the schemes launched by Head office and Responsible to settle all the claims of Distributors
HUAWEI TELECOMMUNICATION                                               OCT 2016 – JULY 2017 
TERRITORY SALES MANAGER   
· Reporting to Regional office of Huawei Rajasthan
· Managed distribution in the assigned territory
· performance analysis by secondary and tertiary movement in the market
· Managed not only sales but the service issues of the market as well
· Responsible to appoint the PRAMOTERS and BTLS for market 
· Manage all the team of PRAMOTERS  and BTLS  to generate sale and organise promotional activities in market
	RELIANCE JIO INFOCOMM LTD
	July2015 – Sep.2016     

	
	


Mobility Lead – [Sales and Distribution Head]
In line with the Management view of expanding the distribution network, have taken up this challenging role of developing the assigned territory. 
· Increase the width of distribution by mapping the entire territory and create new opportunities for expansion.

· To build a significant Institutional Client base. 

· Responsible for the revenue target of the branch. 

· Execute the schemes launched by head office. 

· Plan and execute the market specific schemes. 

· Reporting to Regional office on the developments in the market. 

· Maintain a healthy supply chain by resolving retailer and distribution issues on a war footing. 
· Managing a turnover of Rupees _______1 cr. per month__________________.
EARLIER CAREER

	KARBONN  MOBILES
	July 2013 – July 2015

	Asst. Sales Manager 
	


· Managed distribution in the assigned territory of Rajasthan.

· Performance was analyzed on the secondary movement rather than primary sell in to the distributor.

· Verified the monthly claim of the distributors. 
· Reported to the regional office of Rajasthan. 

· Managed not only sales but the service issues of the distributor as well. 
· Managed a turnover of Rupees ______6 cr. per annum ____________________
	RELICARE CORPORATE PVT. LTD
	May 2010-July 2013 

	
	


Branch Manager
*Manged the market of jodhpur, Udaipur, bharatpur, alwar , Bikaner  and jaipur itself.
· Managed the JAIPUR branch. 
· Responsibility of the revenue of the branch. 

· Managed Sales, Marketing, Finance, Personal and office Admin.  . 
· Managed a turnover of Rupees ______1 cr. Per annum ____________________. 

	BHARTI TELETECH (BEETEL)
	Oct 2005-May 2010

	
	


Territory Manager
· Reporting  the Rajasthan Branch office handled the territories of Jodhpur, Udaipur ,Bharatpur, Dholpur , Alwar, Bikaner, Hanumangarh,       Ganganagar, Alwar and Bharatpur.
· Took care of existing dealer network and appointed new dealers in the assigned territory.
· Trained the dealer staff for product sales.

· Managed the After Sales Service at various locations in the above assigned territories. 
· Managed a turnover of Rupees ______45 lakh per annum____________________. 

	LG Electronics system India Ltd. (LGSYS)
	June 2001-Oct 2005

	
	


Marketing Executive
· Marketed the CDMA tech. to BSNL. 
· To smoothen the process of delivery of Equipment and payment collection from the Telecom Departments. 
· Handled Maharashtra, West Bengal, Bihar, Jharkhand, Gujarat, UP and Rajasthan. 
· Generated Revenues of over Rupees 76 Crore per annum. 
· Was Awarded a Memento by CGM of Rajasthan for best service.  
EDUCATION

Graduation in Arts





Rajasthan University in 1997

Computer Proficiency:





MS Excel, MS Word & PowerPoint

PERSONAL VITAE

Date of Birth

:
21st January, 1977

Marital Status

:
Married 

